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Bookkeeping 
By Electricity! 


VV HEN good old Ben Franklin—the patron saint of electricity— 
felt the first tingling thrill of the mysterious power coming 


down his kite string from the clouds, he little dreamed that a future 
generation would apply the self-same power to the keeping of 


business records. 


But it 1s a fact—realized today in the Burroughs Electric Add- 


ing and Listing Machine. 


Think of it—think of adding up a long column of numbers (fractions and all) 
by merely pushing down a key and pressing a touch-bar! That's what a 


Burroughs Electric will do for you. 


First, you simply register the numbers on 


the keys—it works very much like a typewriter. Each number is then printed on a 


strip or a wide sheet by touching the bar. And after all are listed you simply press a 
key, touch the bar and the correct total is printed at the end of the column. 








And all these advantages are procured simply 
by attaching the Burroughs electric plug to any 
electric socket; the power required for a 16 C. P. 
bulb will operate the mechanism andeither direct 
or alternating current can be used. 

The machine can easily be moved about the 
office, of course, it being only necessary to have 
it near a socket for the attachment. 

No fussing, no work, no difficulty at all; 
simply attach the plug, press the ‘‘on’’ button 
controlling the motor—and begin your work. 

If at any time your current fails, you can go 
right along with your work by inserting the 
handle. The Burroughs Electric is all that a 
hand-operated machine is—and much more. 

And remember this—no machine leaves our 
factory until it has withstood harsher tests than 


Burroughs Adding Machine ne. - 


39 Burroughs Block 
Detroit, Michigan, U. S. A. 


it will ever experience in actual service. Our 
electric machines for instance are not passed to 
the Sales Department until they have been 
proved out by having keys locked down and 
run for a considerable number of hours at full 
speed. 


You know now what a Burroughs Electric 
Bookkeeping Machine is; you know some of the 
things it will do—and why; possibly you realize 


that such a machine would be of definite, 
measurable value in your business. 


There are 65 styles of Burroughs; some one 


or more, will do work. at a big saving for you. 


You can’t judge fairly until you see its specific 


application to your work. 






THE BURROUGHS ELECTRIC 
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Balance _your Business 














If you can sell new machines because of their quality and in spite 
of their price; if you can sell “‘rebuilts’’ because of their price and 
in spite of their quality; then how many Remanufactured Type- 
writers can you sell because of both quality and price? 
You can get the answer by asking any Ramer Dealer. 


WHOLESALE TYPEWRITER CO. 


108-110 DUANE STREET, NEW YORK CITY 


London Office: 136-137 Long Acre, W. C. 
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12th Annual Business Show 


Madison Square Garden, New York 


October 22-29, 1910 metusive 


q A few pieces of meat, some vegetables, a few cups of water and flour and 
a pinch of salt have never yet had enough magnetism to get together 
without assistance and form one of those tasty stews you like for lunch 
on a cold day. 


gq A hot fire, a good cook, and the above ingredients are set before you 
—hot, delicious, tasty and soul-satisfying. 


q It is So with the Business Shows. We have always furnished the con- 
ditions, the place to exhibit your goods, the people to showthem to and 
to sell them to—but we have found that it is always the live, 
hustling exhibitors that got the results—the good cook, the chap with 
the enthusiasm, the fire. 


q “I have handled exhibits of various kinds for the past 15 years, and 
experience proves that the results obtained are dependent entirely upon 
the activity of the exhibitors. We are great believers in the Business 
Show, and our experience at the Garden last year proved that the in- 
vestment we made in the exhibit there proved to be the most profitable 
advertising investment we made during the entire year,’ (L.R. Stoner, 
General Sales Agent Montague Mailing Machine Co.) 
















q This year we will furnish better conditions than ever. Are you going 
to light the fires of your enthusiasm and serve up something that the 
visitors at the show will relish—and buy? If you are, get in line now, 
arrange for your space, and then take time and plan the kind of a dis- 
play that you can be proud of, that will attract the people who come to 
the Show ready to buy. Get out some special literature, and then have 
some live, active, enthusiastic salesmen in your booth—The results will 
astonish you—and the profits please you. 







@ About one-third of the space already gone, more going every day— 
come on in while the water’s fine, it will be too cold for comfort later— 
you won't feel as comfortable off in an out of the way corner—so get 
space now—while there are choice locations still to be had. 











Write at once for diagrams and details 


ANNUAL BUSINESS SHOW CO. 


A. L. FIERLEIN, Rand-McNally Building :: CHICAGO ._. u. mory, 


President. 150 Nassau Street NEW YORK Treas. @ Bus. Mgr 


















Responsible dealers and purchasing agents who contemplate visiting the Show are invited 
to send us their names NOW for season passes to be issued to them without charge 
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"Yo u actos mae bo h 7”! 








Practically every operation in wniting, billing or statis-’ 
tical work is made at the keyboard of the 


MODEL 10 





No reaching, no waste energy, no mental strain, hence 
higher day-after-day efficiency. Complete control 
from the keyboard is but one of many exclusive 


Smith Premier advantages. 


Smith Premier Typewriters will be exhibited at the 
Brussels International Exposition, Hall of Industries, Stand 27 


Write for information, THE SMITH PREMIER TYPEWRITER CO. Inc., Syracuse, N.Y. Branches Everywhere 
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A. RBON-LES 
‘DAPER (OMPANY 


(Inc. 1909) 


Sole Patentees and Manufacturers 


of 


CARBON-LESS PAPER 





Have you had samples of CARBON-LESS paper? If not, we would be glad to send you some. 

Do you know just what CARBON-LESS paper is? Many people imagine it is similar to carbon 
and performs the same duty, but this is an erroneous idea. You can easily learn its right 
function by examining the paper for yourself, and the samples will please you. 

Several months ago, when we began the manufacture of this pepe there was but one thought in 
our minds, namely—to produce a paper which would make copies of letters for filing and other 
purposes, and eliminate the use of the sheet of carbon paper that it has always been necessary 
to insert between the second sheet and the original. Since then, however, various manufac- 
turers and users have discovered other usages for this marvelous new invention. 

For adding machines, CARBON-LESS paper not only makes the wages and eliminates the use 
of the ribbon, but in addition gives one or two duplicates, according to the thickness of the 
roll of CARBON-LESS used. 

To take a quick proof, and a nice clean one, without the use of ink, either from set-up matter in 
the print shop or from matter having been set up for duplicate letter machines, CARBON- 
LESS is a wonderful time-saver, because it dispenses with the use of ink or ribbon, as the case 
may be. 

In counter sales check machines, CARBON-LESS gives the copy without the necessity of having 
the cross feed carbon device. For tally-rolls on typewriters, CARBON-LESS gives the 
record by using one roll instead of two. When used for tally-rolls, where one roll is now 
used with carbon on the back of it, necessitating making the entry on the bill in carbon 
instead of ribbon impression, CARBON-LESS may be used against the platen and the whole 
bill written with the use of the ribbon, and a perfect tally record is kept. 

CARBON-LESS is perfectly clean. You cannot soil anything with it even if you try. It makes 


a perfect record, saves a deal of time, and is pleasant to use in the office. 


CARBON-LESS is made in various weights and in different colors. 


We will be glad to send you further information and prices. Those who have already seen 
CARBON-LESS paper will be surprised to note the improvement made in it during the past 


two months. 
We have now nearly caught up with our back orders, and wish to thank all of those who have 
have been patient in awaiting their shipments. 


GENERAL OFFICES AND WAREHOUSE 
400-402 W-232 St NEW YoRK CITY 


PRESIDENT AND TREASURER, WILLIAM C. BETTS 
VICE-PRES. AND GEN. MGR., GILBERT C. LUTZ 


European Representative, M. Eriebach Nachfoiger, Frankfort-on-the-Main, Germany 








SEC'Y AND ASST. TREASURER, A. R. BETTS 
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The Name Typewriter Means 


Reming to 


and the Name Remington Means 


Typewriter 


The development of 
the Remington is the 
history of the writing 
machine, and the. 
development of the 
Remington Organiza- 
tion is the history of 
the typewriter busi- 
ness. 








Remington Typewriter Company 


Incorporated) 


New York and Everywhere 
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Dealers, Attention! 


WE WANT YOUR CO-OPERATION 


We help you sell Simplex 
Stamp Affixers through ad- 
vertising that brings 


RESULTS 








THIS 46 a, 


iS BEFORE 


300,000 
BusinessMen 


IN 


July ‘System’ 


Wherever possible we will 
sell only through the trade. 


Every inquiry from your 
territory will be referred to 


you, if you are our exclusive 


agent . 











Write for 
Full Particulars 
Immediately 











Simplex vosrace 
Stamp Affixer 


STAMPS YOUR MAIL AS 


Quick-as-a-Wink 


and registers every 













CAPACITY 
500 Stamps 


SPEED 
2,000 to 2,500 


— stamp as 
WEIGHT affixed 
14 Pounds 
A Thoroughly 
Practical 


Machine 


@ Stamps in rolls of 500 ob- 
tainable through any Post- 
office in the United States as 
per order of Third Assistant 
Postmaster General, Wash 
ington, D. C., issued to all 
Postmasters, under date 
of December 23, 1908 
We furnish blank orders 
on your Postmaster with 


each machine. 


ine ready for use) 


Actual size showing stamps locked in mach 
We guarantee each machine for one year from date 
of purchase. 
In writing for price and descriptive circular, be sure to give full 
name and address of your regular stationer. 
Address: 


Stamp Affixer Department 


THE SIMPLEX MANUFACTURING CO. 


90 West Street, New York 
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Wish a 
Position? 


There are now hundreds of 
vacancies needing good 
stenographers at. salaries 
from $10 to $25 per week. 
No matter whether you use 


mei nderwood 














Standard 






ypewriter 


or not, our Free Employment Department 
will help you find a position. Our Em- 
ployment Department is the largest in the 
world and offers free service to both employer 
and employe. If in New York City, Phone 
Barclay, 6800, or address 


Employment Department 
243 Broadway, N. Y. 


or any branch office 


Underwood Typewriter Co., Incorporated 


New York and Everywhere | 





: == _ s 
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WHY? 


Why should a bookkeeper—any bookkeeper— your bookkeeper post all 
month long to a ledger and wait until the whole month’s posting is done to find 
out whether he has done it right or not and if he hasn’t to delay today’s work to 
hunt for yesterday’s and last week’s mistakes and when he has located his errors 
and got “‘the trial balance’ then to copy his month’s posting all over again— 
duplicate the work making out the monthly statements? Why should any book- 
keeper do all this work and put in a lot of over-time for from two to ten days the 
first of each month when the 


Elliott=Fisher 


Standard Writing-Adding Machine 


will do the work faster, easier and much more legibly—post to the ledger and make 
out the monthly statement at one operation and prove mechanically its own 
work as it goes along so that when the last item is posted at the end of the 
month the statements can be sent out at once? 





Why should bookkeeping be done in the old fashioned way when the Elliott- 
Fisher will cut the work in two — make toil easier and save 25 to 50 per cent in 
book space and a corresponding saving in the cost of account books and the stor- 
age or vault space required? 

There isn’t any more guesswork about the Elliott-Fisher doing these things 
than there is that a modern automatic screw machine will turn out two or three 
times as much work as the ordinary hand operated screw machine. 

Useless operations whether in the office or factory are a waste of time and 
money. 

Why won’t you write and say what line of business you are in and let us tell 
you what the Elliott-Fisher can do for you in your office on your work just as it 
is doing for others in your line —the information is free. 


Suppose you write today ? 


Elliott-Fisher Company 


72 Cedar St. Harrisburg, Pa. 
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REVILO RIBBONS | 


Mean the Biggest 
Business and. the 
Largest Profits for you. 





“REVILO” RIBBONS BRING IN THE REPEAT ORDERS 


@ The ribbon that wears the longest and pro- 
duces the best work gets the most business. 


@ Don’t put in a stock of ribbons simply 
because they are recommended ‘‘the best’’— 
try the REVILO—compare it with what 
you are selling—see if it IS the best—convince 
yourself before you try to convince others. 


@ You are selling ribbons for the profit you 
make—then sell the ribbon that pleases the 
largest number of users; that ribbon means 
the largest profits for YOU—sell the ribbon 
that wins out in competition every time— 


THE REVILO. 


q Send for our handsomely illustrated twenty- 
four page catalogue; it shows the largest line 
of typewriter accessories ever issued. Oliver 


Supplies are known wherever typewriters are 
used; they have a thoroughly established rep- 
utation for quality; 


handle the line that 


Th 


General Offices: 




















e ——__ 
OLIVER 
Typewriter @. 
Supplies Department 


means permanent business and regular profits 


for you. 


@ Test REVILO Carbons and see why they 
getand hold the business—samples on request. 


@ Sample Book of REVILO typewriter 
papers (twenty-one grades) shows the greatest 
variety of the most practical papers for type- 
writer use, listed at attractive prices. 


@ The largest and most profitable Supplies 
business is built by selling the line that pleases 
and holds the largest number of customers, 
increased business and profits come from the 
Repeat Orders—not the single sale to a dis- 
satisfied customer. 







Send for our catalogue 
and wholesale prices 
to dealers. 


WRITE TO-DAY. 


Chicago, Ill. 
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What American Factory Rebuilt Means to Dealers 











? 


@—“American Factory Rebuilt” is an identifying term used to distinguish ‘American’ 
machines from the great mass of typewriters which go to the market under the name of 
“Rebuilt.” It stands for the top notch of “rebuilt” excellence. 





@—tThe term “American Factory Rebuilt” affords the dealers the most practical sort of 
typewriter insurance. It insures him a source of supply for any number of machines of any 
make. But, better than that, it insures the user the fullest measure of satisfactory service; 


that means pleased customers, and therefore profitable business for the dealer. 


Q—“American Factory Rebuilt” means built in a factory, not an office, a back room, or 
some out-of-the-way place where second-hand machines are touched up, but a factory especially 
equipped and appointed for the work. A factory in which new machines could be made. 


@—*American Factory Rebuilt” means 
a class of machines such as no other con- 


cern does or is able to rebuild as we do. 


@—“American Factory Rebuilt” further 
means a co-operative plan in which we 
help the dealer to take advantage of 
the full possibilities in his territory. 





@—The livest and most prosperous 
dealers in the country are handling 


“American Factory Rebuilts.” We are 





in position to equip others to be equally 


successful. 





American Writing 














Machine Company 


345-347 Broadway NEW YORK 








: 
| 
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THE FLEXOTYPE 


@ The following shows the twenty-five most desirable features 
of type duplicating machines, and to what extent they are 
combined in the various machines on the market: 


Flexotype Other Machines 
Rotary Flat Bed 
Low ribbon cost (under 5c per M) Me te 
Light removable type forms easily filed ...... 
Rapid feeding (5M per hour or more) ......... 
Rapid composition without touching type. .... 
Work uniform (throughout a run).. 
= 7 (tops and bottoms).... 
" sa (comparing short and long lines) . 
ps = (ends of long lines) ......... ier: 
Rapid distribution without touching tyne. or 
spelling backwards ............... 
10 Composition and distribution separate from print- 
OS rrr Ver ae eee YY ERAS Oy 
11 Impossible to offset platen......... se Oe 
12 Interchangeable type (Pica and Elite) .......... 
13 Uniform wear of type ............-0.5-.00-5: 
14 Nodestructive pressure on type due to attempts 
to completely use exhausted ribbon ........ 
15 No destructive pressure on platen (same rea- 
DOES . 0 oo 0s bens oeteae Feeds hae 
1G - Bae Beeline . 29.62 & « « aeee bss fe LR 
17 Color of work controllable (heavy or light) 
18 Direct printing with printer’s ink without ex- 
Ce CES «cs oo PPS eet ovccees 
19 Put on ribbon without soiling fingers........ 
20 Narrow form following wide using same ribbon 


ON Oo Ph WD 


ve) 


21 Bichrome work at one impression............ . 
22 No economy to use ribbon heavier inked than 
OO. o.oo 0.0.0.0:%5 004 bos thea eee eee n 


23 Prints letterhead and signature direct inked 
and body of letter through ribbon at one 
See eee ee oe 

24 Automatic continuous reinking of ribbons.... 

25 Direct printed letterheads and office forms with- 
out expense of curved electrotypes............ 


«e 





SN i - eee sank ee <i \oshye one © ga 2 4 
Percentage of perfection ............... 100% 8% 16% 


Exclusive features of the Flexotype are in bold type. 


NEIDICH PROCESS COMPANY 


BURLINGTON, N. J. 
Second-hand Multigraphs taken in exchange for Flexotypes for sale. 
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Supply and Demand 


lead you to 


General Rebuilt Typewriters 
Wholesale Demand 


Wholesale 














Foreign Demand 


We Supply Them! 


Domestic Demand 


As “All Roads Lead to Rome” 
GENERAL TYPEWRITER EXCHANCE, Inc. 


21 Murray Street, New York, U. S. A. 
FINISHED TO ATTRACT. REBUILT TO SATISFY. “LIKE NEW.” 
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ROYAL SS 


STANDARD A Typewriter that is 














TYPEWRITER Outof the Beaten Track 





we 


« 


: 
: 
: 
: 
: 
: 
: 





=“ 

HERE is an old story about a crooked city street, where one hundred thousand 

T people a day are still following a path that was first marked out when a blind 
calf wandered through a meadow. 

A flock of sheep followed next day, and a‘ter that everybody took the beaten 
path, until it became the street of a village, and then of a city. 

When the first typewriters were built, they had a square, upright frame, to 
which the mechanism was attached. Every later model was built along the same 
line, so that to-day nearly all typewriters, except the Royal, are still following that 
beaten path. 

The inventor of the Royal, instead of accepting the crooked path, surveyed 
a straight line. He began back at first principles, designed his mechanism first, then 
made a frame to fit it. That is why’ the Royal has less than half as many parts as 
any other standard typewriter. 

The price of the Royal is $65. This is a rational price, giving the purchaser 
the benefit of the best materials, the finest workmanship and the most highly 
developed manufacturing facilities, with a reasonable profit to the manufacturers. 

The simplicity of the Royal saves friction, wear and tear, and practically 
obviates repair troubles. This means thorough-going efficiency, during a long period 
of years, with a liberal saving in the original investment for office equipment. 

Thousands of large users, who demand and can afford the best, regardless -of 
cost, have proved that the Royal is the most satisfactory typewriter to adopt for 
their offices. 

The Royal typewriter is a machine of the highest grade of mechanical con- 
struction, made by a responsible company, and backed up by a genuine guarantee. It 
is a visible writer, with universal keyboard. Every essential improvement of the 
latest models of other standard machines 
to be found in the Royal, with certain use- 
ful features all its own. It is all that you 
would expect of a high-grade typewriter, 
and is equal to every demand of standard 
typewriter work. 

OF Ask our representative to call, 
or stop in at our offices and see the 
machine for yourself. The more 


you know about it the more you 
will like it. 


ROYAL TYPEWRITER CO. 
Royal Typewriter Building, 
NEW YORK 


London Office: 75-A Queen Victoria St 








Cy 
TERROR 
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Typewriter 


DEALERS 


Ghe Standard Folding Typewriter 


offers you a source of profit that is worth your 








most careful consideration. 


Ghe Standard Folding Typewriter 


isnotatoy. It isa practical, front stroke, port- 





able, visible writing machine, fully guaranteed 


and possessing every feature that a first-class 


Showing the Standard Folding Typewriter Oper 


1 Ready for Use 


typewriter should. It is fitted with a two color and 


ribbon, has perfect alignment; weighs but eight pounds, case and all, and will do every- 


thing that any typewriter will. 


Ghe Standard Folding Typewriter can be trusted to deliver the goods no matter 
where you send it. You have no “kicks” or ‘‘comebacks”’ from your customers. It eliminates 
competition for ‘‘/t is in a class by itself.”” The retail price is $50.00 with a good profit for you. 


Someone is going to handle the Standard Folding Typewriter 
in your territory. This is YOUR chance to be that ONE. 


Here are extracts from a few letters showing how 
The Standard Folding Typewriter has been received: 


Railroad Man 


‘‘When I saw it I knew at last I had found what I wanted.’”’ 
—Geo. S. Stone, Law Agent, L. & N. R. R. 
Clergyman 
“Light, compact and just the thing for anyone who travels.” 
-Rev. C. P. Curry, Evangelist 
Train Dispatcher 
‘It is the best machine I have ever seen for a traveling man 
—R. R. Hosss, Chief Despatcher, L.& N. R.R 
Newspaper Man 
“The traveling fraternity will ‘rise up and call you blessed’ for putting 
this machine on the market. I dragged a thirty-pound machine 
about for years, and I threw up my hat when I saw the ‘Stand- 
ard Folding.’ ’ 
I. 1. Murpuy, N. Y. Herald 
Traveling Man 


‘“‘I bought my machine in Baltimore in January, 1909, and have had 
it in use on the road every day for thirteen months. It is in 
as good condition today as it was when I bought it.’’ 

; W.C. Mayvitie, Akron, Ohio 


Write today for complete particulars 
and a copy of our booklet; you need it. 


Standard Typewriter Co. 


Showing the Standard Folding Typewriter 
Groton New York 


in Leatherette Case 
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An Entirely New Typewriter Employing New Principles. 


A fair description, in as few words as possible of my New Typewriter. 


Improved Key Lever. 

The Key Lever is a series of com- 
pound levers and links so connected that 
they will increase the speed of the type 
bar one-third over those now in use. 
They also reduce the depth of stroke 
one-eighth of an inch. This will in- 
crease the rapidity of the operation. 


Shift Key. 
The depression of the shift key is one- 
half that of the other machines now in 
use which will increase the speed of 
operation. 
Type Bar and Hanger. 
The Type Bar and Hanger is so de- 


signed as to be erasure proof. Eras- 
ings cannot fall in any of the machinery, 


as in others, either in the Type Bars 
or the Escapement. 
Ribbon Mechanism. 
The Ribbon Spool is the most con- 


venient ever designed. Easy to put on 
and take off the ribbon. No strips to pin 
the ribbon to. No hooks or extra pieces 
required on the ribbon. 

The Ribbon Shift is 
very simple in construction. Few pieces. 
The Ribbon Shifts are four in number. 
One for Stencil Cutting. One for Black. 
One for Blue. One for Red. 9-16-inch 


automatic. Is 


Ribbon. 
Interchangeable Carriage. 
The Carriage of one length can be 


quickly removed and another one of a 
different length can be placed in posi- 
tion. One Carriage for Correspondence 
and one of another length for Billing or 


This invention is the result of study 


greatest speed possible with the least effort on the part of the operator. 
classes of business, a machine to last longer than any other built, making it of interest to the purchaser. 


still another for Insurance Policies and 
Large Statements. The Carriage is so 
designed that it will carry two rolls of 
paper and one roll of carbon paper. For 
use by Editors, Authors and Telegraph 
Operators. 


Interchangeable Platen. 


The Platen is Interchangeable. One 
platen for correspondence or two or 
three copy work and another with a 


harder roller for Manifold work. 


Paper Feed Rolls. 


The paper feed rolls are held in ball 
bearings and springs and are adjustable 
to any thickness of paper and will give 
a perfect feed of the paper. The paper 
feed roll release permits of locking open 
the rolls when it is desired to adjust the 
paper or to let the machine stand for a 
great length of time, preventing flatten- 
ing of rolls and rendering them useless. 


The Tabulator. 


The .Tabulator is a decimal one and 
can be used on any machine of this in- 
vention, either with long or short car- 
riage. Can be easily put on or taken 
off. Has revolving Stop Rack. Stops 
held in by a rod and cannot fall out. 


Line Spacing Mechanism. 

The Line Spacing Device is operated 
by a side stroke of the hand of the 
operator, spacing the paper up at the 
same time and with the same stroke that 
returns the carriage to position for the 
next line. The stroke for this purpose is 
one-half less than that of other machines 
now in use. The spacing lever comes 
down to the Key Board, permitting the 


operator to use same and not take the 
hand from the key board. 


Carriage Release. 

The Carriage can be released from the 
key board and set in any position desired 
without the operator removing the hand 
from the key board. Carriage locks at 
the end of the line. Released from the 
key board, 


Escapement. 


The Escapement is of the Star Wheel 
class. The Universal Bar and Escape- 
ment are connected in a direct line-and 
both swing on the same radius, giving 
quick action to the Carriage. 


Main Spring. 

The Main Spring is placed so that the 
center of pull is in the center of the 
load to be pulled, permitting of less key 
tension for the same speed obtained on 
other typewriters—reducing the jam and 
jar on the machine thus increasing the 
life of. same—lessening the strain on the 
escapement and reducing the labor of 
the operator in running the machine. 


Marginal Stops. 


The Marginal Stops are simple and 
easy to adjust. 


Line Spacing. 

The Line Spacing device is provided 
for three widths of line. 

The Line Space is provided with a 
drag for writing on ruled paper. 

The Carriage runs on Ball Bearings. 

The Escapement is Ball Bearing. 

The Card Holder is easily placed in 
position and very quickly removed. 


and experience in the typewriter field for the past twenty years and with a thor- 
ough knowledge of all the machines in use during that period the inventor has so designed and constructed a machine for the 


A machine to meet the requirements of any and all 


A machine that will 


do the work of all other machines and many things that they cannot do, in fact a typewriter which is far in advance of the 


present day uses. 


This machine is an invention, not an imitation. 
Each device is an invention within itself. Every device is designed in the most simple manner to produce the best 
results to be obtained with the least expense. 
The inventor has kept constantly before him the following objects in the production of his typewriter: 


First. 


It is to be an invention, not an imitation. 


Second. The cost of manufacture. Having a thorough knowledge of all machine tools, he has designed the parts 


in such a way that the cost of production is reduced to a minimum—side plates to be made from punched 


pressed 


flat steel, and not from patterns. All rods and bars to be of standard gauge steel, no grinding and but little milling. 
Few castings and those simple, requiring few jigs. 


Third. 


From a salesman’s point of view. 


The devices are simple and a salesman can soon acquire a thorough 


knowledge of the machine and when comparing with other machines on the market can demonstrate where this type- 


writer is far superior to any other. 
Fourth. 


From a purchaser’s standpoint, an investment. 


A typewriter requires so many small parts, screws, 


springs and varied mechanical actions, that unless these are so formed and their number reduced to a minimum there is 


constant trouble in breaking and becoming disarranged. 


These have been reduced to the lowest possible number con- 


sistent with good results and yet compose a machine that will do the work of any of the others and many things that 
they cannot do, giving it a wider range of usefulness than any typewriter ever made, which of course will interest the 


investor. 


Fifth. For the operators. After the paper is inserted in the platen the entire handling of the machine is. from the 
keyboard—no taking the hands away from the keyboard until the letter or document is completed; ribbon color shift- 
carriage release, marginal release, line spacing—all located in the most convenient places. : 

I desire to get in touch with a man who has sufficient capital to build two working models and to start manufac- 


ture. All preliminary work is done. No experimenting required. 


Address X 10, care of Office Appliances. 


of a lifetime. 


The man who will join me now has the opportunity 
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HE man who sells goods, gets more 
preaching flung at him than a Meth- 
odist congregation in revival meet- 


ings. As Griff Glover said, everybody 
makes mistakes except the silk hat and the 
high collar, which is another way of say- 
ing that the individual who sits at the ma- 
desk has a better chance to blame 
it on the other fellow. The man on the 
firing line is not hungering for sympathy 
He doesn’t care a rap for a whole row of 
glittering genefalitics about how to sell 
goods. What he does want is any new 
thought or suggestion that will help him to 
some new line of talk that will land one 
more order at the end of a day’s work. The 
consideration for which he works is the 
pay check at the end of the month. With- 
out necessarily being sordid and grasping 
of disposition, he finds it impossible to pay 
for a vine-embowered cottage and support 
and growing family upon anything 
He is perfectly 
sales 
shake 


hogany 


a large 
short of the actual cash. 
willing to let the honors go to the 
manager provided he himself can 
the plum tree hard enough to bring down 
a liberal commission check. He cares more, 
very much more, for a sane, sensible sug- 
gestion of how to do it a little better than 
he cares for jollies that haven‘t got the 
steam of sound suggestion behind them. 
The salesman of course is human. He likes 
to fee] that he is in touch with the sales 
manager; that he can reach the sales mana- 
ger’s attention at any moment and both 
give a suggestion and receive some helpful 
sign when he is in a tight fix. He appre- 
ciates any suggestion that comes from the 
head of the establishment if given to him 
in the proper spirit and he doesn’t like to 
to the kind of suggestion that leaves 
a_ sting. The conspicuously able sales 
manager is the granduncle of the flock. He 
isn’t too big to be Bill or Ned to some of 
the salesmen whom he has known a long 
time and he doesn’t put on airs. He keeps 
the men together by being constantly in 
touch with what they are doing, throwing 
out a hint here, a suggestion there, a word 
of advice at another place, and doing ev- 
erything in an offhand, friendly, matter-of- 
fact manner that leaves no sore spots and 
no room for criticism of his policy. He 
that it is the man who works the 


respond 


knows 
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A Few Suggestions to the High Collar and 
Silk Hat That May Induce Him to View 
with Toleration the Fellow Who Braves 
The Hot Sun and Brings in the Names 
on the Dotted Line. 


hardest who gets the most orders in the 
long run. He leaves other men free to fol- 
low their own methods so long as those 
methods are not violations of the policy of 
Each man will have certain pe- 
must be recognized and 
man must be dealt with as an indi- 
of the mass. That 
the sense of indi- 


the house. 
culiarities which 
every 
vidual and not as one 
which tends to destroy 
viduality in men no matter what their call- 
ing, is bad for the service. This is true of 
almost any line of work where absolute 
army discipline is not a necessary factor. 
We are for the man on the firing line. 
We are for the sales manager who treats 
him properly—who loves him like a broth- 
like a friend. We 
of the red blood 
his position. 
of sermons 


er and understands him 
are for the square man 
everywhere, no matter what 
May he receive sense instead 
from the silk hat and the high collar. 

A Fable and the Sequel. 

Once on a time there was a High Browed 
Mutt among the Sand Hill Cranes who be- 
lieved in Himself so much he got the Old 
Man of the Bunch to thinking his way. So 
the Old Man put the High Brow at the 
Head of the Foraging Force. The fact that 
He knew nothing about Foraging never 
Feazed him. His Head swelled until his 
Top Knot looked like a Tassel on a Red 
Fez and he hopped and strutted and gave 
advice to the Real Producers until his ex- 
alted Position was the only thing that saved 
him’ from violently meeting a Brick. He 
changed all the leaders around, carefully 
giving each Captain a place he didn’t want 
and lecturing the High Privates and Lieu 
tenants ceaselessly upon How to Bring in 
By and by the Foragers began 
to murmur; then they began to swear, and 
finally they began to quit. When the Bal 
ance Sheet began to Show Results on the 
Wrong Side the old man came to. The 
High Brow “Resigned” Old Man 
put in a Keen Captain to take charge of the 
outfit. The Keen Captain didn’t claim to 
know all about the Science of Satesman- 


the Goods. 


and the 
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Man on the Firing Line 


ship, but he knew just how to Get Next to 
all the other Cranes and make them put in 
their Best Licks. He wears a Soft Shirt 
on a Hot Day and sheds his coat when he 
hits the office. And when he lands every 
Bill Jack of the Cranes hears the Thud. 
He has sense and Good Nature, Tact and 
Ability, and he stands for no Monkey Busi- 
ness that Impairs the Service. He is the 
Real Goods. He puts Ginger into the For- 
agers and they Do the Rest. 

Moral—Get Next to the Boys. 

As a matter of act, the foregoing fable 
was not drawn from real life in any one 
concrete instance, but in one way or an- 
other it has happened sometime, and per- 
haps somebody will recall a specific appli- 
cation. There really isn’t any moral to it, 
either, except that when a man is sure of 
himself he hasn’t time to waste in self- 
glorification or in trying on finely spun 
theories. The man of real ability can see 
so many things to be done that he is 
forced to go at them by the shortest 
possible route consistent with getting 
necessary things weil done. 

The big man is, as a rule, a modest man, 
at least in his outward manner. He may 
be fully confident of his own powers, but 
he realizes that when the braggart fails he 
gets no sympathy and has twice as hard a 
time to get up again. Furthermore, the 
man of the keenest judgment understands 
his fellow men well enough to know that 
few things are more offensive than an at- 
titude of superiority, or a pose of exclusive- 
ness. In his heart he doesn’t want to 
stand alone, and for two reasons—first, 
because an eminence that cuts one off from 
one’s fellows is a mighty lonesome place, 
and second, because no man can get results 
if he can’t get close to the minds and hearts 
of the men who help him. 

The big fellow is not hypercritical. He 
consults the general average rather than the 
occasional fall-down. He gets along with 
the material he has and the material he 
can make out of what he has and thanks 
his stars that the average of this year’s 
sales shows a substantial increase over the 
sales of last year, and that his salesmen are 
keeping the factory so busy they haven’t 
time for a shut-down to clean the boilers. 








British Office Appliance 


London, June 22nd, 1910. 

HERE are ample signs that the of- 

fice equipment business in this coun- 

try is expanding. The gradual im- 
provement in trade leading naturally to 
busier business indirectly leads to an in- 
creased use of more effective and labor- 
saving office appliances. Most of the big 
concerns—American, English and Conti- 
nental—have been running over their cur- 
rent schemes, revising their staffs and gen- 
erally laying the ground for getting to- 
gether big business after the holidays are 
out of the way. Increased advertising is to 
be noted and a quantity of high-class book- 
let matter is being got out. 

The business exhibition to be 
Olympia in October is expected to be the 
very best of its kind yet promoted in this 
country and as the London public particu- 
larly are being taught the habit of going to 
Olympia for the big succession of interest- 
ing shows that are held thére, a bigger at- 
Olympia 
greatest 

recent 

the 
ideal 


held at 


tendance than ever is looked for. 
sheltering the 
the world, and in 
months there have been held there 
motor, motor boat, aeroplane and 

homes exhibitions, all of which have been 
wonderfully successful. Practically all the 
big office appliance firms located in Lon- 
don will be there and only one prominent 
Continental house expresses its disbelief in 
the business-bringing value of such exposi- 


just finished 


show in 


has 
horse 


tions. 

The best general office appliance adver- 
tising is still done by the International 
Multigraph, the Roneo, the Globe Wer- 
nicke, and the Kalamazoo and Veronique 
Loose-Leaf Ledgers. The Telewriter peo- 
ple also are putting out some effective ad- 
vertising, especially in connection with 
their recently installed private boxes at the 
Stock Exchange. They emphasize the 
greater safety of a telephoned written in- 
struction over a telephoned spoken one. 

Mr. S. J. Longden, general manager for 
Europe of the Elliot-Fisher Company, has 
just returned from a very interesting tour 
in America, having visited many of the im 


portant cities. Mr. Longden found the 
typewriter business in a very flourishing 
condition and many improvements being 


made on machines, which should open new 
fields for the writing machine, and when 
these arrive in England should give a great 
stimulus to the trade on this side. 

At the moment of writing Mr. Longden 
is visiting Scotland and this visit, together 
with the appointment of a new manager at 
Glasgow, is expected to brighten things up 
considerably. Business has been rather dull 
there, as in the north of England, owing to 
the shipbuilding depression, but the Clyde 
conference appears to have settled matters 
in that industry for the time being. The 
Elliot-Fisher are also getting better busi 


ness from Ireland. 


Business Extending and Big Trade Ex- 
pected After the Holidays—The Coming 
Business Exhibition—Leading Lines in 
Recent Office Appliance Advertising— 
Elliot-Fisher Movements—Moore’s Mod- 
ern Methods Opening up Well—An Un- 
derwood Note—New Firms in the Office 
Equipment Business—The Addresso- 
graph and Its Big Present Contracts— 
Improving the Rubber Stamp—The Brit- 
ish Clerk and His Troubles—Business 
Congress Meets for Three Days’ Conven- 
tion—Grady Rebuilt Typewriter Com- 
pany Makes Good Start in England Un- 
der W. T. Harding—A Note on the Sec- 
ond-hand Typewriter Business in Lon- 
don—France and British Pens. 


Exclusive Correspondence of Office Appli- 
ances. 


Talking of the best kinds of advertising 
in the office equipment business, the Elliot- 
Fisher people here speak highly of the or- 
der-bringing value of business magazines 
pre-eminently. They have tried the popu- 
lar magazines of the type of the “Wind- 
sor,” “Pearson’s,” and “Strand,” but found 
them poor in the results desired. A recent 
attempt to try a new field by advertising 
on the backs of 10,000,000 bus tickets failed 
to show any special return. 


New Firms Bid for Favor. 


Moore’s Modern Methods, one of the 
newest arrivals from America, speak of a 
gratifying start. They have now 120 
agencies at work in this country and some 
50 others fixed up on the Continent and in 
various parts of the British Colonies. Plen- 
ty of work is to hand keeping factory and 
clerical staff busy. There is hardly a town 
of importance throughout the whole of 
the United Kingdom in which 
agencies have not been fixed up. 
pany is doing a lot of circularising and 
some advertising, especially of cheap, com- 
pact loose-leaf outfits. In fact the com- 
pany’s personal stationery is very effective 


exclusive 
The com- 


advertising matter. 

Herschel Williams of 
Typewriter Company here has been touring 
the provinces and finds prospects good. 

A new firm in the business are Hotchkiss 
& Company, who are originally printers, 
lithographers and book binders. They have 
gone into the office appliance business here 
have re 


the Underwood 


more extensively now, and they 
cently acquired the Automatic Office Ap- 
pliance Company and the Perfectograph 
Company, the latter company producing a 
machine alleged to type one thousand let- 
ters per hour from metal type through a 
ribbon, the machine costing only $78. 

The Quadruplex, Limited, which incor 
porates two other companies, are also mak- 
ing a bigger bid for office business now 
They have an exhibit in the decorative art 
section at the Japan-British Exhibition and 





Notes 


are issuing a vast 
doing some business magazine advertising. 
The feature of the advertising is a design 
showing the face of an operator of the 
Quadruplex broadly grinning. In fact the 
grin is so pronounced upon the face that it 
almost the attention of the reader 
away from what the operator is doing and 


and 


number of circulars 


draws 


so becomes a less effective advertisement 

One of the office appliance businesses 
that has bucked up immensely in recent 
years is the rubber stamp business. The 


old-style article was a poor sort of ink-pad 
and-brush affair ill-defined 
and irregular 
stamping apparatus is a very different thing. 
The ink is applied automatically, the im 
pression comes out clear and sharp as print 
with no objectionable blur, and rubber 
stamping machines are now made for every 
conceivable purpose. Dates are 
by simply pressing convenient levers, and 
in every way these rubber stamps are now 
adapted to be of great value in the clerical 
work of big business concerns. 

The improvement in office appliances has, 
as a consequence, the improvement in the 
personnel of the office and the office staff 
It is no good going on improving the 
thing on which the clerk works unless at 
the same time an improvement results for 
him. The National Union of Clerks, which, 
although only a small thing in the trade 
union way is the best that its profession 
can produce, has recently been in actual 
convention at Norwich. In the presidential 
address it was pointed out that the cellars, 
pigeon holes and tanks in which British 
clerks often had to work, the 
wages they were paid, the long hours and 
all tended to create and 


which gave an 


impression. The modern 


changed 


wretched 


insecure tenure, 
perpetuate in petty life and narrow outlook 
and to prevent them from helping them- 
selves. 

Clerks, said the president, were beginning 
to realize that they were a democracy of 
hired They who were the principal 
workers of the industrial army would 
be content much longer to be treated as 
camp followers and loafers. Much of this 
is true, but it can be very fairly argued 
that much more improvement is resulting 
in the attitude with which the clerk is re 
garded in this country by the new move 
ment towards self-improvement than from 
trade effort. The coming of the 
business and the 
school, the general brightening up of of 
fice the introduction of modern 
appliances, the building of better office 
buildings, of which I recorded the prize ex 
ample of London recently, are lifting the 


men. 
not 


union 


college correspondence 


life by 


clerk out of the slough of despond in 
which for so many years he has been vege 
tating. 

The Fourth International Congress of 


chambers of commerce and commercial and 
known briefly as 


industrial associations, } 


the Business Congress, opened here on 
June 21st, and bids fair to bring out many 
interesting views on important commercial 
trade questions. Four hundred and 


representing all coun 


and 
fifty 
tries of the 


business men 
world are 


ing even from such places as Bolivia, Li 


present, some com 


beria, Servia and Venezuela. 

Already the Congress has discussed the 
reform of the calendar. Under the scheme 
proposed markets, holidays, festivals, an- 
niversaries and birthdays would always fall 
on the same day of the week, business ar 
rangements would be simplified, bookkeep 
ing expedited and Government offices, banks 
benefited by the more 


and__ railways 


methodical arrangement. 

This is the first time the Congress has 
been held in London and it is hoped that it 
will stimulate English business men to 
make greater efforts. The Boston Chamber 
of Commerce has sent three delegates with 
an invitation endorsed by nearly 100 busi- 
leading American 
con- 


organizations in 
cities to hold the 
vention in Boston. 


ness 


next international 


Grady Rebuilts in England. 
Extremely important is the entry 
this country of the Grady Rebuilt Type- 
writer Company under the control of W. T 
Harding. Mr. Harding’s knowledge of 
typewriter matters is of long standing and 


into 


OFFICE APPLIANCES 
is far reaching. His record with the Oliver 
Typewriter Company speaks for itself. He 
New- 
gate Street, one of the busiest thorough- 


has secured an excellent building in 


fares in London, just facing the new Gen- 
Post 
which is one of the marvels of the modern 
The Grady 
premises extend to five floors and a base 
ment, the factory The 
ground floor shop portion is occupied by 


eral Office, that magnificent structure 


use of reinforced concrete 


being elsewhere. 


which is working 


take 


the Sinclair Company 
Grady 
charge of the retail side. 

Already Grady representatives are scour 


with the Company and will 


ing London and the provinces and are find 
that the typewriter 
revelation to the majority of 
The company has been able 


ing rebuilt comes as a 


sritish 
business men. 
“Gradyised” as its 
bent 


word 
and is 
word as popular in 


to register the 


exclusive now upon 
making that 
circles as Halley’s comet was recently to 
the world at large. Valuable organizing 
work is being put in by Mr. Harding and 
an energetic staff, and if that staff grows as 
rapidly as did the Oliver staff under Mr. 
Harding’s Napoleonic campaign, the 
Grady Company here is booked for a great 
big thing. Two very attractive booklets 
are being gotten out. 

The only method of getting a 
typewriter in this country hitherto has been 


property 
business 


cheap 


23 


to buy one secondhand. Two firms in 
London have made a business of this and 


have built up a wide connection. They 
will sell you a second-hand Remington 
which they will exchange within two 


months sometimes at as low a price as $25. 

In the course of a discussion on the 
tariff revision in the French Chamber of 
Deputies a Deputy accused British pen 
manufacturers of fraudulently marking with 
French names goods they exported to 
France. After making inquiries of firms 
in Birmingham, the seat of the penmaking 
industry, who denied the charge indig- 
nantly, the British Chamber of Commerce 
here pointed out to the Deputy in question 
that British pen manufacturers would, if 
they fraudulently marked their goods, go 
against their own interests, seeing that 
British pens enjoy a world-wide reputation 
for excellence. They further pointed out 
that even were British manufacturers to 
label their goods with French customers’ 
names at the request of such customers, 
they would be compelled to add the words 
“Import d‘Angleterre” or “Fabrique Angle- 
terre,” otherwise the goods would be 
seized by the French Customs. In con- 
clusion the Chamber requested details in 
support of the charges thus made against 
British manufacturers in the Chamber of 
Deputies. Up to the present no reply has 
been received. 


Labor the Key to Life 


T ISN’I what a man has, but what he 
| lays out in effort that gives the sense 
Labor, indeed, is the basis of 
commerce. It is rooted in the needs of 
men. It is co-operation of time, place and 
effort. The shoemaker makes shoes because 
his family needs clothing., food and shelter, 
and the merchant buys shoes that his fam- 
ily and his customers may be shod. This 
applies to everything that ministers to the 
need or comfort of civilized man. Every- 
thing is bought by labor, and it is labor— 
service—which gives the key to value. 

Time and thought, given to the needs of 
others, fills the purse and keeps the wolf 
of poverty from the door. The more con- 
centration and love one can give to work 
for the sake of the work, the better will be 
The rule of equity that he 
who receives value must give value has 
its basis not only in ethics but in the very 
fundamentals of nature, and per contra, 
he who gives value—who puts value into 
some time his due 


of value. 


the reward. 


his service—receives 


reward 


Service Adds Commercial Value to Com- 
mon Objects by Distribution. 


The dealer who applies himself industri- 
ously to the service of his customers re- 
ceives direct reward in their confidence and 
the continuance of their good will and 
patronage. The clerk who sees beyond the 
small interests into the larger interest and 
while serving his employer well, 
equally well the customer upon whom he 
waits, is the man who eventually rises to 
greater and greater rewards. 

There are two views of life—the broad 
and the narrow. The man who seeks the 
latter path thinks only of himself and dis- 
regards those relations of life which bring 
him in touch with the real living currents. 
He of the broader view, while never un- 
of the need for suitable reward, 
end, the 


serves 


mindful 
looks upon it as a means to an 
end being not the three or four per cent 
deposits, but the increased 
still 


on savings 


leisure to do better and 


power and 
better work. 








With the broad gauge man more money 
means the elimination of petty details—of 
time-taking and nerve-racking jobs that he 
once couldn’t afford to hire done. With 
him more money means bigger work, more 
carefully planned and better executed be- 
cause better thought out. 

An author has written a book which cov- 
ers the subject of service and shows how 
great men build their results not upon 
thoughts of themselves, but upon the serv- 
ice they perform for their fellow men. This 
is so true that when a public man has 
shown that it is self-interest which rules 
his acts, he usually ceases to be a public 
man in the sense of drawing pay from the 
public treasury. 

When a merchant says he isn’t in busi- 
ness for fun, it is tantamount—or so the 
public regards it—to: an admission that he 
is going to gouge his customers whenever 
he gets a chance. The public wishes to 
give every man his proper reward, but dis- 
likes the one who makes a virtue of selfish- 


ness. 











Half a Chance for the Foreign Agent 


ERA CRUZ, the port of Mexico, is a 

clean, prosperous, interesting city, 

but, in the middle of June, I have 
seen cooler places. 

At the Hotel de los Pasajeros they mix 
a very soothing soft drink known as a 
sangria, and about all I wanted to do when 
I got past the courteous and efficient cus 
toms gentlemen the shady 
sidewalk in front of that hostelry and re 
new my familiarity with the beverage. 

But I was destined to do 
Across from the shady spot a huge silk 
banner, hung from the upper windows of a 
building, proclaimed to the passerby that 


was to sit in 


otherwise 


there was an agency of the world-famous 
“Shufroe” typewriter, at such and such a 
street, and as luck would have it, the Ex 


port Manager for that same concern was 
trying to drink two sangrias to my one. 
He spoke no Spanish and had no direct 
connection with this Vera Cruz agent, wh: 
had been appointed by the general repr 
sentative up at the Capital, but he wasn’t 
overlooking any chances to see how his 
machine was sold, and he finally dragged 
me off to serve as interpreter while he in 
terviewed the agent 

This salesman didn’t look overly promis 
on a side 


ing, and his office and salesroom 


street was cluttered up with ten or twelve 


old machines of half a dozen different 
types. He himself had a new “Shufroe” 
all apart, and was pretty oily as to the 
hands and shirt sleeves. 

But after introductions and a few gen 
eral inanities it developed that he had sold 
eight machines in Vera Cruz during the 


previous month, and expected to do better. 
“Why,” 
my ¢ar, 
month in the whole country! 


exploded the Export Manager for 
“we only sold twenty machines last 


Ask him 


how 
he does it.” 

[he agent was flattered to have a chance 
the Big Chief and he started on 
me with the best talk I 
had heard for years. argu 
ment, and then a few knew 
his machine clear down to the safety valve 
And when I casually 


to show 
line of 
He 


more, 


typewriter 
had 


and he 


every 


and the crank shaft. 
mentioned my own preference for my fa 
vorite flashed out 
containing a key-action of his machine, 

selecting precisely the. weak point of my 
machine and the strong point of his own 


make he a pocket-case 


for comparison. 
The 


understood a 


Manager, of course, hadn't 
word of the talk, and wasn't 


the flood of excited-sounding 


Export 


impressed by 
Spanish, but he woke up when he saw that 


action, 

“Where had it come from? They didn't 
supply those to foreign agents, and he 
didn’t see how this fellow could have s« 
cured one.” 


Inquiry developed the fact that this agent 


the 


had got the idea for himself, had taken 
g 


action out of a second-hand machine, and 





By Hugh Kahler, Editor “How to Export.’ 
had found it a big help in convincing the 
doubter. 

All of which is pretty long for a 
Here is the sermon, which is pretty short: 


text. 
foreign usually has to stand 
on feet—if he 
log in his own language, he’s lucky, and as 


The agent 


his own gets a decent cata- 


training,- real, effective sell- 


intelligent assistance in 
don’t 


for 
ing help, 


any any 


any his 


selling problem,—I think there are 


ten houses in the country that would ever 


think of it. 

And yet the foreign agent is the one 
who ought to get the most help, who is 
farthest from the pulse of the business, 


who rarely catches the “spirit” of the sell 


ing organization, who is usually made to 
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feel outside the family, rather than a mem 
ber of it, who has to struggle with denied 
credits, with bad shipments and disregard- 
till he the 


enemy 


ed instructions gets to regard 


house as his natural instead of his 


partner. 

And the answer? 

There’s no earthly reason for your not 
helping your foreign connections just as 
much as, if not more than, your salesmen, 


agents, or dealers right here at home. You 


may be,—indeed, in about nine hundred 
and ninety-eight cases out of a thousand 
you ARE,—so ignorant of the conditions 


under which the foreigner works that you 
cannot possibly offer him a complete set 
of exclusively logical selling talk any of 


your best arguments here would be entirely 


useless abroad, and no two territories are 
precisely alike, anyway. But you can n 
sult with him,—try to find out what is 
wrong, if anything, with his system,—tell 
him your own tricks and “inside business 
so that he can select anything that looks 
good to him, or change it as his needs ri 
quire. And most of all you can see that he 
never has cause to complain more than 
once of carelessness at your end f inat 
tention to his requests, of failure t ve ul 
to the letter of your offers to hin 
A Difficulty Promptly Met. 
On that same trip to Mexico t hich I 
refer in my text, I saw a splendid example 
of this. The Export Manager was on his 


way down to see what was the matte! 


the general agent at Mexico City, whose 


sales had been fine at first, but wl had 
lately been unable to take his minimum 
number of machines. No amount of cor 
respondence seemed to get at the difficulty 
so the manager climbed on the Ward 
Liner and went down to see. 

He was a good deal of a diplomat and 
when he felt the sore feeling of the agent 
in the air, at their first intervic had 
the sense to drop business like a flasl 
After two days of purely social relations 
the agent owned up that the machines 
weren't seiling because he and his force 
had no confidence in them. Bad packing 
thrice complained of and still unremedied, 
had resulted in disordered machines which 
his unskilled repair man could n 1djust 
His customers were kicking and here 
wasn't enough money in the typewriter end 
of his business to offset any loss of good 
will. 

Of course that was easy to fix, and 
WAS fixed. And the agent went on sel 
ing after that with a lot more vim and a 
lot better results than he had shown at 


the outset 
Silly? 

the 

visit, but 


I think we might have told 
letter, and so avoided the 
that 


Well, 
trouble in a 


I’m not sure I would st 


for repeated carelessness that cost m 
money and lost me customers, and | yn’t 
think you would, either. 

I believe in teasing the foreign agent 
along like a spoiled kid, jollying him con 
tinuously, and- handing him flowers on 
every possible occasion. The peop! wh 
seil specialties for export with the most 
consistent success almost invariably adopt 
this policy. And they do it because it pays 
not because they like it. 

Sometimes a disregarded, unaided for- 
eign agent makes good, and in rare in 
stances there are sales connections that 
prefer to be let alone, but the ordinary 


everyday kind, which you and I are likely 


to find, work best when they are taken into 


the bosom of the family and made to feel 
that somebody loves them. 

Every now and then a foreigner with a 
grudge takes it out on the house in some 
amusing fashfon. I recall one case of this 
that’s worth retelling. 

4 big office device concern had a splen 
did agent in Mexico City, who did excel- 
lent work for several years without even a 
Spanish catalog to help. He spent a good 
slice of his profits supplying deficiencies 
in his selling equipment which the house 
would not have permitted to exist a day in 
its home organization. But he wanted ad- 
vertising—was willing to stand part of the 
expense and do the work if only the house 
would back him for a Tittle at the start 
But the house “had exhausted its appro- 
priation and would see about it when the 
new appropriation should be made,” and 
repeated that threadbare lie till there was 
no more conviction in it. This concern al- 
ways refused to patronize any of the export 
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papers “because it had all the foreign busi 
ness it needed.” 

But when the smooth faker came along 
and sang his song, of course this wise per- 
son fell for it. I was pretty much sur- 
prised to see a costly ad in the worst of 
the several fake export journals and took 
the trouble to ask why the house had 
changed its policy. The that 
they had referred the proposition to their 
Mexican agent he had recommended 
the journal so emphatically that they felt 
justified in proceeding as they had done. 
They owned up, however, that they had 
had no results, and that they should not re- 
peat the experiment. 

When I met that 
months later I ventured to inquire why he 
which he 


answer was 


and 


Mexican agent a few 


had recommended advertising 


must have known could not do him or the 


house any good. The answer was human, 


but 
“T’ve sold 


their line against fierce odds 


25 


for seven years and they never helped me 
with a penny. They threw me down on 
good advertising so often that my face 
hurts yet. And when I got a chance to 
show them just how little they knew about 
it, and to make them spend a bit to find it 
out, I couldn’t resist the temptation, even 
though I've thereby convinced them that 
all export advertising is wasted money.” 

Not a very healthy spirit for an agent. 

Give your foreign agent half the support 
you force on your selling organization at 
home and you'll get some new faith in ex- 
port possibilities. Let him severely alone, 
treat him like a step-daughter with a tin 
ear, try to get the better of him by scamp- 
ing specifications and disregarding instruc- 
tions, deny him the least cooperation and 
avoid anything resembling encouragement, 
and you'll get just about what you'd get 
from a similarly handled agent here—cold- 
storage snowballs and precious few of 
them. 


The Bates Chron-Index 


HILE this magazine is interested 
\ \ always in new and up-to-the-min 
ute ideas in‘ the field it represents, 
thousands of friends who fur- 
nish such ideas to this field, it cannot be 


criticised for some slight elation when one 
who really could be considered inside its 


and in its 


family circle introduces a new feature. 
successful newspaper and 
with the Underwood 


the head of its 


Harry Bates, 
typewriter man, now 
Typewriter Company at 
Pay Station service, and who, for that com 
new typewriter fea 
said, soon be better 


pany, is originating 
tures which will, it is 
known, attracted the attention, a few years 


George H. Patterson, founder of 


ago, of 
this paper. This publication was the first 
to introduce to the field at that time the 
sates idea of typewriter pay _ stations, 
which are gradually being introduced 


wherever typewriters are used. 

It is a satisfaction, therefore, to Office 
Appliances now to introduce Mr. Bates to 
its readers, and at the same time to an 
nounce another new idea by him—a new 
office appliance so necessary and yet so 
simple that business men who have invest! 
gated the first working model declare that 
its success is assured, and that in future 
years it is destined to be a fixture in every 
well equipped business office. 

The will be called the 
“Chron-Index,” and it is described as “An 


index of your time, your better half, your 


new device Bates 


other self.” 
The idea, new and original as it is, pro 
vides, for business or public men, and in 


fact for everyone who has business en 
gagements, a desk clock which not only 
tells the time of day, but, fitted with a 
monthly and daily memorandum case, 


engagements 
owner of 


accurate track of all 
and automatically reminds its 
important things to be done each day of 
the month and each fifteen minutes of the 


keeps 


An Account of the Purposes and Objects 
of a Very Interesting New Machine 
as Told by the Inventor. 
day, thereby saving him money by jogging 

his memory. 
Made in any 
winding once a week, the device, although 


size and only demanding 





HARRY BATES. 
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costing no more than any office clock, wil! 


that no office clock has ever 


do things 
done before. 

It will be: 

An Unfailing Memory Apparatus 

A Business Man’s Silent Partner 

A Public Officer’s Mechanical Secretary. 

A ‘Lawyer’s Private Clerk. 

An Automatic Trained Nurse. 


A Dentist’s Mechanical Engagement Re- 
corder. 

A Doctor’s Engagement Record. 

An Automatic. Guest-Calling Device for 
Hotels. 

A Positive Mechanical Memoranda Ap- 
paratus for Newspaper Editors. 

A Car Dispatcher’s Record Machine. 

A Teacher’s Work Distributor. 

A Manager’s Instruction Box for Em- 
ployes. 

Upon the owner’s desk this device will 
take up about the space of a large-sized 
inkwell. Fitted into the center is an accu- 
rate and handsome clock. Upon the left 
hand side will be a series of 31 card index 
sections, one for each day of the month. 
Upon the right hand side will be 48 card 
index sections representing each quarter 
of an hour for the 12 hours. A busy man 
who has many engagements makes a rec- 
ord upon a card of the things he has to do 
during the various days of the month and 
places this record in the section devoted 
to that particular day. When he reaches 
his office each morning, he finds on a plate 
attached to the front of the Chron-Index 
all the engagements he has for that day, 
these cards having been discharged from 
that day’s section at midnight the night 
before. The engagement cards are then 
distributed in the sections in the daily case 
on the right hand side of the device, in 
accordance with the manner in which they 
are to be attended to. When the time ar- 
rives for any one memorandum a small 
bell rings an alarm and the card placed in 
the box early in the morning will be 
thrown out on the plate, notifying the own- 
er of what he is to do during that particu- 
lar fifteen’ minutes. 

The device could really be termed a 
‘“Remembrancer,” as it prevents forgetting. 
The number of things to which it can be 
applied can hardly be estimated. 








Successful Business Show at Frankfort, Germany. 


HE long looked forward to, widely 
discussed and at first greatly antag- 
onized Frankfort Business-Office 

exposition, or, as it has been styled “Uni- 
versal Exposition of Business Requisites,” 
has been held and may be safely pro 
nounced successful, both technical 
and scientific standpoint. 

in Germany, largely residing in 

holding the opinion that nothing 

worthy or representative can be undertaken 
by any other city, just as there are people 
in America, frequently called New-Yorkers, 
who believe that the American sun 
and sets on Manhattan, and that 
American cities can and should have only 
the single purpose of admiring the great- 
ness and supremacy of New York. But 
after Chicago and other cities have demon- 
strated their fitness to arrange successful 
business expositions, conditions have some- 
and analogously in the 
countries, after Vienna 
their ability 
business 


from a 
There arg people 
Berlin, 


note 


rises 


other 


what changed, 

German-speaking 
and Frankfort have 
to conduct successful office or 
shows, Berlin will have to submit to the 
cooperation of other cities in this particular 
field of effort. And it that this is 
so!. For the primary and most important 
purpose of an office exposition is not to 
give the manufacturers an opportunity of 
exhibiting their products, or to the dealer 
a convenient chance to see what has been 
accomplished in his branch of business— 
even if these ends may be prominently 
connected with such expositions—but to 
educate the business public with regard to 
the development which has taken place in 
office management and business equipment, 
to stimulate the desire to take advantage 
of new devices, methods and improvements, 
facilitate 


proved 


is well 


and as a natural consequence, to 
their introduction. This purpose, however, 
can only be accomplished by bringing these 
expositions near to the people where they 
reside, and as a matter of course, to hold 
them in such cities as have a sufficiently 
and industrial develop- 
basis for such an 


population 
serve as the 


large 
ment to 
enterprise, and surroundings which can in- 
crease the attendance sufficiently to make 
the undertaking really worth while. Of 
cities answering these requirements, the 
German-speaking countries possess quite a 
few—-we can think of five or ten—which 
all ought to take part in this work, and in 
turn hold their Business and Office Expo- 
sitions, which in Europe have an increased 
significance, the people at large and many 
offices being as yet far behind in the reali- 
zation of the importance and utility of 
office improvements, numerous large con- 
cerns not even employing the typewriter, 
much less taking advantage of other devices 
business 


and appliances, contributing to 


success. 


Interesting and Well Attended Business 
Show Proves Value of Exposition 
Idea Abroad. 


By Henry Goldman, Berlin. 

The Show at Frankfort. 
wonderful setting of Frankfort’s 
Hall, which probably has 
on the 


In the 
Grand Festival 


for exposition purposes 


no equal 
entire giobe, and under the able and untir- 
ing management of Director Modlinger and 
the Executive Committee, 
prominent members of the office appliance 


composed of 


trades, there were brought together under 
one roof, the principal lines of office 
exhibits, some prominence being given to 
and taken by local manufacturers and dis- 
tributors, particularly the Adler Works, 
Heinrich Zeiss and J. Muggly, the enter- 
prising and ever-active representative of 
the Underwood typewriter. These exhibits 
formed the “pieces de resistance” in the 
the Exposition Palace, around 
which were grouped the more or 
elaborate exhibits of other manufacturers. 

Some of the large German and American 


center of 


less 


manufacturers had excluded themselves 
from this Exposition, on account of the 
prominence Frankfort manufacturers and 


representatives had naturally secured in 
this show, especially with regard to loca- 
tions, but even these self-ostracised ma- 
chines could be seen or found in 
exhibits, so that the thought could not be 
suppressed that this was done with “malice 
aforethought” and as an expression of 
regret for not having taken a more promi- 
nent part in this enterprise. 
Nearly all the non-exhibitors were found 
in religious attendance, viewing critically 
the different exhibits, and occasionally try 


various 


co-operative 


ing to seduce a customer from those who 
had exhibited both their products and 
better judgment. 

The aggressive representative of the 


Smith-Premier typewriter, arranged on the 
third day, a stand, in which a workman 
alternately dissected and assembled a new 
model machine, besides having the orig- 
inal idea of utilizing the staircase, leading 
up to the Restaurant as a means of calling 
attention to his machine, possibly with a 
view to spoiling the appetites of his com- 
petitors, who were compelled to visit this, 
the only place provided for satisfying the 
needs of the inner man. 

I will give a 
account of the various exhibits, and particu- 
larly call attention to what was new and 
The Adler Works exhibited 
a large variety of their . type- 
writer, among single-shift 
machine, also a typewriter simultaneously 
arranged for languages. J. Muggli 
showed the Underwood machine in its ap- 
and with 


now necessarily brief 


noteworthy. 
models of 
these a new 


two 


plication to all possible purposes, 


was continually 


his staff of assistants 


engaged to point out the advantages of this 
wonderful machine, representting an ideal 
of modern typewriter construction The 
presence of Mr. Trefzger and his exhibitions 
of speed-writing added greatly to the 
attention and admiration given to this ex- 


shown here the 


hibit. Besides there were 
“Graphotyp” and “Autoist” and other use- 
ful office devices. The Hammond type 


writer was prominently represented by 
Ferdinand Schrey, Limited, a large model 
exhibiting the action of this machine being 
placed in the center of this exhibit, 


around it were arranged machines suitable 


and 


language, as 


for nearly every European 

well as one for scientific and _ technical 
requirements. In this exhibit was also 
shown the Triumphator Calculating Ma- 


chine in various specimens and an electric 
letter opener, opening 
4,000 letters per hour. 

The “Continental” typewriter, as well as 
the Fisher Book-Typewriter, had their ex- 
position home in the extensive and 
attractive exhibit of Heinrich Zeiss, Frank- 
fort, commonly known under the name of 
“Union Zeiss,” these ma- 
chines in the fine setting of office furniture, 
for which this firm has achieved an enviable 


with a capacity of 


very 


who _ exhibited 


reputation throughout Germany. A line of 
copying machines was also shown in this 
exhibit. The present head of the firm, 


Consul Zeiss-Bender, also a member of the 
Committee 


serve the interests 


Executive was untiring in his 


efforts to of exhibitors, 


and your representative is indebted to him 
for many personal attentions 

The Visible Schreibmaschinen Gesell- 
schaft exhibited the “Victor” and “Sun” 
typewriters, which latter machine is called 
“Star” in Germany, the change of name 
being caused by the peculiar German Trade 


Mark Law and not as a compliment to 
Halley’s popular comet. This 
account. of its many good qualities and its 


machine, on 


low price is meeting with much success in 
Germany 

Max Muggli, Basle, exhibited the L. C 
Smith Brothers and ably 
assisted by Mr. Ernst Bethge, the German 
General The Blickens 
derfer typewriter was exhibited by Groyen 
& Richtmann of Cologne, who was actively 
pushing this machine. The Weil Works 
exhibited the “Torpedo” in a number of new 
models, and the Kanzler 


machine, was 


Representative. 


and improved 
Typewriter Company, showed a new model 
of their machine with a number of meri- 
torious features. As newcomers in the 
German typewriter field should be 
tioned the “Dea,” manufactured by Gustave 
Krebs, Halle, and the “Urania” of Maxi- 
millian Notzold, Dresden. 

Carl Engel of Vienna, exhibited the 
Austrian idea of the Standard Folding 


men 











SCENES AT RECENT OFFICE APPLIANCES EXPOSITION AT FRANKFORT, GERMANY. 


(1) View of the booth of Henry Goldman & Co. Mr. Goldman is the representative of Office Appliances for Continental Europe and 
the publisher of Das Moderne Bureau (The Modern Office). His firm represents a number of American office machines, besides handling 
various other meritorious devices of German manufacture. Mr. Goldman is the bearded gentleman standing at the left in the picture, 
while the young man standing in the center is his son, who ably assisted him at this exposition. A copy of Office Appliances is dis- 
played at the left under the American fiag. (2) An interesting view of the Underwood Typewriter Company’s exhibit. 3) Booth of 
Groyen & Richtmann, of Berlin, representatives of the Blickensderfer typewriter. (4) View of the booth of Benno Knecht, of Berlin. (5) 
Booth of Das Kontor, a leading German office appliance publication. (6) An evening view of the exposition hall with 24,000 Incandescent 
lamps and 150 arc lights burning. 
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calls the “Albus.” 
much over this 
and still believe 


Typewriter, which he 
We could never enthuse 
style of “sincerest flattery,’ 
in sticking to originals. 

The adding and calculating machine in- 
dustry was well and ably represented. 
Leading among these were the “Compto- 
graph” by S. Gutmann, Nurnberg. The 
models of this highly developed machine 
were greatly admired. Benno Knecht, 
Berlin, brought the Wales Adding Machine 
as well as his “Millotype” and Julius 
Marcus, Hamburg, the “Comptometer,” 
which is being successfully introduced by 
him. The demonstrations given by an 
expert lady-operator attracted considerable 
attention. Multiplying and dividing ma- 
chines were represented by Ludwig Spitz 
& Company., Berlin, S. W., who exhibited 
the new models of their “Tim” and “Unitas” 
machines, embodying a series of important 
improvements. The Glashutter Calculating 
Machine Factory, “Saxonia,” one of the 
pioneers in this class, brought a new model 
with automatic roll top cover. 

Grimme, Natalis & Co., Brunswick, pre- 
sented a large array of ‘the different mod- 


els of their “Brunsviga” calculating ma- 
chine, also the “Arithmotype,” and a new 
letter opening device called “Tom, the 
letter-ripper.” Reginald Poéthig exhibited 


the “Archimedes” calculating machine, and 
Birk & Sons, Schwenningen the “Million- 
aire” calculating machine, for which they 
manufacture parts, as well as a smaller 
single collumn adder, called “Collector,” 
which is operated by a turning motion. 
The Arithstyle Company, Berlin, W. 8, ex- 
hibited new models of the “Contostyle” 
arithmachine, their new resetting 
counters for duplicating, adding, address- 
ing machines, etc., and other mechanical 
office specialties, such as time-stamps, num- 
bering-machines, pencil sharpeners, rulers, 
etc. A model of the “Contostyle,” oper- 
ated by an automatic hand, attracted con- 
siderable attention. In this exhibit copies 
of your magazine were prominently dis- 
played, and a number of new subscribers 
secured. Herzstark & Co., Vienna, ex- 
hibited the “Austria” calculating machine, 
with a double carriage, called the 
“Twin Austria.” 

A large variety of copying machines 
could be seen. Foremost among these 
were the copying-machines, exhibited by 
F. Soennecken, Bonn, Heinrich Zeiss, 
Frankfort, and the “Victoria” of the Ger- 
man Machine Introduction Co., Berlin, rep- 
Stelz & Klenger, Frankfort 
Gardelegen, presented va- 


besides 


also 


resented by 
Albert Biinnig, 
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copying machines, as 
well as a completed model of his Auto- 
matic Folding, Inserting and Closing Ma- 
chine, which attracted much attention. 

A very practical machine for moistening 
and affixing stamps of different denomina- 
tions was exhibited by the Porto Kontroll 
und Brief Frankiermaschinen Gesellschaft 
mit beschrankter Haftung, Berlin, W. 9. 
The length of the name of the company in 
troducing it ought to be no obstacle to the 
adoption of this most ingenious mechan- 
ism, which stamps and about 2,000 
envelopes in an hour, doing it well and re- 


rious models of his 


closes 


liably. 
Loose Leaf in Germany. 


That the loose-leaf idea is taking hold of 
Germany was shown by the fact that not 
less than 16 manufacturers of this class of 
devices were represented. While as yet 
not all are doing a very large business, the 
fact that so many are taking up this line 
of work proves that an actual demand ex- 
ists which needs to be supplied. The bind- 
largely patterned after the 
models, some manu- 


ers used are 
successful American 
facturers working under American licenses 
or still securing their mechanical parts 
from abroad. 

A large variety of letter 
and card indexes were shown, particularly 
by the Organisations Gesellschalt, Leipzig. 
by the Fortschritt Co., of Freiburg, Her- 
mann Herdegen, of Suttgart, and others. 

Up to quite recently the Shannon system 
in various variations was exclusively em- 
ployed in Germany, the idea being that 
only by this secure fastening, letters, etc., 
could be reliably filed. The trouble of per- 
forating and the annoyance of the tearing 
of the holes were cheerfully taken in the 


filing devices 


bargain, in exchange for this supposed safe- 
ty. Recently a number of letter files “with- 
out perforation” have been successfully in- 
troduced. But the popularity of the for- 
mer system is still evidenced by the fact 
that quite recently machines have been in- 
troduced for strengthening the _ perfora- 
tions, leading among which is the machine 


offered by Aberle & Birk, Berlin. 
Duplicating apparatus from the most 
simple “Hektograph” design to the most 
elaborate typeprinting machines’ were 
shown by various manufacturers, and at 


all prices, to meet every purse and require- 
ment. Anew flat frame duplicator was 
shown by Karl Bluhm, Cologne, which per- 
mits placing 500 sheets at once in the ma- 
chine, and removing them one by one, sav- 
ing one operation with every copy 
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Business phonographs, dictaphones, par- 
lographs, etc., occupied a very prominent 
place at this Exposition. 

The Beleuchtungs Gesellschaft Ltd. 


Berlin, exhibited a large variety of office 

and typewriter lamps with adjustable arms. 
It is impossible to even mention all the 

different articles which 

ed, much less give a suitable description of 


German trade papers, notably the 


have been exhibit 


them. 


“Schreibmaschinen Zeitung,” “Schreibma- 
schinen Revue,” “Bureau Bedarfs Rund- 
schau,” “Biiro and Geschafts Reform,” as 
well as the “Modern Office,” will contain 
elaborate accounts of thig Exposition, to 


which the reader is referred, if a more ex- 


haustive treatment of the subject is de 
sired. 

The attendance of this Expositi was 
very satisfactory, and it is claime that 
more than 50,000 passed the turnstiles. 
They embraced not only the manufactur- 
ers, dealers and representatives of office 


appliances, from all parts of Germany, and 
the business public of Frankfort and vicin- 
ity, but many visitors from foreign coun- 
There were buyers not only 
Switzerland, 


tries as well. 
from Austria-Hungary 
but also from France, Italy, England, Hol- 
land, Scandinavia and Russia. The Expo- 
sition was also favored by the visit of a 
number of Americans, notable among 
whom were Mr. Sorg of the Printograph 
Company, Mr. Smith of the Interstate 
Company, Mr. Moore of the Moor 
poration and, last but not least, Mr. Blick 
ensderfer of the Blickensderfer Company, 


and 


Cor- 


who came accompanied by his British rep- 
resentative. The Exposition was opened 
by an Exhibitors’ banquet, at which a num 


ber of appropriate and humorous toasts 
were given, and closed with a “Hurrah” 
and the grand illumination of the Exposi 
tion Palace, containing 24,000 incandescent 
lights and 150 are lamps, a sight not easily 
forgotten 

The universal opinion among the exhibi 


tors was that the results of the Exposition 


were entirely satisfactory, and that much 
good will spring from the work done and 
the connections formed. 

The success of this Exposition has given 
new life to the exposition idea in Central 


Europe, and besides the exposition definite 


ly settled for the Spring of 1911, to be 
held at Berlin, there is a movement on foot 
to hold a similar exposition at Ziirich, 


Switzerland, and our Austrian friends, also 
represented at this Exposition, have defi 
nitely decided to repeat the successful ex- 


periment of last year. 





Australian Development 


HE growth and commercial develop- 


ment of Australia have been very 
marked, especially during the last 
20 years. The merchants of that continent 


are a wide awake and seize every new 
interest and avidity 
the United States from 
Edgar H. Peacock, of the 
Peacock Bros. Printing Company, of Mel 
This firm consists of E. R 
Peacock, the senior member of the company 
and the father of Charles E. and Edgar H 
Peacock, associated with him in 
the business. Peacock Bros. Printing Com- 
pany has been in business in Australia for 
over twenty-one and has an 
esting history. On its twenty-first annive1 
sary, they got out a very handsome booklet 
Years A Retrospect.” 
the panel on the title page are the 
following words, which form the key-note 
of the “Nothing great was ever 
gained without enthusiasm.” 


The fi 


device merit with 
A recent visitor to 
Australia, is Mr. 


bourne 


who are 


years, inter 


entitled “Twenty-one 
Over 


business, 


yuunder and head of th 
business, Mr. E. R. Peacock, is a native of 
England, and got his first practical acquaint 
ance with the printing art in the office of 
the south of 
England, away back in the sixties, wher: 
the duties of 
compositor, roller boy and delivery runner 
His later experience took him through the 
various steps of jobbing compositor, news 
factory 


present 


a little weekly newspaper in 


he combined, as he says, 


hand on a morning newspaper, 


manager, and out-door representative suc 
cessively Victoria, Tasmania, and New 
Zealand. A fire in the latter colony at 
first appeared to be disaster, but later on 
proved to be a blessing in disguise, and 


ultimately led to the founding of the busi 


Peacock Bros. 


ness Printing Company 
At first was intended to start the business 
in New Zealand, but it was decided that a 
larger field would be preferable, so a start 
was made in Sidney, New South Wales 
Here business remained for three 
months when it was decided to remove 

to Australia’s Capital city, Melbourne, 


has remained ever since, and has 
until it has branches in 
every capital in These branches 
include stores at Sidney, Brisbane, Adelaide, 
and Perth, in addition to the main store at 
Melbourne 


The original 


where 
continued to grow 


Australia. 


Melbourne was in 
one room by fifteen feet at 
624 Bourke Street. This was established 
in November, 1888. The day book of that 
that the 


store in 


about twelve 


period shows first job was some 
ticket that the 
again filled the combined position 
of canvasser, compositor, machinest, binder, 
clerk, but he laid down the 

principles of business right from 

the start, and gave the best quality of work 
delivered his goods 
his trans 


delivery books, and pro- 


prietor 


and de livery 
correct 
mans] Ip, good service, 
square in all 
principles has the 


on time, and was 


actions, and on these 


business been continued 


Story of Growth Told by Prominent Aus- 
tralian Dealer. 


Step by step the little business forged 
ahead, and soon a second room was added 
to the factory. A little later a workshop 
was taken into the business for the 
machines driven by power which were 11 
stalled. In 1896 the business was moved 
to larger and more pretentious quarters at 
578 Collins street where pape! I g 
book-binding, and other departments wer 
1dded from time to time as necessity 
quired 

In 1902 the founder of the business took 
a well earned rest, and traveled to the 


scenes of his early life, stopping in India 


Italy, Switzerland, Germany, Bohemia, Hol 





E. H. PEACOCK. 


land, Belgium, France, and Great Britain 


and later traveled in the United States and 


Canada. During his trip, Mr. Peacock 
devoted much thought and observation to 
the industrial and social problems of th 


countries through which he was 


passing 


He made a careful study of methods of 


production, systems of organization an 
control, etc., and made his trip one of edu- 
cation in the broadest possible sense. He 
remained away nearly two years, studying 
up-to-date methods and practices, and 


turned vastly benefited both in health and 


information It was soon after Mr 
Peacock’s return that the Peacock Bros. 
Printing Company extended its field int 
the sale of office appliances, loose leat 


books, card and vertical filing indexes, box 
and machines, and 


he dispat¢ h 


writing, calcuiating 


wide range of other devices for t 
This demanded more 


f business. room 


and the company moved to its present 
quarters at 558-560-562 Collins street. Mr. 
Peacock’s specialized knowledge of office 
equipment and modern business methods 
was in such demand that he had to find an 
understudy to manage the printing depart- 
Fortunately his second son, Mr. 
Edgar H. Peacock, was admirably fitted 
for this task, and for some years has had 
charge of the printing department of the 
company. 

Mr. E. H. Peacock’s present trip was 
taken for the purpose of familiarizing him- 
self with the latest improvements in 
printing and office devices. He spent about 
six weeks in Chicago, and before his return 
will have spent all told about five months 
in the United States. He returns home by 
way of England and the continent, covering 
somewhat the same territory that his father 
traveled over about eight years ago. Six 
years ago, his brother, Mr. Charles E. Pea- 
cock, attended the St. Louis exposition, and 
spent some time in the United States 
studying business systems and conditions. 

While in Chicago, Mr. Peacock called on 
Office Appliances, showed some interesting 
views of Australian scenes and gave con- 
siderable information regarding conditions 
in Australia. While in this section of the 
country, Mr. Peacock spoke before several 
organizations of employing printers, dis- 
cussing the Australian method of handling 
labor troubles. He says that his company 
is the largest concern in Australia which 
handles general office appliances, printing, 
and all stationery goods. The company 
will take hold of a firm and put in a com- 
plete system—installation from end to end. 
For many years the business has been a 
campaign of education, but now among all 
the principal concerns in Australia, and 
even among small country store keepers, 
loose leaf and other modern office systems 
are going into vogue. 

Most of the office furniture in use in 
\ustralia is manufactured there on account 
of the high tariff on manufactured woods. 
This tariff was intended to promote the 
manufacture of furniture in Australia, and 
has been a very effective means of stimu- 
ating that industry. Australia has a 
number of cabinet woods, such as oak, 
mahogany and black wood, which is suit- 
able only for the finer grades of furniture, 
as its extreme hardness makes it difficult 
to work. Other woods found in Australia, 
include the gum or eucalyptus wood and 
cedar, and in New Zealand pine forests 
are very extensive. 

The principal industry in Australia is 
sheep raising, but cattle and other stock 
do well. The country exports frozen meats 
very largely to England and America. It 
also exports butter, and grows all the grain 
for its own consumption and a considerable 
quantity for export. The government is 
doing considerable work in irrigation. 


ment. 








The Coming Typewriter Contest 


HE annual contest for 
speed and accuracy to be held in 
October international in 

fact. While American 

testing for honors at the business show in 

Madison Square Garden, operators of Eng 

land and Europe will contend 

for honors in 


typewriting 


will be 
entrants are con 


continental 


London a few hours earlier 





PROF. J. N. KIMBALL. 


on the days. Cable reports of the 


records in London will be sent to Madison 


same 


Square Garden and bulletined on the stage 
with the announcements of the results of 
the American competitions 

The contest in London will be under the 
direct supervision of Mr. Bernard de Bear. 
Mr. de 
known 
nography, but is an 
the development of 


typing. 


only one of the best 
Pitman 
enthusiast on 


Bear is not 


teachers of Isaac pho- 


ardent 


speedy and accurate 


The American Event. 


American contest will be under the 


The 


Annual Contest for Speed and Accuracy 
To Be International In Fact. 
N. Kim 


than 


direct supervision of Professor J. 
ball of New York, to more 
any other individual is due the national in 


whom 


terest in increasing the output of the type 
writer. As Pho- 
nographic World, proprietor of one of the 
best New York and as sten 
ographic Professor Kimball has 
been a consistent worker for “a better day’s 


associate editor of the 


schools in 


expert, 


work” from the machine. 

To that end he has given freely of his 
time and efforts in the national contests 
held annually under the management of 
Office Appliances and in the smaller but 


contests held throughout 
The point of view 


no less important 
the- country every year. 
that Professor Kimball 
urged is that the contests, by the records 
entire 


has persistently 


standards for the 
which is a 


established, set 
country, the result of greater 
output of better work each Looked 


upon as simple feats of nimbleness of fin- 


year. 


gers the contests would be valueless. 
With each contest supervised by two such 
men the success of the event is assured. 

Some Changes in the Classifications. 

Both contests will be held under Office 
Appliances’ rules, copies of which can be 
secured from the publishers or from Pro 
fessor Kimball at 1358 Broadway, New 
York. 

One important change has been made in 
the rules. It has been the custom hitherto 
to hold a preliminary and a final event in 
the profesional contest. By this plan any 
number of contestants could enter the pre- 
liminary event. Out of the made 
the ten highest were selected as entitled to 
finals;, these ten with the three 
in the amateur contest con- 


final 


records 


enter the 
medal winners 

stituted all of the eligibles for the 
As there are several objections to 
the preliminary event will be 
This leaves three 
amateur—and the professional 


event. 
such a plan, 
withdrawn events—the 
novice—the 

The novice class is open to all operators 
attendance at 
1909 


who have been in actual 


school beginning the fall terms of 





[he prizes for this contest are silver and 
bronze medals to first and second respect 
ively. The entrance fee is $2. 


The amateur contest is open to all oper 


ators who have not competed for the 


world’s trophy (those who entered the pre 


liminary contest last year, but did not en- 


ter the finals are eligible for the amateur 





PROF. BERNARD DE BEAR. 


The entrance fee to the amateur is 


gold, silver and bronze 


ass) 


$2. Prizes are 


medals with the title of champion type 
writing amateur 
The professional championship contest 


winner is awarded 
value $1,000, 
Appliances 


is open to all. To the 
the grand prize silver trophy 

held in trust for Office 
for one year, or until the next professional 


contest. Entrance fee to the professional 
contest 1s $5. 

Further particulars regarding the con 
tests may be had from the publishers or 
from Professor Kimball 





OW’S the time to take it easy. For 
—the weather may make you un- 
comfortable at times and it will be 


liable to try your patience unless you take 


it easy 

Taking it easy doesn’t mean—lay off work 
thinking how hot it is and 
useless kicking 


and sit around 
making yourself hotter by 
Not by a long chalk. 


That’s not really taking it easy at all. 


The more you think about the weather, 
the hotter it will seem and the less you 
think about it, the less you'll care. 

Forget it altogether, keep busy and— 


you'll find you’re beginning to take it easy 
without realizing. 


Now—when I say “keep busy” don’t 
think I’m going to tell yon to hustle, and 
get all worked-up so you will fuss with 


everybody around you, get in rows, prob- 
ably lose your best friends and, 
at any rate, make a lot of new enemies. 
That’s no kind of for a man to 
follow in the month of July. 
And—that’s not the kind of 
easy” that results—which 
what I’m going to talk about. 
Yes sir! I’m going to tell you how tak- 


some of 
advice 


“taking it 


gets is exactly 


ing it easy gets results. 

Ever watch two fellows in an argument 
and notice how the cool one—the one who 
takes it easy—wins out? 

Did you also notice how hot the other 
fellow got—what a lot of energy he wastes 
and—how he loses out? 


It’s the man who keeps cool—the one 
who relaxes—the one who does his work 
with a lot of reserve energy left over—who 


gets most results for least effort. 

Summer is the very best time to get such 
results, because summer is the best time 
to relax 
aren’t carrying around 


You aren’t apt 


In summer you 
any excess weight clothes. 
to over-eat. You you need a lot 
of sleep and you take it. You are out-of- 
doors a lot in summer, breathing the fresh 
air and getting into condition. Your circu 
lation is good in your pores are 
all open and, if you go about your work 
health is the best 


realize 


summer, 
sensibly, your summer 
health of all the year 

This is why men think easier and faster 
in summer time 

So—now is the time for you to do the 
thinking and planning which will produce 
a lot of results for you later on. 

You’ve got a lot of problems to solve. 
Now’s the time to them. Now’s 
the time to think and study out the solution 
easiest and 


ponder 


of these problems. Now’s the 





Take it Easy 


By George B. Spencer. 


best time to find out how to do a whole 
lot of things you’ve been wanting to do 
for ever so long 

Take your time about it—take it easy 


but—keep thinking 


The rest will take care of itself. You'll 
get so interested thinking what 


to do, that first you know, you'll be wanting 


you re going 


to “try out” some of your new ideas. 
Then—you'll find yourself getting into 

your coat and hat to go see some tough 
id codger you’ve been wanting to land 


for months so you can try your new plans 


with him and see how they work 


You'll find 


approaching nim 


yourself 


GEO. B. SPENCER. 


from a different direction than any you’ve 
ever tried too. 

You'll take a different way of getting at 
him and, when you do get him, you’ll take 
you'll have 


before, 


it easy and, before you know it, 


him landed because relaxation will 
tend to make him loosen up also. 

That’s the results in hot 
weather—take it easy 


Don’t add to possible irritation by asking 


your 


way to get 


any man “Is it hot enough for you?” 


Anybody can ask such a question—most 
fools do ask it—and some: fortunate ones 
(if they learn by experience) get kicked 


for doing it. The reason such a question 


1S irritating 1s because it Suggests an in- 


crease of heat which may already seem 


unbearable 





If you must say something about the 
weather—and you can conscientiously make 
such a statement—say you “understand 
there’s a cool wave coming.” 

That will be a pleasant suggestion, at 
any rate. 

Don’t try to talk with a customer when 
he’s manifestly “too hot.” Tell him you 
see he’s too busy—that you will come 
around some other time—and make your 
“get away” quickly. 

That saves your time and his and he'll 
like you all the better the next time he 
sees you, 

If you think a customer is not too hot to 
stand a little conversation, try to make what 
you say reduce his temperature. 

This may sound impossible but—it isn’t, 
as you can easily find out by trying. 

Why—I know of an instance where just 
the appearance of a young man who called 
at a big business office seqmed to reduce 
the temperature ten degrees. 

It was out in Detroit one July morning— 
hotter than Tophet. 

About ten o'clock, there “breezed” into 
the office of a big manufacturing concern 
a young man wearing a very light blue- 
grey suit, white shirt with a very small blue 
figure, blue tie, straw hat and tan shoes. 

He sat down to wait for “the boss” look- 
ing so cool and fresh that everybody in the 
office felt as if a nice young breeze had 
fanned in. 

After the young man had finished his 
interview, “the boss” seemed a lot cooler, 
and pleasanter and he said to his private 
secretary “My! but it’s a pleasure to meet 
a man like that on a day like this,” and the 
private secretary’s reply was “I should think 
so! When he came in, I thought a fresh 
breeze had blown up.” 

The clothes made a lot of difference. 
They always do. Cool colors—greys, and 
greens, and blues please the eye in summer 
and take the temperature down for those 
who look at you. 

Your temper and manner make even 
greater difference. Keep sweet, keep a 
cool mind and—take it easy. 

Buyers are thinking out their plans for 
the fall right now. This is the time for 
“missionary work” but—don’t forget to 
keep your thinker relaxed so it may act 
freely. 

Don’t get “all het up.” 

That reduces your energy and your earn- 
ing power, : 

Keep cool! Take it easy. 

That saves your strength and increases 
your earning power. 
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Editorial 


T IS not often that the publishers of a trade paper have the pleasure of pre- 
I senting a number of such practical value as the present issue of Office Appli- 
ances. A glance at the Table of Contents of the Special Furniture Section 
discloses the fact that this department is made up entirely of contributions from 
subscribers of this magazine. These articles are largely by the subscribers them- 
HOW “WE” _ selves,—in only one or two instances being arranged from inter- 
MADE views and letters. In every instance, however, the views ex- 
THIS NUMBER pressed are the actual ideas of the dealers themselves based 
upon their experience in the office furniture line. Probably there is no other line 
of business wherein a trade periodical receives such instant, cordial and practical 
response to a request for articles upon business topics. The writer of these lines 
has had experience in handling editorial copy on various trade papers and is more 
or less familiar with the grocers, the druggists and the hardware dealers who are 
all, strange to say, apparently more or less indifferent to their own trade publica- 
tions—indifferent in the sense that by their own efforts they seldom contribute 
to the columns of their periodicals. Again we say that the office appliance trade 


is the livest, brightest, keenest, most up-to-date business proposition in the world. 


The present issue of Office Appliances was-gotten up in just the same 
time that it takes to get up any other issue of this paper. We did not begin three 
months ahead to formulate our plans, nor did we send out our letters containing 
requests for contributions two months or even one month ahead. In fact, we gave 
ourselves just about three weeks for all the correspondence connected with the 
compilation of this issue. We are not saying this as a compliment to ourselves 
but to bring out the point that it isn’t necessary to have three or four months in 
order to get an office appliance dealer in motion. In most cases it is necessary 
only to have time enough to get a letter to him and to get one back from him. 
A suggested subject—a question here and there that betrays signs of human 
intelligence on the part of the editor—will bring out replies and suggestions from 
the dealers and sometimes articles where the subject demands such treatment 
that could not be got out of any other trade in the country with anything short of 
a stump-puller. The longer we stay in this game and the better acquainted we 
get with the, boys in the office appliance field, both among the dealers and the 
manufacturers, the better we like it and the more fervently we pray for the suc- 
cess and prosperity of everyone connected with it. 


This trade or business is as full of game, square, intelligent men as any of 
the more pretentious professions. To be a successful office appliance dealer means, 
per se, as the lawyers say, that a man must be a live one. There’s something new 
every day in the year, and besides that, every other business and professional 
man must come to the dealer in office appliances sooner or later, and must keep in 
touch with him. It is the business of the dealer to know points about every busi- 
ness, so he can give the right sort of suggestions to his customers. The fact that 
he does meet the best the community has tends to quicken his mind and broaden 
his intelligence and as he applies the information thus gained he becomes quicker 
of thought and readier and more accurate of expression. 


VERY manufacturer, dealer or user of office appliances, devices, stationery 
or supplies of any description is a member of the Great Order of Office 
Appliances, with headquarters at 303 Dearborn Street, Chicago. 

We reach out over the hills and valleys to extend the hand of fellowship 
to welcome you into the fold. 


THE ORDER The only demand made upon the members is that they 
OF THE shall be square and do their best to ‘‘put it over the plate.’ 
GLAD HAND We want every member to feel at home at headquarters. 


Walk in and hang 


Raus mit conventionalities. The latchstring is always out. 
e mantle 


your hat on the peg, sit in the green plush chair and put your feet on th 
piece. A range finder is attached to one of friend Forgey’s fine cuspidors; but bless 
you, it is not expected that any man can hit the bull’s eye without practice. 

Come often and stay long. You will frequently find a goodly-sized company 
of members in attendance. You will bring something with you and mayhap, 
take something worth while away with you = *n you leave, if its only a pleasant 
impression of seeing Martin, Tupper and Beebe at work. 

When the weather is hot we pull off our coats and expect the other mem 
bers of the order to do likewise when at headquarters. The most comfortable seats 
are reserved for visiting members next to the coolest window at this season of the 
year. It wouldn’t be fair not to mention Johnson’s ‘‘can of preserves’’ which he 
opens whenever visiting members appear. He has a little knack of shaking the 
best ones up toward the open mouth of the can, where they seem to say, ‘Take 
me; I’m yours, gold band and all.” 

Anyway, whatever we have is at your disposal—the entire Corporal’s 
Guard is at your command. 
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In the Office Appliance Field 


writer supplies and in the management 
of a typewriter supplies department, 
doing daily a large business and handling 
the needs of some of the most important 
concerns in the country, there is no woman 
who has made quite such a successful record 
as Mrs. Rice, the manager of the typewriter 
supplies department of the Chicago branch 
of the L. C. Smith & Bros. Typewriter Com- 
pany. At an age when a young man is 
just beginning to “find himself,” as the 
saying is, and commencing to get down to 
real, effective work, Mrs. Rice can look 
back upon nearly a decade of successful 
experience as a seller of typewriter sup- 
plies, so that now, years before she bids 
good-bye to youth, she finds herself in 
possession of an established business, with 
a wide circle of friends and a class of trade 
which represents substantial value in the 
good will part of her business inventory. 
Mrs. Rice is a Chicago girl. She was 
born here and here she went to school 
After leaving high school, and while yet in 
her teens she attended the classes of the 
Metropolitan Business College of Chicago, 
where she took the course in stenography 
and typewriting. Upon the completion of 
the course, she took a position as 
stenographer, which she held for some 
months, but under the confinement of office 
work her health began to be impaired and 
on the direction of her physician she sought 
a change of work which would bring her 
out of doors into an active, open-air life 
And here was a problem! What open air 
work can a woman do to make a good 
living? The field of the book agent is 
overworked and discredited, likewise the 
field of the house to house canvasser of 
utilities for the household. Finally the 
Her experience as a 


|: IS probable that, in the sale of type- 


right thought came. 
stenographer had called her attention to 
the fact that immense quantities of type 
writer supplies are consumed every day in 
Chicago and that all these goods must be 
sold before they are used. Furthermore, 
the greatest quantity of such goods used 
by business and professional men are con 
sumed within that section of Chicago now 
known as the loop, or at any rate, are 
contracted for in that district to be used 
elsewhere She accordingly sought and 
secured a position with a well known ribbon 
and carbon house as one of their outside 


Mrs. M. R. Rice 


sales force. Here, after learning the 
features of the stock, she did so well that 
she became one of the star members of 
the sales force. More important still, she 
began to like the business. At first it was 
not easy to approach utter strangers with 
her order book and samples of ribbons and 
carbons, and, like the majority of other 
young women who take up this work, her 
first sales were not large, recording nothing 
more than the results of a canvass from 
office to office 





MRS. M. R. RICE. 


But nature has dealt kindly with Mrs 
Rice in even more ways than are evident 
from her likeness shown herewith—it gave 
her a keen, active, resourceful mind to sup 
plement an uncommonly attractive person- 
ality. She was not long in finding out that 
one can make a living and not much more 
from the field of the small order; that, 
indeed, the small order must come to the 
seller, because the days are not long enough 
nor is human endurance great enough to 
make sufficient calls, even if comparatively 
many small sales result, to make the re 


wards worth while. The men salesmen 
brought in stories of big orders and drew 
down big commissions—why not she? Be- 
fore very long she began seeking the field 
of the big order, and in a little while her 
income began to compare favorably with 
that of the men salesmen. 

Following her marriage, Mrs. Rice was 
out of the business field about two years, 
but the care of the household did not afford 
occupation sufficient for one of her ener- 
getic temperament. She therefore secured 
a position with the supplies department of 
the Smith Premier Typewriter Company, 
where she remained for three years, and 
upon the opening of the Chicago office of 
the L. C. Smith & Bros. Typewriter Com- 
pany about five years ago, she took charge 
of the supplies department of the new office. 
She now has charge of the supplies depart- 
ment of this branch, and keeps track of the 
stock, manages the details regarding the 
supplies orders received, sees that deliveries 
are made properly and promptly by the 
shipping department, and in addition to 
these duties, she keeps in touch with a large 
number of customers whose yearly orders 
aggregate thousands of dollars. 

Many of these large users are people 
whom Mrs. Rice began selling more than 
eight years ago. They are now her per- 
sonal friends and reserve their orders for 
her as a matter of course. 

Mrs. Rice has never abused the confidence 
of a customer. The supplies she has sold 
have always been just as represented; if a 
mistake in delivery is made, she sees to it 
personally that the error is rectified as soon 
as possible. She conducts the business of 
her department with business-like candor 
and dispatch, with courtesy to all and 
special favors for none. She combines rare 
tact and sense with a sunny disposition and 
a nimbleness of wit that never has been 
found wanting in any situation. 





“Whoever made this sublunary planet 
with its men and fishes evidently intended 
life to be pleasant. Every law of nature 
is attended with pleasurable sensations. 
There is no doubt that birds love to sing 
and fly and eat worms and build nests. 
What all animals have to do by nature they 
evidently like to do. The whole orchestra 
of the universe is tuned to joy.”—Rev. 
Frank Crane. 
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Card typewriting ma- 


No. 960,836. Folding desk; patented June 7, 1910, by Lewis Daniels of Philadelphia, Pa—No. 960,252. 
patented March l, 


chine; patented June 7, 1910, by Frank Drayton Belknap of New York, N. Y.—No. 950,769. Loose leaf binder; 
1910, by John Leon Leslie of Leslie, N. J.—No. 955,964. Typewriting machine improvements; patented April 26, 1910, by Edward B 
Hess of New York. Assignor to the Royal Typewriter Co. of New York.—No. 961,767. Platen-brake for typewriting machines; 
patented June 21, 1910, by Carl Gabrielson and Frank C. Stanley of Syracuse, N. Y., assignors to the L. C. Smith & Bro. Typewriting 
Co., Syracuse, N. Y.—No. 936,864. Typewriter cabinet; patented October 12, 1909, by James D. Cleaton of Atlanta, Ga.—No. 956,513 
Typewriter desk; patented May 3, 1910, by Charles W. Bickel of Evansville, Ind. 
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950,614—Loose Leaf Binder. James C 
Dawson, Webster Groves, Mo., assignor to 
Sieber & Trussell Manufacturing Company, 
a corporation of Missouri. 

950,769—Loose Leaf Binder. John Ris 
Leslie, Leslie, N. J. 

950,797—Pencil Sharpener. 
Spengler, Rockford, III 

950,800—-Escapement for Typewriter Car- 
riages. Frederick Alexander, New York, 
N. Y., assignor of one-half to William F 
Laskowski, Jr., West Hoboken, N. J. 

950,817—Fountain Pen. William I. Fer 
ris, Westfield, N. J., assignor to L. E. Wa- 
terman Company, New York, N. Y., a cor 


Charles C. 


poration of New York 

950,939—Fountain Pen. Clarence E 
Martling and Charles Dunn, New York, 
ve 2 

950,998—Typewriting Machine. Frank 
A. Cook, Hartford, Conn., assignor to Un- 
derwood Typewriter Company, New York, 
N. Y., a corporation of New Jersey. 

951,017—Account Cabinet. Albert S 
Machen, Norfolk, Va. 

951,052—Paper Clip 
Grand Rapids, Mich 

951,083—Writing and 
Hermann Singenstreu, 
many. 

951,224—Time Stamp. 
ley, Perth Amboy, N. J. 

951,302—Cash Register. Thomas Carroll, 
Dayton, Ohio, assignor by mesme assign- 
ment to the National Cash Register Com- 
pany, Dayton, Ohio, a corporation of Ohio 


Alvah W. Brown, 


Reading Desk. 
Braunsweig, Ger- 


Clarence C. Sib- 


(incorporated in 1906) 

951,303—Cash Register. Thomas Carroll, 
Dayton, Ohio, assignor by mesme assign 
ments to the National Cash Register Com- 
pany, Dayton, Ohio, a corporation of Ohio 
(incorporated in 1906) 

951,436—Binding for Books. Charles R. 
Duryea, Amityville, N. Y., assignor to 
James Pott & Co., New York, a corpora- 
tion of New York. 

951,457—Pencil Sharpener. 
Schurch, Cincinnati, Ohio 

951,542—Typewriter Machine. John C. 
McLaughlin, Jersey City, N. J., assignor to 
Underwood Typewriter Company, a cor- 
of New Jersey. 


Hamilton J. 


poration 

951,543—Typewriting Machine. John C 
McLaughlin, Jersey City, N. J., 
to Underwood Typewriter Company, New 


assignor 


York, N. Y., a corporation of New Jersey 
951,544—Loose Leaf Binder. Martin C 
Neuner, Los Angeles, Cal 

951,545—Loose Leaf Binding Device. 


Martin C. Neuner, Los Angeles, Cal. 
951,697—Copy Holder Jenjamin FF. 
Peetz, Moro, Oregon. 

Re. 13,091—Account Register. Albert F. 
Staples, Alliance, Ohio, and Chartes W. 
Potter, Boston, Mass., 
McCaskey Register Co 
Ohio 

951,848—Typewriting Machine. 


assignors to the 
a corporation of 


Charles 


Patents 


Copies of any one of these patents can 
be obtained by sending fifteen cents in 
stamps to E. C. Siggers, patent lawyer, 
Suite No. 33, N. U. building, Washington, 
D. C., by mentioning Office Appliances. 


H. Shepard, New York, N. Y., assignor to 
Wyckoff, Seamans & Benedict, Ilion, New 
York, N. Y., a corporation of New York. 
951,982—Calculating Machine. Arthur 
Burkhardt, Glashutte, Germany, assignor, 
by mesne assignments to Actien-Gesell 
Seidel & Naumann, Dresden, 
Germany, a corporation of Germany. 
952,002—Pen and Pencil Holder. Mac 
William A. Dwinell, St. Louis, Mo. 
952,021—T ypewriting Machine 


schaft vorm. 


Charles 
E. Tomlinson, Syracuse, N. Y., assignor to 
Alexander T. Brown, Syracuse, N. Y. 
952,067—Stamp-Affixing Machine. Wil 
liam R. Brents, Sherman, Texas 
952,091—Inking Device for Typewriting 
Machines. Henry H. Angell, Chicago, III. 
952,103—Book Holder. Setrak G. Eghian, 
Ogden, Utah. 
952,116—Inkstand. John J. 
York, N. Y. 
952,137—Adding Machine. Earl M. Plum- 
mer, Marshalltown, Iowa. 


Hoey, New 


952,185—Book Marker. Theodore A 
Chelson and Harry J. Benedict, Los An- 
geles, Cal. 


952,203—Typéwriting Machine. Edward 
F. Kunath, Jersey City, N. J., 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey 
952,235—Typewriting Machine. Frank 
A. Cook, Hartford, Conn., assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of New Jersey. 
952,.257—Calculating Machine Edwin 
Jahnz, 3erlin, Germany, 
Grimme, Natalis & Co., Kommanditgesell 
schaft, auf Aktien, Braun-Schwei, Bruns- 
wick, Germany, a corporation 
952,322—Paper Fastener. 


Fisher, Rochester, N. Y. 


assignor to 


assignor to 


of Germany 
Clarence G 


952,329—Inkstand. John J. Hoey, New 
Yoru, Se..ms 
952,424—Penholder. Maurice E. Farris, 


Big Stone Gap, Va. 

952,439—Machine for Affixing Stamps 
and Labels. Charles J. Fancher, Thomp 
Conn., and James H. Burt, Brook- 
lyn, N. Y., assignors to the Simplex Manu 


sonville, 


facturing Company, Thompsonville, Conn., 
a corporation of Connecticut. 
952,441—Document File. Jacob L. Bie 
der, Chicago, III. 
952,469—Clip for Pens or Pencils. Wil 
liam W. Sanford, Newark, N. J 
952,471—Pamphlet Binder, 
Sharp, Chicago, III 


Edward A. 


952,543—Typewriter. James L, McClin 
tock, Clearwater, Kans., assignor f one 
half to Langdon Moore, Washington, D. ( 

952,577—-Time Stamp. Frederick Purdy 
Chicago, Ill. 

952,593—Pen Rack. Gustav H. Wagner, 


Kansas City, Mo. 


952,624—Folding Desk. Philip Mother- 
sill, Vancouver, British Columbia, Canada. 

952,638—Manifolding Book. Irwin H. 
Rice, Los Angeles, Cal. 

952,642—-Loose Leaf Binding Hinge. Al- 
exander S. Robertson, Ottawa, Canada, as- 
signor to David Fleming Blyth, Ottawa, 
Canada. 

952,668—Pressed Steel Ledger Binder. 
Leonard R. Dickerson, Chicago, IIl., as- 
signor to Ralph B. Wilson, Chicagu, II. 


952,682—Numbering Machine. Sievert 
Moe, Chicago, III. 
952,733—Penholder. William Hahn, 


3ridgeport, Conn. 

952,738—Dating Stamp. Benjamin B. 
Hill, Philadelphia, Pa., assignor to the B. 
B. Hill Manufacturing Company, Philadel- 
phia, Pa. P 

952,749—Typewriting Machine. Henry 
W. Merritt and Harry D. Pomeroy, Syra- 
cuse, N. Y., assignors to the Monarch 
Typewriter Company. 

952,761—Safe. Virgil A. Smith, Kenedy, 
Texas. 

952,771—Typewriting Machine. Charles 
W. Walker, Bridgeport, Conn., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N. Y., 
a corporation of New York. 

952,839—Book Rack. Ernest 
busch, New York, N. Y. 

952,875—Envelop. Simeon D. Chelf, Ken- 
sington, Kans. 

952,934—-Safety 
Nielsen, Cisco, Cal. 

953,046—Bill Book and Record Binder. 
Otto C. Manteuffel, Milwaukee, Wis. 

953,081—Safety Paper.. James R. Wilson, 
Chicago, Ill, assignor of one-half to Poole 
Bros., Chicago, Ill, a corporation of IIli- 
nois. 

953,083—Typewriting Machine. Clio R. 
Yaw, New York, N. Y., assignor to Wyck- 
off, Seamans & Benedict, Ilion, N. Y., a 
corporation of New York. 

953,090—Ribbon Feeding Mechanism for 
Calculating Machines. Oliver D. Johant- 
gen, Philadelphia, Pa., assignor of one- 
fourth to John W. Duntley, one-fourth to 
J. Frank Johantgen, and one-fourth to Wil- 
liam O. Duntley, Chicago, II. 

953,180—Machine for Perforating Mas- 
ter-Sheets for Typewriter Operators. Ly- 
man R. Roberts and Charles L. Davis, De- 
troit, Mich., assignors to Underwood Type- 
writer Company, New York, N. Y., a cor- 
poration of New Jersey. 

953,184—Typewriting Machine. Stephen 
T. Smith, Stamford, Conn., assignor to Un- 
derwood Typewriter Company, New York, 
N. Y., a corporation of New Jersey. 

953,189—Stationary Filing Case. Hamil- 
ton S. Bane, New Ulm, Texas. 

953,242—Calculating Machine. 
Trinks, Brunswick, Germany. 

953,276—Computing or Adding Machine. 
Fred F. Main, Columbus, Ohio. 


Olden- 


Envelop. Christopher 


Franz 








Publicity a Creative Power in Business 


Extracts From an Address Delivered by 
E. St. Elmo Lewis, Advertising Manager 
for the Burroughs Adding Machine Com- 
pany, Detroit, Michigan, Before Various 
Commercial Organizations. 


Advertising is simply the voice of the 
market-place speaking to all men in the 
highways and byways. Its animating mo- 
tive is educative, as has been said for twen- 
ty years. Its first purpose is to educate 
the people to realize new wants and de- 
sires, and to create a confidence in the 
ability of this generation to satisfy these 
wants. If this attitude towards the sub- 
ject is logically in keeping with the facts 
of experience, we must be prepared to ad- 
mit that advertising is, not simply a phe- 
nomenon of our business life, but that it is 
an expression, the fundamental character- 
istic of American life, principles and prac- 
tice. 

Solves Problem of Distribution. 

A vast population, a continent-wide dis- 
tribution, a busy and changing civilization, 
an aggressive demand for immediate 
knowledge of the very latest developmnets 
in supply and demand, requires some meth- 
od quicker than the salesman’s visits, more 
economical than the waiting until a pleased 
public shall by the slow seepage of satis- 
faction from man to man, wear a pathway 
to the door of the maker or seller of goods. 

We have had to solve the problem of 
distribution over this vast domain. “It is,” 
as Jefferson said, “a part of the American 
character to consider nothing as desperate 
—we are required to invent and execute; 
to find means within ourselves, not to 
lean on others,” and our answer to these 
conditions has been—advertising. 

A business-like desire, however, to keep 
our advertising expenditure well within the 
requirements of good business; to get “our 
feet on the ground,” and to know where 
we are going, is leading the most optimis- 
tic to a more searching inquiry into the 
real meanings of what we are accomplish- 
This, too, we have 
of business where 

I don’t know if 
of advertising—I 


ing and how and why. 
had to do for a part 
there were no sign posts. 
there is a final science 
am sure there is not—but I feel sure there 
is much more to be found out about the 
laws that govern it that we are not now 
conscious of. We shall find what these 
laws are as fast as we make the profession 
of advertising attractive to educated men 
of trained intelligence. Advertising is only 
as old as the human race. 

Probably all of you would like to know 
just what kind of advertising would pay 
you the best—just what result you should 
expect from a given course of action. 

But that is not to be desired. It would 
lessen competition, and the man who knew 
exactly what to do would be an enemy of 
both the people and the market-place—and 
would probably be hung! Yet, to lessen 





the losses from bad practice is a sane am- 
bition and is being realized. 
desire to be scientific in the sense of going 
on a still hunt for the original “advertiscus 
microbus,” 


There is no 


which inoculated commerce 


some twenty centuries ago, nor do we care 
to discover the process which reproduces 
it or its antitoxin, but we do want more 
knowledge of the human soul, and of the 
heart and mind of man,. considering these 
emotionally and 
more common phrase, we want to get down 
to a larger experience than our own, in 
the handling of the manstuff of which the 
world of business is made, and of which 
we should know much than we are 


not physiologically. In 


more 
conscious. 

In order for advertising to become the 
potent creative force of a bigger business 
for you, for this city, for the state and na- 
tion, for it to achieve even a small part of 
its possibilities for those interested, we 
must start We must as- 
sume a positive and not a negative atti- 
It is the moral and business coward 


with ourselves. 
tude. 
who has no faith in things as they are, 
whose faith doesn’t catch fire when he 
looks at the opportunities this life in Amer- 
ican business offers him. 

Most of us are naturally inclined to be- 
lieve that that 
lies beyond the confines of our daily expe- 
rience, is theorizing. In advertising we 
are cursed with the trailer, for most men 
only think they think. Most men vote a 
party ticket because it is the fashion 
among his friends, or their fathers did, ra- 
ther than because of the power of a well- 
reasoned conviction of the righteousness 
of what that ticket stands for. To many 
of us a theorist is a crack-brained rider of 
hobbies, who is not to be relied on, and 
who must be compared with the so-called 
practical man to the disadvantage of the 
theorist. Every one of working 
out a theory. It will pay you to be more 
hospitable to theories, because it will make 
} more receptive to success-making 
ideas. A theory is just the plan of work 
before it is done; it is the plan of the build- 
Every one of us is 


discussion of any subject 


you is 


you 


ing before it is built. 
a theorist—and the man who does not plan 
his work and work his plan has no title to 
business man. The man who is successful 
without knowing why, where or how it 
was done should be a good Presbyterian 
and believe in predestination, for God has 
taken care of him! 
Practical Man vs. Theorist. 

It is the so-called practical man who has 
stood in the way of the greatest develop- 
ments in advertising, and for a moment I 
wish to pay some attention to him in de- 
tail, for of all the cants canted in this cant- 
ing world, the cant of the practical man is 
the most tormenting. This typical, smug, 
self-satisfied practical man looks at life 


from the narrow channels of his daily ac- 
tivities, no matter how big they are to him, 
and sees only a past and a today. He goes 
crawfish-like through the world, only pro- 
gressing as fast as he can go backwards! 
Opportunity must bear the hall-mark of tra- 
dition before he will admit her. He is a 
man of memories, without a vision. Noth- 
ing has lost so many opportunities as the 
practical man; none has won so many suc- 


cesses as the theorist, for the practical 


man’s eyes are always on the past—the 
theorist’s always on the future. The prac- 
tical man needs the theorist and the the- 


orist the practical man, just as the electri- 
cal current needs the negative and the posi- 
tive poles before it may start on its won 
der way. The sooner we business men get 
that thoroughly domiciled in our work-a- 
day creed we shall be bigger, broader and 
better. 

The successful 
dreamer, he must have the imagination, he 
must have a vision, he must be able to see 
the chicken in the egg. He must know 
that this ability alone is responsible for the 
creative force in advertising, and it is this 
If he advertises only because some- 
hasn’t the 


advertiser is always a 


alone 
body does, and 
buy a far-seeing man to do it, he fails. 

said Marion Crawford in one 
the art of 


else sense to 


“Business,” 
‘ 


of his novels, “is creating val- 


ues.” Webster says, “Business is that 
which busies one,” and, although he takes 
up considerable more space, that is about 
as far as he gets. I submit that Webster’s 


pen is futile. A pig’s tail is busy, but it 
never does anything. There are a good 
many pig’s tails in business! This shows 
how we must revise definitions in order to 
get a fair start in any discussion. There 
are two important words in Crawford’s 
definition—“art” and “creation.” The art 
of business is based on the science, which 
is simply our organized knowledge of the 


facts about human nature, society and the 
machinery of distribution. 

It required some and a 
upon the part of General Manager Wooley, 
of the American Radiator Company, to see 
the possibility of placing stem heat and hot 
water systems in the homes of the farmers. 
A knowledge of selling conditions soon 
demonstrated that it would be impossible 
to get the local plumber or heating con- 
tractor to push the sale, so what was the 
next great distributing agency? ‘The press. 
Salesmen couldn’t do it. What did the 
farmer read more than anything else? The 
farm paper. What next? The great daily. 
What next? The monthly magazine. 
Hence, the American Radiator Company’s 
campaign in these three Mr. 
Wooley recently said that, “This campaign 
has paid well.” Yet, steam and hot water 
heaters existed for twenty years before the 
American Radiator Company took up this 
development. 


vision theory 


mediums. 
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We can put any live rebuilt typewriter dealer in position to make more money with 
less effort. That’s positively put and absolutely true. 






We can give him a valuable asset in his business, increase his capital and develop 





his efficiency. 


AN R. T. COMPANY AGENCY 


Is the Simple Medium by Which We Do It 


It is a valuable asset because it affords an unlimited supply of any make of type- 
writer and because it takes him out of the second-hand class and puts him on the plane of 






equality with the agent for the new typewriter. 






It increases his capital because it gives him the advantage of ours. It develops his 
efficiency because he has the fullest measure of support and co-operation from us. 










We know every eddy, shoal and depth of the channel and will help every dealer to 
keep in the current. 


We can help him build a business, we expect to help him. It is our duty to help 
him. He is our partner. His success is our success. 


The man who has been dallying along with cheap machines might just as well stop 
right now. Success is not to be won with them. A little burnishing—a little touching up 
here and there—does not make a rebuilt typewriter. The man who is working with them 
is “in wrong.” We can set him right. What we have to say to him means the difference 
between success and fallure. Now is the appointed time. 


WE CAN DO IT NOW 














EBUILT scare NEW No. 312-328 NORTH MAY STREET, CHICAGO, ILL. 
WRi Headquarters and General Offices for the Eastern Hemisphere : 
E TER. THE GRADY-REBUILT TYPEWRITER CO., Ltd., 8 NEWGATE STREET 
COMPANY (opposite the new General Postoffice), LONDON, E. C. 


W. T. HARDING, Managing Director. 
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THE INCOMPARABLE 


THE DALTON 
DID IT 
Time 7 Seconds 
0 t) 

7 65 ah ¢ 
3 50 / 
4 50 
13 50 
1 50 


15 

185 75 
4 50 

5 50 
150 00 
250 00 
55 00 


550 00 
L008 55 
Try this on your Machine 


is the only practica) 


THE DAL rON machine for 
MULTIPLICATION 


Example No. 1 


Adding Machine: 





THIS LIST WITH 
SUB TO 


— 76 50 
EF: 34 50 
Ls ~ 150 00 
ee 65 00 


24 50 
125 60 
225 75 

7 50 
152 50 
9 75 


Try this on your Machine 
We challenge the world to produce AN 
ES TABLE that is equivalent to the 
N for finding the interest on any sum 
of money for a given time. 


Example No. 2. Figure the interest on 
$123.45 for four months and three days at 4%. 


Multiply 314563 by 1324 123 45 
0 1235 45 
3145 63 125 45 
3145 63 1254 50 
3145 63 1234 50 
3145 63 12345 00 
ora os —— DALTON is more firmly intrench- 
314563 00 ing itself every day in the hearts of 
314563 00 the financial and commercial world. Our 151 84 
31.1563 00 most enthusiastic endorsers are our first 1518 40 
3145630 00 purchasers and we have sold the largest 15184 00 
corporations and most discriminating buy- 151840 00 
4164814 12 ers in the world. We haven't a dissatisfied } 
purchaser. 


Above product on THE DALTON in five 
seconds 


TRY THIS ON YOUR MACHINE 


TRY THIS ON YOUR MACHINE 


Section of tax-book showing crossfooting on the DALTON. 


STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
‘ , 
12 47 13 41 21 30 7 66 é 
afvant i , 
Bankers’ daily balance showing sheet eross!ooting and subtraction. 
OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2544 14 766 S6 E 897 60 ‘ 0 
is without doubt the simplest, fastest, most perfect has but ten keys and no attention whatever has to 
THE DALTON practical and versatile adding and calculating THE DALTO be paid to the numerical order, the machine per- 
machine ever invented. It is in a class by itself. It performs all the work of any forming automatically this function which has heretofore devolved upon the 
of the old style eighty-one key machines with greater speed and ease and in addi- operator. 
tion thereto does many things that they cannot do. The instantaneous success of the DALTON is due in part to its speed, visible 
is a modern mechanical marvel that adds, subtracts, printing, small key board, simplicity, ease of operation, etc., etc. A DALTON in 


THE DALTO 


multiplies, tabulates, figures interest and performs 


many other mathematical calculations with such facility, speed and accuracy as to 
make it indispensable in any office where figures are dealt with. 


DALTON ADDING MACHINE CO. 


your office is capable of demonstrating its superiority over old style eigh*y-one key 
machines, and winning for itself a permanent home. 
Write for further information. 


FACTORY AND MAIN OFFICE: 


POPLAR BLUFF, MISSOURI 





New Attachments on Underwood Machine 


Important Improvements are Quietly In- i : : r ; 
Che mention of these few*improvements 





HE present. day perfection of 
:' , troduced on the Underwood ~~ ; 
iter ; only been achiev ; and- additions to the Underwood plainly 
: Typewriter. , a ; 
nstant evolution, and the i show that the Underwood Typewriter 
sistent demand tor certain improvements Company are anxious to keep their models 
] nN nro. ] hu the 1 no ‘ - e : . ; Be? 
to perform various classes of work. A sim , een provided Dy Ul i — = = well to the fore, and in line with the latest 
ple matter like the placing of certain let sn ever on the right-hand side oF | typewriter development. 
tering in the center of a piece of paper has machine By raising this the ribbon 1s é 
1 ; } an . ra . ‘ sla ; t 
in the past called for a considerable amount rown off and the possib j e ribl 
ait. Sere ; “y ; I NEW UNDERWOOD STORE. 
of counting, and some calculations on the striking the stenci iS practically n 
part of the typewriter operator. In fine ibbon can be thrown into action again in [From Springfield (Mass.) Union, June 6th, 
typewriting much depends on the manner a moment 1910.] 
in which the work is “set out,” and to rely Another seemingly slight but useful in Property holders in Worthington street 
solely on guess work or the eye very ofte1 provement is the additional carriage r are putting in its claim for being the most 
mace tO. © ng of several sheets ot ase on the left-hand side. It is now p mportant street, from a commercial point 
o r ihle a rele: > 1e J erwood “arriage . ‘ . J : 
yee sible to release the Underwood carriage of yiew, second only to Main street. It is 
Th. l’nderwood , > = ‘ . fe nm -- . Ss . - ‘. ? : 
Tl Un A | Typewriter Company from either side one of the widest and best-paved streets 
heongh their thousande of os - and "0. hack anaese ons ne toe ta O% , et ‘aca ‘ s F 
through r th id f operators and [The back spacer on a typewriter 1 in the city, and its buildings on both sides 
skilled inventors who are constantly on tremely useful in a great variety of case from Main to Chestnut street are of a pre- 
the lookout for improvements, recognized It is not only a time saver, but saves th tentious character. 
that a computing or centering scale would eyes in bothering over the figures of the . . 
; " 7 , fal Se Rentals are at a premium. A fine new 
be a useful addition to the mechanism of scale [The Underwoods are now fitted ; % : . th 
Tad > ' , : store that will be opened is that of the 
the Underwood. Quietly and without os with a back spacer, which jump the cat : on : 4 43 
; dl ‘will Underwood Typewriter Company at 343 
tentatior a new computing or centering riage DacK a space at a time with untaling . . - 
4 ided . hae lel f : Worthington street. The company has 
scale has been added to the latest models regularity : ? ildi 
a gins taken a five years’ lease of the building, 





which is owned by W. F. Young. 
The new lessee intends to make it one of 
the finest typewriter stores in the country. 





ARRANGEMENT OF NEW CENTERING SCALE. 





It is the same size and occupies the same The printing of two colors on a type WIN IN COMPETITIONS. 





position in the front of the machine that writer has also become essential in many 
the regular Underwood scale does. It dif cases. The Underwood Company have rec: Smith Premier Operators Gain First and 
fers from the old scale in this particular ognized this, and every machine they pr Second Place in Hampden County 
There are two sets of figures on the scale, duce is now fitted with a bichrome, or tw Championship Contest. 
the upper one printed in black is the usual color device, and no extra charge is mad onauiiiie 
me, but immediately below this and form for it. There are two keys in the front of In the Board of Trade rooms, Spring- 
ng part of the regular scale is another the machine, one colored red and the other field, Mass., on Saturday, June 18, 1910, oc- 
scale printed in red. This is the centering blue. The touching of the key bearing the curred a typewriting contest for the cham- 
scale, and its numbers run from 1 to 40, color desired brings the corresponding col pionship of Hampden County, Mass. Any 
but in an opposite direction to the regular red ribbon into action. If only one color stenographer and typewriter operator in 
scale ribbon is used on the machine the devic Hampden County was eligible to enter the 
in the center of a piece of fills a useful purpose inasmuch as it ena contest. There were nine contestants and 
pap sO as know where to begin the bles the operator to use both edges of th two large silver loving cups to the winners 
word, o1 simply unts the number of ribbon without the trouble of changing th of the contest to become their own prop- 
letters in the word or sentence. Thus sup ribbon It is thus an economizer and tim: erty. 
posing there are 19 letters in the word, ‘S@vér. Miss Maud Linker of Springfield, Mass., 
which must occupy the center of the sheet While on this subject of ribbon it would using a Smith Premier Model 10 typewrit- 
[he pointer is placed at 10 on the ordinary be well to mention that the ribbon mech er, in thirty minutes wrote 2,492 words 
black scale, and this immediately designates anism on the Underwood has been much gross, 2,222 net, or 74 words per minute, 
35 on tl ed figured scale. The pointer is improved. The removal of an old ribbon and won first prize. Miss Galixta Dupont 
then placed at 35 on the black lettered and the insertion of a new one on the Un of Springfield, Mass., using a Smith Pre- 
scale, and on writing the word it is found derwood is now a simple matter. A smal mier Model 10 typewriter, wrote in thirty 
to be placed directly in the middle or cen lever is placed on the side of the ribbon minutes 2,388 words gross, 2,153 net, or 71 
ter of the sheet of paper. The device is cup and by throwing this it facilitates the words per minute, and won second prize. 
very simple and will be found useful by changing of the ribbon very much Che Miss Mary M. Rooney, who won third 
public stenographers, architects, lawyers ribbon spools are now metal covered, thu place, wrote 1,910 words gross, 1,755 net, 
and scores of others who have to set out preventing dust and dirt from reaching th or 58 words per minute, using an Under- 
typewriting so as t ccupy a certain posi ribbon and preventing evaporation | wood typewriter. 
tion on the sheet of paper. Underwood ribbon now reverses automati Both of the winning contestants are stu- 
[he removal of the ribbon on the Under- cally as soon as it reaches the end, consé dents of the Springfield Business School, 
d when it was desired to cut a stencil! quently it needs no attention f which B. J. Griffin is president. They 
was essential on the earlier models. This The paper feed fingers on the platen w are warm advocates of the Smith Premier 
been obviated on a double plan in the feed narrow or wide paper with accuracy typewriter. The contest was conducted by 
atest 1 lels of the Underwood type and perfect register, so that no movemer! William D. Bridge, D. D., editor of The 
writer lhe touching of a small lever f the right or left hand paper fingers Business World, New York City, and the 
placed just below the scale throws the rib needed. Cards are fed equally well by this papers were marked by high school teach- 
bon out operation, so that the bare or device, and are held so firmly that they ers from neighboring towns. 
naked type cut the stencils all ready for may be written upon almost to the bottor Chere was also held at this time a con- 


the duy tor \n Iditional safety check f the card test for high school students which was 








| |MATTINGS. 





























SOME MORE GLOBE-WERNICKE CONTEST WINDOWS. 
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open to any high school students in New 
England. A cup was offered to the win- 
ner of this contest and it was captured by | 
Miss E. Sabine of Torrington, Conn., whose 


nr 42 words per minute, She used a No. 10 | p94 @Pre-eminence is gained by stub- 

Remington. Seven students entered in this | e oe: @ 

an. | He 3 bornly compelling recognition of 
<4 merit; after that keep up the 


standard. We have done both, hence 


































NEW MANAGER FOR INDIANAPOLIS 
REMINGTON OFFICE. 

The recently appointed manager of the 
Remington Typewriter Company’s Indian- 
apolis office is W. O. Davis, who up to the 
time of his promotion was manager of the 
Buffalo Remington office. 

Mr. Davis is a Remingtonian who is 
rapidly going to the top. He has only been 
a member of the Remington organization 
since December, 1907, previous to which 
time he was proprietor of the Davis Short 






















q “Our Line” 

today the most 
pre-eminent and 
the most standard 


hand School and Business College at Erie 








q A thing to be 
best must be right 
in every way, not 
excelling in one 
particular, but in 


all. 








OUR TYPEWRITER RIBBONS 


ND 


CARBON PAPERS 
Qualify in Every Particular 






W. 0. DAVIS. 


Pa He entered Remington service as 
resident salesman at Erie. He retained this 
post for fourteen months and was then pro 
moted to the managership of the Buffalo 
Remington office on February 15, 1909. 
This latter position he has held for fifteen 
months and his good work in that time 
earned for him his recent promotion to 
head the Indianapolis Remington branch. 











@ The Dealer is Our Field, hence our Policies are nec- 


essarily those which give him the Greater advantages. 


DESK COMPANY ASSIGNS. 

The Grand Rapids Desk Company, of 
Grand Rapids, Mich., has made an assign 
ment for the benefit of its creditors. The 
assign is John Q. Ross. The larger 
creditors of the company are said to be 
local concerns and individuals in Grand 
Rapids. The court has ordered the assignee 
to continue the operation of the factory 
until the material now in process of manu 
facture has been worked up. No further 
work, however, will be done by the assignee 
after the goods in the course of construction 
have been completed No report has been 
given as to the company’s assets and lia 


bilities 


€@ We are the Specialists in this line. Consult Us 


upon every topic relating thereto. 





SEND FOR OUR NEW TRADE 1910 CATALOG AND AD. MATTER 


MITTAG & VOLGER, Inc. *¥.tie'treae” 
PRINCIPAL OFFICE AND FACTORY: PARK RIDGE, N. J., U. S. A. 


BRANCHES: NEW YORK, N. Y,, 280 BROADWAY 

CHICAGO, ILL., 200 MONROE ST. 

LONDON, 7 AND 8 DYERS BLDG., HOLBORN, E. C. 
AGENCIES: ALL OVER THE WORLD. 
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DICTATE to the 
Dictaphone 








A stack of mail a yard high has no terrors for the man who 
dictates to the Dictaphone—and it’s no burden on the operator 
who takes the dictation, either. 





Speak as you think—just as you would talk to your correspondent if he 
were in your office—and your operator writes it down just as you said it. She 
doesn’t make you read back. She can read back herself if it’s necessary. She 
doesn't have to stop and wait every time you stop and think—she is busy 
writing all the time. This cuts out two hours a day of your operator's time— 
and if you want merely an economy argument just start and figure up the total 
of that in a year 


You don’t have to accommodate your thoughts to your stenographer's 
speed—you say what you want to say and she gets it just that way, for the ear 
is quicker and surer than the hand 






















































































It’s the direct method of dictation—no lost motions in between. Your 
operator really coptes what you say. You get through your stack of mail much 
faster than you would by any other method of dictation and you have the 
comfortable feeling in your inside, right along, that the first ten letters you 
dictated were already in process of typewriting the minute you said ‘‘Yours 
truly” on the tenth one—and you can keep ahead of your operator all the rest 
f the day 


You ought to write for particular 








ADDRESS 


“THE DICTAPHONE” 


TRIBUNE BUILDING NEW YORK 


























HOLD CONTEST AT MINER'S. 


OLD, silver and bronze medals were 
among the features that aroused en 


usiasm at the typewritin 


ue 


held Saturday evening, June 25, at Miner’s 


3usiness Academy, corner Hanc: ck street 
and Patchen avenue, New York City Che 
first prize was won by Miss Beatrice Tuni 


son, whose gross speed was 61 words 


minute net, speed after deducting penalty 


for errors, 49.3. The silver medal was won 
by Miss Elsie Sturges whose gross speed 
was 55.5, and net 47.5. The bronze meda 
was taken by Miss Ray Butt, her speed bi 


ing 51.5 gross and 46.6 net. The other 
testants were Fred A. Gleiforst, Irving 
Reinitz, Miss May Tanham, Miss Edna 
Wassweiler, Miss Estelle Weiss, Ethel! El 
dard and Miss Nina Ford. 


Miss Rose Fritz, the champion typist of 


the world, was present to witness the con 
test and present the medals. She gave the 
contestants wise counsel in reference to ac- 
quiring high speed. This advice was timely. 
as most of the contestants have decided 

begin a course of training at once for som¢ 


events which will take place at Madison 


Square Garden in the coming autumn 


Miss Ruth Roberts, the instructor ot 
typewriting at the academy who has had 
charge of the training of the contestants, 


was the recipient of a bouquet of beaut 


carnations. Miss Fritz received a bu 
American beauties, and other flowers wet 
distributed to contestants and to those who 
assisted in correcting the papers. 


The accomplishment of Miss Ray Butt 
who won the bronze medal is considered 


phenomenal. She began work on the typs 


writer on February 8, 1910, having had, 
therefore, only four and one-half months 
instruction Miss May Tanham, who be 
gan at the same time, demonstrated a speed 


of 51 words gross and 40 words net 
Following are the official figures 
Typewriting Contest, Miner’s Business 


Academy, June 25, 1910—Copying 
for Thirty Minutes. 


Beatrice E. Tunison : 

1832 176 352 1480 49 3 

Elsie Sturges ee 

1667 121 242 1425 5 

Ray Butt arf AS CA 

1546 74 148 1398 16.6 

Fred A.Gleiforst .... 

1540 81 162 1378 45.9 

Irving Reinitz .. Ba 

1473 76 152 1322 14 

May Tanhan 

1529 160 320 1209 { 

Edna Wassweiler 

1502 161 322 118% 

Estelle Weiss 

1313 78 156 1157 . 

Ethel A. Eldard 

1404 129 258 1146 . 

Nina |] 

1527 253 526 1001 33.3 
[he national rules were depart 


regard to the penalty, two being 


insteac | ve 


DO BIG BUSINESS IN KNOXVILLE. 


The Marble City Typewriter Company is 
the name of a concern down in Knoxville, 
Tenn., which is making good in a way that 


is pleasant to record The company is 
owned and managed by a young man of 
twenty eight, W A A. Johnston, who 
started in the typewriter business fourteen 
when he was hardly out of knee- 
He began in the mechani- 


years ag 
length trousers 
cal department and worked up into the 
sales department, learning everything he 
could find out about the business as he 
went along 

The company occupies convenient and 
commodious quarters at 617 Prince street. 
It has the agency for the Monarch type- 
writer, and handles also a line of remanu 
factured typewriters, turned out by the 
Wholesale Typewriter Company of New 
York—Ramer rebuilts. The company han- 
dies Du-ra-bul ribbons and carbon papers; 
the Monarch brand of supplies, such as rib- 
bons, brushes, etc.; the Todd Protecto- 
graph and other well known lines. Mr. 
Johnston also boasts the product of the 
Burroughs Adding Machine Company, 
which has office room in his store. He is 
mechanical inspector for the Burroughs and 
sells machines through the local agent, 
Thomas M. Jones. 


RAILROAD TICKET-PRINTING MA- 
CHINE. 





Consul Frank W. Mahin, of Nottingham. 


advises that the Great Central Railway 
Company expects to test, at its Leicester 
station, a 
to save cleric 
cumbrous 
different 

An English newspaper describes the ma- 
and unpretentious, 3% feet 


tickets. 


chine as small 
long by 2 
indicator which carries the name of every 
station upon the system arranged in alpha- 


ticket-printing machine intended | 
al work and dispense with the 
system with its thousands of | 


feet broad and 4 feet high. An | 


betical order, is touched, the clerk slips a 
blank into a slot in the printing carriage, | 


a small handle is turned, and a completely 


printed ticket drops out ready for use. At 


the sam¢ a record of the sale and all 
information required for bookkeeping is 
duplicated a continuous strip of paper 
When the clerk goes off duty he simply 
tota ntinuous strip and counts the 
a hine 1 print 3,000 different 
tickets, ; t is claimed that a clerk can 
sue 5¢ ur. G stress is laid on 
the valu the machine in dispensing with 
a uditing tickets, and sales 
It Dt station where a dozen ticket 
yed, it is said that most of 
their tir Ss spent bookkeeping and 
elaborat hecking, necessary under the 
pre 


n to lift a mortgage 
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(ality for the User of Mimeographs 


In the case of office devices, quality, as in about all things, is the 
one factor on which the buyer bases the amount of his invest- 
ment. His judgement may be right or wrong, he may make his 
decision by instinct or through influence, but he believes at the 
time of purchase that the guality was worth the price paid. In 
buying quality his intuition has a limit. He must depend some- 
what, and sometimes wholly, on the general reputation from all 
phases of the makers. He can also make investigations through 
many sources that will give him absolute confidence or suspicion 
in statements made by the maker. Users can give him the most 
reliable information. The test of time is a good criterion to go 
by. Quality enters in the materials used, in the construction, in 
the results the device is to give, in the business transaction be- 
tween buyer and seller—-which means honest or dishonest deal- 
ing, and in the future service the maker gives. It is natural and 
just that the buyer should expect and receive the best all-around 
quality for his investment. A thoroughly reputable house can 
not offer or give anything else. The originators and pioneers in 
any line who become the largest makers and ‘sellers in the world, 
whose goods become the recognized “Standard,” who have.the 
most imitators and yet remain the leaders, must present and give 
quality in as perfect degree from all view-points as.man is able to 
make it. Such a position of eminence and continued growth can 
only be attained through quality. The history of the Edison 
Mimeograph and its Supplies, and that of the makers, is such a 
record of guality—the best goods giving the best results and its 
makers giving unchallenged and unequaled service, the goods and 
house of indisputed highest merit. It pays to buy and use the best. 


A. B. DICK COMPANY, Siv4%e"? 


Duplicating Machine Makers of Quality 





Here is illustrated our very latest 


product with improvements that 
place it in a class by itself. 
It has an Automatic Self-inker 
—the greatest advancement ever 
made since duplicating machines 


were first invented. 


Ask for “76 Catalog” 





The New Number 76 Rotary Mimeograph 








Will Have Up-to-Date Plant. 


E have had occasion from time to 

time to express astonishment and 

gratification at the gigantic strides 
and immense growth that have been made 
in late years by the second-hand and re- 
built typewriter trade. Scarcely a month 
passes but what we have had to chronicle 
either the addition of larger premises, or 
more complete machinery in the attempt 
to catch up with the huge demand for re 
built typewriters. 

For some considerable time the Ameri- 
can Writing Machine Company, of 345 
Broadway, New York, have felt that the 
increasing growth of their business de- 
manded larger quarters. It was not 
ago that they leased commodious stores and 
workshops at 109-11 Leonard street, but 


long 


Something More Regarding the New Fac- 
tory of the American Writing Machine 
Company. 


pany started work in the new factory on 
May 2d, and will employ between 150 and 
200 full order. The 
plant four 
mately of 5,000 square feet. On the 
floor is the nickeling plant, and buffing de- 
partments at one end, and the japanning, 
varnishing and striping departments at the 
other. This floor is fitted with the latest 
up-to-date machinery, with a capacity for 
turning out parts for 100 rebuilt typewriters 


men when in running 
approxi- 


top 


occupies floors, each 


per day. 
The 


third floor is reserved exclusively 











other purposes. Dynamos for generating 
electricity for lighting and nickel-plating 
are driven by steam from the boiler. The 


ovens for japanning are heated by gas, and 
the ovens for finishing and fixing the strip- 
ing are heated by steam. 

The plant will be operated on a schedule 
of 53 hours per week; 914 hours per day 
for five days and 5% hours (until 1 o’clock) 
on Saturdays 

Ye 


of the rebuilding 
New 


who has been in charge 
plant at 345 

York, will be superintendent in the 
new factory. It is intended to still 
a force of men at 345 Broadway, and Mr 


Campbell, 
Broadway 


retain 
James Springall, who has been in charge ot 


the 109-11 Leonard 


take charge of this. 


plant at street, will 











NEW FACTORY OF THE AMERICAN WRITING MACHINE COMPANY 


this addition proved inadequate to keep up 
with the demands of the trade. The es 
tablishment of a special factory for rebuild 
ing typewriters was imperative. 

The many advantages to be secured by 
locating the new factory in Newark, N. J., 
rather than in New York appealed strongly 
to the management, and after due investi 
gation a building was secured at the corner 
of Camp and Mulberry streets in the city 
of Newark, N. J. It is near the 
principal business and manufacturing cen- 
ter of the city, and within easy walking dis- 
tance of the residential Further 
more, it is convenient to the Pennsylvania 
and central railroad stations, and within 
about 15 minutes’ walk from the Delaware, 
Lackawanna & Western Railroad station 

The American Writing Machine Com 


located 


section. 





with the 


for the bench men, exception of 
1,000 feet, which is used as a “Parts Room.” 
Here are stored a very iarge stock of 
“parts.” The hugeness of this storeroom 


may be realized when it is stated that up 


wards of $20,000 worth of parts are always 


carried in stock. The space reserved for 
the bench men is exceedingly well lighted, 
fitted with all the latest tools and devices, 
and is eminently suited for the purpose 

On the second floor are three rooms 
where the finished machines and the ma- 
chines “in the rough” are stored 

On the first floor are the receiving and 


shipping departments, the grinding depart 
ment, where the platens are re-ground, and 
the engine room. The 
by a 75 hp. engine, with a 90 hp. boiler for 
and 


power is furnished 


generating steam for motive, heating 


The qu the location 


tory at Newark has appealed strongly 
large number of the men, who have 


stion ot 


or have been thinking of joining th 


tory force. In the first place, the fact 
the 


situated close to residential sect 


that car fare is saved, as the men 


to their homes. Secondly, rents are s 


cheaper in Newark than in New Yi 
this is a vital factor—better accom: 
tion, more room, and greater comforts at 


Thirdly, although the 


half an hour per day 


their hon 


a lesser cost 
ing hours ar 


owing to the proximity of 


the factory there is less traveling 

done, and consequently the men w e 
more time at home. Fourthly, th ple 
lights in the factory, improved facilities and 
up-to-date machinery contribute in n ttle 
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Would a “Full Jewelled ” 


Typewriter Interest You? 













Every important bearing in an ex- 
pensive watch is a small gem of .— 
a hardness not susceptible to wear. 
The purpose of the jewels is 
to insure, by reduction of friction 
and wear, the accuracy which 
makes a timepiece valuable. 
















The first saccessfal use of a ball-bearing typebar in a 
writing-in-sight machine was by the manufacturers 

of the New Model L. C. Smith & Bros. Typewriter. 
Ball Bearings, not only for the typebars, but 
at all vital wearing points of the New Model 


pL. C. Smith & Bros. Typewriter 


ALL THE WRITING ALWAYS IN SIGHT 


serve exactly the same purpose as the jewelled bearings 
of an accurate, expensive watch. They prevent play and 
false motion, banish friction, and insure to the operator, 
for every ounce of energy applied, a full equivalent of 
perfect work. 

Write today for free catalog and X-Ray book. 
L. C. SMITH & BROS. TYPEWRITER CO., - SYRACUSE, N. Y., U. S. A. 


Head Office for Europe, Asia and Africa, (Branches in all Large Cities) 19 Queen Victoria Street, London, E. C. 















Are You After 
British Trade ? 


If so, advertise in the ‘“‘ Stationer 
& Printer” —the paper read 
by the good class Re- 
tailer and Whole- 


Specimen Copy and Rates on Receipt 


160a Fleet Street 
LONDON, ENG. 





Why Pay Four Prices— 








iven im 


ast as the boy car turn the crank. 


saler. 
Machine Ue I any ( Chi ago, i 


of Post Card. 


i Have 


opens up a big new field for your efforts. Write today for particulars. 





for an envelope sealer when you can get a REYNOLDS’ 


that will seal 100 letters a minute, at a nominal price? 


This wonderful little machine has just been placed on the market» 
thor rur and, it will probably do more and better work 
than any motor dr ac hine on the market—at one-fourth the cost. 
will seal any size of envelope, and one right after the other, just as 


y 8x8x14 inches, and weight but 20 pounds. 


READ WHAT OTHERS SAY OF IT: 


“We hav: i a motor machine ior some time. 
Drive Mac hine be ats it.’’—W. C. Free, President Free 


olds’ 

wing 
achine’ is the best Envelope Sealer I have seen at 

‘vans, President Provident Securities Company. 


sen t eee ynolds Envelope Sealer seal at the rate o' 6,000 
Edwin F. Brown, President Monroe Nat. Bank, Chicago, ‘Til. 


STATIONER & PRINTER DEALERS: “This is a big opportunity for you to take on 


| 1 fast selling specialty for which the re is a big demand. The low cost of this machine 


H. J. REYNOLDS & Co., 55 State Street, CHICAGO, ILL. 
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measure the increased 
employees Lastly 
tables and meat are cheap 
than in New York, so tl 
under the new conditions 
off, bot moa financia 
pou Nn th y \ 
So i n 
change 
I should be glad to hear of a aianibeiilin “al 
a good proposition either as ec aoe cee 
manager for business already sible for the securing and e 
bd bed new factory \i1 (sarheld 1s 
established or as organizer for ON OE Ra EC gtd 
anew concern in Continental ane Soe thn Nah shonn wh 
las ri ed under his abl 
Europe. That there is ample scope for 
RECORD tory is demonstrated by thc 
” fe * American Writing Machine | 
Nine Years with National day more than 1,000 machin 
4 orders, but with the increased 
Cash Register Co. as Salesman, ee eis a te toe 
Office Manager, School ag scagari csc Aadlaa 
° the first tr September 
Teacher, Assistant Manager, 
General Manager for France, ee ep 
Portugal and Algiers. Re- _ 
signed to take up position as An American manufacturer ! 
pens submits to Consul-Gen: H 
General Manager for the Bur- | Snodgrass, of Moscow, nine « 
roughs Adding and Registering tn de sae — 
Machine Co., Ltd. of Notting- Ths. calest and diceses 
ham, England, controlling Pupnnete pene, at any arvpiond 
. | too bulky, is by parcels-post 
whole of the Eastern Hemi- i advisable to declare and insure t 
h R . d I | the same. While there is 1 st 
sp ere. esigne upon amali- | agreement between the United St id 
gamation of English and Ameri- ee core mere forwarded through 
‘ . an American express company 
can Companies. Write ranges for transfers at Englis| 
ports, and they are delivered i ry 
E. AVERY the postal authorities in this with 
reasonable certainty. 
Care of THE BELGIAN GAZETTE While this office can not tes 
11 Avenue Louise, Brussells, Belgium | for carrying packages trot d 
| States to Russia, the foll 
given as representing the 
Russia to the United Stat 2 
pounds 14 ounces (a Russian | 
tenth less than the Americar 58 
cents; up to 7 pounds 10 oun 
up to 12 pounds 6 ounces, 94 « 
ance costs 16 cents for $57 
Post parcels must be packe 
boxes Post parcels not 
ro value of $100 must be ac: 
declaration in French; if valued 
more a consular invoice is requ! 
United States may be obtai 
2-Color Attachments for Oliver and Remington Bureau of Manufactures at “\ 
Typewriters, 75c each, $6.00 per Doz. ul : ” repay ge Pe muse 
accompanied ya deciarat I 
=— a charac ter f the goods, value { 
BEAUBIEN @ BOOTH COMPANY weights. The declared value is 
by the Russian authorities; 11 
43-45 La Salle St., CHICAGO, ILL. declared kind, gross and net 
Manufacturers of Typewriter Tools and Parts Send for Catalogue not correspond with the actu 


i ‘ ’ 
| the parcel, a penalty in th 
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} 
ELL SLIT OLTO DOLE 











double customs duty is charged on the 


articles found in the package 
The inquirer asks “When sending by 
registered mail or registe red letter post, 1s 
necessary to make any declaration on the 
outside of parcel stating what the packag« 
contains s on parcels-post packages?’ 
In reply it may be stated that only samples 
wit t lue can be sent by letter post 
[f it is found that t envelope contains 
ma ictured articles, only tthe ordinary 
ed, no fine being imposed, as 
nsidered smuggling If a foun 


ny other manufactured article 


\merica is returned for repair, 
easons, it is subject upon reentry 
duty This applies jointly * 
ds sent either by parcels-post 
T¢ t 
ng campaign properly carried 
n in Russia is said to be profitable, but 
sol ] xpensive, as electrotypes ar 
in import duty of $12.10 per 36 
pounds However, printed matter, not 
bound, except Russian editions, is admitted 
free Posters are dutiable, depending upon 
‘terial used 
unt pens are dutiable as stationery 


} 


ily 26 cents per pound. If the 


pens were to be imported separately. the | Why not make the day’s work as light as pos- 


duty on the golden ware would be charged : ; 
t the rate of $13.80 per 36 pounds. Here sible by installing the 
tofore pens have been imported with the 


} Iders t he reason that thev would not 

. : a \ c 
come ip t the pres ribed standard of 56 N 2 V 

pet ent f pure g td ; _ | 


8 ee The light, smooth key action of the Victor makes 


\llen Book and Office Supply Com 


pany of Wichita, Kan., is a very fair es the day shorter, the amount of work accomplished 
ample of the rapid growth of the office ap greater, and the quality of work better than can be ac- 


pliance industry in these Western towns } : 
About 1 vears ago A. S. Allen. a man quired in any other way. 
well known in the trade, started the Wich 

Book & Art Exchange. ai about eight There are many other new features on the 


started the Allen Office Sup No. 2 Victor which help to increase its efficiency. 





Cosenenn:. Goeietiinn tee sana. ae Give it a trial and see. 
management \s time pro 
2 heen pang A on a ne ‘ te A descriptive booklet is free to you on request. 
citaabhinail ee: tne) aia Some good territory still open. 
the nan f the Allen Bool | 
& Sup] Company, which is now dong | ‘ T P C 
business in the tive town of | Victor ypewriter ompany 
Wichit \long other things of interest 
they handle fireproof safes, showcases, 812-814 Greenwich St., New York 
| typ ribbons, carbon | 
papet mmercial and bank printing and | 








a liy ire and promises to | . 
live wire and promises «| NOISELESS AUTOMATICS GET OUR LIST 
sive the typewriter, 
| tins of REBUILT and SLIGHTLY 
—e i. . = - Better Touch, 
NEW SUPERINTENDENT FOR SECOR Better Action, USED TYPEWRITERS 
Better Appearance, . 
FACTORY. a At Remarkably Low Prices 
ee ee a , aNnnointed ¥ i } 
gewate been appoin Better Control, . Ca We make a specialty of machines of tha 
of the Secor Typewriter | And they never wear out. Every typ« werses lesser known makes. Also, we are interested 
: : ah cabinet should be fitted with this excellent most in orders from dealers who do not carry large 
icceed | ( Locke Mr system of attaching and detaching the ma stocks cf Rebuilt Typewriters but who prefer to 
Bridgewater has been in the employ of this|| fate Semeetenumins “Seetear order ONE or TWO at time , 
i ta i es eeteeeiaes. If scientific setting for the typewriter in cab WRITE FOR FULL PARTICULARS. TELL US 
ght y s, and the mechat loa cane WHAT YOU NEED. 
executive ability which he _ has Send for illustrated booklet l sii: 
ours ' a Plummer & Williams 
ng service merits this ap Typewriter Economy Co. ‘ 











Tribune Building. : NEW YORK Postal Telegraph Bldg., Chicago, Ill. 
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TYPEWRITER DEALERS 


Everywhere are interested—in low PRICES and STOCK. We Lead in Both. 
WE CARRY AN IMMENSE STOCK OF 


REBUILT 


or 
‘In the Rough’ 


“VISIBLE” 
WRITERS 


or otherwise. 


= sages Soesess| 

. * ne 

$ see's Ss 
SEEE ee ellie 





We will mail promptly TO ANY DEALER 


OUR SPECIAL WHOLESALE LIST 


Including L. C. Smiths, Olivers, Underwoods, Remingtons, Smith Premiers, etc. 


Our large Stock enables us to make PROMPT SHIPMENT. 
Get in Touch With Us. PRICES and SERVICE right 


TYPEWRITER EMPORIUM 


(Largest Independent Dealers in the World) 


Established 1892 92-94 LAKE STREET, CHICAGO. 








ENSDERFER 
Typewriters 
Visible 
Writing 
Light 


Action 





BLIC 


Interchange- 
able Type 


Back- 
Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 
































| ANOTHER SUCCESSFUL CANADIAN. 


We take pleasure in presenting ur 
readers in this issue Ed. Pyke, manager of 
the supply department of the United Type- 
writer Company, Winnipeg, Man 

Mr. Pyke was associated with the U1 

| Typewriter Company, of Toronto 
five years previous to his coming to Win! 
peg, and has worked his way up in the 
company from the shipping ber 























ED. PYKE. 


present position His success 


with business, as it was mainly throug 


efforts that the Underwood Bowling 
at Toronto won the championship 
3usiness Men’s League. He was a 


tain of the famous Tammany Tiger Rugby 
Team, which also won the champions 
as well as the Eureka Hockey Club 


champions 
Ed’s many 


Canadian friends wis] 


every success in his new field 


BOOKKEEPING BY MACHINERY 


Charles F. Hudnall has invented and pat 
machine 
Mr 


with offices at 


to facilitate the keeping 
Hudnall is a public a 
countant No. 1113 E. Main 


St., Richmond, Virginia, and seems t 


ented a 
of accounts 


devised a machine which solves many 
the bookkeepers’ laborious problems Che 
cut which appears herewith gives a good 


idea of the general appearance of the ma 


chine, and those who understand book 


keeping readily 
Among the advantages of Hudnall’s Aut 


will appreciate its uses 


matic Bookkeeper are that all four of the 
processes, original entry, posting to ledger 
listing sales, and daily balance are accom: 
plished in one writing by hand Among 


od points are the elimination of 
It is said that 


other g 
the monthly trial balances. 


one or two a year are all that are ne 

sary, as there is only one place for an 
error to occur, and that is in the additions 
on the ledger, postings being always cor 
rect. Five exact copies of every original 


entry are made automatically, two on the 





original sheet, two on the ledger sheet, and 
one on the daily balance strip, shown in 
the cut. The posting of sales is made on 
the sales sheet on the next line to the total 
of the page, causing practically no move 


1 


ment of the eye, and almost eliminating 
the possibility of original entry error 
There is only one place by this method to 

k for an error on the daily balance 


sheet, and that is in the additions. Check 


figures are discarded, and _ considerable 
time is saved every day on this score alone 
The record is legal, legible, and permanent, 
and is made with a carbon, original proc- 
ess, or black lead pencil. Four carbon 


copies are made of every entry by means 
of two registering ribbons 

Mr. Hudnall has gotten out a special 
binder file, which is boxed and locked up 
f sides. This is a convenience 
in bookkeeping or in other work requiring 
the preservation of original entry docu 


SMITH PREMIER AT BIG CONVEN- 


TION. 
[he master car builders and railway 
' 
master mechanics, as well as the American 


Railway Supply Association, held a very 
exhibit at Young’s Million Dollar 
Pier, Atlantic City, from June 15th to 22d, 
inclusive This certainly was the largest 
onvention exhibit ever held in this coun 
try. There were between 550 and 600 dif 
ferent neerns exhibiting and they ran 
from the boardwalk to the extreme end of 
the pier 

A matter of ten carloads of flowers and 
palms were utilized and such concerns as 
the Carnegie Steel Company, Westinghouse 
Electric Company, Western Electric ‘Com 
pany American Locomotive Company, 
American Car Foundry Company, General 
Electric Company, and the various affilia- 
ted organizations of the United States Steel 
Corporation exhibited 

The Smith Premier Typewriter Company 
had a most elaborate booth, and were the 
exclusive typewriter exhibit of the entire 


convention Their space was. tastefully 
fitted up with palms, plants and cut flow 
ers They had a monster electric sign. A 
corps of expert operators and demonstra 

Ss we attendance, and from the re 
sults that we hear, it has more than paid 


the Smith Premier Typewriter Company 
ind its able representative, H. I. Seddon, 
ho had charge of the exhibit in question 

that 6,000 to 10,000 delegates 


IW Apter Typewriter Supplies Com 


{ y, 112 Dearborn street, Chicago, is one 
the youngest concerns which is doing a 
thriving business. They sell typewriter sup 
plies, multigraph ribbons and carbon papers 
making specialty of multigraph ribbons. 
Coast Manager Victor, of the Yawman 
& Erbe Manufacturing Company, is mak 


ing a tour of the southern part of his ter 
ritory, visiting the agencies from Los An 


eles to Salt Lake 
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e Opportunity of a Lifetime 


If you had been in the field when the typewriter was 
new, you would have made your fortune. The type- 
writer revolutionized business correspondence, cutting 
the expense to half what it was in the old days when 
everybody wrote long-hand. And typewriter sales have 
run up into tens-of-millions of dollars. 

Here is an opportunity just as great as the type- 
writer ever presented. The 


ison Business Phonograph 


Already this great business appliance is being used 
by representative firms in every branch of industry— 
because the correspondent can dictate to it twice as fast 
as a stenographer can take his dictation, the typewriter 
operator can transcribe his dictation twice as fast as from 
shorthand notes and none of her time is lost in taking his 
dictation—she spends all of her time at the machine, 


1 


reducing the cost of letter writing at least 50 per cent. 


Where do you wish to locate? 


We are looking fot e salesmen to place with dealers already 
handling the Edison Business Phonograph. Or if you have 
small capital we can help you to start in business for yourself. 


The.whole business world is your field, and the surface has 
not even been scratched. Write us today for complete information. 


Edison Business Phonograph Company, 205 Lakeside Ave., Orange, N. J. 








wm 
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STENOGRAPHERS ENJOY OUTINGS. 
The accompanying picture shows a ¢ ip 
of stenographers enjoying a days ng 


Mt. Hollywood, in Los Angeles | 


California. This it the first 


outings for the summer months p 
the employment department 
lexander & Co., the Pacific ¢ 
for the | ( Smith & Bros 


Invitations for the next outing | 











th 0 
hree Oclock 
atigue S 


ai’ 


been sent out to about fifty st 
























Light Touch 


means all-day speed—no mid-afternoon fatigue. It 
means more work from a given amount of energy— 
increased ‘output—decreased cost of typewriting to 
the employer. Let us give you a demonstration of 




















this and other Monarch advantages. THE PICNIC. 
THE MONARCH TYPEWRITER COMPANY both employed and unemployed 
Executive Office: 300 Broadway, New York . nines 
expected that the next party will consist 
not less than forty-five young ladies. The 
object of these gatherings is to bring the 
employment department in 
with stenographers, and they are of special 
benefit to strangers coming to Los Ange 
of whom there are a great many, especially 


during the summer months 


We are indebted to Richard Hofmann 








Manager of the Los Angeles branch 
L. & M Alexander & Co., for th bove 
S | LK - A U Z E photograph and particulars 
| The picture reproduced herewit! s a 
photograph of the second outing of stenog 
is the most complete raphers given under the auspices of & 








carbon paper on the market. 
It is the ONLY carbon that is suitable for | 
ALL classes of work. No other carbon will 
WEAR so long or so evenly. The copies are 
SHARP, INTENSE and will NEVER FADE. 


EACH SHEET is STAMPED and this means our GUARANTEE 

Some dealers use the name COLUMBIA, but we are the original Columbia 
people and the ONLY MANUFACTURERS in the world using this name 

IF SPECIALTIES are wanted write to us 

Our RATTLESNAKE is the BEST MANIFOLDING carbon made—also 
the blackest 

Our RAINBOW is the LONGEST LASTING standarg, weight carbon 


also the cleanest 
We manufacture a complete line of carbon papers, typewriter, Multigraph 
and all other inked ribbons 


Our motto is; ‘‘Carbons and Ribbons of QUALITY.” 


Columbia Ribbon & Carbon Mfg. Co. THE BOAT RIDE. 


Factory and Head Office, 111-113 West Broadway NEW YORK  Aleuandes & ke, Pacibe: Coast - 








BRANCHES: for the L. C. Smith & Bros. Ty; te 

225 E. Randolph St. 1305 Arch St. ZURICH Company The picture shows ne f thee 
CHICAGO, ILL. PHILADELPHIA, PA. Switzerland three launches which carried the party on 
an enjoyable trip around Balboa Bay, torty 


| miles southeast of Los Angeles 














TRAFFIC BUREAU FOR DALLAS 
On May S stern Traffic Bur 
eau established headquarters in Dallas, 
Texas t S nter-state trafh« 
The following fficers nstitute the new 
con B. W. Bridges, auditor; R. 7 
Meador and John Davis, attorneys, and P 
G. Red \V representativ« 
The off e b vcated at 425 

Linz | g 

It is stat that t business of the ngw 
company v be freight bills and 
express receipts of concerns and individuals 
who ship and receive goods through the 
railroads The business of the Southwest 
ern Bureau will be principally with thos 
business firms and individuals who have ne 
auditing expert of their own 

When asked as t he work of the new 
institution, B. W. Bridges, formerly and 
until the organization of the new company, 


with = the Dorsey Printing Company, 


answered as follows: “The purpose of out 
bureau is give to the smaller firms and 
individuals the same protection that the 


larger ones, through their auditing experts 


have. For instance, if a man gives us a 
audit his bills for the past two 
years, we will do so for one per cent of the 


We point out to him wherein he 


contract te 


amount 
has been overcharged, if this proves true. 
“This 


equitable 


arrangement we regard as a more 


arrangement than the old one by 
which a firm paid a part of the overcharges 
reimbursed 

“We als index, with 


uting 


furnish 


the lowest rates and the quickest and most 
satisfactory service For this the sum of 
$2.50 per month is charged.” 

It is thought that the new concern wil 
be of much assistance to the merchants and 


individuals of Dallas 


HOUSTON HUSTLER HERE. 


F. \ Mashburn, Houston, Texas, 
stopped in Chicago last week enroute from 
Cleveland. Mashburn is a Multigraph man 
from the ground up. He is as full of enthusi 
asm as a dog is of fleas. There are only 
tw lings t Mashburn thinks about 
d g business | S Multigraph ma 
chine and Houston, Texas. As a booster 
f Houst he is 1 mparable Mash 
burn’s p gy on Texas city would 
have made Proctor K green with envy 
Houston is to be to Texas, what Paris is 
t | il 

Mashl sed branch office 
at Housto1 He made such a record tha 
the br has b changed to divi 
S 31 Mashburn wears the epaulets 

divisio1 es manager instead of branch 

manager That division 31 will give a good 

S gor t saying. With 

\ b yped t ears and his hig! 
Sp thing to drop 

Chere’s 1 thing lik c d, honest, cheet 

ke a man healthy and, ergo 


happy But it must be cheerfully don 


| 
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This Machine Produces From 
1 to 1OO Good, Bright Copies 
Quickly—Economically 


ON 
ANY 
WEIGHT 
PAPER 


CAPACITY 
20 to 50 
COPIES 
PER MINUTE 





The Billograph is a new type of duplicating machine that offers an important 
service to such business houses as require from 1 to 100 copies of original 
matter speedily and economically made on any weight paper. Although 
the first duplicating machine to offer efficient service in the order and 
billing field, its scope 1s so broad and varied that it lends the same efficiency 
to rapid and economical reproduction of specifications, statements, statistics, 
reports, notices, inter-house forms, instructions to buyers and salesmen, 
price-lists, stock-quotations, descriptions of real-estate, bulletins, maps, 
plans, real estate plats and other documents in colors, etc. And every copy 
no blurred carbon effects. The sheets come out flat 


BINOGRAPH 
DU © id R 


is clear and readable 
and do not curl 








Simple Efficient 


THE PROCESS 
The Billograph process is simple 
no stenc.ls to cut — no type to set. 


fore lost between operations. Bands 
may be covered with original matter 
once each day. The ink is absorbed 


From original documents written Over night and they are again ready 
with copying ink copying ribbon. tor use the following morning—and 
copying carbon or indelible pencil no washing is necessary. 


made on a gelatin 
ha . - . “7 ¢ ] 

yand supported by a steel 1 
over which is run a simple mechan 
ism for feeding and drawing off cop 


impressions ar 
SS anand THE SAVING 
The Billograph offers to firms having 
sufficient duplicating work of the 
operation. A single turn varacter for which the Billograph 
crank brings a fresa surfa is intended, a tangible saving of from 
receive a new orig- 25 to 95°. One large business house 
As it takes but five seconds to that our machine will save 
band, little time is there them fully $25,000.00 per year. 


WRITE FOR BOOKLET 


late and 


the same¢ 


1 
or the 
into position to 
states 


replace a 


Our new booklet describing the single type Billograph is just off the press. 
For a more definite understanding of this new machine—and its new mission 
1 the business world—simply write us on one of your business letterheads 
ind we will be pleased to forward these booklets to you immediately. 


BILLOGRAPH SALES COMPANY 


444-51 MONADNOCK BLOCK CHICAGO 
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NEW MANAGER FOR BUFFALO 
REMINGTON OFFICE 


Up to the time of his recent promotion 


The HOUSE of QUALITY CARBONS | «'s'sssu22i0 SS me 
Typewriter Company’s Buffalo office, 


George H. Schumacher had spent the whole 
of his Remington career at the Cleveland 

| office of-that organization 
Mr. Schumacher entered Remington set 
vice at Cleveland on October 5, 1903, as a 
| clerk in the Employment Department. On 
May 10, 1904, he was appointed manager of 
the -Employment Department at that branch 
' and not quite a year later, on March 6, 


“sa 
tN 





1905, he was again promoted, this time en 
tering the ranks of the selling force 


For Dopurcativa Woex 
Quaurry Guaaawteen 





q There is an I. C. P. carbon paper for every use. sendin 
A special sheet made for each specific purpose. | In the five years that he has been a sales 
And each grade embodying those quality features |; man at . lev eland, Mr. Schumacher made 

| a splendid record. In fact, it was this rec 


ord which gained for him his last promo 

tion to the post of manager of the Rem 
. . | ington Buffalo office. 

@ Dealers who supply their demand with I. C. P. de capt ay 


| tonian at Cleveland that Mr. Schumacher 


ribbons and carbon have the satisfaction of an | to 
. ° ° will make a worthy successor to his pre 
increasing business. decessor, W. O. Davis, who was recently 


ee eee = — promoted from the Buffalo to the Indianap 
_ | olis managership. Their joy over his pro- 
The International Carbon Paper Company motion is mixed with a little regret for 
| the Cleveland Remington boys are sorry 
241 Center Street, New York, U.S. A. nos takin tiles 


THE BOCK COMPANY Western Agents, First National Bank Building, Chicago ' cam 
QUAKER CITY OFFICE SUPPLY CO., Philadelphia, Distributing Agents for Pennsylvania HIGBEE AGAIN A TYPEWRITER 
CENTRAL TYPEWRITER SUPPLY COMPANY, Kansas City, Mo. MAN. 


which assures perfect service. 





Out in the Chicago district J. W. H. Hig 
| bee was formerly one of the best known 
_~. typewriter men in that part of the country 
For several years in the early 90’s he was 
A T T t N Ti O N | | manager of the Chicago office of one of the 

. big typewriter companies and had under 
( 


him sub-offices at Peoria, Indianapolis, Des 








Manufacturers of Office Devices. “9 tp Fendi 
’ — ' . = ™ Moines and Milwaukee. 
We deal in Time and Labor Saving Devices and Supplies for the Office, : , 

; - Mr. Higbee left the typewriter business d 
Factory and Store. —— , , 
; , i : ' to become sales manager for Fairbanks, | 
Manufacturers desiring to have first class, active representation should Morse & Co. the great scale concern of E 
send us their Catalogs and Dealer's prices. Chicago, and this connection he maintained E 

We wish to keep in touch with all new devices and supplies and will until his recent entry into Remington ser 
appreciate prompt news of same. vice. He will undertake special duties in 0 
Commercial and Industrial Economists the Remington’s General Sales Department : 


The Systems Bureau., ST. LOVIS, MO. His acquisition is considered a very im 


| portant addition to the domestic sales or 














ganization of the Remington Typewriter 
Company. There is no question about Mr 
Higbee’s aptitude for and ability in selling 
work and, consequently, there does not 
seem to be room for any question regard- 
ing his success in his new Remington con- 
nection. 
A NEW CALCULATING ATTACH- 
MENT FOR TYPEWRITERS. 


The Typewriter Calculating Attachment 
is the name of a simplified device manufac- 
tured by the company bearing that name, 
whose main offices are at St. Louis. It is a 
device which can be attached to any type 
writer, and is directly operated by the nu- 
meral keys 
subtraction and multiplication 


thereof, performing addition, 


This attachment is in constant attend 
ance on the carriage of the typewriter, so 
that as the figures can be manipulated at 


the same time as the keys of the typewriter 
Eight or nine different columns of numbers 
added at the 
The machine is not limited to two or 


of six figures can be same 
time. 
three columns, nor is it limited by a total 
of 999,000,000, but can add a single column 
or any number of columns as wide as can 


the This 


makes an machine on 


be written on typewriter. com- 
adding 


fully described in 


bination 
which each item can be 


writing, and the total obtained with no 
other work than by writing on the type- 
writer once The attachment is_ taken 


away by means of an ordinary shift key, 
so that the numeral keys of the typewriter 
can be used as usual in writing dates, ad- 
dresses, that the machine 
adds, subtracts and multiplies at the will of 
the that stenographer 
can proficient in its 


etc. It is said 


operator, and any 


readily become use. 
The address of the Typewriter Calculating 
Attachment Company is 703 New Bank of 
Commerce Building, St. Louis, Missouri. 


ADDRESSOGRAPH MAN WEDS. 
Fisher, 


Leonard Samuel the well known 
Addressograph 
York City territory, was happily wedded to 
Miss 
day evening, June the thirtieth. Mr. and 
Mrs. Fisher will be at home to friends after 
August first, at 988 Bergen Street, Brook- 
Mr. Fisher is very popular among the 


Addressograph 


Irene Estelle 


lyn. 


“boys,” and his 
bride has won the hearts of them all. Here’s 
good luck and much happiness to them both 


for many, many years 


CASH REGISTER OFFICE DISCON- 


TINUED. 

The offices of the National Cash Register 
Company which have been maintained at 
Oshkosh and Green Bay, Wis., have been 
discontinued and an office has been estab- 


take their place. 
of the entire 


lished at Appleton, Wis., to 
From this point the business 
Fox River valley will be taken care of. 

S. E. Clark will remain in charge of the 
office at Fond du Lac and will take care of 
a portion of the Oshkosh trade in connec- 
tion. 





salesman, working in New 


Donnerstag, on Thurs- 


charming | 


OFFICE APPLIANCES 53 





DEALERS ATTENTION— 


We have on hand at our new quarters a much larger as- 

sortment of typewriters than we carried before. 
: give you quick service 
“otis prices at all times. 


We can 
machines at special 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 
171 East Randolph Street, Chicego, tit, U. BS. A. . 














The Best Typewriter Ribbons 
Carbon Papers 
in he Work’ 

















are made in 


Cleveland, Ohio 


at 311 St. Clair Avenue, by 


The Buckeye 
Ribbon & Carbon Company 


We will Prove it by a Sample 


Multigraph and Other Wide Ribbons 


with PERFECT Match Ribbons 








Write for Samples, Prices and Terms 




















TYPEWRITER PLATENS 


Recovering 50c; $40.00 per 100 


REBUILT 
TYPEWRITERS 


Under 100 M Over 100 M 
Remington No. 6 and 7..$20.00 $25.00 





Smith-Premier No. 2 and4 20.00 25.00 
ORG? Was B. o,5s50eceus 22.00 27.00 
Finished Platen covers ground on dead true Under 27M Over 27M 
steel mandrels shipped to any address prepaid L.C. Smith No.2....... 30.00 35.00 
upon receipt of 50c each or $40.00 per 100. 76 to 100M Over 100M 
We use the best grade of air cured rubber Underwood No.4....... 40.00 45.00 


ALBRIGHT BROS. REBUILT TYPEWRITER CO. 
801 HOLLAND BUILDING, ST. LOUIS, MO. 
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The Most Con- [ ee 
spicuous and Im- 
portant Advertis- 
ing Campaign 
Ever Launched |. 
for an Office Spe- 
cialty. 

HE double-page ad- MULIIGHAP/7/ 


vertisement repro- MULTIPLE TYPEWRITING 
duced on this page r I SHE illustration at the top of this page ? SHE same machine can. 
a ppea red June ] 8th in the ioe Sateen pc neo saben ntabee ‘rind £ 
Saturday Evening Post. to six thousand perfect typewritten letters not aniline—and printing from @m 


an hour, with a ribbon matched to your of type. The complete equip 



























office typewriter. , shown on the opposite page. 
It was but the openiny gun Five Years of Multigraph Money-Saving and Money-Making The Application of the “ow 
Success and Progress with the Multigraph te YOUR Business ve 
, hho tohgra ph * 


of a campaign that will con- - 
tinue month after month to 
tell the fascinating story_of 


Multigraph success and pro- 


Ml ' P ’ ; 


Saves 25 to 75 Per Cent 





gress. 
This success is permanent = = S 
: a e Americ 
because it is based on the Multigraph 


Branches All Over the 4 40th Si 


+ ewe ethene 


continuous money-saving and 1800 €. asi ea 
money-making value of the 
Multigraph to thousands of 


actual users. 








— 


Some Things You Ought to Know, About Multigraphed Advertising 


You ought to know that Multigraphed Advertising means more than real typewritten letters pr 
duced at the rate of two to six thousand an hour—it means booklets, folders, pamphlets, envelo 


stuffers and all conceivable advertising literature at a saving of 25% to 75% 
You ought to know that Multigraphed Advertising is the most 


economical, direct, intimate, confidential way of getting new The American 
business. . Multigraph Sales Co. 


You ought to know that these statements are based upon the 
actual experience o° men who have worked out with the Multigraph 1806 E. 40th St. Cleveland, O. 


the same problems that the Multigraph can solve for you Fifty Branch Offices 


1Tl1 CO 








mm J 
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iting. 


CAN'T Buy a Multigraph 
Unless You Need It 








aph rom 
apers in figuring 

ef the Mutrigcaph + 

ne do, he wil 


te us 


The American 


Branches All Over the World 
Rbbmess ol | cmmen satons to 
40th Street Cleveland, U.S.A 


You 





- - 2 
a 
“ae Sa 


bf, 
{> AN 


machine shown on the opposite page 
M but in this case it ts equipped with 
Steachments that enable you to do all turns out work that any master-printer 
office printing as ell as multiple might be proud of—and saves 25% to 75% 


The Segmental Priating-drum «*>! 


Cc 
versal Folder and Double Your Saving. | 
‘ j ted in ene 


ltigraph Sales Co. 


ought TO 


The American 
Multigraph Sales Co. 


1806 E.40th St. 
Fifty Branch Offices 


THE SATURDAY EVENING POST 
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MULIIGRAP/7 
PRINTING IN YOUR OWN OFFICE 


BOVE is an illustration of the same |: occupies no more space than an 


ordinary typewriter desk; it can be 
operated by your own employees; it 


of the cost. 


A Few of the Many Well Known 
Multigraph Users 


Important Elements in the 
Multigraph Equipment 


The Printing-ink Attachment 


The Electric Drive 


The Automatic Paper-feed + 


Complete Your Equipment with the Uni- 








ed 
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The Reason Why 
the Multigraph is 
the Best Known 
and Best Selling 
Office Appliance 
in use Except the 
Typewriter: 


ECAUSE thousands 
5 of practical business 
men have learned by 


actual experience what the 
Multigraph really is, and 
what it will do. 


Because many advertise- 
ments like this one are tell- 
ing thousands of prospec- 
tive users how they can save 
money and make money 
with the Multigraph. 


Because its profitable use 
can be so easily demon- 
strated to an ever-increasing 
field of possible users. 


Some Things You Ought to Know About Office Printing 


in the course of a vear 


know that the average business concern 
» on its office printing than is necessary 


spends 
ought 


You ought to know tl 


Cleveland, O. when you want 


( CCU 1eS 


from expense into profits, 
You ought to know 
than the printers’ 


that 
Tea 


na in no MN 


and do a 


through the printer from 25% to 


know that this amounts to a 


at the Multigraph will transfer that sum 


11 


1 the work in your own office. 
will be work equal to or better 


ing with real printing-ink, done 
lore space than a typewriter-desk 
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Start 
a business 
of your own 








Have you the ambition to forge 

ahead, to make the most of 
your opportunities, and are willing 
to work, and work hard. 


We have a plan that will 
enable you to start a 
business of your own. 











We can place you in a position 

where you will not have to 
worry about losing your job next 
pay day, and where your income 
will be sure, and will increase with 
the passing of the years. We can 
help you to build up a_ business 
that will be permanent, one that 
will insure you a steady income as 
long as you live. We offer you 
an opportunity to become indepen- 
dent. Hundreds of our represen- 
tatives have built up an ever in- 
creasing business, and you can do 
the same. 


All we ask is that you are hon- 
est and willing to work. 


Write us today, and we will 
send you full particulars. 




















MAKERS OF 


TYPEWRITER RIBBONS | 
CARBON PAPERS 


Syracuse, eo 


The Dodge Company 
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Banquet to Boston Manager. 


Hold Dinner and Celebration at Parker 
House. 


UNE 8th was an eventful day in the 
J history of the Boston Remington of- 
fice. In the afternoon a convention of 
salesmen was held and in the all 
attended the testimonial banquet tendered 
to C. S. Ryan, the newly appointed man- 
ager of the Remington office in Boston. 
At this dinner, which held at 
famous old Parker House, there were gath- 
ered together fifty-eight members of the 
Boston Remington organization. Among 
these were included not only the Reming- 
ton boys of the Boston city force but also 
those from the Boston sub-offices at Bang 
or, Portland, Springfield and Worcester. 
H. V. Rowell, member of the Remington 
Advisory Board and manager of the Boston 
office for twenty years from 1882 to 1902, 
toastmaster. Mr. Ryan 
honor and another prominent 


evening 


was the 


as was 


of 


officiated 


the guest 


c. S. RYAN. 


guest was T. F. Crean; Superintendent of 
the Domestic Sales Department, who was 
present on behalf of the Remington home 
office. 

This was the largest gathering the Bos- 
Remington office ever held and was 
also the largest gathering of typewriter 
men ever held in New England. 

In the course of an interesting talk Mr. 
Rowell referred to the time when he was 
manager of the Boston office and particu- 
larly to the time twenty years ago when he 
employed as office boy C. S. Ryan, who has 
the Boston office 
also referred to 


ton 


been promoted to 
managership. Mr. Rowell 
other present members of the Boston force 
whose terms of Remington service stretch 
back as does Mr. Ryan’s. He expressed 
his great pleasure at finding his oldest 
Remington “boy” at the head of one of the 
largest offices in the Remington organiza- 


just 


tion. 
Me Crean delivered a stirring talk upon 





the past great achievements of the Boston 


office and how well its future prospects 
appeared to him. He also read a telegram 
from Mr. John F. McClain, the vice-pres 


dent, and a letter from Mr. F. E. Van Bus 
kirk, the General Manager, both of wh 

their hearty 
upon his promotion 


expressed congratulations 
Mr. Ryan 
complete confidence that he will 
success of his new post. 

Mr. 
with 
Remingtonian 
House with 
than had 
possibilities of the grand old Boston office 


and 

mak ib 4 
Ryan himself closed the bar 
address 


left 


an enthusiastic 


present the 
higher 


had of the 


an even appreciation 


he formerly 
which is one of the strongest offices in the 
domestic Remington organization 

The old saying, “Blood 
well changed to 
The latter accurately 
S. Ryan, the newly appointe 
Boston office of the Re 


will tell,” « 
“Merit will tell 


describes the steady 


be read 
rise of Mr. C 
manager of the 
ington Typewriter Company 

Mr. Ryan has been in the Remingt 
the day 


Remington force as 


ganization since May 10, 1890, 


joined the Boston 


fice boy—and an out of the ordinary office 
boy he was, too. He performed his duties 
so well that when he grew a little older he 
was appointed supply salesman. As sucl 
his good work continued and improved 


and his promotion to be machine salesman 
followed as a natural result. 


As machine salesman, Mr. Ryan has a re 
markably fine record. For a long time pre 
vious to his promotion this June he has 
been the dean of the Boston selling force 
not only in length of service but so in 


volume of business secured. 

The whole twenty 
Remington career have been spent in Bos 
he knows that 


years of Mr. Ryan’s 


ton and, as a consequence, 


field through and through, crosswise and 
up and down. Add to that knowledge Mr 
Ryan’s proven selling ability and very 
promising executive ability and you will 


have some idea of the unusual qualifications 
he brings to his new managerial! duties 

Great expectations are entertained am 
New England Remington men 
the future record breaking performances of 
the inder 


its new 


ng 
regarding 
Boston Remington organization 
manager 


Number 1 of volume four of “Baer Fa 

as spicy and interesting as its prede 
cessors. It is the May Pole number—the 
number for May—and the title page shows 
Pap Baer and his cubs all lined up going 
fishing. The opening preachment is en 
titled “To Bite or Not to Bite, That is the 
Question.” that 
Baer’s is the place to buy the proper bait 
There are other things 
merit the 


is iust 


The moral, of course, is 


to get customers. 
interesting and sensible 
attention of both dealers and consumers 


which 
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CLIPLESS PAPER FASTENER 


Guaranteed for Five Years 





Increases Capacity of your Files 25 % Saves, Time, Space, Money 
THE CLIP LESS PAPER F ASTENER DOES IT ALL 
STAND MACHINE. Securely fastens from two to ten sheets of paper together without the use of foreign material, in one operation, thus eliminating 


the use of clips, pins or fastenings of any kind, and their aieendens t expense 
The paper itself forn s the fastening—it is neat and secure and de stroys none of the paper. It is as strong as the paper itself—a clip 
rf pin is no stronger. The above illustrations show the fastening 
Every file remains independent of every other file—no clips to push off or pins to fall out. 
Use it to attach the carbon reply to your letters, before it leaves your stenographer’s hands, thus avoiding the possibility 
ot error. 
Use it to attach to your letter check, drafts, estimates, price-lists, invoices, statements, etc. 
Use it wherever you would use a clip or | in. 
As to construction the Fastener is m rade of the best tool stee 1 and is as perfectly finished as a surgical] instru- 
ment. It willlast a lifetime. We guarantee it for five years in all its parts. 
antes idea is all ours—we are not imitators—we are the inventors, manufacturers and sole distributors of 
1e “‘Clipless’ 
Ask your dea ler for the ‘‘Clipless’’ or write us. We will be pleased to send one to any responsible party 
on fi ive days’ trial ,express prepaid. We have 
sold thousands in this w: ay tothe best firms 
n this coun try- we bank on your judg- 
ment. You will find it indispensable to 
your bt 1Siness— you will buy it. It is 
our faith in the “Clipless” that 
pron pts this offer. Send for one 


today 


—PRICE $3.50— 

















HAND MACHINE) 






LENGTH 6 1/2 INCHES 


DEALERS:— 
Write for trade discount. No middleman’s profit. _ You deal with us direct 


| CLIPLESS PAPER FASTENER COMPANY 
" HEIGHT 5 1/8 INCHES NEWTON, IOWA 








THIS COUNTRY YOUR FIELD 


You need not be limited to any territory in which 
to offer your goods for sale. 

Modern Commerce recognizes the personal appeal 
by letter and responds to it ais < 















pies a combined type- 


writer and printing 
press with a producing capacity of 1,000 lines 
of type at a cost of but one cent per 
line, enables you to reach out for trade to 
farther fields more frequently than you other- 
wise could at sao lower than you possibl 
can by some other method—AND DOES NO 
REQUIRE AN EXPERT TO OPERATE IT. 


Reproduces typewritten letters, addresses and 
fills them in, in a manner most perfect, defy- 
ing detection, besides doing what a printing 


press will do 


The Agent in your town will gladly demonstrate 
r you o1 ur own work. 


Wri his name and literature FREE. 


THE “WRITERPRESS CO. 
187 Writerpress Bldg., BUFFALO, N. Y. 


New York Office, 302 Broadway Chicago Office, 215 Dearborn Ss. 
Moorgate Station Chambers, LONDON, E. C. 

















UNLIMITED 
EARNING 
CAPACITY 


This wonderful machine is 
invaluable to every up- 
to-date office. You can 
increase your mailing list 
with the help of an office 
boy. Send out thousands 
of perfect fac simile per- 
sonal letters—the most 
powerful advertising 
medium known. Regard- 
less of price the 


UNDERWOOD 


Revolving Duplicator 


$35.00 


is the most efficient, prac- 
tical and economical ma- 
chine of its kind. Its 
name is a guaraiitee of its 
quality. A ‘“‘demonstra- 
tion’ in your office will 
prove its usefulness. It 
will pay for itself in a 
month. Underwood Dup- 
licator letters defy detec- 
tion. Low first cost 
low operating cost — no 
license restiictions—Econo- 
my in every form. 


Write for full information 


UNDERWOOD 
TYPEWRITER CO., Inc. 


Dept. A 3 Park Row, NEW YORK 
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A Joke on Jared 


How the Boys Landed on Their Chief. 


When L. W. Jared, sales manager of the 
American Multigraph Company, was in 
Washington, D. C., not long ago, the boys 


in the Washington office put one over on 
Everybody in the Multigraph 
that 
ful, energetic, good natured Jared has come 


him force 


is delighted over the fact 


big, rorce- 
into his own, and has been made sales man- 
ager of bunch. They have a 
clever cartoonist Washing 
ton, of whom R. Edwin Joyce, the Wash 


the whole 
there in 


down 


district manager, is a_ personal 


Joyce innocently asked Jared for 


ington 
friend. 
one of his photographs, and Jared gave up 
The that the photograph fell 
into the hands of Cartoonist Berryman of 
one of the leading Washington papers, 
worked up the cartoon which is shown on 


result was 


who 








this page We join with the rest of the 
bunch in saying “Hail to the King.” 
Here’s what Joyce says in the Multigraph 
“Ginger Jar” in extenuation of his act: 
“When our worthy General Sales Mana- 
ger was last in Washington, he rebuked me 
rather sharply for not having contributed 
to the Ginger Jar and when ‘he was out of 
hearing,’ I said, ‘leave it to me, kid.’ I asked 
him why he did not have a good photo 
taken of himself and send one to each of- 
fice to act as an inspiration, but he tabooed 
did, 
himself just 


the idea He however, send me a 


small picture of for ‘old ac 
quaintance sake.’ 

“Now let it not be said that your Wash 
ington D. S. M 
tuated with the desire that you all share my 
had my good 


is mean or selfish, but ac 
good fortune with me, I’ve 
friend, Mr. Berryman (the original Teddy 
tear man), picture our new general sales 
him today. You 
enthu- 


manager as we all see 


cannot say it is overdrawn as the 





are worth 


siasm shown in the cartoon by US ALL 
‘Big Shelor’ and ‘Little Ad 
indeed. Let 


(not forgetting 


ler’) is putting it mildly 


balance of the cartoon speak for itself. I 


am sure he will send one to each of you 


so keep it, have it nicely framed and wher 
seem to be just right. 


going 


things don’t 
get a hump on yourself, look at the pic 
ture, ‘SMILE’ and you will find yourself in 
of mind. 

King, long may 


a better frame 

“So here’s to the 
reign, and may his guiding spirit be ever 
with us and help us on to better and great 
er things. Let us all show our loyalty to 
him by putting our shoulder to the wheel 
and push the good cause along. What we 
is team work. If you find your 


do not 


want now 


self at the bat and feel as though 


A 
23 


J 
WS// <2 
‘S 


you could put it over for a two bagger or 
a base hit, make a ‘sacrifice’ and bring one 
of your 


home with a good sized order.” 


brother managers or salesmen 


Ginger Pot for June 


Baldwin's 1 
This is a spicy little house organ that tl 
Rebuilt Iypewriter Company, of Chicag 
issues under the personal direction of Pres 
ident Geo. A. Baldwin. It is just/as full of 
good things as the May issue was, and we 
believe it is an improvement over the May 
issue, in fact, we are quite sure it is It 
is just as gingery as one would expect trom 
such a live, wide awake organization as 
the Rebuilt Typewriter Company 
full of helpful suggestions to dealers, and 
those who have not received a copy of the 
Ginger Pot should get in their request for 
it at once, and, if possible, get a copy of 


both the May and the June issues. They 


1 
reaqaing 
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AIKIN-LAMBERT CO. 


ES TABEISHED tae 6 4 
Boob) paeeD Eby JEANE 


We Manufacture the Finest 
and Most Distinctive Line of 
9 Trade Specialtiesin the World 


‘“‘Mercantile Fountain Pen” 


The Famous “*A-L” Gold Pens 
Gold and Sitlver Pencils, Penknives, 
Cigar Cutters, “Universal” Outfits, etc. 


Aikin-Lambert products have, for many years, provided for the trade lines 
which make most interesting and profitable departments. The high standard 
of quality, which we have always diligently maintained, is the keynote of 
success, in this branch, with many of the best and largest dealers in the 
world. Every year our entire line is renewed with new and improved de- 
signs. New lines are carefully studied for the benefit of the largest results 


fc YT uor dealers. 


FOUNTAIN PENS FOR SPECIAL IMPRINTING 


are an extensive branch with us. We manufacture a large number of 
srades—all of which you would be glad to have connected with your 





name and imprinted therewith 

DEALERS desiring information in 

regard to A-L manufactures 

should write to us atonce. We 

are glad to send complete cata- 

logues and informa- 

tion and can assist 

you to large business. 


AIKIN-LAMBERT CO. 








60 


GIVES DINNER TO SALESMEN. 

At Kalil’s Restaurant on Monday eve- 
ning, June 6th, George Crouch, metropoli 
tan manager of the Underwood Typewriter 
Company, gave a dinner to the salesmen 
of the New York office. Forty of the 
present, ten others unfor 
through 


salesman were 
tunately being absent 
for other unavoidable reasons. 

In his liberal manner Mr. 
had provided a 
which, needless to say, was most thorough 


illness and 


Crouch 
dinner 


usual 
most elaborate 
ly enjoyed. If the general belief is correct 
that something is wrong with a man who 
cannot eat, then inversely everything must 
be particularly all right with the New York 
sales force. 

In the same sense of real enjoyment Mr 
Crouch’s remarks following the dinner were 
listened to. He spoke particularly of the 
pleasure afforded him in bringing the work 
ing staff together on such occasions, con 
gratulating them particularly on the re- 
sults of the 
attributed to the cohesiveness of the sales 


past year, much of which he 
force, stating that in his opinion it would 
another equally 


har- 


be difficult to discover 
body of 


together. 


who worked so 


The 


for the sales from the 


large men 


moniously results, too, are 
apparent New York 
office were increased during the last twelve 
months past all expectations. 

He particularly urged the salesmen to ex 
ercise all patience in respect to delays in 
company 
additions 


deliveries of machines, since the 


is making such extensive factory 


DINNER TO SALESMEN OF NEW YORK UNDERWOOD 
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that it is expected shortly to remove all 


cause for complaint from this source. 
Following this, he talked in a more con- 
respecting the _ internal 


fidential strain 


workings of the business in a_ general 
sense, in so far as the selling force is con- 


cerned, and it may be said that these con- 


‘ fidences were most thoroughly appreciated. 


The following hour was spent enjoying 
good cigars and witty remarks across the 
table, all of which tends greatly to reach 


the heart of a man and make him feel that 


life is more than worth while 


As Mr 


the Sth for his annual vacation 


Crouch sails on the Lusitania on 


abroad, 


then rose to drink deep to the toast “A 


pleasant voyage, a happy time, and a safe 


return to a dear, good fellow 


BIG FACTORY FOR THE DALTON. 


James L. Dalton, president of the Dalton 
Adding Machine Company, Poplar Bluff, 
Mo., recently stated that his company 1 
practically decided on the size id kind 
building they were going to erect, and tl 
the contractor would be on hand some tim 
soon to complete all arrangements. 

The building contemplated is to b« e 
latest design of steel reinforced concrete, 


four hundred feet long, forty-five feet wide 


and two stories in height with a floor space 
of thirty-six thousand feet, which will give 


room for a working force of twelve hundred 


people 
\s outlined the 
a large percentage will be glass 


structure wi be very 


handsome, 
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windows which will both ligl and 


air. A library, reading room, and perhaps 


give 


a gymnasium will aid in making this prob 
ably the finest and most satisfactory 
facturing plant in this section of the st 


The contractor has informed the com 
pany that after the plans have been exactly 
decided upon it will take about five weeks 
to start work, and that after work is started 


turned over to the company in 
This means that it be 


metime in November S 


it can be 

ninety days 

occupie d S( 

year 

THE FASTEST TYPIST AND STEN- 
OGRAPHER IN THE WORLD. 


Fron the Daily Citizen, Brooklyn, 


N. Y. 

There’s a lesson for all young girl typists 
in the career of Rose L. Fritz, champion 
typewrite the world (and winner fot 


The Office Appliances silver 
Fritz can 


S| 

three years of 
trophy) Miss write out ls 
faster than campaign spellbind - 


speak them 


In Philadelphia the other day, Mis t 
wrote 6,135 words in an hour f: 
copy. She wrote from unfami Dp 
matter 123 words in one minute 

Then she took in shorthand (Isaac Pit 
man) 187 words in a minute and followed 


this by transcribing from her sh 


notes 112 words in a minute 
Here’s the lesson for girls in wha 
Miss Fritz did: Six ago, at 15, she 
began to typewriting. In _ thirteen 
weeks she had done perfect work at the rate 
of 120 


Hard Work and 
nothing else did it. 


years 
study 


words a minute. 


— — 


HIGH CLASS BOOK. 
The fourth edition of “A Better 


Work” has just been issued by the But 


roughs Adding Machine Company. Offic: 
Appliances acknowleges receipt of one of 
the advance copies of the book, and finds 
it very interesting indeed. Over 125,00 
copies previously issued have been dis 
tributed, and the present edition of 50,00( 


copies will undoubtedly go quickly Many 
f the chapters of the book are as interes 
ing as a novel It traces the history 

accounting from the time when numbers 


chiseled on stone by naked savages 


were 
down to the present day of adding and 
calculating machines. A very interesting 


? 


history of the creation of the Burroug 


idding machine is also given 


H. B. McDougall, a Burroughs sal 
in San Francisco, has shipped as one 
entered in the mote 
Alaska and ret 


expert on gas 


crew of a boat 
race from Seattle to 
Mr. McDougall is an 
gines, 


W. H. Parker has secured the age 
the Dalton adding 
Kan., headquarters at 120 S. Top 


avenue. 


machine at W 


with 


Every great business started in a 


ment or a garret 


A WELL KNOWN DUPLICATOR. 





One of the best known duplicators in the 
field today is the Lineograph, manufactured 
by S. Henry, 122 Fulton Street, New York 
City. 

Mr. Henry is a unique figure in the dupli- 
cator field today. for while he lacks but 
three years of four score, he is as active as 
most men of forty 
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without moving the sheet in the frame REMINGTON-SHOLES AFFAIRS 

It is very simple in operation and there is SETTLED. 

nothing to get out of order, and as it can 

be folded up in a neat box, it is convenient The final settlement of the Remington- 

to move from place to place. The Lineo Sholes Typewriter Company is all but com- 

graph is not affected by any temperature pleted, under the unusually able and effi- 

and will not warp or crack. cient direction of Receiver Charles B. 
The Lineograph Company under the Price. Mr. Price is not the ordinary sort 

management of Mr. Henry, has been doing of a receiver. He was with the company 

business for the past 25 years. This, to for years, and his creditors are his per- 


sonal friends and acquaintances, and he ac- 
cordingly set out to get every dollar that 
was possible out of the assets of the com- 
pany, with the pleasing result that the com- 
pany will pay out all told 75 per cent of its 
liabilities. Mr. Price has administered the 
affairs of the company with as much energy 
and conscientiousness as he would his own 
business, and perhaps he has been even 
more alert than a man would naturally be 
in his own interests. He has spared no op- 
portunity to save money for the creditors 
of the company, with the result that he is 
paying a greater percentage of the claims 
_ than was thought possible at the beginning 
of the receivership. 


THE FLAT BED LINEOGRAPH. 


As every one is well aware the Lineo 
graph Company places on the market 
two styles of duplicators, the flat and 
the rotary type. They are both stencil 
duplicators and both have their distinct 
advantages. For speed, where many 
copies are required, the rotary machine 
is more practical, being so simple that 
a child can operate it without fear of 
getting it out of order. Where handwriting 
or any sort of drafting is to be reproduced, 
the flat Lineograph has the advantage, inas 
much as a whole page can be written 





rether with the large number of Line 


“ 
graphs that are yearly placed on the market Number two of volume one of the “Em- 


erson Booster” is keeping up the standard 
set by its predecessor. It gives some in- 
sold without licensed restriction of any teresting talk by General Manager Geo. 
bia M. A. Fecke, full of ginger and enthusiasm 
9 > for the Emerson. Also among the leading 
When interviewed, Mr. Henry said that articles in the Bodeter ts ome te Gk 


and the satisfaction that they give is ample 
proof of their value. These machines are 


he still had some fine territory open for Akers, giving his experiences in the sale of 
good “live” agents to sell his high grade typewriters, a series of letters from Emer- 
duplicators and duplicator supplies son dealers, besides various other items, 


Any correspondence sent to the above some interesting things from the factory at 
address will receive prompt attention. Woodstock, etc. . 








»Any Old Line Wont Do 
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FILIGREE 
LIGMT WEIGHT 


N TYPEWRITER CARBON 
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IF YOU want to keep your Ribbon and Carbon Sales on 
the increase, handle the best goods—pay the right prices 
—get the most prompt service, and you can increase your 
sales by taking them away from your competitor, who 
does not enjoy these advantages. 

The Ault & Wiborg line has placed many dealers in 
position to get more than their _— 
share of business. Why not try —— 
it out yourself ? 4ébs|\|\\ 


| 
ou 





i 


™, 





THE AULT & 


NEW YORK, Cor. Pearl and Elm Sts. 
CHICAGO, 383 Dearborn St. 

ST. LOUIS, 322 No. Third St. 
BUFFALO, 145-147 Ellicott St. 
PHILADELPHIA, 1217 Cherry St. 
MINNEAPOLIS, 729 Fourth St., South 
SAN FRANCISCO, 545-547 Mission St. 


Factory: Cincinnati, O. 


WIBORG COMPANY [x 


TORONTO, Canada, 19-23 Charlotte St. 
MONTREAL, Canada, 302 Lagauchetiere St., W. 
HAVANA, Cuba, Calle Lamparilia 50 

CITY OF MEXICO, Primera Calle de Lopez, 


Nos. 16-20 
BUENOS AIRES, S. A., 1059 Calle Mejico 
PARIS, France, 82 Quai de Jemmapes 
LONDON, E. C., England, 4-5 St. Johns Square 
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We have enjoyed constant pros- 


perity through selling right 
goods under right methods at 
right prices. 


WHY NOT STOCK A LINE OF 


OUR “o GOODS 


—-JN- 


YOUR BOXES? 


Build upon a brand or trade- 
mark of your own! It elimi- 
nates competition and enables 
you to fix and maintain prices. 


Are you not getting tired of 
promoting other people’s goods 
to the profit of some cheap com- 
petitor? Look about, can you 
find a single large, prosperous 
concern who have built and 
maintained their business upon 
some other man’s controlled 
brand? 

We are specialists in imprint 
goods, will attend to all the de- 
tail and will furnish goods at a 
price which will enable you to 
realize Jarger profits. At the 
same time the pleased customer 
will come back to you every 
time! 

Let us send samples and our 
plan. It leaves you absolutely 
free in every detail. 


New Process Carbon Papers 
and Inked Ribbons 


for every known purpose. 





Contract work a Specialty. 








U. S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th St., Philadelphia, Pa., U. $. A. 
Cable Address, MUSTR. 














OFFICE APPLIANCES 


ol YPEWRIT ER 


(By Special Correspondence.) 





Atlantic City, N. J. 


Che Master Car Builders and Manufacturers 
of Supplies held a convention on the Million 
Dollar Pier, Atlantic City, N. J., from the 15tl 
to the 24th, inclusive Manager Harry Jacobs 
Sam B. Hall, A. T. MacMillan and W. C. Clark 
were in attendance in the interest of the Mon 
arecl who exhibited their line of machines 
there Approximately 10,000 people were at 
tracted to the shore to this convention 

* > > 

Cc. H. Clark, Hotel Brighton, Atlantic City 

N J Monarch representative, is recovering 


put in at the Master 
Convention The 
Philadelphia 
typewriters 


from the strenuous work he 
Cat Builders \ssociation 
Monarch, under the direction of the 
office, made an elaborage display of 


in the arcade of the Marlborough-Blenheim Ho 
tel 
Baltimore, Md. 
©. M. Mears. the manager of the Remington 
Typewriter Company's Baltimore office, is back 
at his desk after a short leave of absence which 
he spent in Burope. The trip greatly improved 
the condition of his health and Mr. Mears is 
now feeling in splendid trim. His many Rem- 
ngton friends unite in wishing that this im- 
provement will prove permanent 
7 - > 

The Baltimore force of the Remington Type 
writer Company celebrated the return of thelr 
manager, O. M. Mears, from his health-seeking 
aunt through Europe by giving a dinner in his 
honor The dinner was a complete surprise to 
Mr. Mears and he enjoyed it very much indeed. 
He made a very happy talk to his hosts, telling 
of interesting incidents of his trip. voicing his 
views upon the general business prosperity of 
the Remington organization as observed by him 
in his travels and assuring them that he had 
returned with greatly improved health and re- 
newed vigor and energy M. K. Deale, of the 
New York executive office Remington staff, was 
another honored guest at the dinner and his 
remarks were greatly appreciated by the Balti 


Remington boys 


more 
>. * * 

J. lh. Donellan has recently been appointed to 
the eales force of the Baltimore office of the 
Monarch Typewriter Company and gives evi 
dence of making a very successful salesm in 

* . > 

Manager Sholes of the Baltimore office of the 
Monarch Typewriter Company reports that 
business for the elapsed period of 1910 shows a 
very considerable increase over the same period 
of 1909 

. . * 

Herbert I. Disney, who is one of the best 
known typewriter salesmen in Baltimore will 
complete his second vear with the Monarc! 
sales organization on July 6th during whicl 


ssful in placing the Mon 
the prominent 


has been succe 


time he 
number of 


irch with a large 
typewriter users in his territory 
Boston, Mass. 
Mr. Shaw, of the firm of Shaw & McLeod 


up business for several day 

month on 

running a 

is slowly recovering, 
* > > 


d to give 
past 
caused by 


was oblige 
during the account ( 
small wire int 


however 


isoning 


his leg He 


J. J. O'Toole, of the L. C. Smith sales force 
is doing some nice business in the shoe ind 
leather territory around Brockton He always 
did get the business. 

. . . 

Your espondent paid a visit to the Offi 
Appliances Company the other day and found 
D. S. Reynolds very much engaged in straig! 
ent his orders and he reported lots of pro 
perity 

> > - 

\. Robertson, of the repair department of 
Underwood Company, has just returned from ar 
extensive vacation trip 

. « > 

All the typewriter fraternity were very m 
pleased at the promotion of “Chris Ryar 
th position of manager of the Remington office 
in this city It was a well deserved promotion 
and there is no doubt but what “Chris” will 
keep the old ship on the same course as of old 


member of the Bos- 


Mr. Ryan was the leading 

ton citv sales force and has sterling qualifica 
tions for his new post in addition to his thor 
oug! first-hand knowledge of local conditions 


Mr. Ryan is a member of the twenty-year Rem 


ington group 

> > . 
with the appointment of Mr 
manager of the Remington 
ston office comes th: 

Rowland has been 
this same Rem 


iltaneously 
the new 


Sim 
Ryan as 
Typewriter Company's Br 
ment that E E 
assistant manager of 


innounce 


appointed 








Tinte and Money 


Seals 50 Envelopes a Minute 


Sealing envelopes in the old, disagr 
lunel way wastes expensive time I 
sponge method is slow and sloppy when 
with the rapidity and neatness with whict 


The New Model 


AUNDERS 
EALER 


Easy to use and gnome the 
1ailing clerks With one motion 
automatically moistens, closes and coals 
opes a minute Wiil seal 2,000 envelopes with« 
refilling Simply constructed of brass 
polished nickel; no wearing parts or ye ent 
oS Ns Er st, le or corrode Mn, maybe \ 
water b mee ind lasts a iife time 


Price $2.00 Postpaid 


with agreement to refund money if yo 
sfied after 10 days’ us« 











does the work 
ity I~ your n 








finished 







l  ouek 








perfectly sat 





Exclusive age . 
this quick seller W rite 
ind our | I 


A-ents Wanted. 
rapidly being appointed m Y 
today for descriptive hooklet 
Selling Plan 


The Saunders Sealer Co. 


Dept. 23) 1814 E. 40th Street 
Cleveland, Ohio 














CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


15 years’ experience 





WALDRON COMPANY 


NEW JERSEY 


JOHN 


NEW BRUNSWICK, 
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ington office Mr. Rowland is another of thosé 


dyed-in-the-w Remington veterans whose 
promotion is a just recognition of a long and 
meritorious record In the case of Mr. Row- 
land this record represents twenty-four years 
of capable and faithful service 
* * * 

T. H. Camp the Underwood office spent 
a week in New York tl past month and found 
many of his i acquaintances who are still in 


the business 


On the evening of June 8th the Parker Houst 
t 


at Boston was the scene of an enjoyable ban- 
quet given to t newly appointed manager by 
tl members f the temington Typewriter 
Company's Bost ganization, more than six 
ty f whom wer present Mr. Ryan was the 
guest of no! and a prominent guest 
was Thoma FE. Crean, superintendent of the 
Remingtor general s department Eac! 
and ery I ngtonian who was present at the 
banquet heartily enjoyed himself and it is safe 
to say that t occasion will be long remem- 
bered by the Boston Remington force 
* 
Having served the Remington Typewriter 


Teskow, of the 
member of 


Company for fifteen years, C, E 
Boston Remington force | now a 
the 15-Year Remington Group 

* * r 
of the Rem- 
up the splen- 
the special 


May the Boston office 
Company kept 
April in 


All throug 


ington Typewrite! 


did work they did during 

fields covered by the No 1l Remington with 
Adding and Subtracting Attachment. Every 
man on the Boston sales force is a Remington- 
Wahl enthusiast and never misses an oppor- 


tunity to bring this combination to the front. 
bed 

A member of the Remingten Typewriter 
Company’s Boston force, F. Rye, is now also a 
member of the Year Remington Group, having 
recently completed his fifth year of Remington 
service, 
Brooklyn, N. Y. 
Alfred Woolf and Thomas Mc- 
work with the Oliver in 

management of J. C. 


Geo, B. Scott 
Comb are doing good 
Brooklyn, under the able 
Pennock, 

Buffalo, N. Y. 
manager of t Remington Type- 


The post of t 
office, left 


writer Company’s Buffalo vacant by 
the promotion of Mr. Davis, has been filled by 
the promotion of George H. Schumacher, for- 
merly a star member of t Remington sales 
force at Cleveland Every Remingtonian who 


umacher shares with him the in- 
he feels over his promotion. 
. * > 


knows Mr. Scl 


tense gratification 


leaving 


inage 


Just before 
new duties 
fice of the Re 
Davis was the de 
some engraved silver 
him by the Buffalo Remingt<« 
token of their esteem and good 


success at Indianapolis 


Buffalo to take up his 

) Indianapolis of- 
mington Typewriter Company, Mr 
lighted recipient of a hand- 
mounted cane presented to 
yn organization as a 
wishes for his 


is m r of the 


Chicago, Ili. 

H. M. McKenzie 
Chicago office vho won the prize for low 
cost of roughout tl whole Monarch 
organization, has been rewarded for his persist- 
ent efforts by being placed as manager of the 
Omaha office of the Monarch Typewriter Com- 
pany Mr. McKenzie’s work while in the Chi- 
cago office was always conscientious and he will 
st « friends in C who wish 


assistant manager of the 
first 
selling tl 


nicago 
his new position 
” * 7. 


eave a ( 
him all success in 


Monarch 
the Chicago 


president of the 


paid 


Crandall, 


S: W 


Type writer Company recently 


office a visit Mr. Crandal is making a tour 
of the chain offices throughout the Middle 
West and ha ported that business was good 
along the lin He was ompanied by Mr 
Logan, the auditor, who to Omaha to in- 
stall Mr. McKenzie in charg »f that office 
¢ 8 e 
H 4. Earle, manager of supply depart 
ment of the Monarch Typewriter Company, paid 
Chicago a visit and gave i concise and 
helpful talk to the salesme if the Chicago of 
fic Mr. Earle reports a great increase in the 
supply business throughout t Monarch offices 
and his worl was mut ppreciated by the 
Chicago office ; 
> al > 
O. J. Caro Burling was called home 
ently by leath of } mother. We ex- 
tend to Mr ( ow he symr ies of the Mon- 
rr organization and of the trad Mr. Carow 
is confined t« bed by quite a serious illness 
and the doct reports that e may not be able 
to be around for several } 
ee <6 
The sales for of the Monarch Typewriter 
Company in ¢ cago are rking to increase 
their sales « y prev month in the his- 
tory of the business Every man is on the job 
and the sales orders are coming in in good 
Shape 


Calcutta, India 

’ } Banerje¢ of the Remington 
Typewriter Company’s Calcutta organization, is 
now a member of the 5-Year Remington Group. 
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Evervone who has sold o 





frequently comes throug! 
Practically all of these troubles 
ing of the roll 


turned to glaze over which the 


The result is a 


r used a typewriter platen 


is familiar with the: annoyance and trouble -that 


1 the paper feed. 


are due to imperfect grind- 
dead surface which is soon 
sheet slips without control. 


The Velvet Finish of the Amfil 


platen is attained only by a special | 
the glossy surface it produces almos 


out affecting the fiber, whi 


yrocess of grinding. Instead of 
t imperceptible velvetness with- 


h furnishes the proper gr'p for the sheet. 


Amfil platens are being used exclusively by many of the best dealers 


41 


managers in the country 


and branch 
r three plants, conveniently locat 
advant 


leliveries enable us to offer 


typewriter factory 


332 Dearborn 
108-110 Duane 





WE WORK FOR THE 


1649 Champa Street, 


ed, and our system of prompt 
ages even beyond those of the 


TRADE EXLUSIVELY 


Write for ‘‘The Heart of the Typewriter’ Book 


AMES & FILSTEAD 


CHICAGO 
NEW YORK 
DENVER 


Street, 
Street, 























A nickel plated brass socket 


which will never come loose. 


A highly finished glass funnel 


which snaps in and off the socket 


A medicated air filter 
which can be exchanged at will 





ANTISEPTIC TELEPHONE MOUTH PIECE 


Price 50 cents complete 


None genuine unless “MAXIM” 
appears on glass. Avoid cheap substitutes. 


Send for descriptive booklet. 


MAXIM SPECIALTY COMPANY 


11 Waverly Place 17-21 Quincy St. 
NEW YORK CHICAGO 














Mona-, Bi- and Tri- Chrome 
Typewriter Ribbons 


Perfect Combinations 


SNELLING & SON: Manufacturers 
So. Brooklyn, N. Y. 
WORE POPULAR EVERY DAY 

















“RIGHT IN SIGHT 
TO WRITE” 


Tver ier 
Lett oe : 
seme ae 


of 
a 
Pp. -4 


oer 





With a DUDLEY No. 6 COPY 
HOLDER attached to your type- 
writer, copy is “right-in-sight-to- 
write’. This makes following and 
comparison easy—error uncom- 
mon. Light weight but rigid. 
The name Dudiey covers a lot of 
office helps that you need. Sup- 
you write for descriptive 
Now is the 


pose 
circular and prices. 
best time. 


DUDLEY MFG. CO. 
MARION, OHIO 














Adding Machine 
Rolls 


Clean Edges 
Full Length 
High Grade Paper 





Send for Samples 
and Prices 


CHARLES BECK COMPANY 


609 Chestnut Street Philadelphia 








A. STENHOUSE & CO. 


RUBBER STAMPS, BRASS STENCILS, NUM- 

BERING MACHINES, NOTARY SEALS, ETC. 

Special Discounts to Patrons of This Journal. 
Phone Central 3385 

79 Clark St., - Chicago, III. 

















TOOLS 


For All 


PEWRITER 














Accurately made as surgical 
Guaranteed 


aN 


Illustrated Catalog No. 12 in 
Four Languages 


instruments. 


THORP & MARTIN Co. 


80 Queen St. BOSTON 
LONDON, E.C. U.S.A. 











| 





OFFICE APPLIANCES 


Cleveland, Ohio. 


TYPEWRITER NEWS—Continued. | 
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The manager of the Remington Typewriter 
Company’s Cleveland office, H. M. Wakeman, 
has now been a member of the Remington or- 
ganization for ten years and recently entered 
the 10-Year Remington Group. 

> 


W. H. Shirley has entered the employ of the 
Remington Typewriter Company’s Cleveland of- 
fice and has been given the Mansfield territory. 
That city is his home and he knows the field 
thoroughly. Mr. Shirley has been a stenographer 
and Remington operator for several years and is 
confident that he can sell his share of Reming- 
tons. 

Columbus, Ohio. 

W. E. DeRange, a member of the Remington 
Typewriter Company’s sales organization con- 
nected with the Columbus sub-office under Cin- 
cinnati, is as “pleased as Punch” over the splen- 
did showing he made in May He averaged con- 
siderably better than an order every day during 
that month 

Des Moines, la. 

G. W. Donning, who has been handling the 
North Des Moines city territory so successfully 
for the Underwood, has been promoted Mr 
Donning took charge of the Davenport sub- 
branch under Des Moines on June 6th. 

te > >. 


W. F. Mackin, formerly with the Underwood 
at Omaha, has been placed in charge of the 
Fort Dodge territory under Des Moines. 

> > > 


B. W. Plage; the genial manager of the Un- 
derwood office at Kansas City, and his wife, 
recently paid Manager Sutton and his wife of 
Des Moines a visit. 

> = i 

F. A. Bredimus, who has charge of the 
Waterloo sub-branch for the Underwood under 
Des Moines, broke all records for the year in 
the local contest held last May. Mr. Bredimus 
won the May contest with a total of 303 4-7 
points. This splendid record will probably stand 
unbroken for some time to come. 

J * > 


Manager Sutton, of the Des Moines office of 
the Underwood, recently purchased a 45-horse- 
power Columbia automobile We do not know 
just what the speed iimit is in Iowa, but we 
are confident that if it has not been broken it 
has been subjected to a terrific strain 


Dortmund, Germany. 
E. Sennekamp, representative of the Reming- 
ton Typewriter Company at Dortmund, has re- 
cently entered the 5-Year Remington Group 


Frederick, Md. 

H. F. Shipley, who has conducted a stationery 
and sporting goods business at Frederick, Md.. 
for many years, has just been appointed by the 
Monarch Typewriter Company to represent them 
at that point. 

Guadalajara, Mexico. 

The Remington Typewriter Company recently 
lost a firm friend as well as a valued repre- 
sentative by the death of J. R. Stevenson, who 
had charge of Remington interests at Guadala- 
jara, Mexico. For nearly fifteen years has Mr 
Stevenson rendered valiant service to the Rem- 
ington cause in various parts of South America 
and Mexico, and news of his death will cause 
genuine sorrow on the part of every Reming- 
tonian who had the pleasure of meeting Mr. 
Stevenson at the White Mountain Remington 
Convention of 1902. 

Hagerstown, Md. 

The Monarch is being sold in Hagerstown, 
Md., by Charles E. Brown, an old typewriter 
man. Mr. Brown has been getting some good 
business and his prospects for the future are 
bright. 

Harrisburg, Pa. 

The cut shown herewith is a picture of a win- 
dow display recently put in by the Harrisburg 
Cycle and Typewriter Company at Harrisburg, 





CLEVER WINDOW DISPLAY. | 


Pa. As will be noted, the idea is that of a 
comet. It shows a number of machines which 
were traded in by a big Pennsylvania company 
for a corresponding number of Underwood type- 
writers. The company is the agent for the Un- 
derwood in Harrisburg, and, of course, is pleased 
with the sale of seventeen machines in one 
order. 
> . © 


W. E. Lentz, of Harrisburg, Pa., located with 
Rothert & Co., is actively engaged in selling 
Monarchs as local representative. He is an en 
terprising office appliance man. 

Indianapolis, Ind. 

W. O. Davis, formerly manager of the Buf- 
falo office of the Remington Typewriter Com- 
pany, has been appointed manager of the In- 
dianapolis office of that organization At his 
new post Mr. Davis will have wider opportuni- 
ties for exercising the prenounced ability which 
has made him a very valuable member of the 
Remington organization. 

Irkutsk, Siberia. 

The 20-year group of the Remington Type- 
writer Company has a new and valued entrant 
in the person of P. G. Martemianoff, of Irkutsk 
in far away Siberia, who in June completed his 
twentieth year of selling Remington typewriters, 

Johannesburg, South Africa. 

Cc. B. T. Hembry, agent for the L. C. Smith & 
Brothers’ Typewriter Company in South Africa, 
writes that that machine has met with a very 
cordial reception there. Among the large users 
of this machine are the Central South African 
Railways, the Natal Government Railways and 
the Natal Government, and the Johannesburg of- 
fice has recently secured a five years’ contract 
with the government of Portuguese, East Af 
rica, for the sole supply of typewriters to that 
government, 

Lansing, Michigan. 

Ed. S. Tooker, of the Typewriter Exchange of 
Lansing, recently visited Chicago. Mr. Tooker is 
one of the live dealers in that part of Michigan 
He handles the L. C. Smith & Bros. line of 
typewriters as well as a good line of rebuilts and 
supplies, and does a flourishing rental business 


Los Angeles; Cal. 


James D. Hoey left for Reno, Nevada, July 1st 
in his Farman bi-plane, the “Carrynation, 
where he took in the boxing contest between 


Jima De Jeff and Yellow Black Jack. It has 
been stated by some unkind competitors that 
Mr. Hoey hoped to avoid paying the price of the 
pasteboard by viewing the scrap from the sky 

> - . 


The Royal organization is anxiously awaiting 
the arrival of Sales Manager Geo. Ed. Smith, 
who is expected to arrive the first part of July. 
Mr. Smith is expected to open a branch office 
here on Broadway as well as otherwise impr 
the Royal service throughout Southern Califor 
nia. 





* * . 

Richard Hoffman, Manager, L. & M. Alexander 
& Co., Pacific Coast agents for the L. C, Smith 
& Bros. typewriter, reports the sale of a large 
number of L. C, Smiths to schools, including the 
Globe Business College and the Pasadena High 
School. 

. * > 

The Hoffman-Alexander-Smith combination 
has been recently strengthened by B. L. Aiken, 
formerly with the Underwood Typewriter Con 
pany, who has joined their sales force, and Geo 
T. Henry, formerly with the Fresno Typewriter 
Exchange, who has entered the repair depart 
ment, 

* > > 


L. & M. Alexander & Co. have a very attra 
tive window display, showing the L. C. Smi 
& Bros. typewriter feeding cards The exhibit 
is carded as a card-feeding-exhibition, the cards 
are fed by an automatic attachment wi! 
attached to the machine, the whole being 
erated by electricity. To Mr. Frank ; 
superintendent of the rebuilding department s 
due credit for this ingenious display. 

* . > 





The Baker-Hoey Typewriter Company have 
just received what is believed to be the larges 
shipment of typewriters ever sent to Los Ay 
geles—five hundred assorted machines 


Louisville, Ky. 


Geo. W Stephenson, recently city salesman 
with another leading typewriter company, Lis 
joined the Underwood forces at Louisville, and 
from his ‘‘beginning’’ he will no doubt mak « 
good”’ with a vengeance. 

> . 7 


Eugene Wynegar has just been placed in 


charge of t Underwood Typewriter Company's 
office at Paducah, Ky. He reports prospects 
brighter than ever 
* >. > 
Ernest F. Naylor is preparing to go out of the 


second-hand typewriter business and will devote 
Vi 


his entire time to the Elliott-Fisher Book Ma 
chine interests throughout the state of Ken 


tucky, retaining his headquarters at the a 
stand. 
. . - 
J. Schlesinger, of Chicago, has recently joined 
the Underwood forces at Louisville He has 


started out with a vim, and his record this fa 
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stamps him as a “comer” in the typewriter 
business. 
> > > 

The Employment Department of the Louisville 
branch of the Underwood is now “on the map,” 
having jumped from thirty-first position to 
eighteenth of all the offices of the organization. 
This speaks well for the manager in charge, Miss 


Bessie Hunter 
. > > 


Ben Bloch, who has charge of the city business 
eut of the Louisville office of the Underwood. 
entered the ‘‘one a day’’ class on March the 
first, and it looks as if he will be issued a life- 
membership card in that club, judging from the 
“habit’’ he has of ‘‘bringing them in’’ each even- 
ing. Mr. Bloch, Mr. Clothier and Mr. Voorheis, 
the “Big Three’ out of the Louisville office of 
the Underwood Typewriter Company, are cer- 
tainly getting their share of the business in their 
respective territories. 

> * . 

Wellman Bros. & Co., who handle the Royal 
in Louisville, suffered a very disastrous fire a 
few nights ago However, they have moved 
directly across from their old stand and report 
themselves ready for business 

Macon, Ga. 

Better quarters becoming vacant next door to 
them led to the Remington Typewriter Com- 
pany’s Macon sub-office moving from No. 418 to 
No. 420 Cherry street 


Madrid, Spain. 


tamiro Garcia Suarez, representative of the 
Hammond Typewriter Company for Spain, has 
notified us that he has moved his offices to 
Calle de la Victoria 4 la Carrera de San 
Jeronimo 30, and Calle de Echegaray 1 and 3. 
This move was made necessary owing to the 
considerable development of the demand for the 
Hammond typewriter in Spain The quarters 
previously occupied by Mr. Suarez were found 
too small to handle the increased business. He 
expects to increase his lines, and will lay espe- 
cial stress upon American office desks, vertical 
files for correspondence, and other practical 
novelties along this lin He is also agent for 
the Edison Office Phonogray The editor of 
Office Appliances acknowledges Mr. Suarez’ in- 
vitation to visit him when in Spain, and if at 
any time we should visit that interesting coun- 
try, it will afford us great pleasure to avail 
ourselves of his kind invitation 

Martinsburg, W. Va. 

Ss. N haull, the Monarch representative at 
Mar sieehanra W. Va., has lately made a num- 
ber of sales in his locality) Both Mr. Shaull 
and the Monarch are exceedingly popular. 

Memphis, Tenn. 

The South Memphis territory is now being 
worked for the Remington Typewriter Company 
by W. J. Davidson, a new member of the Mem- 
phis Remington selling force Mr. Davidson 
was forme! n the cotton business and his 
previous record promises well for his Remington 
success 

* > 7 

The Memphis ffice of the Remington Type- 
writer Compal has employed another new 
salesman, Irving Turner, who for some time 
past has been a _ stenographer in Memphis. 
Everyone who knows Mr. Turner firmly believes 


he will make good in decisive style as a Rem- 
ingtonian and on every hand he is receiving 


ongratulations ipon his change of employment 
He has been ssigned to the North Memphis 
territor, 

Mexico City, Mexico. 

C. H. Bartlett, a member of the Mexico City 
organization of t Remington Typewriter 
Company, has ocontiy been ushered into the 
five-year Remington group 


Milwaukee, Wis 
Milwaukee typewriter dealers are finding that 
business for the month of June is far in excess 
of that during the previous month, while pros- 
pects were never better than they are just at 


the present time Several of the leading houses 
report that the ive large deals under way 
which are expected to be closed within the next 
few weeks Collections are showing much im- 


prove ment 
* > * 


“Business for June is entirely satisfactory, in 
fact it is showing a decided increase over the 
previous mont said E. E. Kirkpatrick, Mil- 
waukee Wisconsir ind Upper Michigan man- 
ager of the Underwood Typewriter Company. 

* 7 7 

Several cl s have been made in the sales 
force of the Mil lwaukee office of the Underwood 
of late W. G. Ritter of Chicago, formerly with 
the Oliver Typewriter Company, is now with the 
Underwood, with headquarters at Racine, Wis. 
L. L. Brown of Chicago, formerly with the Mon- 
arch Typewriter Company, is now represe nting 
the Underwood in the Upper peninsula of Michi- 
gan Mr. Brown's headquarters are at Mar- 


quette, Mich. 
. * . 
H. C. Hess, special billing man with the Un- 
derwood Typewriter Company, with headquar- 
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Something to crow about. 


¢ The continual rise in popular favor of 


Satin Finish sail Cobweb Carbons 


is heralded from coast to coast by the increasing or- 
ders from dealers who find there customers calling for 


that ‘“‘Spider’’ Bran 


@ The making of a fine typewriter carbon paper is an 
accomplishment. It means experience, skill and 


brains, as well as excellence of materials. 


@ Like other good things worth having, these papers 
inust be seen to be appreciated. Write for samples 
and prices. <A postal will bring them to you at once. 


~ 


q Our dealers’ proposition is worth your looking 


into. 
A. P. LITTLE 


Main Office and Factory 


ROCHESTER, NEW YORK, U. S.A. 


Branch Offices: 
NEW YORK, PHILADELPHIA, PITTSBURGH, CL EVELAND, WASHINGTON, D.C 


Distributing Offices: 
For Chicago and the West: 


ROCK WELL-BARNES CO., CHICAGO. 
For London and the Continent: Wm. Hoare & Co., 28 Basinghall St., London E. C. 
For Australia: Stott & Hoare, 426 Collins St., Melbourne. 


The New York Office is a spacious ground floor at 287 Broadway, Cor. Reade St., the 
argest, finest and hest equipy ffice in the w ievoted solely to Typewriter Supplies. 
Dealers, Typewr r Me  Purcha ing Agents always welcome. 
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Perhaps alittle too frank, but nevertheless 
true. There are no secrets about the ingredi- 
ents of Ribbon inks. Any manufacturer can 
make a ribbon that will wear, or a ribbon that 
will not fill the type, or a ribbon that will 
copy clean, or a ribbon that will erase easily. 
But the aim and the difficulty of the business 
is to combine the ingredients so that one single 
ribbon will possess all of these good qualities. 


Our ribbon department is today the finest 
ribbon department in this country, every 
order is filled promptly, no errors in marking 
boxes, spools to fit the several typewriting 
machines are used. 

M S Typewriter Ribbons are the best wear- 
ing Typewriter Ribbons made. Will you try 
asample (free for the asking) and satisfy 


yourself? All prices. 


MANIFOLD SUPPLIES CO. 


A. L. FOSTER, President 0. G. DITMARS, Vice-Pres 


188-190 Third Avenue, BROOKLYN, N. Y. 
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ters at New York City, was in Milwaukee 
cently 


re 


7 * > 
L. E. Ransome has resigned as city 
with the Milwaukee office of the Monarch 
writer Company, and is now connected with 
Milwaukee office of the Multigraph Company 
. . * 


salesman 
Ty pe- 
the 


The court reporters of the Milwaukee county 
circuit court have failed to give up their type- 
writers as requested at a recent meeting of the 
county board These typewriters are the prop 
erty of the county and the board members are 
desirous that they should be returned by the re- 
porters, who shceuld furnish their own machines 
Following the meeting, letters were sent to ea 
reporter requesting the return of the machine 
which he had been using. No replies were re- 
ceived from these letters, however, and the mat 
ter has again been taken up. The court’s com 
mittee of the county board recently met and ds 
cided that legal proceedings would be com 
menced against the reporters if the desired ma 
chines were not forthcoming within a reasonable 
time. This action was decided upon after a 
conference with the district attorney, who said 
that the typewriters were not the property of 
the courts, but belonged to the county, and that 
if all other methods failed, they could be ob 
tained through replevin proceedings. The ou 
come of the controversy is being watched with 
much interest in Milwaukee. 

7 > * 


ch 


t 


riter 


For the present, at least, the Molle Typew 
Company, located at Appleton, Wis will not 
change its articles of incorporation so that it 
will be doing business under the laws of Wis- 
consin, but will continue to do business under 
its present plan of incorporation, under the laws 
of the state of South Dakota. This decision was 
reached at a recent meeting of the stockholders 
As a result several changes, such as the pro- 
posed lowering of the capital stock or the elim- 
ination of all preferred stock, cannot be made 
The task of perfecting the organization and ol 
calling in the subscriptions was left to a com- 
mittee consisting of J. E. Molle, J. A. Wood, J. 
J. Sherman, F. S. Bradford and S. J. McMahon 

7. * > 


Prospects for the new factory building which 
is being planned for the Mallman Adding Type 
writer Company at Sheboygan, Wis., seem 
bright. The necessary stock to carry out the 

the 


project has been subscribed and plans for 
new building are now being prepared. 
> * . 


L. L. Gridley has been made assistant sales 
manager of the Wm. C. Kruel Co., Wisconsin 
and Upper Michigan representatives of the 
Oliver Typewriter Company, and general office 
outfitters, 32-436 Broadway, Milwaukee Mr 
Gridley reports that business is showing steady 
and healthy improvement in the typewriter field 
and that several large orders in the Oliver line 
have been placed in the Wisconsin field of late 


Minneapolis, Minn. 

When the May sales records were all in at the 
Remington Typewriter Company’s Minneapolis 
office it was found that first place was the prop- 
erty of J. G. Lawrence, while second honors 
went to F. E. Olney. goth of these gentlemen 
made remarkably fine sales records in May, bit 
they had to do so to beat out the rest of the 
field. 

. 2's 

Friends of Oliver salesman A. J. Ringsrud in 
the Northwestern territory will be pained to 
learn of his serious illness, he having been laid 
up at Minot, N. D., with a serious attack of ty- 
phoid fever 


. * * 
City salesman E. A. Dexter of the Oliver force 
at Minneapolis met the future Mrs. Dexter at 
Levils Lake N. D., in the fall They were 


quietly married in June and now reside in Min 
nea polis. 
* > > 
New Oliver salesmen who give promise of a 
bright future are Messrs. Dale S. Ernsberger 
W. E. Davidson and H. O. Dahl 
* . > 


City salesman R. S. Ricketson of the Oliver 
at: Minneapolis has been transferred to cour ) 
territory He is now traveling in the Iron 
Range. 

* * * 

Traveler E. I. Gardner of the Oliver, well 
known in Sout! Dakota, has recently beer 
transferred to North Dakota territory w 
headquarters at Minot, N. D 

* * 2 


Manager St. John of the Oliver. Minneap 
is on an extended automobile tour to t 


Moscow, Russia. 
W A Johe son who sells Remington 


writers at Moscow, has been doing f 
years and has recently become a membx 
the 5-Year Remington Group 
New Castle, Pa. 
is ae 2 kley of the Remington Typew 
Companys New Castle sub-office has re 
entered the 10-Year Remington Group 
New Haven, Conn. 
In Connecticut Clarence B. Guy is a 
salesmal! rking under the Reminetor 
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writer Company’s New Haven office. Mr, Guy 
was formerly teller in the Middlesex County 
Bank. His thorough familiarity with the details 
of bank and other clerical work is proving of 
great value to him in his work in behalf of the 
Adding and Subtracting Attachment of the No. 
11 Remington He is enthusiastic over the re- 
ception accorded this equipment by financial in- | 
stitutions, 


il 


: Hl 


New Orleans, La. 

Aaron M. Rosenthal has been appointed cor- 
respondent of the Monarch Typewriter Company 
at Alexandria, Louisiana Mr. Rosenthal is a 
prominent young stationer and printer, and is 
well known and liked in his home town, and 
should do well with the Monarch, which is al- 
ready favorably known in Alexandria and sur- 
rounding territory 

> . > 

> Morton has been ippointed resident 
salesman for the Monarch visible typewriter for 
Mobile, Alabama, and has opened an Office at 
No. 57 Francis street. Mr. Morton is a thor- 
ough-going young business man; was formerly 
connected with another typewriter company in 
the capacity of cashier and bookkeeper, and is 
well known and liked in Mobile 

> *. * 





b. A. Evans, formerly road salesman for the 
Monarch Typewriter Compan) has been as- 
signed a city territory 

* > > 

An informal gathering of salesmen was held 
in the effices of the Monarch Typewriter Com- 
pany on June llth for the purpose of discussing 
the new Monarch billing machines. Demon- 
strations were made by the manager, and the 
salesmen were very much enthused with the 
Condensed Biller and Retail Bill and Charge 
Machine, which have found such a large sale 


since their introduction 
* * > 


14 YEARS 


Factory Development 













Charles Schultz of the Monarch repair de- 
partment succeeds Eugene d'Orsay (who was 
promoted to a sales position recently), and 
Louis Chambon takes the position vacated by 


Mr. Schultz promotion 
* 7 > 


WHAT you may call indifferent service, may 
be the very best service your manufacturer 
can give. To fill an order of any size within 24 
hours, requires exceptional facilities and a per- 
fect organization. We guarantee you that ser- 
vice on everything we make. 


Dug. T. Miles has been appointed correspond- 
ent at Monroe, La Mr. Miles is an old rail- 
road man and a Monarch enthusiast, having 
used a Monarch ever since it was first mar- 
keted. 

Newark, N. J. 

The Newark office of the Monarch has moved 
to new and larger quarters at 17 Academy 
street, where the office is being fitted up in first- 
class style It will be equipped with all the up- 
to-date features and will be very attractive. 
Mr. Judd, the hustling manager, expects to more 
than double his already large business for the 
Monarch machine in the next six months in his 
new location 


Typewriter Carbon Papers: Hard Finish, 
Medium Finish, Soft Finish—vibrated or 
plain coating, on 4 Ib., 44 Ib., 54 Ib., 10 Ib. 


papers, either gray or blue. 


New York, N. Y. 
affected the hustling boys 
of the Monarch office and Manager Sholes still 
wears that complacent smile which means that 
he continues to ‘‘smash to smithereens” all 
previous records for Monarch sales, 

* * - 


Hot weather hasn't 


J. W. H. Higbee is a recent important addi- Pencil Carbon Papers: Hard and Soft Fin- 
tion to the Remington Typewriter Companys 2 : 

executive staff at New York City. Mr. Higbee . Wery , . a a 72% 

was formerly a prominent sales organization ish on every kind, colot and weight of 
worker for a competing company and more re- 
cently he was sales manager for a large Chi- 
He will undertake special duties 
Remington’s General 


paper. 


cago house 
in connection with the 
Sales Department 


Roll Carbon for all uses—Fisher Machine 


*. > = 
The Remington Typewriter Company's New . es J . 
York office has recently added three good men Rolls on metal cores our specialty. 
to their selling force. One of these new sales- ? 


men is P. L. Collins, who for the past five years 
has been selling a competing machine, and en- 
joyed the distinction of being one of their pre- 
mier salesmen in the New York territory. 

+. “ . 


Pen Carbon: The only kind that can be 
used with any kind of pen and any kind of 


Eugene C. Reppert is another of the new 
Remington typewriter salesmen in New York 
City He is a brother of E. P. Reppert, who 
handles the Remington in Texas Judging from 
the way the former is now selling the Reming- 
is going to maintain 

getting business 


paper. 


MANIFOLD SUPPLIES CO. 


ton on lower Broadway he 
the Reppert reputation for 
and that reputation is second to none 





* © 
The third new member! f the Remington 
Typewriter Company’s New York City sales 
force is William J. Fitchett. J1 to whom has . S 
foree is Willams J. Witchett, Jr., te wane Bae A. L. FOSTER, President 0. G. DITMARS, Vice-Pres. 
financial district Mr Fitchett indles his ter- 
ritory like a w seasoned Remington veteran 188 190 Thi d A BROOK 
ind is meeting th splendid success in his - Ir venue, > . . 
initial efforts | 
> . . ' 
The 1 » (; I 1 the Remington Typt - | 
writer Company) is a new ember in L, F. 
Worden of the New York office of the Rem- 
ngton organiza I 
An advertisement of Remington typewriters 
forms a prominent feature of the ‘‘Leaders of WI 
1 World tha ! | sensation of Lod 


the ‘Great White Way” in New York. This is 


by far the greatest electrica ertising display | 
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J. E. THOMAS, President A. K. GOODRICH, Secretary 


THE PIONEERS IN THE. BUSINESS 
OF REBUILDING TYPEWRITERS 








Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 





TYPEWRITER INSPECTION CO. 
317 BROADWAY, NEW YORK. ,« 


ESTABLISHED: ---1892. 











THE PROBLEM ti ADVERTISER 


is to be economical and at the same time extend 
his reputation to reach from coast to coast. 

If you have for sale any article used in the of- 
fice or school room it will pay you to consider the 


PROGRESSIVE 














The TEACHER and 
STUDENT 


A Monthly Magazine 
for the 
BUSINESS MAN, 
STENOGRAPHER 


Trial Subscription 


$1.00 a Year 25c three months 

















There are over 125,000 stenographers in the 
United States spending weekly more than $500,000. 


We Reach Thousands of Them 


Fifty thousand (50,000) Business Schools offer 
a large field worthy of your consideration. 
If you want some of this business advertise in 


the Progressive Stenographer. Rates furnished on 
application. 
The Progressive Stenographer Pub. Co. 
31 S. Howard Street Baltimore, Md. 
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ever constructed. It is located on the roof of 
the Hotel Normandy, at the southeast corner 
of Broadway and Thirty-eighth street, and is 
easily the most brilliant feature of that bril- 
liant thoroughfare. 


Omaha, Neb. 

A. H. Workman, formerly manager of the 
Monarch at Omaha, having gone into the com- 
mercial automobile business on his own a 
count, has been succeeded by H. M. McKenzie, 
heretofore assistant manager of the Chicago of 
fice of that company, effective June Ist 

Philadelphia, Pa. 

A recent wide carriage campaign inaugurated 
at Philadelphia by the Monarch sales force is 
netting results. Five of the most prominent 
users of typewriters have already purchased 
from one to five machines each, ranging in 
length from 14 to 32 inches 

* ¢ « 

R. C. Dillmore, of the Remington Typewriter 
Company’s Philadelphia sales force, was recent 
ly caught with a look on his face like unto that 
of the cat who had just eaten the canary. The 
canary Mr. Dillmore had been eating in this 
case was first place on the Philadelphia sales 
records for May. 

* > * 

Teddy’s trip, going there and coming back, is 
of course the talk of everyone, and this makes 
of special interest the window display now being 
made at the Philadelphia office of the Standard 
Folding Typewriter Company, Ninth and Chest 
nut streets Against a background consisting 
of a beautiful tiger's skin 1s shown the identical 
Standard Folding Typewriter which was carried 
all through Africa on the Roosevelt trip of 
thirteen months ending at Khartoum, by J. Al- 
den Loring, field naturalist for the Smithsoniar 
Institution. Accompanying is a letter to t 
effect from Mr. Loring stating that the mac} 
gave perfect satisfaction and that its compa: 
ness, light weight and effectiveness made it an 
invaluable adjunct to the trip. 

? . * 


.% 


; 


Philadelphia Remington sales records for J 
in the past have been beaten by the corps of 
enthusiasts over whom Manager E. W. Pease 


presides. Zeal has been developed to the point 
of greatest effectiveness and July records st a 
a good chance of being fractured when he 
Philadelphia force passes through another four 


weeks. ro the sales force there has been added 
Herbert L. Tindall, and he has been assigned to 
new territory in the York and Lancaster 
trict. During the month K. W. H. Higbee 
the general sales department visited the Phila 
delphia offic On July 1 Manager Pease leaves 
for a vacation to be spent along the Massa 
chusetts coast, terminating with attendar 
the convention of Remington managers 
held in New York the last week in 

7 * * 


The Blickensderfer office reports most g 
ing sales of all its models, Nos. 5, 7 and 
Usually effort seems to concentrate on on: 
favorite, but all the Blickensderfer models s 
to be favorites. Sales have grown with particu 
lar speed in central Pennsylvania E. ¥ Yar 
nell, formerly with the L. C. Smith & Bros 
Company's Baltimore branch, has been added 
the sales force. 

> 7 > 

At the Underwood offite Manager Mc‘ l 

reports the equipment of the William Penn Hig 


School with Underwoods The Underwood Au 
tomatic Operator has been installed n 

Pennsylvania railroad office, the Wanamaker 
department store, and the offices of the Wick 
Narrow Fabric Company Blough & Co Har 
risburg, and J. G. Feist & Co., Harrisburg 


Callers during the month included Frank A 
of the adding machine department; Frank Ros¢s 
bury, manager of the Pittsburg office; ¢ 
Harton, Cincinnati manager, and J. E. Ne 
general sales manager. 
. 


\ 


* 


H. I. Seddon, manager of the billing d 


ment of the Smith Premier Company, looked ir 
at the Philadelphia office during the mont} 
congratulating Manager Yerkes and the sales 
force on the good results accomplished ng 


the ‘“‘Brown month.”’ 


Pittsburg, Pa. 
The Pittsburg office of the Remington 1 


writer Compar enjoyed a gala week in the 
middle of Jun The occasion was the opening 
of their new and splendid quarters at 102 Sixtt 


street, in the Bessemer building The event was 
prominently advertised in the Pittsburg papers 


One of the special attractions was the presence 
of Mr. Wiese, an expert demonstrator f the 
capabilities of the Remington typewrite1 I 
numbers of people visited the new Pitts! g 
Remington office, admired its handsome equiy 
ment and were greatly interested in the de 
onstrations of Mr. Wiese, who was in sple 
form for the occasion, 

Portland, Ore. 

The appointment of E. H. West as nage 
of the Portland office of the Oliver Typewrité 
Company demonstrates the opportunities of the 

i 


typewriter business. He entered the service 
the company as assistant cashier at Seattle, 
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Wash., less than a year ago tesults bring pro- 


motion. 
> + 7 


N. S. Borland, the Boy Wonder of the Oliver 
organization, is a boy no longer, having cele- 
brated his 2ist birthday by the sale of several 
machines to a large bank in Portland. From 
the results secured as a boy he will no doubt be 
a whirlwind as a man. 

* > e 

Walter Warren, coast manager of the Oliver 
erganization, visited the Ros¢ Carnival at 
Portland, and reports a good time as well as a 
nice sale of “trade-ins.”’ 

7 * > 

A member of the Remington Typewriter Com- 
pany’s force at Portland, George E. Lamb, has 
entered the 10-Year Remington Group. 


Providence, R. lI. 

Louis Schneider, the city salesman of the Un- 
derwood force, spent several days in New York 
attending his sister’s wedding Business has 
been so good that he said he could well afford 


to take a short vacation. 
* . . 

A. E. Clarkson, the popular country salesman 
for the Underwood Compar has just returned 
from a short visit to Hartford is former loca- 
tion 


7 * > 
H. N. McKay, the special billing representa- 
tive at the Underwood office, finds the billing 
business booming 


* e 
Manager Knopp of the Underwood Company 
recently took several large orders for type- 
writers for several local schools. His only com- 


plaint is that they cannot get « nough machines 
to fill their orders 
* . * 


} 


Kinyon’s Commercial Schoo of Pawtucket 
held a typewriting contest at their graduation 
and after an exciting contest of fifteen minutes 
on entirely new matter, Miss Mattie Greenhalgh 
won the handsome silver cup given by Mr. Kin- 
yon. Miss Greenhalgh wrote on an Underwood. 

. . 7 

The Neilan Typewriter Exchange, the largest 

second-hand and rebuilt exchange in this terri- 


tory, have moved down next to the Underwood 
office, where they will try and get as much of 
the ‘‘visible’’ business as possibl 

* * . 

Earl Crandall, formerly with the Remington 
Company, and then manager for Kee Lox Car- 
bon Company, has resigned and accepted a coun- 
try territory wit the Remington Company 
again. 

. > = 

Mr. Fontaine, who has charge of the type- 
writer department at the Wilmont Company, 
Fall River, for tl Fox typewriter agents, made 
Providence a visit recently Mr. Fontaine is a 


salesman of exceptional ability, with a pleasing 
personality and a good knowledge of typewriters 
in general, which places him among the fore- 
most salesmer IT this territory 


* * * 

Charles H. Essex, one of the city salesmen of 
the Remingtor Typewriter Company, reports 
business very good and that competition does 
not decrease, but rather increases his business. 
He reports several large sales during the month 


of May, having traded out several competing 
machines and d placed others 
= o * 


H. H. Holmes, manager of the Remington of- 


fice, reports a large increase in business over 
last year, and t t the prospects for the future 
are very good 
* > . 
N. C. Platt ulesman for the Remington 
typewriter on the outside territory, covering Fall 


River, New Bedford and Newport has been 
doing a splendid business and is well liked by 


his customers He is very successful in selling 
billing machines and has won out in competition 
with several well known manufacturers in many 


recent sales, 
* * > 
Miss Florence V. McCabe, in charge of the 
employment department of the Remington Type- 


writer Company is extremely) busy finding 
stenographers for the numerous positions, now 
that the summer months are nearing. 
= ~ > 
D. P. Whytock, one of the city salesmen for 
I Remington Typewriter Company, reports 
business the same as usual, having sold several 
Wahl adders recently, and is highly pleased 
the outlook for future business 
Reno, Nev. 
R. B. Ironside is the Nevada representative of 
Remington Typewriter Company. Reno is 
his headquarters Upon a recent visit to Mason 
was surprised by the way the town has 
grown since he first visited it last February. 
When he made his February trip Mr. Ironside 


id the distinction of buying the first ticket is- 
sued on the new Copper Belt Railroad, and made 
the trip to Yerington station in a box car, as 
the regular passenger cars had not then arrived. 

Richmond, Va. 

The Remington Typewriter Company has 
moved its Richmond office one hundred numbers 
along East Main street, from No. 706 to 606. At 


















































Keystone 


quality is in every ribbon and carbon paper turned 
out of this factory. A rigid inspection insures 
uniform, high-grade work throughout. 









A carbon and ribbon for every office need is our 
ambition. That we have achieved this ambition 
is shown in our extensive line of various grades 


and weights. 


When you have an order about which you wish 
to be especially particular—don’t forget 


Keystone 


quality. It stands supreme in the ribbon and 
carbon world—it is the standard by which all 
others are measured 


Dealers: A line in time will save nine—nine com- 
plaints. A line to us and a green stamp are all 
that is required to bring to your desk complete 
particulars of our proposition, samples, prices, etc. 








You owe it to yourself to know what our proposi=- 
tion is, whether you take it up or not. It will 
take you but a moment to drop us a postal— 
DO IT. 





Keystone 


Carbon Paper Mfg. Co. 


Home Office and Factory FRANKLIN, PA, 
New York Office: 26 Broadway 
































The DOUBLE GRIP 


SUPERIOR 
Paper Fastener 








Puts it in a class by itself These 
fasteners are made of brass, neat and 
attractive, and are put up in hand- 
some boxes, 109to the box. Each one 
can be used many times over and still 
be like new Your customers will 
appreciate the Superior Paper Fastener 
because with it the papers cannot 
piwot. 





Write at once for samples and prices 


SUPERIOR MFG. CO. 
Sidney, Ohio 








Typewriter Specialty Co. 
72 West Broadway - New York 


Manufaciur- 


TER SPECig 
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it Covers 


for 





Typewriters, Adding Machines, 
Duplicating Machines, etc., etc. 








The PHONE-EZE 
Telephone Bracket 


Stays Put 


Turns All 
Way Around 











A child or a grown 
person standing or 
seated can use it 


Style— 

A—Side of roll 
top desk 
B—Top of flat 

desk 
C—Side of flat 
desk 
D—Wall or par 
tition 
E—Top of roll 
top desk 
F—Floor or sta- 
tion use 














Style F Ask your dealer or write 


SEELY OFFICE APPLIANCE CO. 


95 Liberty Street New York City 
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their new location they have much better fa- 
cilities than the old location afforded and every 
member of the Richmond force is much pleased 
over the move 

Rio de Janeiro, Brazil. 

Among the valuable workers who are advanc- 
ing the Remington cause in all parts of the 
world special mention is deserved by Casa 
Pratt, Remington representative at Rio de 
Janeiro. The men in the typewriter department 
of this Brazilian house, particularly Mr. Dale, 
have worked very hard and enthusiastically, and 
as a result Remington interests have made tre 
mendous progress in that territory. 

Rochester, N. Y. 

Five years has R. U. Reed, manager of the 
Remington Typewriter Company’s Rochester of 
fice, spent in the service of the Remington 
and now he steps into the 5-Year Remington 
Group. 

Springfield, Mass. 

F. C. Kane, former salesman in charge of city 
territory in Nashville, Tenn., for the Underwood 
Typewriter Company, was transferred to 
Springfield, Mass... on the occasion of the open 
ing of the new Underwood branch. Mr. Kane 
has already got his business under way in his 
new territory. 

> 7 7 

Bowen & Co., Springfield Oliver dealers, are 

putting up an energetic campaign 
> . ° 


W. M. Ludwig has been transferred from his 
position of manager of sub-branch of the Under 
wood Typewriter Company at Knoxville, Tenn., 
to a like position with the company at Burling 
ton, Vt Mr. Ludwig will operate under the new 
Underwood branch at Springfield, Mass 

7 . . 


Ee. B, Calif, manager of the Royal typewriter 
office here, has accomplished a constant im- 
provement in the business of his office. 

. . > 


J. F. MacDonald, who formerly had charge of 
a city territory for the Oliver Typewriter Com 
pany at Boston, has taken a position as travel 
ing salesman with the Underwood Company at 
Springfield, Mass. Mr. MacDonald will travel a 
territory in the state of Vermont. 

a . 7 


The Standard Folding Typewriter Company is 
making a strong campaign in the New England 
states. C. N. Hinchman is in charge of this 
work. ° 
San Francisco, Calif. 

At the finish of the May sales race at the 
Remington Typewriter Company’s San Fran- 
cisco branch the proverbial handkerchief would 
have covered the three leaders. J. T. Barnes of 
the Oakland sub-office and H. B. Hillis of the 
city force were tied for first place, and B. M 
Leadley, another city salesman, was a close 
third, only one sale behind the leaders. That 
gives some idea of the close rivalry in the matter 
of sales which is a feature of the work of the 
San Francisco Remington salesmen 

- . . 

Miss Gertrude Marshall was the star of the 
graduation exercises of the Commercial High 
School, held June 9, establishing remarkable re« 
ords for fast work on the typewriter. She wrote 
94 words a minute, copying from a book. 110 
words a minute at dictation, and 170 words a 
minute in writing a familiar passage 

o- * * 

Hall & Smith, who have handled the Dens- 
more typewriter here for several years. are 
selling out their stock and will hereafter con- 
fine themselves to the stationery line 

> * oe 

J. S. Byerson, recently assistant cashier fot 
the San Francisco office of the Oliver Type- 
writer Company, has been promoted to the po 
sition of traveling salesman, covering a terri- 
tory in Nevada. He is making good there. and 
is demonstrating that a machine a day is an 
easy proposition. 

.. ££ s 

Wolf & Isenbruck, agents for the Monarch 
visible, report a good business in San Fran- 
cisco, their sales being increased by the award 
of a contract to furnish typewriters for the 
soard of Education for the next fiscal year. The 
number of machines to be supplied will be speci- 
fied later. Wolf & Isenbruck have also secured 
for the Monarch machine several contracts fot 
government offices in San Francisco 

7 * - 

H, A. Ament of the Monarch ‘Typewriter 
Company spent several days with Wolf & Isen- 
bruck in San Francisco recently L. Hagan, the 
company’s traveling representative, was also 
here for a few days to demonstrate the Mon- 
arch condensed biller, which has been attract- 
ing a great deal of attention Wolf & Isen- 
bruck now have this machine in stock. and are 
taking care of a number of orders 

* 7 x 


P. H. Stevens of the Oliver organization has 


been transferred from San Francisco to a 
Southern California territory The ‘‘quota but- 
ton appears to have a permanent position on 


his coat lapel. 
. * > 


It is reported at the local Oliver office that 


l 


their old-timer, Bill Beach, with his records in 





both Kansas and coast territory has acquired 

sufficient capital to ente! the banking es 

and is now vice-president of the Salt River Val 

ley Bank. Mesa, Ariz. The boys are all sorry 

to see Bill leave the coast, but wish hir suc 
} 


cess in his new position 
* . * 

Fred W. Vaughan of the Oliver orga! ition 
in San Francisco spent his vacation at Carmel 
by-the-Sea He returned a little tanned. but the 
picture of health, and incidentally brought ew 
orders in his pocket on the return trip 

* > > 

Harry Wilde. California manager for ten 
ington typewriter Company, has just ret rned 
from a visit to the Portland and Seattle ffices 


He says May was one of the biggest mont! the 
Remington people ever had in Califor 


* * * 

Cc. J. Browne, coast manager rt le 
wood Typewriter Company, 1s still serl y I 
During his absence the office is in charge of M 
Hitchecor Ww 

> > w 

The Gee Cc. Bornemann Company ! t 
completed the delivery of another large order for 
Blickensderfer typewriters to the Ow Drug 
Companys 

e 2 « 

Mr Lyn coast manager fo t Roya 
Typewriter Company, expects to be r s new 
store ind office before the end of J the 
bui'ding ‘s nearly complete and w t n 
started on the interior fittings He the 
Royal will have the finest typewriter store in the 
city, and t cannot be disputed that t ca 
tion is o1 of the best to be had 

* * * 

William Brver, special representative f the 
Royal Typewriter Company, who came to the 
coast 01 1 business trip to the Portland nd 
Seattle offices, made a short visit to the San 
Francisco branch last week 

* « 

Earl Wayne, who left the Royal organizatior 
some time igo to start in business for himsell 
has sold out and returned to his old jol re 
suming his former territory at Sacramento, Cal 
The change seems to have done him good, as! 
is surpassing even his former high r¢ | 

- . 7 

J. R. Richie 1 new man with the R s 
making a fine record in easter? ( fornia 
around Truckee and Reno, Nev 

* * - 


F. F. Wright & Co., agents for the Elliott 
Fisher billing and listing machines, have moved 
from their old quarters to Room 441, Monad 
nock building, where they will have more space 
than they formerly occupied Mr. Wright wil 


also have a private office to himself vhich he 
has been wanting for some time Mr. Wright is 
preparing to interrupt several years of teady 
work by taking a few weeks’ vacatior ind will 
leave in a day or two with a number f he 
good fellows for a trip up King’s River inyon 
The J. W Robinson Company of Los Angeles 
has placed an order for three Fisher machines 


Seattle, Wash. 


Friends of the Royal typewriter w 
ested in opening of a new Roya ffice at 


Seattle Che illustration shown herewith is a 





ROYAL WINDOW IN SEATTLE. 
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TYPEWRITER NEWS—Continued. 


picture f the opening window display of t 
compa! which has ery successful! T 
former Royal dealer \ Cc. W. Gould. The pres 
ent agent for the Royal at Seattle is L. M. Nor 


ton 
* *¢ « 


C. W. Sibold, representing the L. C. Smith & 
Bros. Typewriter Company, is gaining consider 


able reputation in the Seattle territory as a 

hustler It is reported that he is receiving a 
generous amount of business. 
> a * 

The n iger of the Remington Typewriter 

Company Seattle office, E. C. Niles, recently 


entered the 15-Year Remington Group. 


Springfield, Mo. 


The Remington Typewriter Company’s new 
Springfield, Mo., salesman, J. J. O’Dowd, who 
travels for the St. Louis Remington office, has 
started off his Remington work in splendid style 
with a showing which, if maintained, will put 
him in the front ranks of the St. Louis selling 
organization. 


St. Louis, Mo. 


H. S. Gilbert, the wideawake, hustling man- 
ager of the St. Louis office of the L. C. Smith 
& Bros. Typewriter Company, has recently ad- 
ded three new salesmen to his already efficient 
force. They are B. W. Prince, A. H. Myer and 
H. H. Lunt, every one of whom is a business 
getter of the first water and knows the type- 
writer business thoroughly. The St. Louis or 
ganization is a live one, and Mr. Gilbert reports 
a good increase in business last month. 

= * a 

The employment department of the L Cc 
Smith & Bros. Typewriter Company is meeting 
with great the management of 
Mrs. Lily E. Gruensten, who was formerly wit! 
another well known typewriter company of St 


Louis 


é 
success inde 


> > > 

“The smile that won’t come off’? worn by J 
H. Krotchiner and M. M. Blum is a good barom- 
eter of how business is breaking in their terri- 
tory for the L. C. Smith & Bros. Typewriter 
Company 

> > * 

Paul G. Keeler, central Missouri representative 
for the Remington Typewriter Company’s St. 
Louis office, is now on his vacation storing up 
Remington spirit and a new supply of vim to 
last him through another busy year selling Rem- 
ington typewriters. 

2 > = 


M. P. Link, formerly a resident manager for 
one of the typewriter companies, has accepted a 
city territory with the Monarch Typewriter 
Company in St. Louis Mr. Link is a live wire 
and will give a good account of himself 

* a * 

H A Earle, Specia representative of the 
Monarch Typewriter Company, spent a few days 
in St. Louis and gave a very interesting taik 
on supplies and their manufacture. 

. a 

Al. Ernest, the East St. Louis representative 
of the Monarch Typewriter Company, says the 
prospects for the summer in his territory ars 
better than ever for Monarch sales. 

> > > 

S. B. Hall, field representative of the Mon 
arch Typewriter Company, was in St. Louis a 
couple of days this mont] 

* . . 

S. W. Crandall, president of the Monarch 
Typewriter Company, en route to New York, 
called at their St. Louis office last month. 

- . 7 

Howard Lunt, one of the best known type- 
writer salesmen in St. Louis, has joined the 
Monarch organization and is lining up some nice 
business 


St. Paul, Minn. 


A former Remingtonian who has again re- 
entered Remington service is Max Friedland, 
who has recently been employed by the St. 
Paul Remington brancl Of late Mr. Friedland 
has been in the employ of a competing com- 
pany. a connection which he severed to take 
advantage of an opportunity to return to the 
Remington sales organization Mr. Friedland 
will cover the southern Minnesota territory for 
the Remington. 

. * * 

The St. Paul office of the Remington Type- 
writer Company recently had as their guest F. 
E. Van Buskirk, the general manager of the 
Remington Company, who spent the day with 
the St. Paul members of the Remington organi- 
zation. All the St. Paul salesmen came in from 
their respective territories to meet Mr. Van 
Buskirk and, together with the Minneapolis of- 
fice manager and salesmen, a banquet was held 
at the St. Paul Commercial Club. It goes with- 
out saying that every Remingtonian present en- 
joyed himself hugely and was sorry to see the 
gathering break up. 


Syracuse, N. Y. 
Herbert Johnson, foreman of the assembling 


| 
| 
| 














UNION 


RIBBON & CARBON CO, 











q A line that is made to satisfy 
the most exacting trade. 


@ When you take the dealer- 
ship for the UNION Ribbons 
and Carbon Papers you are 
building on the solid foundation 
rock of Confidence. 


@ The Business Generals of to- 
day are building for ten years 
from now, as well as for imme- 
diate gain. 


@ You display good business 
Generalship as well as Judgment 
when you enlist the UNION 


forces to. help you win. 


@ Write today for samples and 
prices. We have a message 
from the firing line that will in- 
terest you. 





SS 
NINTHand THOMPSON STS. 


PHILADELPHIA, PA, 




















Ribbons and Carbons 
have created a special de- 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 
paper are used. 


INDELIBA 


Hard finish varieties of 
carbon paper appeal to 
the particular trade. 
Hundreds of dealers have 
built up a paying business 
with our carbon papers 
alone. The favorite car- 
bon paper with the mer- 
chant, banker and busi- 
ness man generally. 


INDELIBA 


Bichrome and Trichrome 
ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. We are never 
“out” of any line. Rib- 
bons for any machine. 
Our specific formula guar- 
antees colors and durabil- 
ity seldom equaled. 


Better get our prices to- 
day. It will mean a big 
increase in prosperity for 
your ribbon and carbon 
department. 


SOE, 
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Indeliba Mfg. Co. 


ROCHESTER,.N.Y. 








| department of the Yost factory, 
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TYPEWRITER NEWS—Continued. 
has been spend- 
in Syracuse. 

> > > 
manager for Monarch 
passed through 


ing his vacation 


Lynn Wyckoff, sales 
Typewriter Company at Chicago, 


Syracuse June 24th, on his way to visit the 
home office, and took in the boat races at 
Poughkeepsie, rooting for Syracuse, of course. 
Lynn says business is fine for summer months 

* . > 

The Y. M. C. A. have resumed their noon- 
hour athletic meets at the different factories 
R. W. Caswell of the Smith Premier factory, 
who holds the city record of the standing broad 
jump, broke his own record with a jump of 9 
feet 3% inches. His former mark was 9 feet 3 
inches. 

7. * - 

S. B. Hall, special expert for the Monarch 
Typewriter Company, returned to Syracuse on 
June 15th after a successful tour of the western 
states. 

. > . 

An unexpected order from Russia for 300 ma- 
chines has caused the L. C. Smith & Bros. type- 
writer factory to go back to the six-day sched- 
ule, it being a rush order. It is expected that 
the factory will be closed on July Ist for ten 
days for the annual vacation and overhauling 
of boilers, that cannot be done when the fac- 
tory is running 

o - . 

Typewriter business has kept up later than 
usual for this time of the year. Other years the 
factories would be running but three or four 
days a week during the summer months This 
year they are on (June 30) full schedule. The 
managers at the different factories look for a 
record breaking fall business. 

> > oe 

The employes of the Monarch Typewriter 
Works were very agreeably surprised to learn 
that Geo. W. Dickerman is still in the type- 
writer business, and with the Monarch Com- 
pany. It is understood that Mr. Dickerman is 
to be general manager of foreign and domestic 
sales. 

Tammerfors, Finland. 
The J. Block Company, the Russian represen- 


tatives of the Remington Typewriter Company, 
are no longer represented in Finland by S. Niko- 
lajeff, Jr., having transferred thei: Finland 
agency to Oskar Johanssen, of Tammerfors. 


Toronto, Canada. 
correspondent.) 
Webster-Hanna Com- 


(By our own 
W. O. Webster, of the 


pany, Vancouver, B. C., paid a visit to his old 
friends in the typewriter business in Toronto. 
“Web” certainly thinks there is no place like 
the West. 

. a > 

T. W. Kellar has been appointed manager of 
the London office of the United Typewriter 
Company, Ltd. 

. . . 

O. B. Dorland, late manager of the London 
office of the United Typewriter Company, has 
been promoted to the Toronto office and will 
take charge of the sales room, 


. . . 


Cc. Cooper, of mechanical department, Mon- 


treal, has been appointed as eastern representa- 
tive of the United Typewriter Company, Ltd., 
Toronto. 
. * > 
C. S. Stoneburg, city salesman for the United 
Typewriter Company, Toronto, has joined the 
ranks of the benedicts. “Here's wishing you 
good luck, ‘Stone’.”’ 
. * . 
A. D. Gorrie, outside representative for the 
United Typewriter Company, Toronto, has been 


No more of Gor- 


appointed to a city position. 
big long drives. 


rie’s fish stories, and those 
. 7 > 
H. E. MeLean and G. E. W. Kennedy, for- 
merly with Newsome & Gilbert, have joined the 
staff of the United Typewriter Company, in the 
stationery department 
. 7 
formerly with the Wilson 
has been ap- 
department 
Toronto. 


bl 

W. M. Hamshaw, 
Stationery Company, Winnipeg, 
pointed manager of the stationery 
of the United Typewriter Company, 

. * . 

United Typewriter Company, sole 
the Underwood typewriter in Canada, 
ing their Toronto office moved on the upper 
floors and will have one of the finest, if not the 
finest, typewriter and supply sales rooms on the 
American continent. t was certainly surprising 
to your representative to see such a magnificent 


agents for 
are hav- 


show room, and such well laid out offices, and 
to receive such a welcome. We hope before 
long to send a photo of the new offices. 


. . * 
of the Remington Typewriter Company’s 
Toronto salesmen, C. J. Field, completed his 
fifth year in the Remington service in May. 
Mr. Field celebrated this event by turning in a 
record month's business, the best volume of 
business ever recorded from his territory. He 


One 


TYPEWRITER NEWS—Continued. 





says records are made only to be broken.” 
The coincidence of a record-breaking month and 
the arrival of his service badge gives two-fold 
grounds for the hearty congratulations with 
which his fellow Remingtonians are showering 
Mr. Field 

Trenton, N. J. 

W W. Prior recently sold ten Mor type- 
writers; an equipment consisting of the new 
Monarch condensed bill and chargé chines 
This sale was made to the largest rubber man- 
ufacturer of Trenton 

Vancouver, B. C. 

An experienced typewriter salesman who has 
recently taken up Remington work under the 
Vancouver office of the Remington Typewriter 
Company is C. G. Tidd. Although he has been 
selling Remington typewriters only i short 
while, Mr. Tidd is making splendid progress in 
his territory 

Washington, D. C. 

The Monarch people have recently placed Miss 
L. S. Bennett in charge of their employment 
department. Miss Bennett has had considerable 
experience, is well known among the stenog- 
raphers of Washington and her success seems 
assured 

Winnipeg, Manitoba. 

Cc. A. Springer, one of the members of the 
Remington Typewriter Company's Winnipeg 
sales force, took hold of the Northern Saskat- 
chewan territory of that ojffice less than two 
years’ ago. Since he has been there he has 
mined that territory for a really remarkable 
amount of business. He puts himself heart and 
soul into his work and is a red seal representa- 
tive of whom the Remington organization may 


well feel proud. 
Worcester, Mass. 

B. W. Ayres, saleman for the Remington 
Typewriter Company’s Worcester sub-office, is 
one of those order hunters who can alw: Lys be 
depended upon to turn in a fat ‘“‘bag’’ after 
every expedition. May was no exception to this 
rule, for Mr. Ayres certainly brought in a splen- 
did lot of fine business in that month 


— 


BUSINESS SHOW FOR ATLANTA 
SUGGESTED. 


Atlanta, Ga., having evinced a fondness 


for expositions of every kind and sort, there 


comes now a suggestion for one of a na- 
ture altogether different from any she has 
yet given her sanction, and one which no 
doubt will not lack for supporters 

The suggestion comes from Harold 
Wilson, manager of the Barrett-Barnes 
Company, and is that Atlanta have an an 
nual business show. 

“Why shouldn’t we have an annual ex- 
hibition of this character?” asks Mr. Wilson, 

“It is only natural that Atlanta, the lead 
er in all things progressive in our South- 
land, should periodically bring to the at- 


tention of the men who are busy developing 
the resources of the South all the modern 
cost-reducing and efficiency-increasing 
fice appliances and methods,” he argues in 
the proposition. 


of- 


favor of 


“There is no better method than the 
‘business show’ for such a purpose,” he 
says. “They are of immense benefit to all 


who attend them and they serve to elevate 
the standard of office work and equipment. 
The demonstrators of the different special- 
they know the ‘whys’ and 
to their own 


ties are experts; 
the ‘wherefores’ 
satisfaction, at 

tion of their specialties to the 


and can show, 


least, a practical applica- 


various lines 
of business.” 

Mr. Wilson has not worked out the 
in all details, and would be pleased t 
communicate with any of the men 


of Atlanta may with 


plan 


its 
business 


who regard the idea 


favor. Any suggestions for the furtherance 
of the proposition will be appreciated by 
him, 
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There is no line which makes a more profitable feature of the dealers’ business than ofhce 
furniture. Properly bought, properly displayed and properly handled, it is not only profitable in 


tself but becomes a ‘‘feeder’’ for the store. 
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No dealer in office appliances needs to be introduced to James A. Dorsey. 
Texas is a big state, but it boasts no abler man in the office appliances line than 


Dorsey himself. 


Someone said not long ago when speaking of the personnel of 


the National Catalogue Commission, that the average ability among its members 
was fully as high, if not higher than the average ability of the members of Con- 
gress, and that the stationery world is very fortunate indeed in having secured the 
services of such men as Dorsey, Gibbs, Stevens, and the rest, for nothing, instead 
of having to pay them five or ten thousand dollars apiece for the work they are 
doing. This interview from Mr. Dorsey will no doubt be read with considerable 
interest by the members of the trade. 


S FLETCHER GIBBS has already 

said, the office appliances dealer sells 

service as the most important com- 
modity he has in stock. He is peculiarly a 
high class merchant, and he ought to have 
his mind free to study all the time how he 
can better serve his customers. He must 
understand many different lines of busi 
ness, and be ready to give advice and sug 
gestions on time-saving devices and short 
cuts, so that his customers who desire to 
put into effect office economies shall never 
have to go to him in vain, and furthermore 
so that he shall be able to recommend to 
the thoughtless, the careless, or the over 
conservative new ways of doing things, 
lift him out of the rut, and put him into 
the ranks of the progressive. 

The office appliances dealer who serves 
his customers best has not time for the 
petty detail of competition. He ought not 
to be worried over the question whether 
the Elite department store is selling filing 
cabinets for one-third less than he can af 
ford to sell them, nor should he be com- 
pelled to figure how he can meet the com 
petition of the Warped and Cracked furnt 
ture store, which is selling “strictly high 
grade,” solid (?) oak office desks for $13.78 

I grant that everything which the public 
demands must be sold to them, and if 
there is any profit in selling it, the office 
appliances dealer is as much entitled to 
that profit as anyone else. It follows, of 
course, that the dealer should be prepared 
to supply whatever demand there is for 
office furniture, whether it be for the 
cheaper lines or for the expensive, but h 
will find, I believe, that his more reliable 
profits will come from handling the better 
class of goods. By this I do not mean that 
he should ignore the cheaper lines, which 
always have their place and many of which 
are very good investments for the money 
asked, but he should not attempt to sp 
cialize upon the cheaper grades with t 


idea that he can make a feature of selling 


From an Interview With James A. Dorsey, 
President The Dorsey Printing Com- 
pany, Dallas, Tex. 
cheap things in his business. He should 
handle the cheap lines of office furniture as 
a means of meeting an occasional demand 
rather than as a leader to set the pace of 

his furniture ‘department. 


Best Goods Give Most Satisfaction. 

There is more money and a mighty more 
sight of satisfaction in selling a man a desk 
for $75 that is worth $75 than to sell him a 
desk for $10 that is worth only $8.50, or 
even to sell him a desk for $10 that is 
worth $10, for ninety-nine times out of a 
hundred the man who buys the $10 desk 
will expect it to give him $30 service, while 
the man who buys the $75 desk, even if he 
cannot quite afford to lay out that much 


money, nevertheless is proud of his purchase, 


and the investment is bound to prove a 
good one just as long as he needs a desk. 
It really does not make any difference 
within reason what a man pays for the fur- 
nishings of his office or the clothes he 
wears, the better his equipment, whether 
it be office machinery, furnishings, or cloth 
ing, the greater will be his satisfactoin and 
the greater his prospect of maintaining his 
position, the respect of his fellows, and a 
place in life that will bring him opportuni- 
ties for success. Proper office equipment, 
even though it does come a little higher, is 
the cheapest sort of extravagance a man 
can indulge in, and I believe that dealers 
should think over this point and in a deli- 
cate way, should occasionally endeavor to 
educate their trade to this view of the mat- 
ter. This, of course, cannot be done in a 
personal talk except where one is talking 
to one’s intimate friends or comes rather 
close to the daily hopes and life of the cus- 
tomers, and must be handled with consider- 
able tact in order to avoid offense, but a 
well written and neatly printed folder 
preaching a little sermon on a neatly equip- 
ped office would doubtless sometimes be 


effective in stimulating the sal: f the bet 
ter grades of office furniture Where 

man devotes himself exclusively to the 
cheapest goods that he can buy, it has 

tendency to establish the reputation of the 
store as a place where only cheap goods 
are to be found, and if he makes that repu 


tation in one line, it will be likely to ex 
tend itself in the minds of the customers to 


all the other lines that he carries. This is 
not a good reputation for an office appli 


ances dealer to have, unless he is so located 
that he can dispose of a large quantity of 
goods with a very small expense, and at 
small profits per sale. The percentage of 
profit on cheap goods, while it may be as 
large as on the better grades of goods, 
does not put up in the aggregate a sum 
sufficient to give a man proper reward for 
his time and effort unless he can handle a 
very large volume of goods. The more ex 
pensive articles of office furniture require 
no more space, and are as a matter of fact 
quite as easy to sell as the cheaper lines 
and once one has established a reputati 
of handling the best goods it becomes a 
valuable asset in the business Id 
mean by this that the cheap lines are to be 
excluded, but as I have said before, a deal: 
should be prepared to fill the legitimt 
mands for this class of goods, and 
readily use them to stimulate the deman: 
for the better grades. The principal obje« 
tion that occurs to me in the handling of 


the cheapest goods is the fact that these 
I 


goods are more open to the competition of 


department stores and furniture stores than 
are the high class productions, even though 
they are very often well made and afford 
good value for the money invested Let 
the dealer be prepared to supply the legiti- 
mate demands for all such lines, but let 
him make his principal effort towards th 
sale of the better grade of goods through 


out, because therein he will build up bo 
reputation and profit and will lay a foun 
tion for the correct principle 
service to the public at large 
































Developments in Office Furniture in the Southwest 


The Western 
gressive dealers in the new southwestern state of Oklahoma. 
They have skyscrapers where yesterday 


progressiveness is the watchword. 
Mr. Coleman approaches a rather delicious vein 


the prairie dogs barked. 


sank Supply Company is one of the leading and most pro- 


Down there . 


of humor in his description of the troubles of the company in assembling the 


knocked-down furniture of a decade or two ago, 


dealers will appreciate his recollections. 


N LOOKING back for a period of ten 
more, it is with a degree of 

astonishment that we note the great 
strides made both in the sale of office furni- 
well as the im- 
character of 


years or 


ture and filing cabinets as 


provement in the quality and 


being sold today. I well remem 
first car of desks my firm bought 
about ten years ago. We talked about buy- 
ing a car really six months before 
the remarkable event happened. The desks 
were shipped K. D. and another such time 
had in them up is hard to 


Even some desks we set up with 


furniturs 


ber the 


whole 


as we setting 
imagine 
pedestals be 

After 
enough 


two right pedestals or the 


longing to two desks were mixed. 


about six months there were yet 
desks and for our 
hook up 


couldn't get 


pieces to make several 


lives we could not get them to 
When the car came we 


building and had to run the desks 


right 

it in the 
vacant lot like so much cotton, 
could make room for them. Every 


boss, came back and by 


out on a 
until we 
body, including the 


means tT an armstrong elevator we suc 


ceeded in getting them on the second floor 
never-to-be-forgotten 


shipped K. D. 


and thus ended a 


night. Very few desks are 


at the present time 


Our display of filing devices consisted of 
a sample each of a twelve and a fifteen 
drawer Globe Special letter file. It is now 
not an uncommon thing to buy a whole car 
of filing cabinets at a time. The more pro 


gressive dealers now buy a car of desks 


nd even buy their chairs in car 


pet NN 
lots 

Right here in Oklahoma City my firm, 
the Western Bank Supply Company, do 
stunts in this proportion. The personnel 
of our company were fortunate in having 


had a splendid furniture education in thx 
past twelve years and owe our good busi 
to understanding the business, 


ness largely 
rather than to lack of competition, for that 
is rather strong at this writing. 

“Pays to Set a Trap for a Coon.” 

\s to the ways and means of selling that 
we employ, we can only say that next to 
knowing the construction of the goods and 
their usefulness, I consider the assembling 
or grouping together of the desks, chairs, 
tables, files, costumers, etc., all of a kind to 
match. This makes it easy for a customer 
to figure in his mind how it will look in 


Some Helpful and Amusing Reminiscences 
Showing What the Dealers Were Up 
Against in the Early Days of 
Office Furniture Trading. 

By S. R. Coleman of the Western Bank 
Supply Company, Oklahoma City, 
Oklahoma. 





whereas if the scat- 
tered, he cannot 
idea of how it will appear. 


really looks more practical 


his office, pieces are 
nearly so good an 
Then again, it 
Although it 1s 
furniture 


gain 


not always possible to keep the 
grouped for lack of floor space, when we 
find out about what a man wants we take 
the pains to get it together and bring him 
in to see it again, provided he doesn’t buy 


at first. Just the other day we arranged a 
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eat combination for a man who promis 
to see us before he bought Wel one 
our competitors got his hooks in and the 
man didn’t come back. However, another 


The display made for 


two that we 


customer came in. 


number one so appealed to No 


him a much larger bill It pays t 


1 
Si d 


and we believe that other 


“set a trap for even a raccoon, for you 
might catch a bear,” as we did in this in- 
stance. 

It is important to keep a good display of 
choice furniture in the show windows—the 
better the goods the better the results. A 
cheap desk, priced, does not appeal to 
many. Those desiring cheap stuff really 
don’t think so anyway—they will come in 
to get your prices, and that is the main 
point. 

Often it is necessary to bid for a job. 
We have found that by cutting out of cata- 
logues the illustrations of the furniture we 
are bidding on and mounting them on 
sheets of dark-colored paper cover stock, 
grouping each office together, the effect on 
the customer is fine, as it shows him at a 
glance what we are offering, while all other 
bids may be detailed descriptions, not easy 
to comprehend. One can safely count on 
first choice and the advantage, even if one 
is a bit higher. 

Oftentimes to include an illustration of 
some other piece specially suited to cer- 
tain rooms will increase the purchase. Cus- 
tomers don’t often think of the costumer, 
the locker, or umbrella stand, ink-well sets, 
etc., which nicely match his other pieces. 

It is needless to mention that the light 
golden oak known as Derby Golden is the 
recognized and preferred color and finish, 
likewise the Sanitary desks are extremeiy 
popular; in fact we stock no other kind, 
notwithstanding they were called kitchen 
cabinets at the outset. Due credit should 
be given the Derby Desk Company of Bos- 
ton for being the originators of Sanitary 
desks and the first to bring forth the light 
dull finish now well known as Derby Oak. 





POPULAR DESK LINE. 

\ line of desks that is made with real, 
rood New England thoroughness and skill 
is that of the Derby Desk Company. In 
the present issue, among the advertising 
pages, the company tells some interesting 
things about the Derby desk product that 
it will be well for the dealer to read. 

The Derby line comprises quite a large 
variety of different patterns of desks and 
the dealer may find among them just what 
meets the requirements of his special trade. 

The Derby people will give full informa- 
It costs nothing to ask. 


tion on request. 


























Buying and Sale of Office Furniture 


Probably no buyer in his section of the country keeps in closer touch 
with his department and with the developments in furniture manufacture 


than the author of the following article. 
tions and recommendations are the fruit of ripe experience. 


He is a “live wire” and his sugges- 


Although he is 


a young man, Mr. Cummings holds a position of responsibility and carries 


on the work with rare judgment and success. 
attention of manufacturers and of 


has displayed in the conduct of his department. 


S DEPARTMENT head for Scruggs- 


Vandervoort-Barney, I consider the 

buying of office furniture and sup- 
plies a matter requiring foremost consider- 
ation. This house prides itself on having a 
record of sixty years’ honest selling and 
every employe is required to guard that 
reputation zealously... The reputation of 
the house and the house motto, “The Best 
Goods for the Price, No Matter What the 
Price,” confronts the department head less 
with the difficulties of selling than with the 
problems of purchasing stock which wil! 
enable us to live up to our profession 

In buying I strive to keep my stock 
clean and complete; an odd number, off 
color or damaged article is marked down 
and advertised “as it is” to push it out and 
make room for a new article which will 
match with current patterns. 

In reality there are but three classes of 
buyers, quality, popular and cheap. We 
classify our stock accordingly and carry a 
complete line for each class. For the man 
or corporation of means that takes great 
pride in the appearance of the office we 
carry a line of quality goods. In this line 
we cannot skimp on pains or quibble with 
the makers on price, but we do exact of 
them that they deliver an article possessing 
character and individuality, and absolutely 
flawless as regards material, workmanship, 
design and finish. In this line we are al 
ways sure of a satisfied customer, and each 
job of this class stands for a lasting adver 
tisement for the house which supplied it 

We have, perhaps, our heaviest call from 
the great middle class, those who like nice 
stuff, but cannot afford to pay extra for 
style, hidden work and unseen material 
This class wants something good, durable 
and useful, but while not wanting the very 
cheapest the consideration of price is a 
material item to them. For this class we 
carry a complete stock of perfectly matched 
patterns, differing from the higher grade 
only in the finer details, which make fort 
the perfection of the other, but the lack of 
which are not so perceptible to the un 
trained, casual observer. Our line of mod 
erate priced furniture is carefully selected 
and for general appearance and service can 
not be excelled at any price 


For the man who wants a cheap arti 


Discussion of the Principles Involved in the 
Conduct of the Office Furniture De- 
partment of a Leading and Fore- 
most St. Louis House. 

By W. S. Cummings, Manager, Office Fur- 
niture Department, Scruggs, Vander- 
voort & Barney, St. Louis. 





we are well fixed because of our location, 
St. Louis being well supplied with local 
manufacturers with whom we have arrange- 
ments enabling us to make very low prices, 
which we are willing to do, as it is not 
necessary for us to carry a heavy invest 
ment of this stock or incur freight or ware- 


house charges. In this grade we can fur- 
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nish an office in modern style and with 
well-constructed, harmonious furniture at a 
small outlay. 

We endeavor to confine our purchases of 
each grade, as much as possible, to the best 
manufacturer of that class. By so doing 
we are able to preserve uniformity of pat- 
terns without additional expense; in fact 
our volume of business justifies our receiv- 
ing their very best terms and enables us to 
make good on the best articles for the 
price, no matter what the price. 
fter the stock has been well selected 
and is owned on the most favorable terms, 
much depends upon the display in making 
a sale. There can be no doubt but that the 
effect on the customer is heightened by 
assembling the stock on the display floor in 


suites of the same grade, showing model 


His work has attracted the 
other dealers, who admire the abilities he 


office arrangements, etc Chis applies t 
desks, chairs and fixtures, as wi as files 
Many model arrangements of files can be 
devised by a salesman familiar with office 


systems. It is an easy matte keep the 


stock stacked as you would suggest them 
for the insurance man, bank iwyer or 
any of the various classes of mmercial 
use In this way your prospective cus- 
tomer can more quickly and comprehen- 


sively grasp their application to his use, and 
these are factors much in your favor in ac- 
complishing a sale. 

In selling goods do not misrepresent 
them, tell the purchaser just what he is get 
ting and deliver what you promise 
It is better to lose a 


1S prom- 
ised, when promised. 
sale than to sell a man something that will 


forever be a source of embarrassment to 


you 
Educate your trade to good goods, con 
vince them that any old thing is not good 


enough for the office, that a man’s charac 


ter, ability and business standing judged 
to a large extent by his office equipment, 
which is usually an index to the plant be 
hind it and the methods of the mind which 


is responsible for it. If a man’s papers are 


scattered and allowed to accumulate, he 


will be looked upon as lax, not inclined t 
act with dispatch, decision and system. On 
the other hand, if his office is neat, clean, 


well arranged and substantially furnished 
the impression made is favorable from the 
start and he has but to confirm that im 


pression by his dealings. 


Therefore, office equipment departments 
of today have something more to accon 
plish than the mere selling of whatever cai 
be turned over by hook or crook for cash 
The equipping of an office with modern 
easy-running files, sanitary desks with con 
venient arrangement of drawers 1 m 
partments, with chairs, stand and tables all 
harmonizing, need cost no more thai 
dumping in of a heterogeneous mass 


odds and ends of furniture that neither add 
to the appearance nor facilitate the 
dling of business. 

It is the duty of a salesman to keep 
self thoroughly posted concerning the p1 


modern labor and tim 


ress il 
vices and supply this inform 
customers. The customer has a 











expect salesman with whom he deals 
to reli¢ ] of t necessity of spending 
his own valuable time in studying systems 
ich 1 salesman should be able to sup 
ply with his goods. Recognizing the value 
this rvice and the devices advocated, 
I ssive n much more liberal 
in his i ments, and while this is a great 
benefit himself i cidentally makes 
usin d for 
Che lvances in office furnishings, scarce 
ly not ble as they come one by one, 
have been so numerous im recent years as 
to s work a lution in business 
metl Frequently one still has an op 
D unity to visit in succession the office 
of the progressive business man and that 


of the man who stood still. In one of them 
you get a viev the modern equipment 
consisting of sanitary desks, dust-proot 


vertical files, card indexes, sei 


kcases and other time and labor 


saving vices and machines for better 
work his off things are run sys 
t it iey know when and where t 
begin, all day long they know where 
find papers, records and all kinds of mat- 
ter when wanted, everything is run smooth 
ly, with finish and dispatch, and when thc 
day is over the day’s work is done. 


Phe er office contains a high-roll ped 
es des hat shuts off much of the light 
1ir and allows an accumulation of dust 
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1 ind sanitary col ns to pre 
ind filled with many pigeon-hol 
boxes, those tombstones which are nothing 
more than markers for the dead stuff they 
1 The le ere i I € pastel ard 
I es, req ng an ex 1 S¢ I re rds t 
ite em they are found at wi 
ed. The desks are cover vith a1 
\ yapers and é notes I 
nda stick from the l les of 
be ks and e pinne 1 to any yg ia S. 
ind an open win dow with a st of wind 
v l almost put the firm out of business 
None of the rapid improved machin 
ery 1S ise here; no one knows where t 
begin, everyone wastes much time hunting 
lost papers, etc., and though only a 
mere pittance of results is a mplished 
day’s work is never done 


The old lawyer who was unable to locate 


much-wanted paper in the maze 


boxes, drawers and pigeon holes of his new 
sk was justified in his complaint that 
the good old days when he kept his papers 


in one box he always knew that some 


where in the dregs of that box he would 


find the wanted His original 


idea was good and had he inserted alpha 


betical dividers and filed his papers on edg« 


would have had the origina 


in folders he 


vertical file It is said in this way one man 


evolved the whole idea of sectional book 


Rather a modest beginning for a 


cases 
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business which today necessitates a single 
manufacturer carrying in stock 300,000 sec- 
tions, that he may be able to handle orders 
promptly. 

There are a number of law offices in this 
city requiring from 100 to 250 sections to 
accommodate the firm’s library. We re- 
cently furnished one of the foremost law 
firms of this city with a complete outfit of 
“quality” furniture. The offices are exten- 
sive and necessitated a heavy investment, 
but every article for whatever use is of the 
very best quality. 

Any salesman could produce a number of 
reasons justifying such an investment, but 
the opinion of the purchaser of such an 
outfit is immensely more valuable. In an- 
swer to my questions along this line, Judge 
Priest, one of the foremost legal lights of 
this continent, favored me_ substantially 
with the following opinion: “Much of a 
man’s life is spent in his office and his per- 
sonal comfort is enhanced by a pleasing 
environment. The effect upon office em- 
ployes is noticeably beneficial. As bad as- 
sociates disparage and detract from a man’s 
reputation, while good, elevate and assist 
him to a higher standing, just so is it with 
his inanimate associations. Pleasant sur- 
roundings are elevating, inspiring habits of 
neatness and care, subconsciously influenc- 
ing the individual and increasing his effi- 


ciency. 


The Furniture Window 


HE decoration of the office furnitur« 


window is something which dé 


mands no little time, and 
The 


where the dealer has a 


thought 
becomes easier 
large amount of 
windows to accommodate 

Where. 


and the display is 


attention problem 


room, with wide 


a liberal display however, the 
windows are not larg 


therefore restricted, it requires some ingen 


uity to arrange the goods in a way that 
will attract the attention of prospective pur- 
chasers Because the office furniture win 
dow display seems to require a considera 
ble amount of room, it is for this reason 

y ofte lighted by the office appliances 
dealer 

ne p which has been followed with 
success is to open up the back of the win- 
cd make a display somewhat after 
ner of an entrance, and arrang 
the larger pieces of furniture in an orderly 
and convenient manner behind the window 
space, so as to give the effect of a reason 
ably large room, equipped with the differ 
ent species of office furniture necessary to 
make a completely furnished office. Where 
the light is satisfactory so that it does not 

. , 


make reflections that confuse the eye, this 


Some Suggestions Regarding the Make-up 
of Window Display. 


found often satis 


factory for the display of the office furni 


method has been very 
ture lines 


Where the 


where it is not 


window is not large, and 


possible to, open up the 
back in the way described, it is better prob- 
ably to arrange the smaller pieces in some 
that show off their effective 


manner will 


ness, and to vary them by the display of 
one or two of the larger pieces showing 
their method of use. A desk, for instance, 


can be displayed to advantage sometimes 


with the drawers partly withdrawn, show 
ing their construction and the number and 


convenience of the different compartments 


Filing cabinets, document trays, sectional 
book cases, and even typewriter desks, ar 
lways suitable for occasional d splay 
vindow 

[It occurs to us that it might be possible 
for the dealer to demonstrate in his win 
dow occasionally the use of the different 
filing devices This could probably bs 
worked out by anyone with a little ingenu 


doubt attract 


ity, and would no 





ble attention. In Chicago there is a con- 
cern that advertises a combination billiard 
table and davenport by means of an elec- 
tric motor, which automatically changes 
the combination from one thing to the 
other every few seconds. This device never 
fails to attract attention on the part of the 
people passing the window. It is possible 
that something might be rigged up to show 
a typewriter desk in much the same man- 
ner, showing the machine disappearing and 
appearing. Where such a plan is not prac- 
tical, a young woman might. be employed 
to demonstrate the use of the different de- 
vices for a certain number of hours each 
day. 

The matter of the window display is one 
of such importance that it deserves to be 
given as much thought as any other de- 
partment of the business, and there is hard- 
ly any department which will yield better 
the extra time and attention 
given to it. The window is the dealer’s 
best advertising medium. It is something 
which costs him little, comparatively, and 
which, properly handled, will yield better 
returns for the outlay than any other sort 
f advertising. 


results for 





























Selecting ond Selling Office Furniture 


1 


article, is the manager of the office 


No dealer in the 


Mr. Wray, the author of the subjoined 


furniture department of Wm. B. Burford of Indianapolis. 


Hoosier state is better known than Burford, and Mr. Wray, as one of his chiet 


assistants, is a man fully qualified to speak on the subject of the selection and 


sale of office furniture. 
of very considerable interest, and will no doubt get many suggestions from it that 


Readers of OrricE APPLIANCES will find his article one 


will stiffen up their optimism in the daily routine of business life. | 


FFICE 


has become such a necessity during 


furniture of a modern type 
the past five years that no business 


afford to be 


and dealers in the several lines must recog 


concern can now without it, 
nize the conditions existing today to suc 
cessfully compete in this important branch 
of business. 

In selecting office furniture, such as filing 
devices, desks and chairs, four points should 
be considered by the dealer: first, the qual 
ity of the line; second, its publicity; third. 
its completeness, and fourth, the co-opera 


When I 


namely, to 


tion of the manufacturer. selected 
my desk had 


agency for a 


lines, I one aim, 
high grade 
line I di 


into 


obtain the good 
also a good medium 


desk 


concern 


line, and 
vided the 


classes, as a 


manufacturers two 


which makes high 


grade goods does not care to put its time 
in making medium price desks, and like 


wise, the medium price manufacturer has 


not the facilities to turn out high grade 
goods. Now in selecting a line, I always 
take a trip to the factory, and see and 


study for myself how the goods are made 


The first thing I hunt is the glue pot to 
see if the glue they are using is made in 
a brass kettle and fresh every day. I fig 


ure that the grade of glue used is very im 
portant in desk and 
its ability to stay together after it reaches 
inclined 


the construction of a 
the customer. Some concerns are 
to use the old glue after it becomes col: 


This is a mistake, as it does not have the 
proper strength after it once becomes cold 
and the agent is the one who suffers 
desk comes apart or the veneer cracks afte 
it reaches the customer. The next thing | 
see is the dry kilns to find in what mannet 
the wood is dried. After that, I go through 
the different departments to learn to what 
extent good workmanship and fidelity to 
details is used in turning out the goods 
Having rules, I take th 


agency for a line of goods, and I am ready 


followed these 
to stand by the line so long as it proves 
satisfactory, and I guarantee and stand back 
of every piece of furniture I sell. Of cours 
to do this, you must know your lines. ! 
figure that a satisfied customer will tell | 

friends, and they in turn will come to y 

for their The trade I am after 


is the future, for this is 


furniture. 


where we g 


success and profits 


Pointers Wrought from Experience on the 
Handling of a Furniture Department. 


By George B. Wray. 
Now in selling and displaying furniture, a 
great deal depends on the show room and 
the way the goods are displayed, for many 


times a good display sells the furniture 


Constant changing of displays, I find, is a 


great advantage, not only in the show room, 


but in the windows also. One thing must 


be done, and that is, the elimination of dust. 
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not only on the outside of the furniture 
but also in the drawers, pigeon holes and 
penings lso the brass feet, handles and 


label holders should always be shining 
[his is especially important with mah 


| 


1eTé d Oana 


gany 
nd weatl 
Pays to Follow Up Purchases. 


In delivering furniture to a customer, | 


make it a point to carefully inspect every 
piece that leaves our store, and see 1t t 
s properly placed on the wagon for sat 


found that it 


lelivery. 1 


np a delivery, as the 


have pays to ft 


pure has 


1 
he gets the desk in his office 
discovers that the old chair 1s not in Ke 
ing with the new desk, or he needs a new 7 
filing case or a table to give his ofhce a ' 
more up-to-date look. These sales | have 
found in many cases to be m ib | 
than the first sale, and even if one does t 
sell a thing, it demonstrates that 
terested in seeing that the cust 
tirely satisfied. In many instan 
reach the office, the purchaser is 
dary as to where to place his put S¢ 
[ am called upon for suggestions. By g 
ing them in a diplomatic way, | 
mend that the desk be placed 
place, and he then finds that he roon 
for a table or an additional chair, filing 
vice something that he need Such sales 
are profitable, as his friends wi I 
compliment him on his office, wl : 
fine advertisement 
In selling furniture I never try id 
customer up, nor do I try to s ist 
mer a $150 desk where a $75 des 
When a customer comes to me and explains 
his wants, I put myself in his ind 
try to interest him in furniture that will 
not only be serviceable, but 
isfaction. I would not have hin whet 
he enters his office, that I had t hit 
into something that cost more t his 
business could profitably afford. big sales 
are a source of satisfaction, but a tisfied 
customer is of more import 
sults in future trade and a perso! eling 
towards one, which commends 
friends 
A Story and a Moral. 
Not long ago, I walked into t 
a iarge concern and found that s 
before they had placed their want 
firm had loaded him up wit $72 
worth of filing devices, and a syst 
which he was not getting th 
expected, and he was “ready 
everybody out that came in talking system 
After some persuasion, he consented 
listen to me, and I sat down and 
his entire system. I simplified it 
him to such an extent that his wv 
demanded a little over $200 
and supplies. I then offered 
dispos f the surplus stock for gl 
? 


offer 


which 
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he in turn proposed that I take all tl get a proper view of t il him my stack covering this system with 
other goods and put mine in their pla In displaying chairs, I ha t the guides and everything pertaining to it 
This | nsented to do, and in a shor ver my show-room, irranged in the different drawers, the label 
1 his fi sposed of and he i gether, but so placed that the stomert holders having printed labels showing the 
vy using ours. A month or so afterwards iccidentally drop into one subjects. This idea appeals to the custo- 
1 gentleman cam to the store, walked feels comfortable, his int t is ar mer, as he sees his scheme worked out. 
back to my desk and sat down. He gav and in many cases I clos¢ g] Sometimes some changes are made, but 
me his card and said that he was in th the spot. I think it is also a good itd the appearance and the system stands be- 
market for an entire office outfit. We went have model offices fitted up, showing at fore him, and the sale is quickly secured. 
up stairs to our show room, <nd after I tire outfit ready for delivery th a neat Instead of the buying being a bore and a 
had shown him my entire stock, he gave display card stating the p1 f tl ent strain on both the customer and one’s self, 
me an order for over $1,000 worth of fur outfit. There are many buyers w cou it is a pleasure. The customer’s time is not 
niture [ was amazed to realize how easily in with the intention of fitting up an off wasted while you build up and tear down a 
the order came to me, and my curiosity but with no idea of what they want only stack to suit his ideas, hunt cards to show 
was aroused. I had hardly returned to that they do not desire to spend over a him the system and many other things, 
my} desk when the te lephone bell rang, certain amount. You can show a custome! and consequently he has time to look 
and my friend whom I had helped out with your model office and he sees just what he around and see your other lines. This also 
the filing devices said: “Mr. Blank is down wants. Now perhaps this amounts to more demonstrates to him that you and your 
n my e and has just told me that he than he desires to pay, so you suggest t store have the facilities for giving the right 
has placed with you his entire office out take out a certain piece and then he sees kind of service with every sale. 
fit order, and I just want to say that I sent that the office looks bare without it, d Don’t Neglect the Supplies. 
him to you as an appreciation of the set e wants it returned, and gives you 
wine vou. rendered anc a short tims ano.” rder for the entire display. Displays lik [ have found that a great many houses 
nels these atders have since heat wibied this not only save your time. but also that Which sell filing devices neglect the most 
éonsiderabiy. besides the advertisement } vour cashes. tt ateen bab tees important part of the sale from the money 
got through the public seeing this offi ery up-to-date and makes purchasing eas} point of view, that is, the supplies that go 
which I fitted up. Thus the service I ren tor what is to coulieled ak to tale a with a cabinet or section. They exert all 
dered was the means of pulling for me not mer into a show-room where there are 25 their efforts to sell the furniture and let 
nly two good friends, but profitable sali 6 deske tales as meee Chaite. their competitors sell the supplies which is 
sill diene one dozen or mote taliles ead 90 tect of | the cream of the sales in filing devices. As 
“ae eo 1 lnaded ancties eale of levices, and expect him to purchase a an illustration take a four-drawer vertical 
filing ices that ran over $3,500. This fice outfit? It is not only hard for him cabinet. The supplies for this cabinet will 
sale was made without any competition but gives him the opportunity for an argu consist of one set No. 160 alphabetical 
Wher tained the information of th ment as to why this piece is more and press-board guides, one set No. 160 alpha- 
contemplated purchase, I went to the se that piece less. One thing I always betical folders, 500 blank folders, one-half 
retary of the company and offered him my {to keep clear of is an argument with cut, also, when his file becomes full, he 
aeeutoes found that he was a very busy cystomer: I use all my energy in showing Will need transfer cases, another set of al- 
man. so I set to work and laid out his en the workmanship and the p ‘nts about the Phabetical folders, and 500 one-half cut 
“ itfit, illustrated and mapped out in fyrniture, andethus get him so enthusiast folders. The proportionate discount to the 
sucl vay that all he had to do was t ver it that price is a minor considerat dealer is greater upon these supplies than 
lay my istrations before the board of di Arrangement of Filing Devices. upon the cabinet. Besides all this, it brings 
rectors They were clear, prices opposit« In arranging filing devices I use tw the customer into the store, keeps him 
eacl it fit and they could see what it schemes. On one floor of our showroon away from the competitor, who in time 
would cost to install each department wit! I have every piece of sectional sections might replace your cabinet with his own 
Flos rhe result was. I obtained the en made. arranged together, name ly, the verti and spoil your chances for other sales. 
through the service I gave t cal uprights on the same idea,,and the - Thus it is important that one should not 
the secretary small cabinets on top and around them s only have a bright attractive store with well 
Service the Important Point. that the customer can see every section or displayed stock, but salesmen, who, when 
‘ d service is ne of the most import cabinet On another floor I have a large they sell an article can sell everything that 
iN selling furniture. The cler table with easy chairs around it, and in belongs to the system. Also, salesmen 
2 ild be well versed not only front of this table I have arranged ten sys should study not only their stock, but be 
line, but also his competitors tem stacks of systems that are the most familiar with the quality and prices of the 
Also the salesroom should not be crowded popular in us« If a customer comes in stock of competitors. 
The furniture should be well displayed s and desires to see a stack of filing devices In being true to the interests of the cus- 
that the customer can see it from all angle that will be suitable for taking care of hi tomer, one is true to one’s employer and 
and not have to look over other goods t mail order and follow-up system, I show to one’s self. 


Responsibilities gravitate to the person who can shoulder them, and 
power flows to the man who knows how.—Elbert Hubbard. 









































Sales that were Lost—and Why 


There are mighty few men who have a more intelligent conception of the 


selling game than W. J. Mullin. 


and has a genius 


furniture game right from the ground up. 


“6 ALES that were lost. And why 

An editor throwing out such a bait 
is liable to catch any kind of fish 
sill Barcley no 


(according to 


If all salesmen were like 
sales would ever be lost 
Bill). sill sold a seasonable line to the 
dry goods trade. In the periods between 
trips Bill was a constant victim of letters 
and telegrams from buyers asking him 
when he would arrive and accept their or 
ders. (This according to Bill.) 

Bill’s elation finally led him to fix up a 
“dummy” order book, containing orders of 
fabulous size from well-known concerns, 
and diverting any crowd of salesmen he 
found himself in by flashing his bogus 
book as a token of his prowess 

One of Bill’s competitors finally became 


weary and laid for Bill. He fixed up a lot 


of bogus signed orders, which for size 
made Bill's amounts dwindle to thirty 
cents. 


sill’s reckoning came at the conclusion 
of one of his usual blows to an assembled 
crowd about having cleaned up everything 
on his way west, and leaving nothing for 
his competitors but expense accounts. 

“Bill, you are an infernal liar,” said his 
competitor in the group. “Here are signed 
orders from all the principal people you've 
seen for four times as much as you say you 
sold them, together with a statement from 
each that they turned you down entirely.” 

sill quit his old game. 

A little more about Bill: He was one 
of those cheerful, transparent liars who are 
sometimes absolutely refreshing in a desert 
of painful truths. His lies never hurt any 
one because Bill was such an unsuccesstu 
prevaricator that his hearer saw through 
the mist on Bill’s brain at once, and could 
only smile. 

Bill was absolutely without tact, and his 
memory was only an inch long. Thus he 
was void of the two strong attributes of 
the successful bogus truth peddler. 

The last time I saw Bill was on an In 
dianapolis street, some years ago. “Hello, 
Mullin! Still dubbing around in these lit 
tle towns, are you? I don’t have to do that 
any more as I have such a big trade that 
Indianapolis, St 
No more 
The con 


subjects for 


I spend all my time in 
Louis, Cincinnati and Cleveland 
cross-roads towns for me.” 

versation, drifted to other 
about ten minutes until Bill suddenly pulled 


out his watch and remarked, “Say, I've eg 


for describing what he sees and hears. 


All Sales Cannot be Won, but Many Are 
Lost by Default. 


By William J. Mullin. 


to make that one o’clock train to Posey- 
ville!” 

Excuse this somewhat lengthy allusion to 
Bill, but the other “Bills” in the selling 
game make it hard to deduce the actual 
facts about the orders that are lost. And 
further, would this genius-salesman make 
with you if the burden of 
orders?” 


much of a hit 
his conversation was 
Don’t you like better the man who keeps 
quiet about his failures and buoys you up 


ever “lost 


with his stories of successes won? The 





W. J. MULLIN. 


atter means optimism and optimism in 
stills enthusiasm and enthusiasm means do- 
ing. Do not understand this last para 
graph to be a testimonial to the salesman 
who does not stick to facts 


A Hard Sale to Lose. 


In the office device and furniture line, 
unquestionably the thing that brings keen 
disappointment to the earnest man is the 


iss of the sale that he didn't know any- 


He is a keen, analytical thinker, a close observer 
He knows the office 
Readers will enjoy Mullin’s article. 


thing about (?). Yes—these are sales 
and there is no compensation whatever t 


be derived after the thing is over 


I remember being for months next doot 
to a large real estate office which looked 
from the outside a likely prospect for sys 
ten and furniture. As I would pass the 


place every day I would say to myself, “I 


them when I have a 


will run in and see 
few minutes vacant.” 

Meanwhile I was working on mors I 
less precarious prospects somewhat distant 
from the office. 

It was joy (?) to come down the street 
one day and find a competitor’s wagon 
backed up to the curb with a few hundred 
dollars’ worth of cabinets aboard, intended 
for the office I had slighted, but which my 
competitor hadn't. 

It doesn’t make a desk man feel good t 
see a load of his rival’s going 
into a new office, the tenants of which the 


furniture 
aforesaid salesman did not take the trouble 
to run down in advance. 

Any salesman of system or furniture wh 
prides himself on being on the job has his 
pride hurt when something like the above 
is put over him. 

In the case of the good men the hap 
is usually on account of this trying 


pening 
territory, which of 


to cover too much 
course prevents close canvassing. 


As to the other class of salesmen, the 
hook-worm kind; they would overlook 
prospects were their territory confined sim 
ply to one city block. 

Reckoning the Human Factor. 

Coming now to specific sales which are 


lost in competition and on which possibly 
several device or furniture men have work 
ed, we are met with the human equation in 
salesmanship, i. e., the personal touch as 
between the various sellers and the buyer 


and herein lies the difficulty in arriving at 


an analysis of the various sales all us 
have lost, particularly when our lost sale 
meant that the other fellow’s won sale gave 
the customer a much inferior articlé 

About the only way to come n 
alyzing these lost sales would be to have a 
set spiel of each of séveral devices for di 
ing of the same thing, talked into a phono 
graph in a even monotone by one uninter 
esting individual and then leaving the pros 
pect alone in a room with the phonograph 
and the devices. This would eliminate the 
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TRADE 


HOLDERS 








A system of 
Units, that build 
up to meet the re- 
quirements of any 
business or pro- 
fessional office. 

For Elegance of 
Design and finish 
these Little sec- 
tions are in a class 
by themselves. 

There are twen- 
ty-two kinds of 
sections for every 


filing and indexing 


requirement 


“500” Line 


Business Batteries 


LITTLE SECTIONS 
FOR BIG PURPOSES 





Get posted on the 
possibilities of 
this line—write 
now for booklet 


“500 ”’—and dis- 


count to dealers. 








FOR 


Busy People 











Wes Sectional 
Bookcases 


If you believe in selling 
goods on merit, calling your 
customers’ attention to the 
details of construction, which 
are of vital interest to the 
consumer, you will sell and 
recommend these cases with 
their perfect Equalizer or 
Door Guide, Steel Reinforced 
Book Shelf and Dust Shielded 
book space. 

They will give your cus- 
tomers lasting satisfaction, 
and the prices are right. 














Desk 


No. 555 


Patent 
Applied 


For. 


Gelden or 
Weathered 


Solid 





THE S/es- MANUFACTURING CO. 


161 Union Street - : 


- MONROE, MICH. 


' PRODUCTS 





No. 1220 


This is the ‘‘quality cabinet’’"—Pan- 
elled all around, Quartered Oak Front 
and Top. 

Drawers roll on Double Roller 
Bearing Support—no_ friction, even 
though laden to capacity. 

_ You can sell this file at a compara- 
tively low price—at a liberal margin 
of profit. 









Wee 
Swinging 


Desk Stand 


is a handy Extension to any desk; for 
typewriter, reference books, etc, 


Top, 14x18". Golden Oak or Birch 
Mahogany. 


Shipped K. D., packed singly in 
compact box. 


WW Filing Desk 


performs the functions of any 
assortment of files and a 







-modern flat top desk. 


There are nine kinds of draw- 
ers for filing letters, index 
cards, checks, documents, 
blanks, electros, etc. 

Any variety or combination 
of these drawers may be had 
in one desk. 

Solid Oak— Golden or 
Weathered or Birch Mahogany. 

Roller Bearing, Dust Proof 
drawers. 

Write for Catalog and 
Dealers’ Prices. 


NEW YORK OFFICE: 


; 108 Fulton Street 
A. H. DENNY, Mgr. 
(Address mail to factory). 
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human touch in part only as the monoton attacking the prospect again, while the one [ remember one of this 
ous phonograph might irritate the buyer to of the number who perhaps is last but who desk His argument ran son 
the point of refusing to buy any of the de returns to the attack day after day with- this (Hitting the bed a 
vices shown. out letting up, batters down the citadel and fist) “That’s a good desk 
The personal touch being then the es- Walks away with the order. For it is much “Wherein is it good?” Ans 
sence which brews or loses orders, granted like hare and hounds—the one who has the know, but it’s the best desk 
that the various goods offered approach endurance finally corners the prey and gets etc 
each other in value the qualities necessarily trophy Customer placed his order wit! 
a part of the successful salesman vary So far as office devices are concerned,  §rm’s man who showed him that 
somewhat according to the commodity most buyers in the cities are shrewd—they were so dovetailed that they 
sold. certainly get plenty of coaching on the come apart; that he was getting 
The seller of beans needs not as much merits or demerits of this or that part or — pyiny up top and bed, and so on 
technical knowledge as he who sells the Machine. And many a salesman has lost Reverting to what is peculiar! 
modern office utensil, but he needs all of the order long before ge cane Come Re bee tn the cate 
the other attributes which the device seller cause he showed himself weak in knowl- ial Ghaies: Edecations® mack 
has, as the bean seller on account of the edge, or Supporting himself on test or ioe and saving the order is 
character of his ware is likely to be wholly Pertinent question asked by the prospect, thoush mot in so reat denres 
dependent upon his salesmanship qualities even though his device as a whole was the more cemelicened eeticns 
if he is to take the sale away from com first class. “System” desks and chairs are 
peting men offering the same grade and | think that in the device business two gagilesiay ond tha Sims eke 
exactly the same terms, whereas the devic: essentials only will save more orders than dea th intelligence are the 
man relies often on his knowledge of th all other a —* =. ys as? save the order from being lost 
intricacies of his scheme to pull his sale — song Bs of device and hard and lL ctertell this esticle la ak 
through,—away from the fellow who does Persistent work mare i 
not know the system he is trying t Wk The salesman with these traits has his edinearene. about orders that whan? 
; . al; order saved with the average fair-dealing Un ud I’ve got off the track 
but may be long on other qualities 8 i 
: buyer long before the final time of the ac clined to think that perhaps a bett 
Sales Lost by Default. enn’ placing. would have been: “How to k 
Granted that two or more devices ar To illustrate the value of the two quali from being lost 
practically equal utility, and the salesman _ ties mentioned above: How many employ Knowledge 
exploiting them approach each other in_ ers in this line have engaged novices wh Plus 
knowledge and personality the sale will b: in personal appearance were Adonises, and Hard work 
lost by default to the ones who after hav in manners Chesterfieldian, and yet who Plus 
ing made a first strong talk and convinced would not, or could not, familiarize them Persistency 
(?) the buyer, are lax in sitting back and selves with their product. And how soon Equals 
awaiting some further development betor: vas their fall, and with what a bump? Saving the order 
A Chi 
icago View of Office Furniture 
Mr. Marshall believes that “brevity is the soul of wit,” but in the subjoined 
short expression of his views will be found the meat of a large idea. He is a 
man who sets a very real value upon time, as indeed he must, for his duties 
are so varied and quick judgment is so necessary that it is Mr. Marshall’s habit 
to speak directly and to the point at all times. Although it is short, the fol- 
lowing article is a valuable contribution to the present number of Office Appli 
ances. The writer of it speaks from experience and close observation of the 
business of one of the largest concerns in Chicago. 
By L. T. Marshall, Mgr. Stationery Dept. - — 
From our poinc of view there are tu Marshall-Jackson Company, Chicago. the “supply business, whicl 
separate ways for the stationer to handle a ee lished seems to grow rapidly 
furniture business. One where it is han We have contented ourselves with the Generally speaking, thers 
dled as a distinct department, the other ders received from the man who knew tively, a small profit on the 
where.the material comprising the line is what he wanted in a general way the other hand there is a very 
handled the same as a lead pencil or blank By a series of mutual educational talks on the supplies and, therefor 
book. In other words, on the commodity all of our floor salesmen have become con in all, we feel that it has n 
basis. The former requires expensive floor versant with the card index and vertical us to have added a line of furt 
space and high priced experts, the latter a file jdeas so that a prospective customer stock. 
limited floor space for samples and a smal! can find in our establishment sufficient in This has been accomplished 
investment—that is all telligent attention to enable him to come to _ is full of filing device concerns s 
It is the latter plan wherein our experi i decision to the consumer. Therefore, we | 
ence lies. Therefore, the large sales requir We have experienced a constantly in would be doubly advantageous 
ing expert advice as to method, arrange creasing sale for cabinets of all kinds and able to the man in a city of n 
ment, system, et have never been irs es, but our greatest reward has been in where that ndition does not 
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42 MAKE MONEY—The shrewd buyer always selects the 
BEST. His experience teaches him that when he sells a 
customer a reliable Desk, he always comes back for more of 


the same make. 


THE LINE WITHOUT A PEER 










pease Grades: 
Material. 
Extra Choice, 
Best “A 
Construction. Choice, 
Medium, 
Best 
Cheap. 


Finishes. 





; Sanitary No. 3245 


ETTE 


All designs of Desksand Tables for Offices, Pigeonhole Cases, Letter Press Stands, etc. 
— Typewriter Desks, Cabinets and Tables. 











Sliding Door Sectional Bookcases 


DESKS 


The J. Dornette & Bro. Co. 


Cincinnati, Ohio 
Group No. 10 SEND FOR OUR CATALOGS 





















































Leaks and Losses in the Furniture Department 


Fred S. Lincoln, Inc., are the largest dealers in the general lines of office 


appliances in the District of Columbia. 


The president of that concern, Fred 


S. Lincoln himself, is one of the best known men in the line in the United 


States. 


suggestions are eagerly sought. 


He has made a conspicuous success in business, and his advice and 
He not only possesses business acumen, but 


also a degree of versatility which enables him to write strong, sensible copy 
for his advertising department—the kind of copy that pulls business for his 
store. Mr. Lincoln’s article will, we are sure, be read with interest and profit 
by dealers in office furniture. 


IGURING profits is nothing more nor 
less than computing savings. 


At the first reading this may ap 
pear to be so obvious a fact and so simple 
a statement that it merits ridicule, but do 
not let it amuse you to the exclusion of its 
full import. 

“A penny saved is a penny earned” 
means more than the toy bank 
applied in the larger sense is a big factor in 
every business. It means that that which 
is left after a year’s business, that which 
you term “net profits” after summing up 
the results of a year’s hard work, be it mil 
lions of dollars or only an increased stock, 
is built up penny on penny from savings 
on expenses. Had you ever thought of 
“net profits” in just that way? Hasn’t your 
more or less vague conception been that 
profits are profits, rather than that profits 
are savings, the amount that is left after 
all obligations have been met? 


idea, and 


Carelessness. 


Perhaps you are fortunate enough to cre- 
ate profits without being obliged to have an 
eye to wastefulness. If you are, you had 
better watch out or your competitors will 
overtake and pass you. Good things like 
yours do not last very long in these strenu 
ous times when folks never know what to 
expect from lively and ever-present com 
petitors, and anyway you are not making 
the most of your opportunities if you are 
taking only the cream. And here is some 
thing else, while on the matter of care- 
lessness of handling expenses. You and | 
both know men who, having gone midway 
on the road to success, seem to think that 
they need no longer give careful attention 
to details and consequently are men who 
have become free and easy with their O. K. 
on expense slips, much more careless than 
they were in the old days. But considering 
the matter from the viewpoint of the object 
of conducting business—can we ever af- 
ford to become careless? Granting that it 
is mighty hard to be mean or seemingly 
small ALL of the time and when things 
come easier, after years of grinding and 
skimming, and vetoing everything and any- 
thing that involves expense, it is decidedly 
pleasant to ease up and be a bit more lib- 


The Various Errors Which Go to Make Up 
the Sum Total of the Wrong Kind of 
Results in the Handling of 
Furniture. 


By Fred S. Lincoln, President, Fred S. 
Lincoln, Inc., Washington, D. C. 
careless handling of 
effective 


eral, but petty ex- 


penses is a very means of dissi- 

















FRED. S. LINCOLN. 


pating net profits. Be careful of the small 


expenditures as well as of the large. 
Habit. 

Next to carelessness, the greatest possi- 
ble opening for leaks is habit. Losses from 
this cause are so difficult to trace that we 
go on year in and year out charging them 
up as necessary expense under one head or 
another without realizing that they are eat- 
ing up profits unnecessarily. 

From the manager down to the last man 
a shake-up now and then is most beneficial. 
Of course it would never do to change 
every fixed custom of the house at the 
same time; first, because many of these cus- 
toms are good, and second, because it 
would disorganize the whole business. But 


every day and all the time a careful watch 


should be kept for the false method that 1s 
no longer useful in the general scheme, and 


as soon as one of these obsolete wrinkles, 


way, was considered a fine 


which, by the 
thing at the time of its adoption, but is now 


dead and in everybody’s way, as soon as 
the man on the hunt singles out one of 
these useless and expensive habits he 
should lop it off instanter. 

As long as the business takes its course 


the enthusiastic force is constantly sug 


gesting good things to do to help the work 
along. In a fair-sized organization there 
should be someone capable of seeing and 


competent to suggest some good things not 
to do. 
Eliminate the Non-Essentials. 


Take a day off now and then in different 


departments and move things about. It 
breaks up habits. On an average of three 
times a year we move our salesmen and 
bookkeepers and everybody else’s desk 


from the first to the second floor, from the 
front to the back of the building, or any 
that is available, just so they 
are moved. These shifts yield many sav 
ings. They bring to light quantities of long 
forgotten stationery; discarded devices that 
have outlived our requirements, though un 
still salable; lost 
price lists, memoranda, missing 
articles that have been set aside owing to 
their being incomplete; samples, and more 
than all of these, useless accumulations that 
must be clawed over daily, but which, dur 
ing these cast out and hauled 
away as trash, no longer consuming and 


where else 


injured and catalogues, 


parts of 


moves is 


wasting valuable time. 

Given a new desk in a new place and 
most any of us will feel like a new man— 
called on for renewed efforts. 

Routine grown old becomes habit, and 
habits in business produce waste. 

Snap Judgments. 

It is true that when affairs are large and 
business is moving fast, men have little 
time to deliberate on each action, but if 
you will rise above any one day’s work and 
survey it move by move you can find many 
things to improve upon. 

The fairly good manager does things by 
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“The Greatest 
Values Ever” 


In Our Twenty 
Years’ Experience 








See the Goods { 
and get Proof 


“July Exhibit” 


Fifth Floor 
Manufacturers Bldg. 


GRAND RAPIDS, 
MICH. 

















| LEOP OLD DESK CO., Burlington, Ia., U.S.A. | 











CHICAGO OFFICE 


243 Wabash Avenue 


FRED D. HILLS 
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» superior quality of workmanship and 
aaa and the beauty of design and 
finish of these chairs can be only partially 
conveyed by a half-tone illustration, such 
as is shown herewith. 


U9 aes 















But you can see the distinctive ear-marks of 
QUALITY nevertheless, and then when 
you have se:n one of the originals you will 
marvel at the elegance of the product. 


DEALERS: 


Let us ship you one of our justly famous Di- 
rectors Chairs for examination. The banker 
or business man whose business you are most 
anxious to secure, will have his heart set on 
that one chair as soon as he sees it displayed. 


It pays to handle the BEST—That's why it 
will pay you to handle “Marble & Shat- 
tuck’s Chairs. 


NEW YORK OFFICE 


815 Marbridge Block 
Herald Square 


A. B. HUNN 





Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial. 














Adding Machine 
Typewriter 
Phonograph 


Autographic 
Register 


Bill-Lading 
Machine 


Card Cabinet (size) 
Telephone 


Dun or Brad- 
streets Book 


Special Machines 


“As Convenient as Your Favorite Pen"’ 


My business is to locate your .Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 

aphic Register Machines and Small Card 
er om Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this “ad” and send 
it to me? at’s all I want, but I want 
you to de it now. HEND 

» 9 
Adjustable Table Co. trict teras, mcs. 
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precedent, by example, because it went 
through all right last time, because the old 
way has stood the test and a lot of similar 
reasons, and he annexes unto himself a 
reputation for quick thinking. Given a 
problem on any store requirement he will 
supply the answer quicker than the subor- 
dinate can grasp it. 

The real live wire manager does things 
because they produce results in excess to 
the cost. He treats everything about the 
store as a brand new problem. If he can 
apply an old custom to a given requirement 
and make it pay—he does it. But—and 
here is where good management comes in 
—if the requirement is the result of keep- 
ing up a custom he discovers the fact and 





shoulder methods. 


OOD morning! Your letter has 
been referred to the older bruin 
for a reply, as it is his province 


to look after the furniture department. As 
the late Mark Twain said years ago about 
a report of his death we can say with re- 
gard to your statement that we have as 
complete a stock of furniture as can be 
found anywhere, “It is very much exag- 
gerated.” We do carry a good stock for 
Canton, but in the larger cities there are 
concerns, as you well know, who sell noth- 
ing but office furniture. When you say 
that any of our force can convince a man 
that life is not worth living if he does not 
sit in a Baer chair or write at a Baer desk, 


it is a fine compliment, but there are “others,” 


and Baers’ do not sell everybody by any 
The report that Baers’ are making 
If the 


means. 
money should be kept very secret. 
government should hear about it we would 
be “pinched,” but we are entirely innocent. 
We are managing to keep business going, 
but are not likely to be arrested for vio- 
lating any of Uncle Sam’s laws, anti-trust 
or otherwise. 

When Baers’ started they purchased the 
business as it now stands from a former 
owner, and as it began as an office appliance 


q Co-operation, not compensation is the life 





down in the Canton den. 
ances business knows that the Baers of Canton 
lot when it comes to live, up-to-date, aggressive, vigorous, straight from the 
This interview is really the answer to a letter written to Mr. 
Baer, and it presents the views of Edwin I. Baer, who looks after the office furni- 
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eliminates both the custom and fancied re- 
quirement. 

For example, take your correspondence 
and examine your method of landing it. 
Did so and so’s letter require so long a 
reply as was dictated or was it necessary 
to reply at all? Couldn’t that time and 
stationery and stamp have been saved? Of 
course some letters demand a reply, but 
all do not, and a little discrimination along 
this line and similar lines will effect big 
savings. 

It takes a lot of stamnia to turn down 
your own desires for fine carpets, brass 
rails, mirrors, paint, engraved stationery, 
and the other showy things that make a 


big noise. It takes a lot of stamina to dis- 


ture department especially. 


store, there was a little furniture then in 
stock. 

Up until a year ago before we moved, the 
amount of desks and.chairs carried was not 
great. 

Office furniture must necessarily be in a 
place by itself. Desks, chairs, sectional 
files and like articles are bulky and cannot 
be shown to advantage except at a place 
on the floor together. The best way to 
display office furniture is to use as much 
room as possible, have the desks look as 
“life like” as you can; that is, let them 
be shown so that the prospective customer 
can see as much of the piece of furniture 
as room will permit, and as nearly as pos 
sible like it will appear in his Office. 

It has been demonstrated time and time 
again that photographs and catalogues will 
not sell furniture. Of course in a small 
city a dealer carrying a small stock or a few 
samples, if he should not have the size, 
kind or style in stock, frequently the pros 
pective customer will wait. There is no 
doubt that a great deal of furniture is sold 
this way, but the only way is to carry a 
representative stock. 

Baers’ have two show windows and us- 


ually use one of them for the bulky arti- 





Ove! again 


over and 


card and eliminate 
ideas and suggestions conceived by y 
self or put before you by employees 
outsiders. But if you yield on snap judg 
ment you are sure to run into wasteful ex 
penditures. In all matters involving ex 
penditures either of money or employees’ 
time, it will pay to be deliberate, to think it 
over, to reconsider. 

Leaks and losses occur mostly because 
of carelessness, set habits, and giving snap 
judgment. 

Correct these in your establishment and 
your net profits will increase in proportion 
to your success in handling and eradicating 


them. 


An Interview with Pap Baer 


The eldest bruin tells how he and the cubs handle their office furniture line 
Anybody who knows anything about the office appli- 
are among the very pick of the 


cles, such as furniture, special office devic: 
and the like, and the other is arranged 
the display of smaller articles and station 


ery. 
There is no question that the carrying 
office furniture aids in the sale of other 


goods, but this statement could be reversed 
The best way to answer that question is 
state that the complete store secures more 
business than without one or the other de 
partment. 

We cannot answer offhand your question 
about advising another to go in an office 
furniture business. Local conditions as well 
as the size of the store, amount of capital 
to be invested, the person to have charge 
of the stock and a hundred and one other 
details enter into the proposition which 
would necessarily be individual. 

Regarding Profit—Profit on office furn! 
ture is not as great as on supplies and smal 
articles, so far as the rate is concerned, but 
as the sales are larger, the same equalizes 


very nicely. 

There are a number of dealers who sell 
office appliances and do not sell furniture in 
the larger cities particularly, and then again 
the situation is reversed 


of business. 


























FRANKLIN 
DESKS 





Are RIGHT, and we want 
the RIGHT dealer in each 
town to have the EXCLU- 
SIVE agency. 


Our prices are RIGHT and 
you can get INSIDE prop- 
osition that is BOUND to 
get you the business, if 


you get in touch with us 


AT ONCE. 


Catalogue ard proposition 


for the asking. TODAY 


or ‘‘too late.” 
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FRANKLIN 
DESK COMPANY 


46 E. Jackson Blvd. 
CHICAGO 
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Filing Equipment 


is indestructible and fireproof 
Can be built up from a unit to complete service for the 


largest business 
Wont swell or stick in damp weather—wont shrink 
and warp in dry weather. 
Operates smoothly and noiselessly 
Made in all Finishes 
Write for Catalogue H-47. 


THE BERGER MFG. CO., Canton, O. 








Let the larsest 
table factory in the wo 
make your 


Office lables 


The St. Johns Table Co. has that largest With an initial order we send a full set 
factory and it is located in the heart of : : 
ae s of s 295 space-s s 

Michiana’a bast thiae- ot Taucnee tub legs for space-saving display. You 


combination of cost-reducing circumstan store the full height table legs and when 
ces, that makes possible the best values in a table is sold, have but six minutes work 
to loosen the corner bolts and change the 


office tables, that are possible to make 
S oh Ss £ .— Ts oO fron oO nor > 4 © 2 
St. Johns table mge isom. comms stubs. Every table is perfectly rigid and 



































single-drawer affairs in plain oak, up to 
4 } ’ : 4 . 
the kind for the ‘‘front office The fin husky enough for the strenous life. 
ishes are standard, the cut of the pattern : LE 
~ pay rr Se eens Catalog and sample finishes cheerfully 
J ciassy, cieéa ant a ractive ana th - ° ~ . 
quality absolutely guaranteed. uncond furnished to established office appliance 
tionally lealers. 
r 
St. Johns Table Co. 
CADILLAC, MICH. ; 
aon wa ee 
es ee a <a 2 —s _ 
| it | 
| iy lt Wk __ 
es 
| No. 2% No, 28 No. 46 No 51 No 20 
86.00 to 89.008 Oak or Mahogany Qtd. Oak, 42x84 Qtd. Oak, 5-Ply Top #2 50 to 83.59 
85.00 to $10.00 22.00 4°x72 820.50 















































Sale of Office Furniture Through Stationery Stores 


O BE able to read and interpret cor 

rectly the trend of the public mind 

spells success in business or politics, 
and the public mind has shown an unmis- 
takable leaning toward supplying its wants 
in office furniture from the same source 
that it has been buying its stationery and 
special devices. Therefore the stationery 
dealer who has recognized this growing 
tendency upon the part of his: customers 
and has gone into the office furniture busi- 
ness, is reading the times aright and will 
find a good place to enlarge his business. 

I do not believe in following the lines of 
least resistance as much as I believe in fol- 
lowing the lines of greatest attraction. The 
office furniture business first appealed to 
me as the best means of getting started 
with a new customer. A new office is to 
be opefted, and the buyer goes out to buy 
his desk. After calling at severat places he 
finally reaches a stationery store. Here he 
ought to find a desk desired with a few 
improvements such as a vertical file and a 
card-index drawer, and demonstrated by a 
salesman who understands filing systems, 
bookkeeping demands and the general uses 
of a desk. The customer is usually a man 
and a man is usually constitutionally op- 
posed to shopping, so if the salesman ap 
proaches the subject properly he will fee! 
relieved that he can take the recommenda 
tions of an expert in office materials, and 
will gladly buy the desk, and will welcome 
the suggestion that he buy a filing cabinet 
along with it. 

Then, of course, he feels that a load has 
been lifted from his mind and when the 
suggestion is made that he needs an ink 
stand and blotter pad he is usually willing 
to equip the desk right then and there, and 
thus his account is started. 

I find that an account started in this 
way, through the sale of the original desk 
and outfit, will stay with the house more 
loyally than a customer that has been won 
after scattering his trade through all of the 
furniture stores in the city. 

Office furniture is such a concrete object 
that the office man thinks it worthy of his 
most careful attention, and when a sta 
tioner can offer his the newest style and 
handsomest arrangement at a price which 
does not appear excessive, the stationer 
wins a place in his esteem at once that it 
would be hard to win by even years of 
right dealing in small objects and little 
items that pass by his attention without 
more than passing notice. 

The stationery business in itself is only 
profitable when the business can be secured 


without heavy selling or advertising ex 


By Roscoe M. Breeden, Salt Lake City. 
pense, or in great volume, so that when it 
comes as a resultant from the sale of of- 
fice furniture, which will stand selling and 
advertising expense, it is really the thing 
to strive for most earnestly. 

For a long time in our town we have 
been trying to get the business from a large 
office but without avail, until finally they 
moved into a new building. We proposed 
a new office outfit and in working out the 
details we had to take over their old equip- 
ment, which we handled through a second- 
hand furniture dealer. The outfit was so 
fine, the desks so much more beautiful than 























ROSCOE M. BREEDEN. 


the old, and new filing cabinet was so con- 
venient and well arranged, that everybody 
was delighted. We now have their entire 
stationery business, as well as that of sev 
eral of their friends, and in the year the 
stationery account is apt to amount to 
more than the whole furniture bil! 

I believe the office furniture department 
is the best business-getting factor in my 
store 

A New Business Being Developed. 

Che elimination of the printed book and 

fiction, the addition of office furniture, and 


the development of office mechanical de- 


( 


vices, together with the development of the 
expert salesman in devising office systems, 
is going to be the means of developing a 
new business of much larger proportions 
and of greater value to the commercial 
world than the term “Stationery” ever con 
templated. 

The value of specialties to the stationery 
store is sometimes questioned, but I believe 
they are very important as business get- 
ters. A salesman soon loses his energy in 
trying to sell ordinary small articles for 
office use and soon fails to secure a good 
audience with the buyer, but if he has some 
specialty, preferably mechanical, that will 
draw the attention of the customer, and is 


the means of opening an argument, he can. 


find an opening that will result in some- 
thing better later on. The selling and in- 
troduction of a new device is rather expen- 
sive and unless the device carries with it a 
special trade in supplies, it often looks like 
a loss in handling such an article, but the 
display of this device has shown the town 
that you are getting new things, and the 
result is sure to be felt in an increased call 
over the counter or on the telephone. 

The trend of the public mind is so 
strongly toward the stationery store for of- 
fice furniture that I cannot say what par- 
ticular method we use for securing furni- 
ture business. I do think that every office 
man will admit off-hand that he is not satis 
fied with his method of filing, and it does 
not take much of a salesman or much ad 
vertising to get a man into an inquiring 
frame of mind upon that subject. After 
that, a good display set and a few sugges 
tions as to the convenience of the plan 
usually gets the order started. 

We are gradually selling higher priced 
desks and chairs and find that it was in our 


minds and not in the minds of our trade 


that the cheap desks were the ones that we 
could sell. We approached the furniture 
business with some timidity and saw the 
enormous stocks that the furniture stores 
carried in display. The first carload of 
desks were the cheapest in the line, but the 
last have been the highest priced, and they 
sell just as well or better, because the aver 


age office manager wants something good 
and it is all the manner in which it is 
shown to him as to the quality he will buy 


We also find that the furniture stores 
usually buy but one of a kind, and suggest 
to the stationer that he has fewer styles 
but more of each kind, as for instance an 
eastern concern opened up here recently 
and were overjoyed when they found 
we had six desks of one style in stock s 
that they could outfit uniformly. 
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Inter-Inter Filing Cabinets 


A System of Interchangeable Interior Units comprising 
every modern filing device—A Series of Outside Cabinets 
having open spaces to receive the units. 


The various filing devices are arranged 
in units of standard dimensions, made 
interchangeable so that any desired com- 
bination can be produced. 

The outside cabinets are made in four 
widths —15 inch, 18 inch, 21 inch and 
28 inch; and four heights—full size, with 
four openings, 52 inches; three-quarter 
size with three openings, 40 inches; one- 
half size with two openings, 27 inches, 
and one-quarter size with one opening, 
13} inches. - High and Low Leg Bases are 
provided for all sizes. 





This construction enables you to 
select and arrange a cabinet to suit 
your own requirements—with all others 
your requirements must be modified or 
changed to suit the cabinet. 

The beautiful wood, fine finish, supe- 
rior trimmings and uniformity of appear- 
ance make the Macey Inter-Inter cabinets 
the most attractive as well as the most 
practical office equipment ever devised. 

Catalogue No. X-4210 on request. 
Trade discounts to reliable dealers. 


SMieNiacey €o 





GRAND RAPIDS, MICHIGAN 




















Typewriter Demon- 
strating Stand 








IDEAL 
Tubular Stands 


complete the usefulness and convenience 

of such office appliances as adding mar 
chines, typewriters, envelope seai- 
ers, stampers, letter dupi rs, 
coin counting, changing and as- 
sorting machines, laundry mark- 
ers, phonographs, dictation and 
transcribing machines, letter cop- 
lers and other office yon eng 
machinery. Rog be nye gr ny 
stronger, lighter, more , and in every 
way superior to any other kind of 

for business office “ye 

4 They are made of cold-drawn. ; 
less, aus “tubing, nis finished; trim - 
mings nickel plated and feet se equi: 
with easy revolving casters, at will net 
mar the floor, or with Ces de <4 
feet, or rubber tips. 

{ The typewriting demonstrating stand, 
shown, has a revolving table top, which 
can be locked in position so as not to re- 
volve, permits demonstrator to show all 
sides of machine without moving from 
one position. Every retailer of these de- 
vices should have them on his floor. 

i you are interested in a stan 
will increase the value of your product 
send us your specifications and we shall 
be pleased to submit sample with quota- 
tions. 

The cuts herewith show but 3 

of a great variety of Styles. 

prin stands are used by most of the 
mows adding machine manufacturers 
and manufacturers of other business office 
machinery. 
For further information and 
catalogue write the 


Fowler - Manson - Sherman 
Cycle Mig. Co. 
Lake and Peoria Sts., Chicago, Ill. 





Typewriter mounted on our Stand. 








Comptograph Adding Machi 
Ke on + Stand. 1. 





























A Dealer’s Suggestions to Manufacturers 


HE manufacturer as a rule neglects 
his dealers in the most vital particu 
lar. He will expend the proper 


amount of money and devote the necessary 
time to his experimental department—wil! 
send men out on the road who are the per 
sonification of affability and who have a 
the salesmen—will 
get out fairly good catalogues, but unfor 
tunately in the great majority of cases his 


qualifications of good 


usefulness ends there 
The manufacturer should keep in touch 
He could and 
to his 
His office could 


with his dealers continually. 


should be a teacher dealers 
and the dealers’ salesmen. 
and should be a general “Clearing House” 
and the 
to 


through 


great 


dealers’ selling 
of 
manufactures 
dealers. The 
educational department 


his opinions 


for 


exchange views with reference the 


goods he for sale 


those manufacturer should 


create an with an 
expert at head—a 


School,” so to speak, to which department 


its “Correspondence 


every dealer should be encouraged to sub 


experience and his selling argu 


This data, together with the manu 


mit his 
ments 

facturer’s 
“Bulletin” 
the better) to every one of his dealers, and 


the 


notes, should be embodied in a 


and sent regularly (the oftener 
dealers’ criticisms encouraged 


Create in your dealers interest in your 


goods; educate your dealers in your line; 
help them to move their stocks and it will 
result in the dealers changing lines less fri 
quently. 

its “Bulletin 


The “Clearing House” and 


would prove of vast benefit in many ways 


All dealers have slow moving articles—a 
desk, a chair or a file may have been on 
the floor a year or more, increasing th: 
expense of selling on the entire stock, and 
yet that slow mover has merit. The pu 
pose of the “Correspondence School” would 
be to encourage dealers to ask advice as 
to moving these items, and if the manu 


; 


facturer were in continual touch with all ot 


his dealers, some of them could tell why 
they have no difficulty in making popular 
that very article which others find a “Whit 
Elephant.” Two desks, perhaps very sim! 
lar in appearance, sell at a marked differ 
ence in price—educate the dealers as to 
this, because often they will be able to sell 
the higher priced desk if they are in pos 
session of the proper arguments. This ex 


change of views and teachings through the 


“Bulletin” would prove of inestimable value 


to all dealers, who are in reality the manu 


facturer’s salesmen 
The manufacturer, his salesmen, the deal 
are benefited by 


er and the consumer, then, 


s “Correspondence School.” 


By H. F. Chapin, Manager Furniture De- 
partment, Kilham Stationery & Print- 
ing Company, Portland, Ore. 
has been said that one dealer has 
been unable to 
desks in which another dealer has been ex 
that 


stance, it 


sell a certain line of office 


tremely successful, simply because 
desks required a certain line of talk which 


Why? 


educate 


the unsuccessful dealer did not use 
the did 


him as to these points 


Because manufacturer not 


It is not enough that the manufacturer's 


representative calls upon the dealer once 











He 


work as possible—he gets the 


in three or six months does as littl 
“missionary” 
dealer's order as quickly as he can becaus 


He 


house's 


he is “going out tonight.” must travel 


quickly to meet with his require 
ments of a If he 
; 


leave a few selling points behind him, h 
the ll 


record does attempt to 


dealer so full in such a short 


that 


crams 


time their value is lost—be- 


space of 


the dealers’ salesmen are continually 


must be 


hanging and new ones regularly 
educated And unfortunately there are n 
valuable “Bulletins” on file for their guid 


Who suffers? Manufacturers of 
cialties could not successfully market their 


pre rd 


Cle 


Ince spe 


icts without their “Bulletins” and their 


Houses.” Then why should not 


iring 
such a department be of value to the office 


desk and the office chair lines: 


1 


If the manufacturer will create his “Cor 


respondence School” and get the “Bulletin 
Habit” the dealers would be enabled to sell 


more high gradé office furniture—an end 
we are all striving for and which will make 
more customers satisfied and more’ profita 
ble business. An order taker can sell cheap 


takes a salesmat 
It’s 
Manufacturer, to assist the dealers i1 


You know 


else S< 


furniture, but it 


high grade furniture up to yi 


ating “rea salesmen. 
better than 


up to you? 


wares anyone 


shouldn’t it be 


Manufacturers too often make th 


of withholding from the dealer informat 
with reference to new patterns and char 


which they are bringing out from 
to time, until such time as their tr 
ing representative makes his next 
lars round They figure that 
their representative in a position t 
ter interest and more certainly to sé 
dealer This is all right, but does 
more harm than good 


In the Matter of Freight. 
Another Sli 
freight is an 


iggestion: In many dis 


important 


lem. It should be a part of the maz 
turer's business to keep thoroughly fan 
with freight classification and 


yn I 


post his dealers in this connecti 


is an hanging and a difficult pr 


ever-< 
and, logically, should be solved before 


ment 1s made at the point of shipment 


not after shipment is made at the p 
destination, and the manufacturer s 
assume the responsibility f so pa 
and shipping his goods as to cause 
least possible expense of transportat 
his dealers \lost manufacturers end 
to shift this responsibility to the dea 
shoulders, but when one considers 
stance, that freight to the 


means 20 per cent of the 


j 


t will be understood that freight ¢ 
identity and becomes “cost of goods 
Dealers in many districts are 

buy office furniture in car lots on acce 
of prohibitive L. C. L. rates and be 
shipping through forwarding compat 
entirely unsatisfactory “King Ra 
has decreed that certain length freig 
may be loaded with certain n 
weights rtain rates of freight 
still it is dr to know that it is 


lity to cram that 


physical impossibi 


mum into the car—and yet the dea 

forced to pay freight on that muinin 
although he has, say 2000 pounds sh 

that weight. 


Another point—Office chairs of re\ 


pattern take higher rate of freight when 


bases and irons are attached, and yet 
few manufacturers observe this coad 
when making open shipment, unless 
cifically so directed by the dealer. Lik« 


take higher rate than. chairs 


its 


settees 


holsered se than saddle 


cabinets than filling cabinet supplies 





item, in fact a pt 


and fil 
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We manufacture 


Roll and Flat-Top 
Office Desks, 
Standing Desks, 
Typewriter Desks, 
Office Tables. 


A FULL LINE OF 


Sanitary Desks 


on display at 


The Ohio Valley Furniture Exhibition 
Building, Cincinnati 
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WRITE FOR NEW CATALOG TUST ISSUED 


J. F. DIETZ & COMPANY 


309 West Third Street, Cincinnati, O., U. S. A. 
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OFFICE 
CHAIRS 


There is no better or more diversified line of office chairs 
produced. We manufacture only high grade goods for 
all purposes from directors’ chairs to bookeepers’ stools. 
During an experience of over forty years our business 
has grown until our factory now covers fifteen acres. 


DEALERS 


Our extraordinary facilities enable us to make excep- 
tionally quick shipments,—to which advantage is added 
our central location. 




















Our new catalogue illustrating over one thousand dif- 
ferent styles of chairs has just been issued and sent to 
the trade. If you have not yet received your copy, 
writefustat once, and we will mail you a duplicate. 
This is YOUR opportunity. Write at once for this new 
catalogue and prices. 

Salesroom: 


1411 Michigan Ave., 8th floor 


JOHNSON CHAIR CO. 


4401 W. NORTH AVENUE. 
CHICAGO 
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A New England View of Office Furniture 


N OUR furniture department we are 

trying to show practical results and 

have not as yet tabulated a series of 
theories based upon them. We hardly be 
lieve that we have progressed to a point 
where we can be sure of being able to fur- 
nish helpful and desirable information to 
others, but we gain all the time, however, 
and perhaps some day we may come within 
sight of the promised land. 

Our work is largely in office furniture, our 
stationery specialties department being 
comparatively small and in a_ growing 
stage, but we are steadfast believers in its 
future possibilities. 

Our start in the office furniture line com 
menced with handling desks and chairs. It 
has been only about ten years we have 
handled the complete Globe-Wernicke line, 
and specialties have only come to be an 
item within the last two years. Regarding 
another start, we should say. that condi 
tions would govern. If entirely a new 
venture then a diverse line, if a furniture 
or stationery dealer, a fine chance is given 
to take on gradually 

We are at present showing, in large part, 
desks together, chairs together and. the 
Globe-Wernicke goods in an archway by 
themselves. We do, however, arrange 


From an Interview With R. L. Anthony of 
the Anthony & Cowell Co., Provi- 
dence, R. I. 





desks together, as regards pattern and 
grade them up in size. We believe a lim 
ited number of special office interiors the 
ideal arrangement, but the general difficulty 
is cramped quarters. 

We carry as large a stock as possible, 
handling practically all patterns of “Stand 
ard” desks with a reserve stock of some 
four car loads, and two or three hundred 
chairs. We are continually increasing our 
carrying of “G. W.” devices. We find the 
large stock a decided advantage and that 
very few men will buy from a catalogue 
if the other man has the piece to show in 
real life and can deliver today. 

We intend to use one of our main show 
windows, at least, every two months for 
display. The smaller windows opening out 
of the department itself are kept constantly 
trimmed, being changed every two weeks. 
In the large window we show ideal office 
arrangements with card and filing equip 
ment and with small pieces and supplies, 
all, however, on office work to fill in spaces. 
We believe our Mr. Fowler, decorator, is 
rather well up in his, work, viz.: the “G 
W.” prize window competition. 


We very frequently locate sales for other 
parts of the store when talking with a man 
regarding office stuff. We figure constant 
ly to carry a man all the way through and 
provide floor coverings, shades and acces- 
sories from the kitchen department. N 
long since one of our men came in with a 
ninety dollar bedroom trade, gleaned while 
on the other work. 

We believe local conditions govern 
Personally the work is fascinating and, 
though the profits are not as large as in 
regular furnishings, the returns are quick 
and the trading satisfactory. Providing 
the field is anyway open, we should say 
the carrying of a good grade stock of this 
class would be bound to pay. 

We believe the profits on furniture are 
uniformly larger than on the other parts 
of the appliances work and when a man 
sells a desk or chair he is through. We 
do not see how an office appliance store 
can afford to be without furniture, as we 
know of a man canvassing in town, for part 
of a line, who has continual demands for 
such and who needs must come to us in 
time of absolute necessity or else suffer 
with his customer. If the store has men 
to handle such and facilities for delivery 
of the furniture, sales will carry along the 
other part of the work. 
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‘CUTLER DESK CO 


Catalog No. 17 shows a lot of new designs and improvements without increase of prices. 


Made of Solid Oak 





and Mah ogany. No Veneers. 





work. 


Known the world over as the 
highest type of fine Cabinet- 


An immense variety of Office 
Furniture in all grades, sizes 
and prices. 


.. Buffalo, N. Y. 


& 


7 4 4 
Write Us. 


























MAKE DESKS FOR ALL USERS. 
] 


The Sterling Desk Company of Grand 


Rapids, Mich., is placing on the market a 
line of bankers’ tops on less expensiv: 
grade desks—this, of course, in addition to 
their well known standard designs. This 
new feature is an innovation, as it 
desks so treated a high-grade apps 

which is quite an improvement 








old designs which have’ been running fo 
so many years. 

The Sterling Bankers’ Roll Top Desk is 
one of the finest pieces of goods made any 
where. 

The Sterling Desk Company sells to deal 
ers only. Those desiring full information 
should address the Sterling Desk Company 
and get one of their recent catalogues of 


desks 


ATTRACTIVE CHAIR LINE. 

The goods of the Colonial Chair Com 
pany of Chicago are distinguished for their 
quality, both in the wood and in the finish 
The company is equipped with a most up 
to-date factory and has every facility for 
giving prompt service to its many custom 
ers 

The designs of the Colonial goods are 
harmonious and attractive, the new factory 
being in a position to achieve not only 
prompt deliveries, but the best workman- 
ship obtainable. The organization back « 
this business is thoroughly alive to its op 
portunities and understands the _ requiré 
ments of the trade to the last detail 

The company makes chairs to meet th 
requirements of square line construction 
to harmonize with the lines of the modern 
sanitary desks. It will also make designs 
to suit the requirements of the various buy 
ers. 

Samples of the Colonial Chair Company’s 
goods are on display at the Furniture Ex 
hibition, 1411 Michigan avenue, Chicago, 
fifth floor, in charge of L. B. Johnson, sec 
retary of the company. The company’s 


business is already but little more than 


three years old, but it has outgrown pres 
ent commodious quarters and they contem 
plate a substantial addition to their plant in 
the near future. Their prices are as low as 
are consistent with a high standard of qual 
ity. Their slogan is: Office chairs of qual 
ity. Catalogue will be sent on application 
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Many office appliance 
dealers and stationers 
have not given thought to 
the big profits in handling 
office chairs. There is money 
in it. 


q@ B. L. Marble chairs are 
superior in every way, and are 
made by a house that spe- 
cializes in this product alone 
—makes nothing but chairs. 
We are too busy making the 
best chairs that can be made, 
to give any attention to any 
other kind of furniture, or in- 
deed, to any other kind 
of chairs. 


€/ To be convinced of the 
money in handling good 
office chairs, you need only to 
put in a sample stock of the 
B. L. Marble brand. The 
first step is writing for the 
catalogue. Let us hear from 
you at once, and we will offer 
you a proposition that will be 
too good to refuse. 


( There’s money in it —try 


it — TODAY. 











B. L. Marble Chair Co. 


BE DjF OJR Dp, . 


























Handling Office Furniture to Advantage 


The M. S. & D. A. Byck Company of Savannah, Georgia, needs no introduc- 


tion to the trade. 


pieces of trade printing which comes to our desk. 
article, Joseph M. Byck, is vice-president of the company, and his views on the 
subject of the handling and sale of office furniture will be appreciated by dealers 


the country over. 


South. 


T THE 


furniture 


time we started into the of 


fice business, we had al 
ready been in business a 
handling a line of com 


years, complete 


mercial stationery, office supplies and filing 
cabinets, and in connection with these lines 
we did “job” as well as “railroad” printing 


From the very beginning of our business 


career there were two “sayings” or “mot 
toes,” as it were, that appeared on all ad 
vertisements wherever the name of Byck 
went, namely: “If it’s a good thing, we 


have it,” and “There’s nothing used in an 


office we can not supply Our customers 
in years gone by, often in making their 
purchases, jokingly remarked that these 


two sayings didn‘t hold good, owing to the 
fact, 
had to go to the regular furniture dealers 


that in buying office furniture, they 


to buy and office desk, or an office chair, o1 


in fact any piece of office furniture—and 
here we were advertising the fact broad 
cast that “there was nothing in an office 


we could not supply 

We will admit we were quite skeptical, as 
to the “panning out” of the office furniturs 
proposition, but remembering the old say 
“nothing ventured nothing gained,” we 
stock a few 


ing, 


decided to place in pieces 


desk, 


a dozen chairs was 


Three roll top desks, one standing 
desk and 


“department” (?) 


one typewriter 
all our turniture consist 
ed of 

We do our furniture int: 
miniature to the lack of 
space. although the writer thinks this plan 
an extremely good one. We find it 


more convenient to ourselves, as 


not arrange 


thees, owing 
mucl 
well as ti 
prospective customers, to place all of a kind 


of furniture in one place; roll top desks art 


given one location, flat tops another, typ: 
writer desks another, standing desks an 
other, and the same with revolving office 
chairs, straight chairs, stools and filing 
cabinets This, to our mind, is a great 
deal better than having them all in “minia 


ture offices,” as it enables the buyer to se 
at once, for example, all the roll top desks 
that we carry, in the different 


styles and sizes, without having to go from 


grades, 


one place to another 
We 


complete 


carry in stock at all times a most 


office furniture 


line of 


floors being devoted exclusively to this de 


number of 


Their house organ, ““Byck’s Broadside,” is one of the cleverest 
> » 


The Byck Company are among the leaders in their field tn the 


The Experience of a Well-Known Southern 
Firm in Building up a Prof- 
itable Trade. 


By Joseph M. Byck, Vice-Presidentt, the 
M. S. & D. A. Byck Co., Savannah, Ga. 


partment. We have long since learned that 
ht 


it is far more satisfactory, as well as pro! 
in stock, 


able, to carry a good assortment 

so that we can “deliver the goods” at one: 
rather than resort to the uncertain method 
of selling through catalogues. This latt: 

method not only causes displeasure on tl 








JOSEPH M. BYCK. 


mstances 


customer, but in most 
Only last week we know 


part of the 
ses the ordet 
sale was made in 
Derby 
customer advised us he 
more for the desk 
could have bought it for at a com 
petitors Under 
didn’t think our good looks “landed thi 
and incidentally asked him why he 
He stat- 


although 


of an instance where a 


our establishment for a roll top 
and later the 


paid us $3 


de sk, 
had 


than he 


Same 


these circumstances wt 


ordet 
} ] 


favored us with the business 


had the goods,” and 


The author of the subjoined 





the other dealer “had the picture” a1 
even offered wire in the order, he could 
not wait [This and other instances only 


strengthens our belief in the policy 


rying a nice stock 
Show windows undoubtedly display 
niture to good advantage, but our estal | 
lishment, located in a wholesale part 
city, 1s without this great help | 
| 


find that carry! 


furniture 


In many instances we 


t stock of Mmce has resulted 


tor othce pil 
\ desk sold in 1 
furniture department suggests a 


ink stand, a 


department; 


mer sup 


many a new custe 
stationery and printing 
waste 


ket, an id many 


other items | 


the stationery whereas, if 


did not handle office furniture, possibly t 

customer, after making his purchases 

regular furniture store, might purchase 

office supplies from a stationery concet | 

other than our own 
Before advising any dealer as to whe 

he should enter the office furniturs 

not we would ascertain from him appt 

mately the amount of capital he had d 

cided to invest, the space he had at his d 

posal, the number of furniture “depart | 

ment” stores in his town, the quality 


goods they carried, and what kind 
were in his town. By that we mean, wet 
they old established firms or a town 

were locating 


new concerns 


faking all things into considerat 


should advise him to put in a_ line 


high grade offic: 


taking all 


furnitu 


medium and 
We 


consideration, 


candidly say, things 


there 1S good money in 


dling office furniture There is a grea 
less troubl« selling a desk at a pri 
$50 than the s in a like amount of 


supplies, and the profit on the former is 


most cases just as much as on the latt 
[The dealer who adds a just amount 

profit to the cost of a piece of office fur 

ture and th “sticks” to his selling pr 


people of his town 


will find that the 
soon find him out and make their purchas« 


in this line at his store. 


Without 


built, in a 


“expanding our chest” too muc! 


we have short time, a large at 
profitable business on office furniture. W: 
greatest injury that 


himself, be 


believe that the a de 


er who cuts prices does, is to 
cause of the loss of confidence which h« 











minds of his cust 
by selling quality g 
ie rabble. Our 


the price nai 


+] 
tomers understand that 
the price which will be adhered 

that there will not be the slightest cu 
reduction from the figure named 

know that every piece of office furnitur 
that leaves our establishment is backed by 


Byck’s guarantee, and they also know 


1 


that means a whole lot 
most cases under the impression that 


The publi 


tionery and office appliance stores 
office furniture, and it is our belief that any 
dealer who handles office supplies and ap 


pliances, and who 


does not carry a con 
plete line of office furniture in connection 
for the little extra capital involved, is ni 

ng the gong of his cash register sound 


as often, nor the till as full as he might, by 


putting in a line 


A HIGH GRADE DESK LINE. 

The Moon Desk Company, of Muskegon, 
Michigan, has for years specialized upon 
the construction of desks, and has worked 
out a line of office desks which is dis 
tinguished for beauty, quality and 
venience of construction. To describs 
of the Moon lines would take up too much 
space, and indeed it would be impossible 
for a novice to give an adequate description 
of the many features of construction which 
make these goods so attractive to users 

One of the special Moon desks equipped 
for the typewriter, for account books, files 
and card indexes is almost a complete of 
in itself 

In a recent catalogue the Moon Desk 


Company shows nearly seventy different 
styles of desks, suitable for any use f 
which the office man would be likely 





A MOON DESK. 


need a desk [These include roll and 


top desks, combination desk and typewrite! 
cabinet, combination desk, typewriter cab 
inet and filing cabinet with drawers, both 


roll top and flat top, small typewriter desks, 
and adjustable typewriter stands, typ 
writer stand with drawers, bookkeepers’ 
desks in both solid base and high base, 
directors’ tables, stationery cabinets, desk 
specialties, etc., etc., besides an interesting 
line of card cabinets and files. 

\ letter to the Moon Desk Company, at 
mn, will bring a complete catalogu 


this company’s very extensive line 


Throw rocks at the world and the w 


will throw back rocks at you. 
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Broome’s Folding 
Typewriter Table 


Made of oak. Golden or Mission finish 
Complete with drawer and slide. $25.00 
perdozen. Idozentocrate Size: 17x 
32 inches, 26 inches high. 

A MONEY MAKER FOR DEALERS. 
Write for our interesting proposition. 


THE BROOME MFG. CO. 


PERU, INDIANA 




















You Can Promise 
Prompt Deliveries 


Your customers will be 
: : pleased—your reputation as a 
ET tee Dealer will be tremendously 
a! increased when you _ push 
' GlobeWernicke products. 





Our capacity for handling 
large orders—special orders 
| or small orders—enables us 
L to deliver yours with com- 
mendable promptness. 











When taking orders or in making up orders of any 
kind or size for 


Slobe-=Wernicke 
Card Index Supplies 


you will fied pages 75 to 111 of the new catalogue especially 
helpful. 


Office supplies and accessories of every kind are clearly 
illustrated, priced and described. It is a veritable Text 
Book of modern office outfitting that every dealer should 





have. This 132-page book will be sent to your desk ee es 
> 2c ° 
upon request. oe . 4 
° oe” ‘ xe 
~* . Ce se 
Sign and mail us the coupon today A Pe 
° = a a 
and your copy will be sent at once, wee .# 
. 7% s*,* of 
all charges prepaid. oe” ea 
ote oe Ae fs 
, Ww 2 .. f 
The Globe=Wernicke Co, arr 
Dept. F 810 Sg ose % 
‘ ‘ ff oe . Kae ee - 
Cincinnati, U. S. A. oo oS NSS “ rate ie 
Pd — ew & a" ae 
oer fF g < 3 
































Furniture Exhibitions Big Feature of the Trade 


Three Cities Hold Important Exhibitions 
During the Month of July for Con- 
venience of Furniture Buyers. 


OR some years past furniture exposi 

tions have been held in several of the 

larger cities of the country. Such 
success has attended these manifestations 
of enterprise on the part of furniture man 
ufacturers; so many buyers have been at 
tracted to these displays, and so much 
business has come as a direct result of 
them that the furniture exposition idea 
seems to have taken a firm hold upon the 
furniture trade. As evidence of this fact 
no less than five furniture expositions are 
going on in the city of Grand Rapids, 
Mich., at the present time. There is one in 
Cincinnati, while in Chicago two buildings 
are devoted to furniture exhibition purposes 
during the present month. 

These exhibits cover a very wide variety 
of lines. Almost every furniture maker in 
the country is represented at one or an 
other of the exhibitions, and the goods 
shown include the cheapest as well as the 
finest in household furniture, in office fit 
tings and equipment for banks, stores, pub 
lic offices, etc 

The object of these exhibitions is to sup- 
ply a place where furniture buyers can con 
veniently meet and examine the widest pos 
sible variety of lines for the purpose of 
comparing and selecting that which best 
suits the individual trade requirements of 
each. 

One of the largest as well as one of the 
most successful furniture expositions now 
going on is the affair in Grand Rapids, 
where several extensive buildings have been 
placed at the disposal of the furniture man- 
ufacturers with cue result that manufac- 
turers from all parts of the country are rep 
resented and that Grand Rapids, apart from 
its home industries, is the Mecca of the 
furniture buyers from everywhere. There 
are at the present time exhibitions in the 
following buildings in Grand Rapids: The 
Manufacturers’ building at 100 North Ionia 
street, the Leonard furniture exhibition 
building at 17 to 27 Ottawa street, the Blod 
gett building, the Klingman furniture ex 
hibition building and the Furniture Ex 
change building at 89-97 North Ionia street 

The Exhibitors. 

Among the makers of office furniture wh 
are exhibiting their goods in the Manufac 
turers’ building are: The Stebbins-Wilhelm 
Furniture Company of Sturgis, Mich., mak 


ers of office tables, mission desks and a 





large line of household furniture; the B. L 
Marble Chair Company, Bedford, O., mak 
ers of office chairs; Gunn Furniture Com 
pany, Grand Rapids, Mich., manufacturers 
f office desks, sectional bookcases and fil 
ing devices; Grobhiser Cabinet Makers Com 
panies, Sturgis, Mich., makers of library 
and directors’ tables and a large line of 
tables for the household; the Moon Desk 
Company, Muskegon, Mich., manufacturers 
of office desks; St. John’s Table Company, 
Cadillac, Mich., makers of office, extension 
and cafe tables; the Luce-Redmond Chair 
Company, Ltd., Big Rapids, Mich., manu 
facturers of office chairs, household chairs, 
etc.; the Maddox Table Company, James- 
town, N. Y., makers of office tables, etc.; 
the Leopold Desk Company of Burlington, 
[a.. manufacturing office desks of all kinds, 
and the Rockford Bookcase Company of 
Rockford,: Ill., making: sectional bookcases, 


library cases, etc. 

The Cutler Desk Company of Buffalo, 
N. Y., and the Saginaw Table and Cabinet 
Company of Saginaw, Mich., manufacturers 
of office and household tables, have their 
exhibits in the Leonard furniture exhibition 
building. 

The only house manufacturing office fur- 
niture lines noted in the Furniture Ex- 
change building, among a number of man- 
ufacturers making household lines, is the 
Knaus Manufacturing Company of Con 
stantia, N. Y., manufacturers of fumed and 
early English office desks and tables. The 
company’s exhibit in Grand Rapids is in 
charge of Mr. McCoy. 

In the Blodgett building, which adver- 
tises its forty-sixth semi-annual furnitur« 
exposition, are the following manufacturers 
f office furniture: Barber Brothers Chair 
Company, Hastings, Mich., makers of desk 
and office chairs, etc.; Stow & Davis Fur- 
niture Company, Grand Rapids, Mich., man 


ufacturers of library, office and directors’ 
tables, represented at the exhibition by 
Salesmen E. W. Hunting, P. S. Raiguel, 
George W. Calder, Thos. A. Daffron, George 
W. Fawcett and Charles H. Fawcett. The 
Sterling Desk Company of Grand Rapids 
also has an exhibit on the fourth floor un 
der the direction of Salesmen D. A. Caw 
thra and E. W. Hunting. On the fifth floor 


is the Horrocks Desk Company of Herki 


mer, N. Y., whose exhibit is in charge of 
E. H. Finegan. On the same floor is the 
Grand Ledge Chair Company of Grand 
Ledge, Mich., in charge of Salesmen W. F 
Walsh, D. C. Graham, William H. Rouse, 
Geo. W. Calder, M. D. Blum and A. M. 
Boice. 

The office furniture manufacturers in the 
Klingman furniture exhibition building in 
clude the Valley City Desk Company yf 
Grand Rapids, Mich., and the Conrey Davis 
Manufacturing Company of Shelbyville, 
Ind., manufacturers of office tables and 
costumers, both concerns exhibiting on the 
sixth floor Exhibiting in the sixth floor 
hail, among other manufacturers, is the 
F. E. Hale Manufacturing Company : 
Herkimer, N. Y. The Austrian Bentwood 
Furniture Company of New York, N. \ 
occupies the north half of the first floor 
On the south half of the same floor is the 
Humphrey-Widman Bookcase Company 
Detroit. The Opportunity Manufacturing 
Company of Saginaw, Mich., occupies a 
part of the north half of the first floor in 
the Klingman building with its handsome 
line of office, library and club room furni 
ture. 

In Chicago there are three furniture ex 
positions going on at the present tim 
one in the Furniture exhibition building at 
1411 Michigan avenue, where A. Peterson 
& Co., the O. C. S. Olsen Company and 
the Jasper Desk Company are among tl 
office furniture manufacturers represented 
Another exposition is going on in the Fur 
niture Exchange building at 1355 Wabash 
avenue, among the office furniture houses 
represented are the Jasper Novelty Com 
pany of Jasper, Ind. the Union City Chait 
Company of Union City, Pa.; the Herhold 
Chair Company of Chicago, the Nieman & 
Weinhart Table Company, the Nieman 
Table Company and L. Monest, tables, of 
Chicago. The third exposition is being 
held at the Manufacturers’ exposition build 
ing at 1319 Michigan avenue. 

At the furniture exhibition in Cincinnati 
the office furniture manufacturers include 
the Yawman & Erbe Manufacturing Com 
pany of Rochester, N. Y., the Globe-Wer- 
nicke Company of Cincinnati and J. F 
Dietz & Co., all of whose lines are too well 
known to make comment less than super 


fluous. 
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A FINISHED LINE OF STEEL GOODS. 3s 
The trade name “Alisteel” has come t 
be well known the country over as the 
th Fireproofing 


trade mark of the General 





Company,, of Youngstown, Ohio. This 
company has gone extensively into the 
manutacture of steel office furniture A new one that has met with a 


1 
; } 
} 


especially, perhaps, with regard to thos¢ big demand wherever shown. 


lines suitable for public offices, such as 


The secret is this: 
It matches in outline and color 
the popular sanitary desks. 


document storage files, etc. This line offers 
beauty, convenience and utility, and assures 


as nearly as possible a fireproof construc 


This table is the selection of 
Chicago Typewriter Com- 
panies over all other makes. 
It is handsome, trim, staunch 


It embraces not only office desks, tables, 





counters, and filing cabinets, but likewis« 


No. 481. 
and true. 
Size 18 in. x 232i 254 in. high, 12 
Rha! pen gh tat We are headquarters for 


dye hpthege QFFICE TABLES 


( as well as every other kind of standard table for general purposes. As we are located 
give you quick shipments from our immense stock. 


in Chicago we can giv 
f Write today for catalogue and prices. There is a good profit in this line for you. 
Be sure to try half a dozen of these quick-selling stenographers’ tables. Half dozen 
shipped knocked down in one crate. Order TODAY, while they are new, and get the 








cream of the business. 


The Niemann & Weinhardt Table Co. 


ONE OF THE “ALLSTEEL” LINES. 927-945 North Wood Street, Chicago, Illinois 


FOR OFFICE USE 














plain shelving and steel shelving. It in 





cludes book shelves with rollers, bookcases, 
sectional filing cabinets, as well as complete 
office equipments, desks, directors’ tables 
cupboards, typewriter desks, lockers for 


clothing, etc. 


The company specializes very extensively WE MAKE 
on what it calls the Allsteel U-nettes. This, 
as its name implies, is a compact and con + 
venient line of filing cabinets, card inde» Office and 
cases, map and document drawers, book 
shelves, etc., made entirely of steel, and Cafe Tables 
constructed either with sanitary base, low 


nitary base, or solid base, according 


Costumers 


Umbrella 
Stands 


Medicine 
Cabinets 


the taste of the purchaser,. The line is 
very convenient one for offices, wher« 


greatest economy of space is desired. 


BENTWOOD FURNITURE HAND- 
SOME. 
Characteristic of the Bentwood furnitur: 
supplied to the trade by the house 
Jacob & Joseph Kohn of New York, 1s 





fine appearance and its durability. Bent 
PI 

wood furniture is comparatively light, as a 

rule, yet durable and strong to a marked 


Our Lines shown in 
Grand Rapids and 
Chicago during July 


degree It is made aboad by a special pros 
ess. In putting these goods together, littl 


f any glue is used, the parts being securely) 





bolted ne to another: 

The house of Jacob & Joseph Kohn sup 
plies the Bentwood furniture both for ot Send for Catalogues No. 40 Umbrella Stand 
fices and for homes, their lines being both 
extensive and well known and characterized CONREY DAVIS MFG CO 
by high quality in material, finish and - e a 
a SHELBY VILLE, IND. 


\ card to them will bring out more 


particulars No. 23 Costumer a 


























Dealer Logical Distributor of Office Furniture 


Mr. Thom, whose views are expressed in the subjoined interview, is one of 


the best known men in the office appliances lines in the Middle West. 


His com- 


pany is recognized as one of the strong, up-to-date organizations of this section, 
and whatever he says will have both weight and interest for the trade. 


BELIEVE that the commercial sta 
tionery 
of supply for furniture and fixtures 


house is the logical source 


as | 


of all kinds. This idea came to me about 
nine years ago. I found that we were sell 
ing all kinds of filing cabinets, and I re 


flected that it would be a very simple mat 
little 


suitable 


would require but 
effort to 
line of desks and chairs 
into effect 
every way Satisfactory 

“So satisfactory 


ter indeed, and 
handle a 
We put this idea 


that 


more time and 


with results have been in 


results of our 


furni 


the 
into the 
the department 


were 
small office 
that 


a decade become one of the 


initial 
ture field 
than 
portant and profitable features of our busi 
ness, and the lines have extended from fil 


venture 
has in less 


most im 


ing cabinets and medium priced desks and 
chairs with which the furniture department 
started, to a complete stock of high, me 
dium and cheap grades of office furniture, 
our lines comprising both wood and steel 
We handle not only filing cabinets, desks 
and but other furnitur 
requisites, devoting a floor 
space to the furniture department. 

“It is entirely in accord with logic and 
principles to combine 


chairs, also office 


great deal of 


sound commercial 
the functions of the stationer and the dealer 
in ofmce furniture. The man who deals in 
a part of the necessary supplies for the of 
fice will inevitably be led into handling the 
rest likewise sooner or later. It doesn't 
follow necessarily that the man who starts 
out as a dealer in office machinery must 
inevitably sell his customers copying inks 
or lead pencils, but we believe that the 
commercial stationer, a part of whose 
ness the 


small goods, cannot realize to the full his 


bus! 


necessarily includes sale of the 


opportunities unless he is prepared to fur 
nish his customers with the better and the 
larger part of their office equipment, except 
those special machines, perhaps, which ar 
customarily handled by local agencies, such 
as typewriters, adding machines, et: And 
there are 
who 


I note, too, that not a few con 


mercial stationers are successfully 


pushing standard typewriters in connection 
with their other office equipment business 


“But the handling of office’ furniture 
seems peculiarly appropriate in the com 
mercial stationery store. To sell a man 
the contents of a file and refuse him the 
file to hold them is not good business 
Practically all stationers sell the common 
book form letter files, and he would be a 


slow man indeed who had a customer for a 


Good Furniture Department One of the 
Strong Assets of a Commercial 
Stationery Business. 


From an Interview With C. A. H. Thom, 
of the Gregory, Mayer & Thom 
Company, Detroit. 
filing cabinet and did not make some ef 
fort to supply the demand for it and make 

the profit himself. 

“From selling the filing cabinet to selling 
the desk is but a short step. If One is go 
make effort at all in the office 


ing to any 














H. THOM, AS CARTOONIST SEES HIM. 


furniture line, the risks are greater in pro 


portion with an incomplete equipment than 
make it 
trick at 


full as can 
desk it is no 
11 4 17 } P he ; 

all to sell him a chair to go with it. 


stock as one 


lf one sells a 


witli a 


man a 


“The dealer in office appliances should be 
a man with the courage of his convictions 
Ours is an eminently progressive calling, 


and the percentage of mossbacks among 


the commercial stationers and office appli- 


ances dealers of the United States, even 
among the older firms, is surprisingly small 
The dealer who carries no office turnitur 


but who attemps to supply the occasiona! 


requests of his customers by means of 


? 


manufacturer’s catalogue, is making a mis 


| smal] 


take. To be 
but so also are his returns. 
assume a little larger 
a stock of furniture than to fear 


sure, his investment 1s 
It is much bet 
ter to responsibility 
and put in 
the extra outlay and miss the certain re 
wards result from a properly 
dled office furniture department. 
Good Furniture Department Indication of 
Growth. 
furniture 


which han 


“A good, active department, 
prepared to equip a man’s entire office with 
all the furniture he needs, is a pretty sure 
indication of good standing and future 
The field is here. 

farmer 


untilled 


would not 
160 


growth. One 


call a man a good who had 


acres and left 80 acres because hx 


grudged the expense of seeding and tillag 
and feared that the elements might destroy 
his crops. 

“An 
ture department is a 
as the rest of the store 


aggressively conducted office furni 


feeder for all the rest 
of the store, just 
a feeder for the furniture department. Th: 
man who purchases his furniture equipment 
from the dealer will be glad to discover 
that 


man who can give 


the dealer has a loose-leaf system 
him good ideas about the 


1 


handling of his accounts and supply tl 
necessary binders and forms to carry t 
the plan. Once one sells a customer an 


fice furniture equipment, it is easy to s¢ 


him other things as well. After the furt 
ture is bought very few men will caré 
shop around in the hope of getting the 
supplies a few cents cheaper The sam¢ 
thing applies to a desk or a filing cabinet 


nearly as much as it does to a complete 


furniture equipment. Sensible men are 1 
lined to concentrate their purchases wher 
best 


least expenditure of 


they can get the satisfaction with th 


time and bother, 


that the more completely one is equipped 
to meet the requirements of the business 
office the better are one’s chances for su 
cess 

“Our experience in the office furniture 
business has been very satisfactory and 


bears out the suggestions I have just made 
We began with a 


built it up until it is 


small department and 


have now one of the 


strongest, best paying departmentts of our 
business. We 


whose conditions 


advise dealelr 


to install office 


would any 
permit it, 


furniture as a part of his regular equipment 


and to push it at all seasons. We are sure 


that the results will justify the effort.” 











BROWNE-MORSE FILING CABINETS 


[hese cabinets are the result of very care 
ful study of the requirements which shoul 
be embodied in a filing cabinet to make it 
of the most practical value to the user 
These well known cabinets are so made 
that they have preserved a uniformity of 
design, that different styles and sizes 
of sectional and solid cabinets may be 


stacked together, giving them a distinctive 


character and uniformity of appearance 


Brow! Morse ling cabinets possess 
features of construction which render them 
especial] ell adapted to every-day usage 





They are strongly built, and their inside 
construction is as carefully done as_ the 
1 
i 


outside, affording the purchaser a file that 


will last as many years as he will have need 
of a file of any kind 

The Browne-Morse Company is located 
at Muskegon, Mich., and a card addressed 
to them there will bring their most recent 
catalogue by the next mail 


CONVENIENT LINE OF STANDS. 


The modern idea is to get as much con 
venience and utility in just as small space 
as possible The lines of the Adjustable 
Table Company, fulfill these requirements 
to a dot. Their specialty consists of two 
adjustable stands, one of metal and one 
adjustable stand of wood. The trade name 
of the adding machine stand and of the 
typewriter stand, which are made of metal, 
is “The Satellite.” The stand of wood con 
structio1 s called The New Imperial.” 
The typewriter and adding machine stands, 
which are similar in appearance and con 
struction, are made of metal, and are very 
highly finished. They are adjustable as to 
height, and take up the absolute minimum 

The new Imperial stands for adding 
machines are conveniently arranged, with 
a sliding top, the base holding the adding 


machine, and the top or desk portion being 


on runners, so that it may be pushed to on 
side and still retain rigidity. The book is 
placed upon the desk part, which is pushed 
to the left, leaving the adding machine fre 
for the use of the perator. When th 
adding machine is not in use, the desk s¢ 
tion is pushed to the right, affording 
complete and satisfactory covering for thi 
machi! 

Those w desire further particulars re 


garding this very excellent line of goods 


should idress the Adjustable Table Com 


McCLOUD “BACK RESTERS” 
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Are 


BIG Money-Makers 


“The back follows your 
back, anyway you sit.” 


Easily adjustable, 
Spring Back, 

Office and typewriter 
chairs. 


The DAVIS CHAIR CO. 


established in 1892, has for sixteen years made 
a specialty of manufacturing easily adjusted 
Spring Back Office and Typewriter Chairs, which 
are now recognized throughout the world as the 
Standard of Excellence. 








The special features are the easy adjustments. 
The back can be instantly adjusted forward or 
backward to any required position without rising 
from the seat. The back itself can be raised or 
lowered to suit the taste. There is also an adjust- 
able screw attachment whereby the seat can be 
raised or lowered to any desired point, yet revolv- 
ing freely without changing the height. 


Office Appliance Dealers: 





These chairs are standard throughout, and 
are fast sellers. There is an established 
demand for them, through many thousands 
of pleased customers. 

You make a gor dd profit on this line, and 
you will be sarprised to find how quick 
your profits will accumulate on these type- 
writer chairs alone. Even if you only 
handle typewriter supplies, it will pay you 
to put a sample stock of these typewriter 
chairs. They’re winners. 


Write today for Catalogue 6, 
and discounts. 


The Davis Chair Company 


Marysville, Ohio 
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The Skeleton 


of the 


ROSS PATENT BALL-BEARING 
ANTI-FRICTION FILING CABINET 


tells the secret of its success. 


The drawer touches nothing but ball bearings and these balls run on steel tracks— 
so arranged that each ball is limited to its own space. The result— 


The drawer CANNOT stick. It’s a physical impossibility. 


There are six balls and two fibre rollers in each drawer. Should the drawer be 
ushed to one side or the other of the drawer opening it will return to the middle. 
‘his prevents the rubbing and friction so common in even the best makes of cabinets as 

the wood willexpand or contract with the weather conditions. The steel track in which 
the balls run prevents the drawer from sagging. Rollers which run on wood soon wear 
and allow the bottom of the drawer to sag and the drawer then runs harder than ever. 

We guarantee the drawers of our cabinets against binding or running hard, and 

will gladly replace any cabinet which does not do all we claim. We manufacture a 
complete line of filing devices of all kinds, and make card, bill and legal cap units to 
fit in with the regular filing cabinets. Our card cabinets have five times the capacity 
per drawer of the old-time card cabinet, and as they run on our patented ball-bearing 
slides, they move more evenly than the old-fashioned kind 

The Patent Ball! - Bearing Anti-Friction drawers of the Ross line, overcome 


DEALERS the one great defect common to all furniture in which drawers are used. Noth- 
ing but the steel track and the ball wil! do the work lhe Ross quality plus this great addition, at practi- 
cally no extra cost, means more profit and satisfi to ners to you 


We have some territory still open. Write today for terms and discounts. 


ROSS MFG. CO., Muskegon, Mich. 























THE WELTY SWINGING TYPEWRITER 
TABLE REVOLVES 


The advantage is obvious. It is neat, strong, 
rigid—supported by an adjustable bracket 
that can be attached to either side of the 
desk and which can be locked at any angle from 
the desk. 

SOLD WHEREVER SHOWN 


Write for prices and trade discount 


WELTY CO., Waterloo, Iowa 


















INTERESTING CHAIR LINE. 

The cut which appears on this page is 
one of the representative chairs of the Ma 
ble & Shattuck Chair Company, of Cleve- 
land, Ohio. This line is made from s¢ 
lected quarter-sawed white oak and Cuban 
mahogany. The latter wood is said to be 
the very best mahogany that can be used 
for chair work on account of its strength 
and weight and the readiness with which 
it produces the dark, rich finish that is 
only obtainable on the finest wood 

The understock of the chair shown in 





CHARACTER!STIC MARBLE & SHATTUCK 
CHAIR. 


the cut is put firmly together before the 
seat is put on. The seat rail is firmly dow 
elled into the legs. On the stretchers the 
round tenets are used instead of dowells in 
order to obtain the full strength of the 
wood. 

All parts of the Marble & Shattuck chairs 
are hand dressed, and are finished with the 
best material and by the most skilled work 
men that the company can obtain. 

WILL GRANT U. S. RIGHTS. 

Heinrich Putcher of Dresden, Germany, 
has recently invented and patented a roll- 

| ing front bookcase. He is about to apply 
for a patent in the United States, and ex 
pects to grant the rights for office use se] 


arate from the rights for home use In 
other words, he will grant the right to 
manufacture and sell the rolling front b 

case for office use to one manufacturer, and 
the rights t manufacture these similar 
goods for homes, such as wardrobes, linen 
closets, and home bookcases, to another 
manufacturer. This is Mr. Putcher’s pres- 
ent plan, and he will be glad to hear fr 


furniture manufacturers who may be inter- 
ested in his proposition His address is 
| Freibergerstrasse 75, Dresden, Germany 
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NEAT DESK AND BOOKCASE LINE. 


Very few dealers at all acquainted with 
the furniture line are ignorant of the nam Ci 
of Dornette. For some time the J. Dor 4a 
nette & Br: Company, at Cincinnati, has 
been known for the quality and finish « 
very admirable good STEEL 


Perhaps the best known of the Dornett« 


FURNITURE 


for Banks, Court 
Houses, Corpora- 
tions, Libraries, 
State Capitols, 
City Halls, etc., etc. 


line is tl sliding door sectional bookcase, 
which is made by that company in a con 
siderable variety of different finishes, and 
of interchangeable construction. These 
goods are put up with a view to the great- | 
est degree of convenience, together with 
the best qualilty of workmanship which the 
company can obtain. Among the features 


of the Dornette bookcase line, is the option 





Send us your draw- 
ings for estimates. 








| 


Van Dorn Steel Files installed in Cook Co. Court House, Chicago, Ill. 


| The Van Dorn Iron Works Co. 


METALLIC FURNITURE DEPT. 














| 
| CLEVELAND, OHIO 
A DORNETTE DESK. | BRANCH OFFICES: NEW YORK, CHICAGO, BOSTON, PITTSBURG 

which the purchaser has of securing either 
the solid or sanitary base, the bookcase | 
sections, drawer sections, or desk and 
drawer sections, combined with the book- | 
case. Users of the Dornette lines appre 
ciate the sliding door construction, whose 
mechanism is such that the doors never | 
jam or stick. Each drawer is mounted upon 
specially constructed rubber rollers and 
moves freely and noiselessly. 

Every section is complete in itself, and all 
parts are interchangeable, the fittings being man: tar ahs 
so constructed that additions may be made alg 
at any time as required without marring | 
the effect of the combination. The finishes | Desk No. 211. 
are of high standard, and will always match | DESKS 
perfectly, no matter what time has elapsed Roll Top Sanitary 
between the purchases | Typewriter Flat Top 


We make desks which will satisfy the needs 
of every customer you have and bring new 
custo sto your store. Desk drawers are 
well fitted and have combination lock. Dust- 
f [ irtain on roll tops. 

Typewriter Desk No. 1. Investigate our line of 


VERTICAL LETTER FILING CABINETS 


\ card addressed t the >. Dornette & 
Bro. Company, at Cincinnati, will bring 


full particulars 





AN EXCLUSIVE TABLE LINE. 
The field of office furniture is so wide 
that it affords opportunity for firms to 


specialize in the manufacture ve Reagan | FEIGE DESK COMPANY 


Write for Catalog and Prices Cable Address: FEIGE, Saginaw 








articles One of those firms - ; 
been successful along special lines, is the 827G " ; orca gene 
“ rs. . enesee Street . U.S.A. . 115. 
Niemann & Weinhardt Table Company, of Saginaw, Mich »U S.A No. 115. 
Chicago Their thirtieth annual catalogue 





published for the present year includes a . ? 
description of about thirty-seven different Increase } our Profits On < uspidors 
styles of tables, suitable for bank, office, 


library or home use. These tables include fea ; ; 
gnats eit peer [he I. & M. line will help you. Here we show 


a wide variety of goods from comparatively . ; 
our No. 23, a cross between a Spittoon and a Cuspidor, 


very low, 5} inches, very wide, 84 top, 8% bottom, all 
brass, high finish, one of the best sellers made. $26 
per doz. list. Send for our catalog showing 28 styles 


and sizes. Made in Detroit. 


inexpensive articles to the most highly fin 
ished product. The designs are quite as 
various as the number and different uses 
for which these tables are manufactured 
Most of the N. & W tables are made b 





knocked down in such a way that they may x = 1 
be easily set up as solidly as if they were 
put together at the factory. THE IRELAND MATTHEWS MFG. CoO. 








The idea of specializing upon a certain | 



















years 













struction is new; arms of desks 


are veneered and the entire 


desk finished throughout 


MOON 
DESKS 


carry sales with them after once 

being seen; a supply of attrac 
tive advertising matter furnish- 
ed every dealer on request 
Moon Line. A Moon Catalog should 


your name and address 


publicity advertising campaign 


The best of materials both in genuine mahogany and selected 
quarter-sawed white oak go into the manufacture of Moon Desks. 


A go yd fair profit can be 


If you are not on the Moon Mailing List you 
We help dealers increase their sales by our 
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SOLD TO 
DEALERS 
ONLY 





Moon 
Desks 


are made 






for every 





man’s need 










not only for 
today but for 99 






The con- 





realized in handling the 
mm your desk—at your right hand. 


should be Please send in 


Moon Desk Co. 


Muskegon, Mich. 





MOON DESK Co. 
Muskegon, Mich, 
I am willing tolearn why the Moon desk 


is as you ad vertise-—a better, finer desk for 
a moderate pri 


Name 


MOON DESKS 


















affords 
that 
designs which are at once original, attract 
The N. & W. Table Com 


pany have evolved a line which should 


line of furniture opportunity to 


concentrate upon line, and to evolve 


ive and strong 


receive the favorable attention of dealers, 


who may secure full information by ad 


dressing the company at Chicago 


A GOOD LINE TO SELL. 
A line of 
and at a liberal 
Weis 
Mich 
pose the Weis line 


office furniture which sells 


readily margin of profit is 
that of the 
of Monroe, 


Manufacturing 


The goods 


Company, 


which com 


are of medium price but 


excellent quality They are practical 


attractive in appearance and durable in 


construction 


Probably there is no factory in the 
country which produces a line of such wide 
variety as that of the Weis Manufacturing 


Company, whose products include a com- 


plete assortment of stationers’ supplies and 
office furniture—anything, in fact, from clip 
paper fasteners to flat top filing desks and 
bookcases. The 
every conceivable outfit in 
fibre 


three styles of vertical filing cabinets, both 


sectional company manu 
factures almost 
card indexes in wood and in board; 
ad 
small se 


“little sections for 


medium and high grade; tions 


the popular “500” line of 


big purposes”; horizontal filing secti 


that stack up with sectional bookcases; 
check files; transfer cases of all kinds; card 
indexes and filing cards, guides, folders, 
} x letter files invoice and scran b ks 





magazine binders, account files, « 


manifold paper, desk and letter trays, s 





ing attachable desk or typewriter st 

clips, postal scales, set up and ki 

down secti bookcases, shelving, s¢ 

al typewriter display cases, etc., et 
The lines are very complet: 


are reasonable 


A HANDSOME STEEL LINE. 


Ours is the only country which ut : 


steel extensively in the manufact 
office furniture In the United States ste¢ 
construction of filing cabinets, office tabl 
desks, etc., has approached a degre 
fection 
filing 
and acknowledged advantages, with which 


known in no other country. Ste 


equipments certain marke 


p¢ SSess 


many users overcome a certain degre 
additional cost for this style of equipment 
It is claimed for steel filing equipments 


only furnishes 1 


desks, etc., that it not 
food for 


fire retardant, in that the steel constructi 


flames, but that it 1s actually 


affords protection for papers and other 
tents against the ravages of fire 
In finish, weight, etc., the steel construc 


tion has been brought to a point wher 





A BERGER FILING CABINET. 


is claimed to be all but equal to w 
those users who prefer steel constructed 
furniture and wish to secure the maximum 
of fire protection, steel office furniture ap 
pears to offer the ideal solution of the 
problem 

For completeness, beauty of constructio1 
lightness, and ease of operation, the Berger 


Canton, O] 
The Berger 


Company has one of thr 


Manufacturing Company, of 
offers a 


Manufacturing 


very attractive line 


most extensive steel manufacturing plants 
in the United States It possesses every 
facility for the manufacture of stee 


devices. Its lines comprise every s f 
filing cabinet desired by offices, pub l 
private, besides a full line of stee sks 
and tables. Dealers interested 1 


should address the company at 
office, r if ny one of the br Lil II es 


nearest 
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THE OLSEN LINES EXTENSIVE. 


A company which manufactures a wide 


variety of furniture for office use is the 
O. C. S. Olsen Company, of Chicago, which 
makes office desks, typewriter cabinets and 


sectional bookcases The Olsen lines of 
desks and typewriter cabinets include small 
desks for library use, office desks for the 
use of salesmen and minor employes, and 
on up the-line to the most highly finished 
product for fine offices, banks, etc. The 
line of tables, typewriter desks, etc., is 
very interesting Che typewriter cabinets 
and combination roll top desk, and type 


writer desk of flat top construction com- 
bining different uses, are unique and useful, 


the mechanism affording the operator great 
ease and convenience in taking care of the 
machine. All the Olsen desks are solidly 


constructed, and finished according to the | 


best grade of workmanship. 

4 card addressed to the O. C. S. Olsen 
Company, at its new factory, 72-92 Moffat 
Street, Chicago, will bring a complete cata- 
logue of desks, tables, typewriter cabinets 
and sectional bookcases. These lines are 
interesting and well made, and are good 
trade bringers. 


WELL-MADE DESK LINE. 

The Feige Desk Company, of Saginaw, 
Mich., has a very interesting line of office 
desks which are so well built and con- 
structed on such thoroughly mechanical 
lines that dealers wili have little difficulty 
in finding good talking points, and in sell- 
ing the goods as a result. Among the fea 
tures of these desks are the dove-tailing of 
the drawers, front and back, and the fitting 
of the bottom case or pedestal with a tight 
bottom, which is mouse and dust proof 
The caster blocks are fixed so firmly to the 


base of the desk that it is impossible to | 


knock them’ out without demolishing the 
case. The curtain of the roll top is made 
of canvas, which is dust proof, and runs in 
a groove cut in the arms. The curtain op- 
erates the locking arrangement, which is 
characterized by its efficiency and simplic- 
ity. The interior of the top case is di 
vided into compartments or pigeon holes 
arranged as conveniently as possible for 
the requirements of business men. Under- 
neath the middle part are two pen and 
pencil drawers, and on the inside of the 
arms is an arrangement for holding blot- 
ters and penholders. The vertical letter 
files embrace many features of excellence. 
They may be arranged for alphabetical fil 
ing or for numerical filing, according to the 
desire of the customer. Dealers of Feige 
supply desks with 


desks are equipped t 
either alphabetical or numerical filing draw- 


ers 


The Wanamaker-Smith Company has 
been organized at Syracuse, N. Y., to man- 
ufacture copy presses, typewriter supplies 
and other articles. E. E. Wanamaker, W 
H. Smith and E. G. Adzit of Syracuse, 


are incorporators 
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Send fag This Cat. 


A handsome, gray Cat. full of interesting facts for users of, 
and dealers in, Offic e Furniture and Systems. 

This Cat. illustrates and describes all the different devices 
necessary to any and all filing systems—the full ‘“‘B-M Quality 
Line’’—including Standard Horizontal and Lateral Sections— 
‘“‘Cabinettes’’ (fractional sections)—-Transfer Cases—Card Trays 
—Cards, etc. i 

Do you want the Cat. sent to you postpaid, FREE? 

If so, drop us-a line on your business stationery saying— 
‘Send the Cat.’’ 

As soon as we receive this, we will mail the Cat. 


Dealers Make More Money 


Wise dealers, by taking up our line, add good trade, hold 
old trade and increase their sire 

This is because ‘‘B-M’’ age Furniture is a real “Quality 
Line’’—our prices right, terms liberal and other conditions easy. 

We have an “Exclusive Agent’s proposition’”’ that’s ‘‘a peach’’ 
If you wish, ask about it at the same time you ask for the Cat. 


ADDRESS— 


Browne-Morse Co., 107 5 Muskegon, Michigan 





















The Taft-Peirce 
Manufacturing 


Company 


Woonsocket, 
x. & 





Q We develop and manufacture 
high grade mechanical specialties 
on the contract basis. 

@ We have the largest establish- 
ment in the world in our line, con- 
ducted solely on the contract basis. 

















Contract 
Figure Means 
An Assured Profit 





any sized contract, 






@ We can handle 
@ Our proposition is particularly 
attractive to new enterprises. 


@Send for our literature before 
building a plant of your own. 


























Selling Ideas 














It takes a big man to handle the advertising department of a company 


the size of the Globe-Wernicke Company. 


right man for the place. His brain is acute, active and discriminating, and 


L. H. Martin is just exactly the 


he possesses a grasp of the essentials of advertising that renders his work 


always successful and often brilliant. 


The subjoined article was written by 


Mr. Martin for the Globe-Wernicke Company’s house organ “Doings,” and 


is published here by permission. 


HEN one purchases a package of 
corn starch or an _ advertised 

brand of macaroni these days, the 
first object that greets the eye is a printed 
slip of recipes. 

That slip not only gives directions how 
to prepare the contents as ordinarily used, 
but it also lures you on to buy more pack- 
ages by suggesting a dozen or more new 
and untried dishes 

Now the profits to the dealer and the 
manufacturer are on these repeat orders, 
created by recipes originating possibly in 
the mind of some girl graduate in a cook 
ing school, who hit upon the right com- 
bination to produce dishes even more ap 
petizing than mother used to make. 

Today the consumer is inclined to pat 
ronize the store where he gets ideas free 
with the purchase, and frequently he'll not 
make any purchase until the salesman ad- 
vances them. 

Price is not regarded as the chief factor 
in the transaction. 

It is the service or idea that anticipates 
the sale, and right here is where the dealer 
in the smaller cities frequently loses out. 

The other day a prominent manufacturer 
located in a town of 10,000 dropped into a 
local furniture store and asked to see an 
office table. 

Although the manufacturer demanded no 
price concession, the one dominant idea in 
the mind of the local merchant was “to 
sell a table as cheap as they do in the city.” 

He was shown a table from stock, the 
only. sample on hand and which of course 
didn’t suit, so he hurriedly glanced through 
a catalogue, with which the dealer himself 
was not very familiar. 

The manufacturer left, feeling that he 
had wasted his time in attempting to help 
the home industry cause, and the merchant, 
with only the price idea in his head, prob- 
ably said to himself: “What’s the use, that 
man couldn’t be satisfied anyway.” 

But here is what the manufacturer actu- 
ally did. 

He went to a furniture store located in 
“the city,” which was only twenty-five 
miles distant. 

Fortunately the salesman he met was one 
who appreciated the profit promoting value 
of suggestions 


Some Suggestions by L. H. Martin, Adver- 
tising Manager, the Globe-Wernicke 
Company. 


He immediately translated the inquiry of 
the manufacturer from office table to “sani- 
tary flat top desk,” and showed several 
styles. 

But he didn’t stop there. 

He made the most of his opportunity to 
compensate the out-of-town man by re- 
turning the compliment—that is, he asked 
permission to visit the manufacturer’s of- 
fice, ostensibly to see whether the size and 





L. H. MARTIN. 


finish of the desk selected would be suita- 
ble for the place. 

He knew that exactness in detail is a 
characteristic ordinarily appreciated by men 
engaged in the manufacturing business. 

So this salesman, when he called on the 
manufacturer, not only had an illustration 
of this desk, which he had cut out of a cata- 
logue and neatly pasted on an 8x12 brown 
cardboard, but he also showed illustrations 
of two or three chairs, a sectional cabinet 
and a costumer, each piece similarly mount 


ed on brown cards; every illustratio: 
exact center; every card the same siz 
the reverse side of each card were 
scriptive details. 

When the salesman called the s 
time he had a place already select 
that office for each individual piece that 
was shown 

He explained to the manufacturer that 
would be a positive disadvantage to the 
appearance of his private office to have a 
uew table that didn’t match any ther 
piece, and he submitted these illust: 
simply as suggestions for harmonizing 
styles 

Now the result from this careful prepa 
ration was an order of some $150 out of a 
casual inquiry for an office table that cost 
probably $25 or $30, all of which might 
just as well have gone to the local dealer 
had he been a man of ideas. 

This additional business was secured by 
a salesman who knew that free recipes on 
office equipment were just as profitable for 
a furniture store as cooking recipes are to 
create a demand for a particular brand of 
macaroni 

The local merchant in the small town 
could also have taken these measurements 
He knows, or should know, the kind of fur 
niture ordinarily used in an office; he can 
get catalogues from the manufacturers; he 
can buy attractive green, brown or any 
other color cover paper stock; he can paste 
illustrations from the catalogues so they 
resemble photographs; and he can, if he 
would, put accurate descriptive details on 
the back instead of guessing at them when 
he attempts to talk, especially to a man 
accustomed to demand authenic informa 
tion. 

He can make a good profit on all this 
preparation by the additional quantity of 
goods he will sell, just as the city mer- 
chant does 

But more than all this, he should culti 
vate a habit to study ideas of economy, 
taste and harmony, such ideas indeed that 
mean far more to the average customer 
than the questionable ability to sell below 
the other fellow. The customer will re- 
member the service after he has forgotten 
the price 

When y 


yu pay your electric light or gas 




















bill today, instead of standing before a 
grating in a dingy office, as was customary 
ten or fifteen years ago, you now go into a 
well-lighted room where you see samples 
of electric flat irons, curlers, stoves, differ 
ent kinds of bulbs and various suggestions 
and booklets on the subject of light and 
heat in all its different phases. 

Service is the one idea that such publi 
corporations seek to promote today, and 
they do it by anticipating the customer's 
wishes instead of waiting for him to ex 
press then 

No matter how small the town, the furni 
ture merchant can make his store interest 
ing, cleanly and inviting. 

Americans, when they go abroad, patron 
ize the little shops because the environ 
ments appeal to them. 

The same opportunity of individuality in 
store treatment is open to the merchants 
on this side of the pond if they but take th« 


nitiative 

But if they continue to wait for the cus 
tomer to bring the ideas along with th: 
cash, then they will naturally occupy 
subordinate position in the estimation 
those who buy intelligently. 

It is because the number of intelligent 


buyers is increasing year by year, that 
many merchants are finding it more difh 
cult to make the profits that formerly at 
tracted thoughtless bargain hunters. 

But the merchant who is a creator 
ideas, wil knows enough about his own 
business to be regarded as an authority 
finds that there is good profit and. much 


satisfaction in operating a store even in 


EXTENSIVE STEEL LINE. 
The Van Dorn Iron Works Company < 
Cleveland, O., is on f the leaders in the 
manufacture of steel furniture. It spectal 


equipment for banks, court 





houses, corporations, libraries, state, county 
and city offices, etc 
[The Van Dorn line of steel filing cabi 
nets are of practical construction, elegantly 
finished. They are so made as to afford 
great strength with the minimum of weight 
Firms desiring to install steel equipment 
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“Hitch Your WagontoaStar” 
The ALLSTAR | #2226 Line of Filing Cabinets 


Every Large Corporation today 
is buying new filing equipment 
in steel only. 


Wood is Passé, so they say 
The General Fireproofing Co. 


YOUNGSTOWN, OHIO 


The People 


Branches or Agents in all cities. 
Write us for Catalog on Steel Filing Devices. 


Export Office and New York Show Room: 
396 BROADWAY, - : NEW YORK CITY 




















BOOK-KEEPERS <“QiLT EoOoGeE” Linz 

LOOSE LEAF MEMOS AND DIARIES 

CUT OUT YOUR TRIAL BALANCE of Personal Ac- As thin as a sewed memo. 

counts, by using our Ledger Balance Proof. It's Varioas Bindings and Prices 

new, and you have not seen it. Write us and we will 

send you testimonials that will make you SIT UP TRUSSELL MFG. co. 

AND TARE Note POUGHKEEPSIE, N.Y. 

MILLER & HAM, Chattanooga, Tenn. Branch, 108 Fulton Street New York City 




















should send drawings for estimates. 





The Highway to Popular Favor 








for the dealer, lies in sup- 


plying his customers with 


EVANSVILLE 
DESKS 


Quality and price considered these desks are the 
best bargain on the market for the dealer today. 





We are doing a constantly increasing business with 
Office Appliance Dealers throughout the country, as 
they find our desks good, and the price attractive. 


Write today for our Catalogue. 


Evansville Desk Co., Evansville, Ind. 
imal 
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VALLEY CITY DESKS 


are built for the finest class of trade. 
They are beautiful in design, and com- 
bine the finish and materials of supérior 
excellence, 


DEALERS: 


You are building for future re-orders, as 
well as present profit, when you feature 
our line of desks. Every sale is but the 
beginning of an endless chain of satis- 


VALLEY CITY Grand Rapids, 


pesk co. “RD — Mich. 
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A PIONEER IN ITS LINE. 


Just as a certain brand of beer has made 
Milwaukee famous, so perhaps has the name 
of Globe-Wernicke made Cincinnati famous 
for the quality and output of its sectional 


office furniture. The Globe-Wernicke Com- 
pany is one of the pioneers in the m 
facture of sectional bookcases. TI! 


venience, compactness and rare utility, and 
the decorative possibilities of sectional 
goods, either in bookcases or filing cabinets 
are now too well known to need discussion 
There is no more complete line 
factured in the world than that of the 
Globe-Wernicke Company, whose styles 
embrace every variety of home, office or 
library equipment, for private individuals, 
corporations, firms, and public offices. The 
variety and beauty of these combinations 


are so great that it is hardly possible to 
find a place where the sectional idea would 
be inappropriate. The Globe-Wernicke 
Company manufactures its sectional lines 
in every variety of finish and in all the 
standard woods obtainable for office 
ture construction. 

The company likewise manufactures a 
very complete steel line of filing cabinets, 
which offers all the advantages usually 


claimed for steel construction. The name 
Globe-Wernicke upon a piece of furnitur: 
assures the purchaser that it stands the 
front rank of quality and honesty of con 


struction. 


IMPORTANT CHANGES IN BERGER 
CO. STAFF. 


The death of Mr. Wallace of the Advert 
tising Department of the Berger Manufac 
turing Company, of Canton, Ohio, has 
caused some slight changes in the personnel 
of the staff 

G. P. Blackiston (better known as “Live 
Wire’) of Pittsburgh, Pa., has been ap 
pointed advertising manager te succeed Mr 
Wallace, and it is understood that Mr. 
Blackiston will take several of Pittsburgh’s 
best men to Canton with him, which will 
merely be an addition to the present large 
staff comprising the advertising department 
of the Berger Manufacturing Company 

Mr. Blackiston’s rise in the advertising 
profession has been rapid. Just three years 
ago he was publicity promotor for a1 
matic machine tool in which he was fi 
cially interested The phenomenal success 
of the campaign made such an impression 
that several other manufacturers sought | 


f 


services in this direction. Today Mr 


nenitineg 


I Consult 4 


Blackiston stands as a sort of 
specialist in the advertising field and has 
controlled the publicity campaigns of some 
of the largest firms in the country 

The Berger Company covers the entire 
field of sheet metal products from the sheet 
to the finished article, and Mr. Blackiston’s 
appointment is a tribute to his well known 
mastery of metallurgy. He assumed his 
new duties June Ist 

















A GOOD LINE OF DESKS. 





The Evansville Desk Company, of Evans 
ville, Indiana, is well known throughout the 
trade the completeness of its desk lines, 
which include roll top office desks, typewriter | 
desks, both roll top and flat top, smal! 
ofties ibrary desks with bookcase attach 
ment, typewriter cabinets, combination 
type desk with drawers, pigeon hol 
and re icles for stationery, bookkeep« re 
desks, and besides this the company handles 
a line of swivel desk chairs, adjustable type 
writer chairs, office chairs, etc. 


The lines of the Evansville Desk Com- 
pany embrace a very wide variety of styles 
and uses. Desks may be obtained from this 
company for the high class office, or smaller 
desks may be ordered suitable for the use 
of salesmen and office employes, who do 
expensive desks for 


not large or 


their use 


require 


and their quality and finish makes them 
very attractive to the dealers and users. 
A card company 


bring complete catalogue and terms. 


addressed to the will 


UP-TO-DATE DESK LINE. 


Catalogue No. 42, for 1910 of the Leopold 
3urlington, Ia., is both 
The lines of the 


Desk Company of 
handsome and interesting. 
Leopeld Desk Company 
variety ef high grade desks for all purposes. 
The cempany’s catalogue includes 
about forty-eight different styles of desks 
for the use of office men, stenographers and 
These desks may be had in 


embrace a wide 


latest 


bookkeepers 


the solid or sanitary base as the taste of 


the customer may indicate. Each desk is 
rigidly constructed and beautifully finished 
The woods include selected and matched 


quarter sawed white oak and mahogany 


both 


Some of these desks are made in 
woods and others only in one. 

Among the features of the Leopold desks 
are the new center drawer guide and hollow 
drawer sides which insure free, smooth 
running drawers. All drawer bottoms are 
framed into the sides and ends, and all 


drawers above a certain grade are finished 
inside and out. 

The makes a 
built-up writing bed construction, 
has a heavy quartered oak band protecting 
They state 


feature of its 
which 


company 


of the built-up stock. 


have found 


the edges 


that they this style superior 


The lines are solidly constructed, | 
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Quality goods draw Quality 
Customers 


Stow & Davis Office Tables possess that quality—an excellence expressed 
not by high price, but by strength of materials built into a line of dignified 
tables that includes patterns suitable for the average business man’s office 
as well as more impressive models for large corporations and banking firms. 





Ours is the story of the largest office table line in the world, founded 
upon individual character in designs brought to finished perfection by the 
thorough-going Grand Rapids methods. Yours may be the story of a suc- 
cessful office, bank and directors’ table business, a business made permanent 
by the universal appeal of our patterns. 

Our catalog will aid you in selecting a few initial patterns, or, 
better, come to our exhibit at Grand Rapids, Blodgett Building, during 
furniture season. 


Stow & Davis Furniture Company 
Grand Rapids, Mich. 

















Your Office Chair 


business will grow and be one of 
your most profitable lines if you 
will but give it the attention it 
deserves and put in your store ‘a 


stock of 

i] . tl . ; 
Quality’ Chairs 

Other dealers have built up a pro- 

fitable business in typewriter and 

office chairs by selling our “Quality” 

Chairs. YOU can do it too if you 

will let us help you. 

We have made office chairs for 

years and cater especially to dealers 


who have'a class of trade appreci- 
ating highest quality at a fair price. 











If interested write us and we will send you our illustrated catalog and tell 
you more about our line, 


Cc. A. COOK CO., Manufacturers, 16-28 Osborne St., Cambridge, Mass. 
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STERLING 
DESK CO. 


GRAND RAPIDS, MICHIGAN 


STERLING 
DESKS 


are not high-priced desks, but they are high- 
grade cheap desks. 


Extraordinary value for the money, is our 
watch-word. Our prices are just as low as 
others, who make an inferior desk. 


Note carefully the dignified lines and beauti- 
ful square-cut designs, exactly similar to the 
highest priced furniture. 

We sell to dealers only. If you are a con- 
sumer, write for our catalogue, and we will 
refer you to our nearest representative. 


DEALERS: 
counts, catalogue, etc 
money to you. 


Write at once for prices, dis- 
This means real 








Roll Top 
Flat Top 


San 





DESKS 


Bookkeepers 
Typewriters 


itary 


H. Herrmann Furniture Co. 
258 Canal St., - 


New York, N. Y. 


BLUEPRINTS FOR THE ASKING 











veneered bed with the edges 





to a heavy 
exposed. 

The pedestals are bolted together, insur 
ing rigidity; all pigeon-hole boxes are of 
wood and are finished both inside and out; 
the curtains of ail grades except O grade, 
have built-up rails with end-locking Pasquil 
lock. * 

Leopold desks are of high grade and are 
finished according to the best traditions of 
This is a distinctly high 
careful con- 


workmanship. 
grade line 
sideration of dealers éverywhere. 


which merits the 


FOLDING DESKS FOR TYPEWRIT- 
ERS. : 

The Broome Manufacturing Company of 
Peru, Ind., a specialty of folding 
desks for These goods are 
made of oak, in golden or mission finish. 
They are strong and durable and remark- 
ably rigid considering their lightness and 
folding construction. They fulfill their pur- 
pose admirably and are favored by opera- 





makes 
typewriters. 


tors because of their rigidity and 


surface. 


They may be had in dozen lots by dealers 
sent to 


at very reasonable prices. A card 


the company will bring any other informa- 
Broome 


tion mecessary regarding the 


products. 





MAKE TABLES AND COSTUMERS. 


The Conrey-Davis Manufacturing 


roc my 


Com- 
pany of Shelbyville, Ind., makes a very ex- 


tensive line of tables and costumers for 
the office and the home. The line also 
includes cabinets, shelves, racks and um- 


brella stands. The goods of this company 
are made in the golden oak dull finish, early 
English or fumed oak. All of the prod- 
ucts of this company are very highly fin- 
ished and of a fine quality of material and 
workmanship. 

The Conrey-Davis Manufacturing 
pany has extensive manufacturing 
ities at Shelbyville, where they make their 


Com- 
facil- 





regular stock lines, or build lines to order 
of the customer 
Dealers 


lines would do well to write for Catalog B. 


who may be interested in these 


AN ATTRACTIVE LINE OF CHAIRS. 


The Davis Chair Company, of Maysville, 
Ohio, for the last decade has specialized 


upon the manufacture of spring back 


and typewriter chairs. They have experi 
mented constantly with a view to eliminat 
ing every feature which is undesirable, and 
retaining those features which are found 
to offer the 


of the chairs 


convenience to the users 


been i very 


most 


The result has 





useful line of spring back chairs 1 g 
variety of designs and prices. 
Among the special features D 


1 
i 


line are the ease 


of adjustment, 


and lowering of the back according 
+ 


physique of the occupant, and the 1 


of the tension spring. On all chairs 
tempered steel spring is used, wh 
one piece, and is securely locked 
the head for holding up-right the 


Simplicity of construction and g 


als are the key 


T he se 


note of the Davis 


chairs. chairs are mad 
variety of finishes and designs 

Dealers who contemplate putting 
line of chairs should not fail to address 


Maysville, Ol 


latest cat: 


Davis Chair Company, at 


for a copy of their 
price list 


FINE TABLE LINE. 
5 of the Stow & Davis Fu 
Mich., 


bank 


Catalog No 
niture Company of 
especially elegant line of 
tables. It styles of 


tables from especially long, 


Grand Rapids, 
shows an 
and office includes 51 
highly finished, 
heavy, special bank table 5 feet wide and 
14 feet long, to a small telephone stand with 
a 24x38 top. A 
lies between these two extremes. 


& Davis 


handsome line 


The Stow 


inch very 


Furniture Co. make special read 

















OFFICE APPLIANCES 





of libraries, the 


ing room tables for the use 

goods being finished in mahogany or oak, 
according to order. They use the best 
mahogany and selected quartered white oak 
und most of their goods are of K. D. con 
struc and may be readily put togethet 
by the dealer or user. The S. & D. tables 
are all highly finished and of the best grade 
of workmanship. Among the specially neat 
and attractive designs are the single and 





tables, suitable for banks o1 


double 


even i 


vriting 
yr the use of the home where a single 
writing desk is desired to fit a given space 

The S. & D. line is well known the coun 


who wish to receive a 


try over and thos¢ 

complete description of these goods should 
write to the company at Grand Rapids, 
Mich., and receive a copy of their hand 
some catalog 


PROFITABLE LINE FOR DEALERS. 


The product of the Franklin Desk Com- 
pany of Chicago, comprising nearly forty 
different styles of office and typewriter 
desks, is an attractive line for dealers be- 
cause of its variety, and the finish, quality 


and attractiveness of the goods themselves 





The Franklin desks are made of specially 
selected oak in several: different finishes 
The designs made in the sanitary style are 
now the most popular. 

The company desires to correspond with 
view to arranging ex 
agencies Letters should be ad 
dressed to the Franklin Desk Company, 
46 E. Jackson boulevard, Chicago, II! 


live dealers with a 


clusive 


—_ - 


SOME PRACTICAL DESKS. 

\ good desk line for dealers is that of 
the Cutler Desk Company of Buffalo, N. Y. 
Cutler desks are widely known for their 
adaptability to the needs of the office man, 
the styles and the variety of 
sizes making it e for the customer to 
find something in the Cutler line that fills 


number of 
asy 


his requirements and meets the price he is 
ae , 


willing to pay. 














Appenarace 


Unsurpassed 


Convenience 
Unequalled 


Durability 
Unapproached 
and Guaranteed 


These three essentials of the 
only in 


best are combined 


experienced artists; 
finest offices. 


mani. 


vice. 


of the Derby Desk. 


Specialty, choice ma 





Derby Office Furniture 


Appearance that distinguishes the finest busine s offices, 
secured by selected Circassian Walnut, Mahogany, Quar- 
tered Oak, scientifically seasoned; choice designs by 

finished to harmonize with the 


Convenience that is serving the most systematic business 


Durability resulting from a method of construction, more 
lasting than solid wood, such as five-ply, cross-bound 
writing beds, cemented under hydraulic pressure, and 
equally painstaking construction of every other part. 


Every piece of Derby Office Furniture is unconditionally 
guaranteed not to shrink, warp, crack or split. | 


Our thirty-five years’ experience in office outfitting is at your ser- 

Ask our dealer in your town to show you the points of superiority 
Any one who needs a desk can afford a Derby. 
You will be pleased to know how reasonable the price. 


1 
Agencies in prneipa 


cities. Catalog 715 





hogany, but our ful 


lines meet every 


taste and purse 


DERD 














DESK 
BOSTON, 


and name of nearest 
dealer on request. 












ee 








These desks are handsomely finished and 
and fulfill the 
to the dot. 


are of durable construction, 


requirements of business men 
Dealers who may be interested should send 
to the company for their most recent cata- 
log. 


GOOD OFFICE TABLES. 

‘Way up in the country which used to be 
a forest of pines, in Cadillac, Mich., is the 
St. Johns Table Company, whose specialty 
is the making of high grade office tables. 
The company has an extensive factory and 
excellent shipping facilities, and turns out 
a product excelled by very few other fac- 
tories in the world, if any 


Bank and office tables of high grade are 


re 


its specialty, and besides these it makes an 
extensive general line, -.well known the 
country over. Y 

Those interested in high quality tables 
should send postal card request for the 
most recent St. Johns catalog. 





RETURNS FROM EUROPE. 

Chas. C. Carpenter of the Twinlock Com- 
pany, Cincinnati, returned in June from 
quite an extended trip abroad. He visited 
the principal European markets and called 
on the agencies of his company in Europe. 
He was accompanied by his bride, so that, 
in a way, his journey was an extension of 
their honeymoon trip, combined with busi- 


ness. 




















HERE is only one right way to han- 
dle filing cabinets and supplies suc- 
successfully, and that is: to secure 
one of the best constructed lines of cabinets 





and a complete assortment of supplies, con- 
taining the greatest number of features and 
advantages, offering the most up-to-date 
and simplified methods of keeping card re« 


ords, filing letters or other papers, etc. 
carry a very complete line, occupying floor 
space so that people entering your store 
cannot go by them unnoticed, arrange sev- 


eral of the drawers with systems commonly 
used in business places. Further, build the 
stacks, them la- 
samples clean, do 


sections into several have 
beled, keep your line of 
not allow tight or hard running drawers in 
samples them, or handle a line 
that does not have this trouble, because 
this will kill a sale quicker than anything 
else I know of; carry a stock so that you 
can make immediate delivery of the articles 
purchased; and finally, above all things, 
have a thorough, practical filing device 
salesman that is able to understand and 
grasp the needs of his customer, to sug- 
gest a remedy that appeals to him, one 
that will completely overcome all of his 
former difficulties so that the results of 
such a system will warrant placing dupli- 
cate orders with you in the future. 

Now, why so complete? For the reason 
that the Filing System Business is an en- 
tirely different proposition from every other 
line of business, with the exception, per- 
haps, of Loose-Leaf Devices, the competi- 
tive arguments are of an entirely different 
it is like calling in a physician 
to treat you for an ailment. If the good 
doctor is unable to understand or cure 
your disease, you would call in another, the 
first doctor wguld lose your confidence, 
and so it is with a line of filing systems. 
Ordinarily the business men do not know 
the remedy, but they do know they have a 
good deal of trouble and it is up to the 
If you are 


your fix 


character, 


salesman to suggest a remedy. 


unable, then you will lose your reputation 
as a practical systematizer, consequently 
there will be very little business for you, 


regardless of how large the field. 

It is absolutely mecessary to carry a 
good, clean line of samples on the floor, 
arranged in the most presentable and in 
viting manner. First, because your com- 
petitor does it, and next, for the reason that 
your ability is measured by the appearance 
and make up of your line. I also spoke of 
tight-running drawers. This happens quite 
frequently where they 
climate. Do you know 
first things a purchaser looks 
first reason for losing a sale, 


have changeable 
the 
the 


not, 


one of 
for, 
and 


this is 
and 
why 


Some Pertinent Suggestions From 


Standpoint of the Manufacturer. 


Isaac Wagemaker, Chairman, 
Wagemaker Company, Ltd., Grand 
Rapids, Michigan. 


By 


no one cares to have a cabinet with 
months ago the 


and 


running drawers A tew 


visited a competitor this man 
that 
I inspected his line and found about 
drawers so tight that many ot! 
opened. This the 


so I say keep your 


writer 


stated many 


he was unable to sell 
goods. 
half the 

them could 
reason for 
drawers running smooth and easy. 


not be was 


“no sales,” 


A salesman handling a line of Filing De 
vices and Systems can be called a “Busi- 
ness Doctor” and should visit the trade 


fact it is very 


personally, in 





ISAAC WAGEMAKER. 


you wish to get at least your share of the 
business. Many an office force are still 
working out their details with old and 
cumbersome appliances made many years 


some of these people will never know 
nor 


ago, 
what you have to offer in their place, 
will you ever know the needs of these va- 
rious offices unless you visit them. In ad- 
this, business has a 


set 


dition to 
either the first of January or first of 


every 


time, 

July, when they transfer their papers and 
records in transfer files. They will need 
new sets of supplies and may need addi- 


tional cabinets to take care of the increase. 
\re you going to wait until they visit you, 
or would it better to call them at 


time and take their order while 


be on 


the proper 





How to Increase Sale of Filing Cabinets and Supplies 


the 


The 


; 


essential if 
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m the ground. This should be 
keeping a Follow-up System, and n 
taken care of systematically 

The writer has found, when 
through the country and visiting 
agencies of our competitors, as wel 
own, that the people who manage 
1 few pieces of filing furniture and 


several makes on the flo 


dust, 


supplies of 


and 


kicked about in some 


ered with ordinarily s 
dark place or 
complain of the g 


their 


generally 
offered by 


the store, 


competition omp 


and ordinarily say, “Without a ques 
their city has the greatest competition i 
filing device lines.” Generally these p: 
have no stock, nor a competent salesn 
Or an exclusive line, and consequently 
success; while in the same city we wi 


other houses that carry a full line of Filing 


Devices and Supplies with a beautifu 
ranged, well indexed, large line of supp 
with the proper salesman, who 
markable success and rather invite compet 
tion for the reason that it stirs up a g 
interest throughout a city and creates 


greater demand for office appliances in g 
eral. I have found 
about the same amount of 
other words, I find that 
Live Wires and its dead ones 
in a city 
complains about the 
li that 


ze 


that all 
competitior 


"1ties 
every city 
Every 
ind 


wire invites competition 


dead one ympeti 
The latter 
is the life of 

I would never 
on a line of Filing 
nothing about furniture, 


fail to omp 


trade. 


rea 
encourage a inan 
Devices who 
nor how to arrang 


the various and who is unab 


the 


systems, 


secure proper salesman to introduce 





goods. In other words, go into this gar 
would be my ad 
Device . 


bring 


right or leave it alone 
To 
haphazard 
or credit to 
the 
hich 
the 


salesmen have 


Filing 
would 
the 
manufacturer that makes 
may 
latest 


handle a line of 


manner never 


sults man that ha 
them, 
the goods, 

quality and of 


Some 


nor to 
t the hig 


be « 
methods 

said that they 
Devices regardles 


sell any line of Filing 


how poorly they were made, and whilé 


may be true in a measure, at the same 

it will not bring lasting results. This sam: 
salesman representing a line that contai: 
the best material, workmanship and finis] 
and with a construction that will last 
definitely, will not only make a sale in less 
time on the initial order, but the satisfac- 
tion such an article produces to the pur 
chaser will mean duplicate orders. The du- 
plicate orders are the most profitable part 
of the Filing Device business. The initial 
order ordinarily takes a good deal of 
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sionary work, possibly may cost the entire 


margin of profit; while the duplicate orders ° . 
are often taken over the telephone or sent 
in by mail, and consequently cost very littl IC e all 4 














get It is therefore very essential to 
aa e a line that will give lasting satisfa: ° 
You will find many concerns throughout Of Quality 
the country that have several branches and 
n the main offices several departments, who 
are continually in need of additional Filing 
Devices and supplies year in and year out Attractive, harmonious designs, 
They start with a certain line—one tha quality in wood, leather and finish, 
decided upon and tried out with and prompt service fer the dealer, are 
my satisfaction—and have placed the factors that have helped us build 
their orders for years with this same con a big plant in the short space of three 
Competit houses have repeatedly years. 
S is business, using every scientif aE: : ; : : : 
n i as wel s the greatest ‘diple macy [his new ta tory is fitted with 
es od rine eae the. hanidess. but with the latest equipment for turning out 
Megan Py antuiad in. tak Veen the goods, and with a live organiza- 
.ve found their present line of fi tion prices have been brought down 
; bine” ai. qatiliiteadaas: © Crees toa level that is as reasonable as 
OT EO ie RLF a a a possible, consistent with a high 
cont ng the best n aterial and workma! standard of QUALITY. 
ship, as well as antages and features that We have issuéd a special office chair catalogue for the benefit of dealers 
have merit specializing in this branch. Send for it to day, and see how advantageous 
We stated that many dealers handle s a trading relationship with this house will be. Our prices are right, and 
mpetitive lines—a few pieces of each dealers’ discounts will be furnished on request. 
inable t : customer what he 
wal If he makes a sale, goods are to 4 ¢: et er i ee 
ragirenitiasitiyreany Po Fn anion COLONIAL CHAIR COMPANY 
t m any or ne the best; or in other 


oe greg pesncven sage 1732-1758 North Maplewood Avenue =: : Chicago, Ill. 


‘ 


generally informed that 


f 
f 





they are all good, and it is ordinarily the 





ine that the customer favors that the sales 


man will work the hardest on to dispose of 
A person doing business along this line 
may think that he is getting far greater re- 
sults than the party handling just the one 
line But we wish to state, it has been our 


experience that these people have divided 


their efforts er several lines in such a D E. S K 
i deal 











that they cannot conscientiously 
aler you know that be- 











] . | As an intelligent and experienced d 
in oO ntly assure > cus r that rename . ‘pe a . 
; nfiden sure the custom: Ow a certain price an article not be good Good for 
he s getting the best for his monev. as the price’’ is side stepping the issue 
nan that only handles one good line Now, Olsen Desks are good desks regardless of the price. 
There is an Olsen typewriter desk, for example, that is very 


f filing devices Some people think by low in price—such a bargain, in fact, that we can’t make 
using such methods that they are corralling them fast enough—but it is a good typewriter desk. 
aft ot ’ . | " , Ir he > i of the line there are Sanitary 2edestal Roll Tops and Flats that would gracé the 
4 e lines on the m: c > com- Up at the other end of t 1e line there are Sanitary and Pedestal 

arket and keep com private office of the president, any president—beautiful things in Quartered Oak and Malngaap--teagie but 
all the conveniences necessary but no superfiuities—built on the latest models—desks of character. 


1 





petition out of their city. But they fail to elegant i ; 

: . , . ‘ ; , In plain Oak even the smaller and cheaper varieties are well made of good materials. 
realize that with a tew competitors in the : : ; 
Got4. hen he” hn me . ‘Se The Olsen line is a well graded line adapted for every-day demands of business. It is a good line to stock 
neid ley wouk ve able to inaugurate an because it sells easily, pleases customers and makes reputation and profits for dealers. It is popular-priced 
educational campaign from a competitive and distinctly high grade. And thereis a beautiful catalogue tosell from when your stock igins ient. 
standpoint: and while this would naturallv Mow than vee this we want your besiness an | will exert ourselves unusually to please you. A big, busy, 

an . a 2 modern tactory enabies us to meet almost any emer- 2527 o 

mean a division.of sales among them all, at gency. An order today will be greatly appreciated. 0. C. S. OLSEN CO., Moffat St., Chicago 
the same time the proportion would be far 
greater to each one of these competitors as 





seg Ree FIREPROOF WASTE BASKETS AND LETTER TRAYS 
EARN DOLLARS 


Made of Cold Rolled Steel, 
Oxidized Copper or Brass 


DIVERSIFIED LINE OF CHAIRS. 


The Johnson Chair Company of Chicago 


produces.a line of office chairs in a very 

wide variety of styles suitable for almost | Finish. Absolutely Fireproof. 
any office. The company has recently gone | ATTRACTIVE and SANITARY 
into a large new factory especially built for Write for Prices of 
then This plant covers 15 acres of PRESSED STEEL 


and provides double the producing 


FQ 





SPECIALTIES 
DUGGAN-RIDER COMPANY, = ERIE, PA. 


capacity of the former plant. 
The Johnson Chair Company has been 
in business for more than forty years and 
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You Can Establish 
Your New York 
Office 


AT THE ONE BEST LOCA- 
TION ON BROADWAY 


IN ONE HOUR 


@ Not long ago a Manufacturer's Representative 
was sent to New York with instructions to 
secure an office in a suitable location. 








@ The selection of an office entails many perplex- 
ing questions—then, when decided, comes the 
question of furnishing, equipping, floor covering, 
telephone, sign painters, engaging stenographer, 
and many unlooked-for incidental expenses, 
delays and inconveniences. 


@ After hunting in vain for an idea! location and 
inspecting many offices, the rental prices of 
which were in most cases prohibitory, he was 
referred to the Bourse. 


@ There he found a community of interests, hand- 
somely fumished offices equipped with all 
modem conveniences, desks, telephones, clerks, 
demonstrator, show room manager, stenog- 


raphers, etc. 


@ He also found that by becoming a member of the 

Bourse his firm could take advantage of any 

‘ combination of conveniences, with the result 

that within an hour he was completely fitted 

out with desk room, display space, telephone 

registration, all details of which were taken 
care of by the Bourse. 


@ Within twenty-four hours he was established in 
his new office, the telephone company had him 
registered, the sign painter had placed his 
name and his firm's name at the entrance to 
the Bourse. the post office had been instructed 
regarding his mail, his goods were on display, 
and the total expense of the signed contracts for 
a period of one year amounted to just $365— 
A DOLLAR A DAY. 

@ The Bourse, as its name implies, is an ex- 


change-—-a meeting place. 


Write, or call, or telephone and see how 
soon we can map out an estimate to 
cover YOUR requirements. 


International 
Office Equipment Bourse 
260-261 BROADWAY 


Opposite City Hall 


New York City 


Two "Phone Trunks ite | Barclay 




















| 


has developed styles of office chairs, both 
plain and upholstered, that are distinguished 
for their quality, solid construction and 
elegance of design and finish. 

Catalog and prices will be sent upon re 


quest 


EXCLUSIVE OFFICE CHAIR LINE. 
The B. L. Marble Chair Company of 
Bedford, O., makes a specialty of fine of 
fice chairs. This company manufactures a 
complete line of chairs for office use in a 
very extensive variety of styles 

The B. L. aMarble designs are original 
and handsome, and no matter what the 
product, whether a fine swivel chair, up- 





holstered in leather, or a plain oaken chair 
of the simplest design, the goods are al- 
ways characterized by a standard of qual- 
ity which makes them acceptable to pur- 
chasers and good stock for the dealers to 
handle. 

A card to the company will bring cata- 
olgs and full particulars. 


DESKS OF QUALITY. 
Excellence of design and fine quality 
characterize the product of the well known 
firm of J. F. Dietz & Co., of Cincinnati, 
O. Dietz desks are among the best known 
desks made anywhere, and they are a credit 
to Cincinnati, the home of fine office fur- 








niture. The founder of the company is a 
man who personally knows all about the 
making of desks. That is his hobby, and 
his factory is the culmination of his dreams 

Anyone who has ever known Mr. Dietz 
knows why the product of his factory is dis 
tinguished for its excellence. 

Dealers who don’t already handle the 





Dietz lines should write to the company 
for the particulars about the making 
Dietz desks 


ADVANTAGES OF TUBULAR STANDS. 

Strength, lightness, economy of room and 
perfect adaptability to the purposes { 
which designed are the characteristic 


the 


tures of the tubular stands made by 


n/t 





Fowler-Manson-Sherman Cycle ‘'Manufa¢ 
turing Company of Chicago. These stands 
are made of cold drawn seamless steel 
tubing and are very highly finished in 
nickel and enamel. They are employed for 
typewriter and adding machine stands, as 
stands for letter sealing machines, or for 
many other purposes for which a light, 
handsome and substantial stand is required 
For strength, economy of material, for 
lightness, variety of uses and for appear 
ance, the goods of the Fowler-Manso1 
Sherman Cycle Manufacturing Company 
are without a superior. 

A FAMOUS LINE. 

The name of Macey is famous the coun 

try over for the quality, number and variety 





of its filing cabinet and sectional bookcas« 
creations, The home of the Macey C: 





pany is right at headquarters, viz., at Grand 
Rapids, Michigan, and the Macey factory 























has had much to do with making the name 


of Grand Rapids synonymous of fine 
furniture 

Both the dealer and the consumer have 
come to know that any article of offic 


furniture which bears the stamp of thi 





Macey Company is properly constructed 
and fit for its work in every respect. 

Th mpany issues an interesting littl 
house organ, which, no doubt, will be sent 


on request—likewise catalogs of the Macey 


goods. Both will be found worth reading. 


ATTRACTIVE CHAIR LINE. 

The C. A. Cook Company of Cambridge, 
Mass., is one of the older firms in the 
furniture business. Their specialty is type- 
writer and office chairs. They are es- 
pecially particular with regard to the qual 
ity of material and workmanship put into 
their goods. 

The company’s extensive experience and 
the care and thought devoted to the manu- 
facture of these goods makes them desir- 
able adjuncts to the stock of the dealer in 





office appliances. The company has ex 
perimented extensively to secure the many 
conveniences and improvements which mark 
their goods, and have perfected their line 
to a high degree of excellence. A _ card 
addressed to the company at 16-28 Osborne 
street, Cambridge, Mass., will bring an 
illustrated catalog and full information re 
garding these lines 


MAKE FINE DESKS. 

The Valley City Desk Company of 
Grand Rapids, Mich., make a line of desks 
which they especially recommend to dealers 
in office appliances. They are of excellent 
quality and workmanship, and are sold s« 
that the dealers can make a liberal margin 
of pront. 

Valley City desks are made in the stan- 
dard designs and patterns, either with san 
itary or solid base, as may be ordered. 

Dealers will be interested in this line, and 
should write to the company for particulars, 
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No Matter What You Manufacture 
No Matter Where It Goes % # 


there is valuable free advertising space on each article you make that is yours 
to use and build up your business prestige. Your name plate and trade mark 

. brilliant, permanent colors and gold can be shown in a position of promi- 
nence so that everyone who sees your product in transit—everyone who hand- 
les it—everyone who sees it after it is in use—will know that you made it. 














Meyercord Decalcomania Transfer Name-Plates 


can be applied to any surface, wood, glass, iron or japanned surfaces. They 
are made on a specially prepared kind of paper—Decalcomania Paper—and 
‘‘transferred”’ by a simple process. Any size or style of design can be reproduced 
in beautiful colors and gold or dignified gold and black. 





These same plates are less expensive than metal or celluloid name plates 
—easier to apply—indestructible and superior in every way to the ordinary 
celluloid or metal plate—in fact—the ideal name plate for the office appliance 
manufacturer. They are adapted for the use of dealers, too, handling desks, 
typewriters, etc., where they can be considered in quantities. 


You Can Easily Prove Their Economy and Attractiveness 


Let us send samples made for people in your own line. See how attrac- 
tive they are—how much advertising value they will lend to your product. 
Or send us your present trade mark or name-plate. We will design a trade 
mark and name plate in colors showing our ideas of how to improve it and give 
it effective advertising value and pulling power. 

We make Decalcomania Transfer Window Signs and Veneer 


Wood Panel Signs, also for manufacturers. Wherever you 
have a customer you should have a “Meyercord Sign.” 


THE MEYERCORD COMPANY, INC., 


American Manufacturers of Guaranteed Decalcomania Products. 
Branches in All Large Cities. 








Main Offices: Suite 1107-1112 Chamber of Commerce Bldg., Chicago, Ill. 








Commission Finishes Big Work 


TATIONERS will rejoice that the 
S first section of the work of the 
National Catalogue Commission has 
been finished. The long awaited report of 
that body 1s off the press, and by this time 


is in the hands of the members of the 
association and of the subscribers to the 
report. It contains thirty-one pages, 


11 x 8%, of carefully worked out price 
recommendations, four pages of tentative 
recommendations for the use of those who 
are compiling catalogues, a set of blank 
index leaves for the purpose of dividing the 
contents to suit the convenience of the 
users, a title page and introductory, all of 





Commission Finishes Big Work. National 
Catalogue Commisson Sends Out 
Completed Book of First 
Part of Its Labors. 


sazley, of the Richmond & Backus Co., 
Detroit. 

At the risk of repeated repetition, we are 
going to outline the object of the appoint- 
ment of that committee, which was at first 
created through the efforts of the Chicago 
Association of Stationers and was continued 
and made a standing committee of the 
National Association at the last annual con- 
vention at Toledo. 

The creation of the commission resulted 


of Stationers’ Associations throughout the 
country, and the only logical attempt which 


found in 


has thus far been made is 

work of the National Catalogue Commis 
sion. Prices recommended by the con 
mission are not in all cases higher than t 


prices quoted in stationers’ catalogues. They 
are higher than the prices quoted in som: 
catalogues and lower than prices quoted in 
others, but every price is based upor 
cost of the goods plus the average ec 
doing business, and if adopted 
by the stationers throughout the country, 
will inevitably result in better profits and 
better conditions in the stationery trad 
Many have remained 


generally 





prices unchanged 








which is printed on old Hampshire bond from the. persistent recurrence of wrong 
paper, with round cor- Some have been ad- 
nered leaves, punched vanced and thers 
to. fit the unimatic reduced. It is under 
loose leaf covers in : J ae , ‘. stood, of course, that 
which the report is @ The recommendations of the National Catalog Com- there is no intent on 
ew mission of the National Association of Stationers and wy “ei of the Nation 
f those members ° - . al Association or any 
Se oh eel es Bank! Manufacturers, printed on Old Hampshire Bond and ea po. ee 
ciation of Stationers bound in Unimatic Loose Leaf Binders are now ready tempt to force 
adoption of the prices 


and Manufacturers who 


for distribution. 


Copies will be furnished free to all 


are in good standing ; - - ; y recommended by the 
are entitled to a copy members of the National Association and will be sent commission The a 
of this report, and postpaid to non-members upon receipt of $10.00. doption of this list wi 
those who are delin- : be purely voluntary on 
quent can receive it by f Ses . ios , as the part of station 
bavtdithile des. New @ The annual fee for membership in the National CS: + a OTC | 
members of the asso- Association is $10.00. Every stationer and office acting only as an ad | 
ee ae aoe appliance dealer and other manufacturer in the field oe eee to 
report can obtain it on z _ : stationers of the Wnited 

should take a membership at once and, if possible, ean: Mia in thoes 


payment of ten dollars 


sub- 


fore, no possible viola 


to the National Cata- attend the annual meeting at Baltimore in October. 
logue Commission or tion of the anti-trust 
any member thereof. “on > Ty . ‘ laws in any respect 
Oar eet menienthnen @ The National Association has turned discord into a 
harmony; eliminated many of the abuses; improved The National Cata | 
; 


however, on the 
ject should be _  ad- 
dressed to the secre- 
tary of the association, 
Mrtimer. W. Byers, 47 
Park Grove, N. Y. The 


report contains the en- 








conditions and created a fraternity 
which the standard of the business has been elevated. 


@ Don’t be Ismaelitish. 
the benefits at once. 


spirit 


Send the ten and get in on 


logue Commz*ts sion i 


made an 


through 


exhaustive 
study of the averag: 
expense of doing bus! 


reviewing in de 


ness, 
tail all the staple lin 
of merchandise carried 
in stock by stationer 
making corrections in 














tire work of the com- 

mission up to. date. 

This does not mean 

that the work of the 

commission is by any means completed. 
It will be continued until all the staple 
lines handled by stationery stores have 


been fully covered, and consequently will be 
printed on pages punched to fit the covers, 
and mailed from time to time to the holders 
thereof. The National Catalogue Com- 
mission which has done such an important 
work for the stationers of the United 
States, consists of the following gentlemen: 
Fletcher B. Gibbs, of Shea-Smith Co., Chi- 
cago, Chas. A. Stevens, of Stevens Maloney 
& Co., Chicago, Jas. A. Dorsey, of the 


Dorsey Printing Co., Dallas, Texas, Robert 
D. Patterson, 
tionery 


& Skinner Sta- 
Frederick C 


of Buxton 


Co., St. Louis, and 


price quotations in stationers catalogues. 
Never before has there been any body of 
men equipped or appointed to construct a 
schedule of prices which should allow fair 
profits for the handlers of all the goods 
included in the stationers stock. The result 
has been that every stationer has made his 
own prices as he saw fit, whether he knew 
how to figure profits properly or not, and 
very often these prices have been made 
upon mistaken assumption and to meet 
a fancied competition. The result was that 
very few stationers’ catalogues quoted simi- 
lar prices for similar goods. In fact, there 
was no attempt at uniformity of price or 
at price maintenance until the organization 


price where errors wer‘ 
found, and recommending advanced prices 
only where advanced prices appeared abs 
The members ot 
stationers of the most 


lutely 
commission are all 


necessary. 


extensive experience and have a recogrized 
Their work has be« 
and exactness 


with the ap 


standing in the trade. 
done with method, 
along conservative lines, and 
proval and assistance of the manufacturers 


care, 


whose lines are included in the lists just 
published by the commission. 

This is the first time in the history of the 
stationery business that a work of this 


description has been attempted and its value 
and usefulness is universally recognized 


There is scarcely a stationer in the country 
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who has failed to realize that the merchan ° 
dise end of his business is either paying a Good W ork By National Secretary 


net profit totally inadequate to the invest 
ment and labor involved, or no profit at 
all. A careful revision of selling prices 
has for many years been the thought upper 
most in the mind of nearly every dealer 
The obstacle has been the difficulty to find 
the necessary time to devote to the work 
Stationers everywhere therefore, are today 
in a receptive mood for a movement of this 
kind, and have shown by the uranimity 
with which they have accepted and put into 
operation the published recommendations 
of the National Catalogue Commission, 
their willingness to be guided by a schedule 
of prices that has been so carefully and 
consistently worked out. 

The ultimate effect of the Commission’s 
work will be to standardize profit-yielding 
prices, and this is so thoroughly recognized 
and appreciated by the trade at large, that 
the leading dealers throughout the country 
are lending the movement their active co- 
operation and assistance. 

In this evolution in prices during which 
it will require a year or more for the 
revised lists to become thoroughly effective, 
dealers are cautioned against having their 
confidence shaken by customers quoting 
obsolete prices from the old catalogues 
which will continue for a time in circulation, 
and they are earnestly advised to rigidly 
maintain the revised prices in the firm 
conviction that they have been fairly and 
justly figured and are fully warranted by 
present business conditions. 

For many years, dealers almost without 
exception, have fretted under apparently 
unavoidable conditions which seemed to 
render it impossible for them to conduct 
their business enterprises at a profit. A 
means of relief from this situation is now 
offered by the National Association through 
the medium of the National Catalogue 
Commission. The psychological moment 
is here. Let every stationer who has not 
already done so, grasp and make profitable 
use of it. An immediate and united con 
formance to the recommended prices, and 
the task is accomplished; profit yielding 
prices will be established and the generous 
work of this Commission rewarded by the 
accomplishment of its purpose. 





YOUTHFUL EXPERT ON TYPE- 
WRITER. 


Parker K. Woodson, 14 years old, 4354 
Vincennes avenue, Chicago, has won the 
trophy in a typewriter contest of 100 con- 
testants at Omaha, Neb., in which only five 
competed in the finals. 

His closest competitor was a young wom- 
an 18 years old, who was beaten by the 
small margin of one and one-third words. 

He has been writing less than six months. 
The trophy in the Omaha contest was a 
large silver loving cup. 

A new electric sign consists of separate 
letters, mounted on wheels, which run on a 
track around a building like a miniature 








electric train 


News of the National Association—Prog- 
ress of the Tou Velle Bill Indicates 
Early Passage at Next Session 
of Congress. 


HE work already done by Mortimer 

W. Byers, secretary of the National 

Association of Stationers and Man- 
ufacturers is proof, if proof were needed, 
that consistent and industrious work will 
bring results. Some little time ago, Mr. 
Byers, seeing that the standing committees 
of the association were handicapped by. the 
lack of information in getting up their. re- 
ports and that the time of the members of 
the committees would not admit of their 
gathering the requisite information desired 
on account of the amount of correspondence 
and clerical work demanded, he therefore 
decided that if the committees would indi- 
cate the information desired the secretary’s 
office would undertake to get it. In pur- 
suance of this plan the office of the secre- 
tary has been sending out cards containing 
questions whose answers would bring out 
the facts required by the various standing 
committees of the association. The results 
of this campaign thus far have been very 
gratifying, and the committees are already 
in possession of a mass of information 
which will render their reports of great and 
unusual interest and value. 

The members of the association have 
shown marked interest in the work the sec- 
retary’s office has been doing and have re 
sponded freely to the cards and letters the 
secretary has been sending out during the 
last few months. One of the recent bul- 
letins issued by the secretary is with ref- 
erence to the work of the committee on 
standardization, and it is hoped that the 
queries in this bulletin will bring replies 
that will prove what the actual consensus 
of association opinion is, so that when the 
report is finally presented at the convention 
it will form a well-digested summary of the 
best views on the subject. With this bul- 
letin the secretary is sending out to.each 
member a small package of association 
seals very attractively designed and printed 
in two colors. It is expected that the gen- 
eral use of these seals on the letters of 
members will be a valuable means of adver- 
tising the association and calling attention 
to its work. 

The membership of the association is 
steadily increasing, and the most up-to-date 
dealers and manufacturers are either at 
present members or are becoming mem- 
bers of the organization. By the time the 
association meets next October it is pre 
dicted that the membership will have 
reached very near to the 500 mark, an in 
cease of 25 per cent in one year. 

Fight on Government Printed Envelopes. 

It is interesting to note that the Tou 
Velle bill to prevent the free printing of 
firm cards on stamped envelopes recently 
passed the House of Representatives at 
Washington by a vote of 192 to 27. This 


majority in favor of the bill which the sta- 
tioners’ and allied associations are pushing 
with such vigor indicates the excellent work 
which has been done by the special commit- 
tee which has been in Washington for some 
time in charge of the work in favor of the 
bill. It is unfortunate that the bill did not 
reach the Senate in time to be considered 
by that most deliberate of deliberative 
bodies before adjournment, but the support- 
ers of the bill declare that there is every 
prospect that the Senate will give it fa- 
vorable consideration at the next session. 
In the meantime the committee will con- 
tinue its work until the final passage of 
the bill and its enactment into law. 

The committee which has the matter in 
charge is a joint committee composed of 
members: of the allied stationery, paper and 
printing trades, and is. made up of some of 
the strongest men in the respective organi- 
zations. 





A MAMMOTH ELECTRIC SIGN. 


Broadway, New York, has a new marvel— 
one of the largest electric signs that has 
ever been constructed. This sign is unique 
and original, and is erected on the top of the 
Hotel Normandie, at Thirty-ninth and 
Broadway, New York, in a position where 
it may be seen for many blocks. The struc- 
ture of the sign is sixty feet high and nine- 
ty feet long. The idea is to reproduce a 
Roman chariot race with a _ reviewing 
stand, on which there are large crowds 
cheering the first charioteer to victory. 
Ahead of the first chariot are five Roman 
cavalrymen. At night this sign will be 
illuminated and will represent the horses 
galloping madly, with manes and tails fly- 
ing in the wind. The wheels will rapidly 
revolve, giving the full effect of a chariot 
race passing at great speed. The gencral 
effect is that of a stage setting with the 
drop curtain lowered one-third. On this 
curtain will appear the advertising of some 
of the largest manufacturers in the country, 
under a standing head reading “Leaders of 
the World.” There are three lines of let- 
ters in the advertising, and each line is four 
feet high. It requires 600 H. P. to generate 
the electricity for this sign, and more than 
500,000 feet of wire will be required to 
complete it. The cost of the complete sign 
is about $400,000. 

Among the first advertisers to place their 
advertising on this sign will be the L. E. 
Waterman Pen Company. 





For the convenience of frequent users of 
memorandum pads a simple attachment has 
been patented to hold a pad on the wrist, 
but enabling it to be readily swung out of 
the way on the back of the arm. 





FFICE Appliances has received a 
programme from 
The pro 


card and a 
Llewellyn Edwin Barnes. 
gramme is that of the commencement ex 


ercises of the Reliance Medical College, 


which were held in Handel Hal! in Chi 
cago on Friday evening, July Ist. Mr. 
Barnes 1s a member of the graduating class, 
and we are sure that the stationery trade 
of Chicago will read this item with interest, 
because Mr., now Dr., Barnes was one of 
the best known young men in the station 
ery trade in Chicago some ten years ago 
He it was, who bore a conspicuous part 
in the organization of the Chicago Sta 
tioners’ Association, and is entitled to the 
very kindest regards of all the stationers 
of the United States, for was it not the 
Chicago association which subsequently 
had the leading part to do in the formation 
of the National organization? This re- 
calls an interesting little bit of inside history 
which has never before been published, 
perhaps indeed on account of the extreme 
and excessive modesty (?) of those most in- 
timately concerned. Nevertheless, the his- 
tory may interest some stationers, and will 
recall to many members of the Chicago 
trade recollections of both an interesting 
and amusing character. Ten years ago, to 
be exact, in the summer of 1900, a young 
man was sent to Chicago from New York 
to become the western representative of 
an eastern stationery publication. On his 
arrival in Chicago, he sent for the corre- 
spondent of that publication, and they met 
and had a little talk one afternoon in the 
lobby of the Auditorium Hotel. During 
the conversation, the representative asked 
what sort of an organization Chicago had 
among the stationers. The reporter re- 
plied that there was no organization that 
could be called such, that one or two at- 
tempts had been made to get together, but 
competition was keen and he doubted if 
the stationers of Chicago would ever come 
to an agreement and form a practical or- 
“Well,” replied the new rep- 
can do 


ganization. 
resentative, “we will see what we 
towards getting up an organization among 
the stationers here. If we cannot accom- 
plish anything we shall! at least have stirred 
things up, and made some good news to 
show the stationers of the country that 
“Chicago is on the map so far as the sta- 
tionery trade is concerned.” 

Forthwith the 
himself into a committee of one, with a 


representative formed 
sub-committee consisting of the correspon 
dent, and started out to see what could be 
done towards organizing the Chicago sta 
tioners. He preached organization to them 
early and late, in the highways and byways, 
wherever he got a chance to do so in 
connection with his principal duty of se 
curing the festive and illusive advertising 
meantime, the corre 


contract. In the 
-spondent was talking organization in his 


A Bit of History 


How a Doctor’s Graduation Card Brings 
Up Interesting Memories. 





weekly rounds among the trade, securing 
interviews from numerous prominent sta- 
tioners, writing some very excellent (?) 
articles on his own hook, describing the 
advantages of organization and attributing 
them “to a prominent stationer.” 

For several weeks the stationery trade 
was canvassed, and the views of every lead- 
ing stationer in Chicago were repeatedly 
given “Prominent stationer” also occu- 
pied a considerable share of the correspon- 
dent's attention during that time. If Dr 
Barnes reads this article, or if Fletcher 
Gibbs or Charlie Stevens has read it thus 
far, they will have caught on to who the 
representative and correspondent were. It 
is not without interest in this connection 
to quote one or two paragraphs of ancient 
history from the old files of the paper 
which these two men represented. Going 
back to August, 1900, we find the following: 

“John B. Fay, manager of the stationery 
department of A. C. McClurg & Co., ex- 
pressed himself as heartily in favor of the 
proposition. He declared that in his opin- 
ion a properly organized and well con 
ducted body could not ‘fail to be of very 
material value to the members of the trade. 
He would make the social features promi 
nent and the business advantages would un 
doubtedly follow as a necessary conse- 
quence of friendly discussion. 

“F. A. R. Moore, manager of the sport 
ing goods department of the C. M. Barnes 
Company, was one of the first to suggest 
the feasibility of an organization. He de 
clared that many advantages could not fail 
to accrue from it. They would arise from 
a closer and more friendly acquaintance of 
the members of the trade, who through the 
organization's social features would get in 
closer touch with each other. Another ad- 
vantage would arise in a better understand 
ing as to credits, whereby the non-paying 
consumer could be prevented from victim- 
izing each of the stationers in turn until he 
had run his merry course into the bank- 
ruptcy court. 

“H. C. Metcalf, of the Metcalf Stationery 
Company, was in full accord with the prop- 
osition. He thought that an organization 
formed with the proper object and con 
ducted along right lines ought to be suc 
cessful. 

“W. R. Barnes, of the C. 
pany, was heartily in favor of the plan 

“Charles A. Stevens, of George E. Mar 
shall & Co. (now senior member of the 
firm of Stevens Maloney & Co.), said ‘I 
think such an association would be a very 
good thing indeed, and we would be glad 
to help support it. The advantages would 
depend on the lines on which the organ- 


M. Barnes Com- 


ization is formed.’ ” 


“Mr. Riddle, of Geo. E. Cole & Co. (now 


of Riddle & Wunderle), was of the 


ion that organization would be a sg 
stroke for stationers. Such an associ 


formed on right lines ought to succeed 
In Conclusion. 


Before the representative had bee: 

Chicago a week, he had called upon the 
principal stationers and had talked up 
idea of organization. He found them rathet 
indifferent on the proposition, but they said 
that the only concern that stood in the way 
of the organization was A. C. McClurg & 


Co., who inasmuch as they did both a wh 


sale and retail business, were enabled to 
shade prices a little closer in their reta 
department than other stationers. The rep 


resentative at once posted over to M«¢ 
Clurg’s, where he saw W. F. Zimmermann 
McClure & ¢ 

understan 


now the president of A. C. 
The representative said: “I 
that the stationers say you are not in fay 

of forming an association here, and I| hear 
also that the stationers are not even ac 
quainted with one another. I want to ask 
you if it would not be a good plan, merely 
on the basis of good fellowship, to form 
He replied, “Certainly 


+t 


an association.” 
would,” and said that he would appoint 
Mr. Kasten a member of any committee 
that might be appointed to act in the mat 
ter. With this agreement the representa 
tive secured the appointment of Mr. Ryan, 
of P. F. Pettibone & Co., and Mr. Barnes 
of C. M. Barnes & Co., not, however, the 
L. E. Barnes, who later on took up the 
heavy work of organization so energetically 
Mr. Smith, of S. D. Childs & Co., said he 
would appoint a fourth member of the com 
mittee, but this appointment was neve! 
made, and the committee never met. This 
it must be remembered was in 1900, some 
two years before the actual preliminary 
organization was formed. During that two 
year interval, the two trade paper men kept 
up the agitation from time to time, and 
finally they interested Mr. L. E. Barnes, of 
Chas. H. Coles & Co., who took up the 
work in earnest, and wrote to organizations 
of stationers in different cities for copies ol 
their constitution and by-laws. 

At first it was intended to make the ass: 
ciation one exclusively for dealers, but th: 
matter was brought to the attention finally 
of Sam Mayer, Chicago manager of the Jo 
seph Dixon Crucible Co., and Mr. Maye: 
Fletcher B. Gibbs and one or two other 


leading men in the trade met at the Chicag 
Athletic Club, and over their dinner dis 
cussed the matter of forming an organiza 
tion, and laid out a tentative plan. A short 
time later a preliminary meeting was held, 
at which the matter was gone into more 
thoroughly, and shortly after that, at an 
open meeting, the organization was formally 
and constitution and by-laws 
The rest of the association’s his- 


launched, 
adopted. 
tory is familiar to all the stationers of Chi 




















cago, and more or less so to the principal 
stationery houses of the northwest. The 
first annual banquet held that year ce 
mented the idea of national association, 
and was probably the most important event 
which ever occurred in stationery circles 
in the West 

The two men who undertook and carried 
through the preliminary agitation as de 
scribed in the foregoing article, who were 
at that time representatives of an eastern 
publication, are now the editor and asso 
ciate editor, respectively, of Office Appli 
ances, and after their work was done, when 
the preliminary organization had been got 
ten together, they retired from the field and 
left the work to those better fitted to carry 
it on. Neither of these two men takes any 
particular credit to himself for the forma 
tion of the Chicago Association of Station 
ers. The agitation was begun with a view 
to waking things up a little in Chicago, but 
for the results accomplished, the greatest 
amount of credit is due to the stationers 
who finally took up the matter and brought 
it to so successful a conclusion, four years 
later culminating in the first annual ban 
quet held in 1904. 


POISE. 


The following editorial was clipped from 
the April issue of the “Burroughs,” a 
monthly magazine issued by the Burroughs 
Adding Machine Company in the interests 
of its employes. It is one of the many 
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things in this magazine which is worth car 
ful reading 

A certain salesman was waiting his tur 
to see a prospective buyer Yes, he was a 
Burroughs salesman. The line of which he 
was a part shortened slowly, and at last he 
was admitted to the sanctum of the buyer 
He was there by appointment, and felt sure 
of an order. Mr. Buyer had just finished 
with a wrangling representative and was s¢ 
upset that he took out his wrath on 
friend. 

No, he did not want any adding machin 
wouldn’t have one as a gift. No use to 
argue, he simply didn’t care for it. “I am 
busy now; no need for you to hang around 
With that ringing in his 
naturally. 


here any longer.” 
ears Mr. Salesman left 

Don’t think he was wrong; don’t say he 
should have stuck for the order. He did 
just the right thing when he got out and 
left the man alone to collect himself and 
regain his mental equilibrium. We _ ll 
know these men who seem to lack ability 
to rule themselves. They lack poise 
They haven't yet discovered the difference 
between nerves and brains, and they con 
found feverish haste and a nervous flitting 
from this duty to that with actual accom 
plishment 

On the other hand, the man of poise is 
the man of power. He has taken time to 
find himself. He knows his abilities and 
knows when he 


=. ¢i- 


limitations. He 


croaching too far on his reserve vitality 
and he has will power enough to stop 
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yes quit—when he has gone the limit. 

Napoleon was a man of wonderful poise, 
ind was always coolest at a vital crisis. 
lhe true Napoleon showed himself in those 
moments when the fate of nations hung on 
his command. 

As you cultivate poise, you generate 
power. It is the silent, yet powerful dyna- 
mo that gives momentum to your life and 
WwW rk. 

Take time to develop poise. 

(The Burroughs man got his order the 
next day—when Mr. Buyer regained his 
mental balance.) 





BUYS REM-SHO PARTS. 

Some time ago an item was published 
stating that Alexander McDonald & Greene 
of New York had bought all of the parts 
from the Remington-Sholes Typewriter 
Company. This report was erroneous. Re- 
ceiver Price of the Remington-Sholes Com- 
pany states that Ben Samuelson & Co. of 
Chicago have recently purchased the parts 
of the Rem-Sho machine up to and including 
Model 9. 

Alexander McDonald & Greene did buy 
quite a number of parts, but by no means 
took the entire lot. 





Ferris & Leach, printers, engravers and 
stationers, 7th and Chestnuts streets, Phila- 
delphia, are making a display of the Wabash 
line of office devices. 














which means dollars to you. 





vw 
IF INTERESTED please communicate with us giving correct address and we will demonstrate why this 
holder is a valuable device to carry. 





Style ‘‘H’’ Double Hinge Holder 


DEALERS NOTE 


New and valuable improvement in the construction of single and double hinge loose sheet holders, 
Following out our practice of giving the best values to be found in 


loose leaf, we have added materially to cost of production without increasing our price to you. 
Style “J’’ Single Hinge Holder 





AFTER AUGUST FIRST styles ‘‘H”’ and ‘‘J’’ Holders will be made up in Government Standard 
Khaki Color Waterproof Canvas, and with canvas covered triangular spring riveted in back. We want 
you to see this new construction, which will show you how we maintain Our supremacy and our repu- 


tation as makers of WHAT IS BEST IN LOOSE LEAF. 


C.§. & R. B. CO., inc. Sacramento and Carroll Aves., Chicago, U. §. A. 

















Some Interesting Devices 


EVELOPMENTS in the building of 


filing devices have kept step with 
the march of progress in other lines 
of business. Now we have filing devices 
for every sort of document in use by the 
business world—devices which unite utility 
and convenience with ease of operation and 





SOLID BASE CABINET. 


economy of space and cost. Indeed, the 
developments in filing devices have been 
quite as marked, though not so spectacular 
as the progress in the construction of auto- 
mobiles. 

One of the most interesting lines of filing 
devices is that manufactured by the Ross 
Manufacturing Co. of Muskegon, Mich 
These cabinets embrace all the accepted 
forms and structures, and include letter 
files, bill or invoice sections, legal docu- 
ment sections, card indexes, combination 
files for documents, legal blanks, card in- 
dexes, etc., map files for routing maps, 
single letter units, book files with roller 





SANITARY BASE. 


shelves, ete All of these files may be 
had either with the low base, or with the 
sanitary base which has of late become so 


Lines of the Ross Mfg. Co. Show Many 
Features of Utility and Convenience. 


much a feature in the furnishing of up-to- 
date offices. 

A feature of the Ross lines is disclosed 
in the name which the company has given 
to its goods, “The Ross Patent Anti-Fric- 
tion and Ball fearing Filing Devices.”’ 
Each drawer, for whatever purpose it is 
to be used or of whatever size or shape, is 
equipped with this ball bearing device, 
which makes its operation as easy as is 
possible by any method now understood 
Each drawer is supported by eight steel 
balls and two fiber rollers which hold the 
drawer in the middle of the opening. The 
balls run in a steel track, which prevents 
wear on the drawer, consequently the 
drawer never sticks or binds, because it is 
held entirely free from the side frames, and 
is supported wholly upon the balls and the 
fiber rollers. When closed, it is discovered 
that each drawer has a shoulder ‘or lip 
which extends out at the top, bottom and 
sides and closes up snug into the frame- 
work of the cabinet structure. This makes 
the file dust proof. 

The anti-friction devices are so con- 
structed that the drawer will not sag down- 
ward even when pulled out to its fullest 
extent, always maintaining a level position, 
and being ready to be pushed in with the 
minimum of pressure, even when heavily 
loaded. 

The construction of the Ross vertical files 
is durable, and exemplifies the best prin- 
ciples of office furniture construction. The 
framework which holds the drawers is 
locked together so as to secure the greatest 
strength possible, and they are as rigid as 
the skill of the Ross mechanics can make 
them. The ends and sides of each section 
are detachable, so that the sections may be 
placed side by side snugly, frame to frame. 
This makes for economy of space and also 
for price economy as well, because in the 
arrangement of a number of similar sec- 
tions it is necessary to purchase only two 
of the end panels. These detachable panels 
are veneered in one large piece with a 
heavy durable. framework. They are bolted 
to the frames with six bolts, which can be 
easily removed. 

The letter files may be had in single sec- 
tions of four drawers, or in double sections, 
or in as many sections of four drawers as 
may be desired. The files are built as 
nearly as possible upon a uniform plan and 
of a uniform height. One may order these 
goods either in the solid base or the sant 
tary base, and may preserve throughout the 
uniformity of one’s office scheme. 

In addition to their complete line of anti- 
friction filing devices, the Ross company 
manufactures a very attractive desk line, 
their leader being a high top, sanitary office 
desk, built in heavy golden oak, with 


smooth-running casters, and 
supplied with drawers and pigeon-hole a 
commodations. This desk is 34 inches wide 
and has three large drawers on either side, 
and one beneath the center of the desk 
Beneath the roll top are drawers, cupboards, 
documents, 


receptacles for papers and 


books, pigeon holes, etc. 





SANITARY BASE AND CABINET SECTION. 


Any dealer who is interested in office 
furniture lines or who contemplates adding 
a line of office furniture, should avail him- 
self of the opportunity to secure the Ross 
company’s recent catalogue which gives 
full particulars and prices of the devices 
mentioned in the foregoing article. Dealers 
should watch for the further developments 





A MIXED STACK FOR SEVERAL USES. 


and new devices to be brought out by the 
Ross Manufacturing Company. Some inter- 
esting things are promised. 


abundantly 
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When Buying Your Line 


papers you are bound to consider the reliability of the firm that manufactures them, their 


reputation and standing in the eyes of the consuming public, and the margin of profit for you in 


of writing 


handling your output. 


The EATON, CRANE & PIKE COMPANY operate the largest high grade stationery manufacturing 
plant in the world. It has been in successful operation for over sixteen years, and its products are 
sold by stationers generally throughout the United States 

These papers are well-known to the consumer. Extensive ad- 
vertising for years past has brought them continually before the pub- 
lic, who realize that all claims for them have been made good. 

The sale of the EATON, CRANE & PIKE PAPERS yields a lib- 
eral profit to the dealer, still allowing him to retail them at a reason- 
able figure. These papers, though of the highest grade, are by no 
means prohibitive in price, even to the consumer of moderate means. 











We call the attention of the stationery dealers to these matters that 
they may carefully consider them before placing their stationery orders else- 





! : 
where. 





EATON, CRANE & PIKE COMPANY 


PITTSFIELD, MASS. 
NEW YORK OFFICE: Brunswick Bldg., 225 Fifth Avenue 









SOONER OR LATER 


You will show it in your stock. The other enter- 
prising dealers are, 


A New Post Binder 


Slotted, with a simple locking device on an 
entire new principle. 













Unquestionably the simplest, neatest, easiest working, most secure locking 
device ever used on a post-binder. 

This locking device consists of two hardened steel balls or rollers so held in 
position by 2 simple mechanical device that a movement of the button slide 
drops them into a wedge-shaped slot in the steel carrier plate, thus forming a 
‘ball clutch,’’ the most secure and reliable clutch known. 

A reverse movement of the slide instantly releases the clutch and at the same 
time opens the slot so that cover can be withdrawn without the necessity of 
raising same over the posts. 

They are bound in heavy drab duck with round leather corners. 

The exposed metal parts are heavily plated and highly polished, making a 
most attractive binder 

Packed six in a heavy, white cloth-stayed box, with green label.’ 

Every binder fully guaranteed. 

A large number of stock sizes alwayson hand. Special sizes to order 
Sample to the trade upon application. 


IRVING-PITT MFG. CO. 


Kansas City, Mo. 






















A Steel Furniture Display 


NYONE who passed down the great 
white way in New York city in the 
office furniture district during the 
last month or so could hardly escape being 
impressed with the appearance of the store 
at 405 Broadway, occupied by the James- 
town Metal Furniture Company. Several 
months ago the manufacturers of Everlast 
Steel Furniture decided to open a store in 
New York city. The accompanying cuts 
will afford the reader some slight idea of 
the splendid quarters the company secured 
and fitted up shortly after its decision was 
reached. A view of the store front shows 
how neatly and artistically the exterior of 
the store has been finished. The interior 
view shows some of the Everlast Steel Fur 
niture display on the main floor. The offi- 
cers of the clerical force may be seen in 
the rear and the private office of Manager 
W. A. LeBrun is at the left. The store is 
25x100 feet and the company occupies 
both ground floor and basemtent. 
Speaking recently of conditions in the 
steel furniture business, Mr. LeBrun said: 
“Steel filing devices have been manu- 
factured and sold for the past twenty 
years, but the sale has been until the past 
year or two confined mostly to public 
buildings, banks, etc., being made up spe- 
cially from designs made for the particu 
lar office or building to be equipped. It is 
only in the past two years that much 
organized attempt has been made to make 
a complete stock line of steel office furni- 
ture ready for immediate delivery and to 
be markéed the same as wood furniture. 
“This line of the business owes much to 
W. A. Marsh, general manager. Mr. Marsh 
became connected with the steel furniture 
business about two years ago, he being at 
that time treasurer of the American Cash 
Register Company, Columbus, Ohio, and 
also connected with the Kilbourne-Jacobs 
Company of that city as a director. He 


INTERIOR VIEW AND WINDOW OF JAMESTOWN 


Clever Display of the Steel Lines of the 
Jamestown Metal Furniture Company 
in Their Broadway Store. 
saw the great opportunity for the sale of 
stock lines of office furniture made of steel. 
and connected himself with this company 
which had just been incorporated to take 
over the business of the Ohnstrand Metal 
Furniture Company. A large new brick 








W. A. LeBRUN. 


factory building with six floors was con- 
structed and equipped with the most mod- 
ern metal working machinery. The serv- 
ices of one of the best factory heads in 
the country were secured in the person of 
Everett Stuck, who had for years been in 
charge of large factories or departments, 
such as the National Cash Register Com 
pany, American Laundry Machine Company 
and American Cash Register Company. 


The product, which already had an enviable 
reputation for quality was further improved 
new designs and models were gotten out 
and today we claim to have a most com 
plete line and one which is recognized as 
of highest quality. The trade mark ‘Ever- 
last’ was adopted and an extensive cam 
paign entered into. The demand has grown 
so rapidly that it is taxing the capacity of 
the large factory. Already another factory 
building which will double the present ca 
pacity is projected. About 400 employes 
are engaged in the present factory. Here 
in the New York store the company carries 
a large stock on hand for immediate deliv 
ery in addition to that shown on the floor 
Although scarcely two months have elapsed 
since the company moved into this store, 
sales have greatly increased and the su 
cess of the retail store policy is assured.’ 
Mr. LeBrun has charge of the eastern and 
export business of the Jamestown Metal 
Furniture Company as well as of the New 
York business. He has been with the com 
pany nearly two years and is recognized as 
having had a great deal to do with the re 
markable success of his firm. He was for 
ten years connected with the National Cash 
Register Company in various positions, such 
as salesman, sales agent, manager of Balti 
more office, manager of New York office 
and finally assistant general sales manager 
at Dayton. He left the National to become 
general sales manager for the American 
Cash Register Company, Columbus, Ohi 
Before taking charge of the eastern busi 
ness of the Jamestown Metal Furniture 
Company he made a trip in their interests 
through Cuba, Mexico and the southwest 
ern part of the United States. A success 
himself, Mr. LeBrun has the happy faculty 
of inspiring his men with the idea that they 
too can succeed. Undoubtedly Mr. Le- 
Brun will continue to increase the business 


of his firm in the East. 





METAL FURNITURE CO.’S NEW YORK STORE. 




















McCORMACK WITH THE UNDER 


WOOD. 

“Jack McCormack, one of the best 
known and oldest typewriter men in point 
of service in St. Louis, has taken a position 
vith t Underwood branch in St. Louis 
is special representative. McCormack 
built up an acquaint with the busines 
men of St. Louis that extends from the 
mayor of the city and the richest banker 
there down to the porters and shipping 
lerks i1 I visits 


THE MAN WHO WINS. 


The man who wins is an average man, 

Not built on any peculiar plan; 

Not blest with any peculiar luck 

Just steady and earnest and full of pluck 
When asked a uestion he does not 


“suess”: 
He knows, and answers “No” or “Yes” 
When set a task that the rest can’t do, 
He buckles down till he’s put it through 
Three things he’s learned—that the 


who tries, 


man 


Finds favor in his employer’s eyes; 

That it pays to know more than one thing 
well: 

That it doesn’t pay all he knows to tell. 


So he works and waits, till, one fine day, 


There’s a better job with bigger pay; 

And the men who shirked whenever they 
could, 

Are bossed by the man whose work made 
good 

For the man who wins is the man who 
works, 

Who neither labor nor trouble shirks 


his head, his eyes— 
man who tries. 
Trust Monthly 


Who uses his hands, 
The man who wins is the 


—Royal 
The Blackwell Company has been 
e with a 99-year lease of their prop 
Washington 


very 
fortunat 
erty at 8th and avenue, St. 
Louis. The company leased the building at 
$25,000 per annum and sublets one-half of 
for $25,000 per annum, and has 
the other half at $25,000 more 
a clear profit of $25,000 
deal 
yMpany 


the same 
now leased 
and thereby. makes 
per annum. The was consummated 
by a local and the Black 
well-Weilandy Company will move its stock 
Boland building as soon 
inventories 


realty c 


and fixtures to the 
as possible after taking the 
The Boland Company realized 
$350,000 and $400,000 on their deal and the 


between 


combined business will now be about 
$3,000,000 annually 

The Geo. C. Bornemann Company, of 
San Francisco, is getting fine results with 
the Meilink wall safe. They are con 
ducting a strong advertising campaign on 
this device and their sales include large 


orders for installation in many of the 


new apartment houses, hotels, etc. 
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Guide C 


comes. 


are proof against ordinary handling. 
Other Guides wear out in a third the time. 
famous one-piece tip or write us for samples. 








he VNEKFIECE 
Colilond Tap 


‘ards. 


Don’t fray, crack, curl up nor show fest marks. 
than plain Guide C 


Celluloid Tippe 


-ards. 


IR Bi RAO I 


The Tip Which Saves the Card 


Treble the life of your filing system by using Celluloid Tipped 


Look neater 


d 


Guide Cards 


STANDARD INDEX CARD 


Tip folds over top of card where wear 


Ask your dealer for the 


co., 


701-709 Arch Street, Philadelphia 






































| EVERY LOOSE LEAF LIES FLAT WHEN USING 
THE IMPROVED UNIVERSITY BOOK RING 
: Open Sidewtes 8 ten m porary binding “of “st Sos he 
warp a and Psteni giaphats ‘sais Sea 
BtoA and various loose leaves. Simple, 
strong and neat. Made in four 
A izes , , 14 inches diameter, 
No. 1, heavy weight, 
No. 2, i} inches diam- 
eter, light weight; No. 2, 11 inches 
eal Seen tee 
Patented Nov. 24, 1908 Wr or particulars. Patented Feb. 4, 1902 ~ 
OTTO KELLNER, JR., 4028 STATE STREET, CHICAGO 
If you are 
following a good lead 
you will 
lead a good following 
For the best lead try 
| eS ? 
Carter’s Ideal 
2 
Ribbons and Carbons 
and just watch your 
it following grow 
| il Pesci eee J The propositions which we offer to dealers are very 
| attractive and are based on furnishing the best goods that 
| can be manufactured. A postal will bring full information. 
| 
| ’ 
| The Carter’s Ink: Co. 
| Boston New York Chicago 
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SANE - SAFE - STRONG 
CLASSIFIES 


BENTWOOD 
COSTUMERS 


Any Finish 


Twelve Varieties 


AT THE BETTER STORES 


Manufacturers and Importers 
JACOB & JOSEF KOHN 

NEW YORK 

110-112 West 27th Street 
CHICAGO 

1414-1416 Wabash Ave. 
TORONTO 

215-219 Victoria Street 
SEATTLE 


508-512 South First Ave. 





CATALOGUE ON APPLICATION. 















ness man to 
keep track of every 
minute. 

This clock on his desk will 
enable him to do it. It can 
also be at home or car- 
ried about when he travels. 


Correct Time-Keeper, in 


& three inch square 
glass case, retailing at $1.50. 


In a cut glass case and porcelain dial at 
$2.50. Trade prices allow generous profit. 


H. D. PHELPS 
37 Beaver St., Ansonia, Conn 















BUSINESS MEN 


Save your TIME and PATIENCE by 

using Simonson PATENT Indexes in 

your letter file and card systems. 
WRITE 


Roger A. Simonson & Co. 


25 Madison Street 
CHICAGO, ILL. 


For Free Sample—Liberal Discount 
to Dealers 











| 
| 
| 
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Is Prominent Among Manufacturers 


Career of J. S. Cushman, of the Cushman 
& Denison Manufacturing Company 


Result 


of Education and Industry 


Intelligently Applied. 


HE gentleman whose likeness graces 

I the frontispiece of the present issue 

of Office Appliances is an American 
of the Americans. He was born in New 
York City thirty-nine years ago and is 
descended from Puritan stock, one of his 
ancestors, Robert Cushman, having come to 
this country in the “Speedwell.” When we 
say he is characteristically American we 
mean that he is so, precisely. He is a 
gentleman of fine education, modest and 
retiring of disposition, of fine instincts, a 
lover of his home, of his books, with a 
healthy interest in the large realities of life 
—in short, an alert, intelligent, well rounded 
man, quiet of speech, forceful of character, 
a hard worker, a good citizen. That, we 
conceive, is the characteristic American as 
we have found him, The foreign concep- 
tion of the characteristic American is drawn 
from an occasional newly-rich tourist com- 
bined with a political consular mistake and 
cemented by an ancient anti-American car- 
toon of the vintage of 186i—a most alarm- 
ing caricature. 

Mr. Cushman, who is the vice-president 
and general manager: of the Cushman & 
Denison Manufacturing Company, has al- 
ways made New York City his home. His 
grandfather, John Alonzo Cushman, was a 
prominent citizen of New York and a large 
operator in real estate. The old Cushman 
homestead on Ninth Avenue between Nine- 
teenth and Twentieth Streets was for many 
years one of the landmarks of New York 
City. 

During his entire business career, J. S. 
Cushman has been more or less connected 
with the specialty business, particularly 
since 1898, when he became the vice-presi- 
dent and general manager of his company, 
—a position in which he has demonstrated 
his ability and fitness for the task of or- 
ganizing and managing a large and diversi- 
fied business. Starting upon a small scale, 
the company has steadily grown, acquiring 
one line after another. Through his per- 
sistency and good management, Mr. Cush- 
man has put the Gem Clip on the market 
and pushed the sale to such an extent that 
consumers are not aware that any 
other styles are manufactured. Having 
traveled through England, France and 
Germany, Mr. Cushman with the same busi- 
ness ability has made the Cushman & Den- 
ison Company popular abroad as well as 


many 


in this country. 

Two years ago the company absorbed the 
ink stand business of W. L. Mason & Com- 
pany, Keene, N. H., and by the same policy 
of expansion to which they have always 
adhered, they last year acquired the busi- 
ness and patents of the S.&B. check pro- 
tector and also control the sale of T pins, 


ring clips, improved gem clips, and vai 
other patents of George W. McGill 
Mr. Cushman has ever been a loyal and 
patriotic citizen as was evidenced 
fact that at the call of Mayor Gaynor, he 
dropped business and for two weeks prior 
to the Fourth, put in his entire time as 
treasurer of the Independence 
mittee instituted by the Mayor for a safe 
and sane Fourth of July. As further evi 
dence of his public spirit, it might be ad 
ded that he is one of the board of man- 
agers of the New York Juvenile Asylum, 
and President of the East Side Settlement 
House, one of the largest settlements in 
the thickly populated portion of New York 
City. He is also vice-president of the Silver 
Bay Association, and has always bee: 
or less interested in real estate 
In spite of the fact that Mr 


time seems to be taken up with his many 
| 


by the 


Day Com 


Cushman’s 


business and social pursuits, he still finds 
time for outdoor sport, and is aa enthusi 
astic golf and tennis player, as well as 


being fond of riding. Genial and courteous 
at all times, he wins the respect and ad 
miration of all who have the pleasure of 
his acquaintance. 
NEAT HOUSE ORGAN. 
The H. W. Johns-Manville Company 
New York, Cleveland and Chicago issues a 


very attractive house organ entitled “The 
Johns-Manville Roofing Salesman, 
bright suggestions and clever illustrations 


showing the advantages of the Johns-Ma1 
ville asbestos roofing. The leading 

in the second number of the first volum: 
for June, 1910, is entitled “The Roof 
the World.” It traces the history 

word “roof” from the early languages dow: 
to the present, tells why and how the 
alaya Mountains are described as th 
of the world, and then cleverly turns 
illustration to the main point of the articl 
which is, of course, that the roof of th 
world is fast coming to be the Johns-Mas 
ville product. 

A number of bright, clever photog: 
illustrations are shown, depicting scenes in 
the asbestos mines and processes in t! 
manufacture of asbestos roofing 





The Rucker-Fuller Desk Company 
San Francisco, was unable to move as early 


as was expected, but the building is now 
being completed, and the removal will 
probably take place within a few weeks. 
The company is now holding a removal 
sale to reduce the large stock of desks 
and office fixtures carried at the present 


store. 





Throw rocks at the world and the world 
will throw back rocks at you. 
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The Logical Thing for You to Do 


MULTIKOPY Carbon Paper and STAR BRAND Typewriter Ribbons are used by the 
highest class business houses all over the world—have been for years. There are more of 


them being sold than any other brand. 4 
This year they’re being advertised very extensively, more so than any other typewriter 
ribbon or carbon paper. ae 


That’s a new double-insurance of permanently growing sales 
If you are not handling STAR BRAND Typewriter Ribbons and MULTIKOPY Carbon 


Paper the logical thing for you to do is to stock-in now 


Write for our help-the-dealer plans. They’ll show you why. 


F. S. Webster Company #™j%, 


THEWEBSTER 538 Congress St., BOSTON, MASS. star Mai srano 






KTRADE New York Chicago Philadelphia 
1KOP 396 Broadway 211 Madison St. 908 Walnut St. 
TA) Pittsburg London Paris JRE 
MARR) <9 = 432 Diamond St. 67 King William St. Rue Sauinier, 10 
Vienna Berlin Budapest 
CARBON PAPERS Adlergasse, 16 Friedrichstr, 60 V Alkotmany-u 19” * 














THEY MAY IMITATE THE STYLE BUT— 
THEY CANNOT DUPLICATE THE QUALITY 











“THE PIONEER STEEL BACK LEDGER” 


THE FAULTLESS 


‘‘With a Fixture Case of Cold Rolled Steel” 








Central Bridge Plate Cover Hinge Clips Quadruple Screw 
Prevents Buckling Flat Opening Double Speed 

Cold Pressed Steel Centered Toggles Inside Plates 
Tensile Strength Prevent Tipping Dust-proof 





“FAULTLESS DEALERS ARE LOOSE LEAF LEADERS” 
342 Broadway, Milwaukee, Wis. - 


THE ° 
FAULTLEss Stationers Loose Leaf Co. 203 aesdecr, New York Guy, 


Write for Complete or Metal 


MECHANISM “SELLS TO THE TRADE ONLY” Catalog NOW: 
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R atives | 
epresentatives : 

., 

Wanted : 

We Want a Live Wire to ; 
Handle Our Celebrated 4 


Onion Skin 
Finish 
Carbon Paper 


and 


Eagle Brand : 
Ribbons : 


. wD 


in a number of exclusive 
territories in the States 


and abroad. 


We Have the Advantage 
of 14 Years Experience 


Have a Special Proposition 
for the Right Parties. 


If You Are Selling Carbons 


4. 4.4.4.4.4.4.4.4.4.4 4444 6 A. 4. i. A.4.4. 4.4.4. 4.4.4.44.4.4. die ciecde cio cde td. ee dn chyciecie 4h -} 
PECTTTT Tet tttttttt+ Ss t4 t i + + + + 
bbb bt Sots oie te see oie ae ek ae tbat : ole te oe oe t bbbb$$4$$$$$444-464444.44.444' 
a = _ oe > se ee Se ee SES SE EE a ae 











and Ribbons Now, all . 

the Better. : 
Let’sHear From You 

: 

¢ American Ribbon : 
+ andCarbonCo. 
= Rochester, N. Y. = 
+ we 
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A CONVENIENT TRANSFER 
PROCESS. 
How it May Be Used for Name-Plates. 


HERE are some dealers who wish 
to produce things which they can 
label with the name of their store. 
but this hardly holds of many dealers in 
office furniture From the standpoint of 
the manufacturer as well as from that of 


the dealer, it is desirable to have the mak 


er’s name stamped neatly in some_ incon 
spicuous place on each piece of furniture 
[t is that manufacturer is 
proud of the product that he turns out, and 
the product indeed with his name and ad 
should be his best possible 
From the standpoint of the 
that the 
should appear 
It is in the 


stands 


assumed every 


dress upon it 
advertisement 
likewise desirable 


manufacturer 


dealer, it is 
name of the 
upon the product that he sells. 
the 


final result manufacturer who 





” GROW AS= 


(AND IMELP 
70 MAKE [T.6RO 


ASK TO SEE THEM 





A MEYERCORD TRANSFER WINDOW SIGN. 
ACTUAL SIZE, 12x15 IN. 


and if the manufac 


general 


the product, 


doing 


behind 
turer is any advertising 
through magazines in 
it is desirable to have 
goods, in order that the public who hay 
read these advertisements may know that 
they are buying the they 
The dealer who advertises in his local pa 
per, “We sell such and such goods,” helps 
to build up the reputation of the name, and 
can have no possible objection to the pres- 
ence of the maker’s name-plate upon the 
woods that he sells. The name indeed is a 
sort of trade-mark to distinguish one line 
it is a good plan for 
neat design 


general circulation, 


his name upon his 


goods want. 


and 
manufacturers to select 
for a name-plate, and adopt it as the dis- 
tinguishing mark of all their furniture. 

A neat and convenient method of put- 
ting the name upon the goods is by the 
The Meyercord 


from another, 


some 


decalcomania process. 


devised 


Company, Inc., of Chicago, have 
what they term the Meyercord Decalco 
Transfer Name-Plates for the very 


mania 
purpose above described. These plates may 
be put on in colors, and are very effective 
handsome, as well as modest in de- 
sign and lettering. They may had at 
very slight cost, and the company declares 
that their process is the most economical 
means of putting an effective mark of iden- 
tification on the product. A name-plate of 
any size or shape can be used, and colors 
and gold may be incorporated in the de- 


and 
be 





sign to make it forceful, attractive and 
The \Meyercord 


manufacturer, 


nified. Company makes 


the point that if a 
stance, makes 200,000 items per year of y 
article, say, of metal beds or desks, n 


years he will have 2,000,000 of these eg 5 


distributed, which if they are pr 


equipped with attractive name-plates 


2,000,000 advertisements for the manuf 
turer. 

It is said that the Meyercord De 
mania plates are much less expensi 
metal plates, and can be applied to any 
face, including wood, glass, iron, st 
japanned surfaces They are easily 
plied, and quite s indestructible as 
finish of the article itself. The appli 
of these decalcomania transfers involves 
marring of the article. They do not ’ 
to be riveted or screwed to the art 


which they are attached, and may b: 


plied in a fraction of the time it tak 
drill the metal 
The 
a great 
application is the last word in effectiveness 


plates alone. 


decalcomania process is familiar 


many people, and its method 
and simplicity 

The Meyercord stands ready 
to give full parti 
lars of its designs and what it can do in the 
labeling of manufactur 
} 
| 


Company 


anyone interested the 


way of proper 
products Anyone interested should ad 


dress the company at suite 1107-1112 Chan 
ber of Commerce Building, Chicago 


FOUNTAIN PENS IN VENEZUELA. 


Consul Isaac A. Manning, of La Guaira, 
writes that there is a fair demand in that 
Venezuelan city for fountain pens, and that 
retail prices range from $1 to $6. As 
methods of shipment, he says: 

The parcels post is no doubt the cheap 
est way to send any small article of 


merchandise to Venezuela, especially foun 
tain pens sent singly. All contents of 
declared the 
decoration should cove: 
value of the 
sent to 


parcel should be on tag 
wrapper, 
the 
A single can 
address by registered mail and declared a 
sample, but declared, the 
of the package are to confiscati 


There is no provision for export for repairs 


which 


mame and article 
pen be 


unless contents 


liable 


permitting reimportation without duty 
There is no duty on printing type or 
electrotypes for newspaper advertising 


purposes. They should be sent by 
registered mail and the contents of package 
clearly marked. Fountain pens are classi 
fied as manufactured rubber and 
specific duty of 2.50 bolivars per kilo, plus 
55 per cent surcharge, or $0.735 Ameri 

aw 


2.2 pounds, gross weight 


pay i 


gold per 


NEW DEVICES FOR PRINTERS. 
The National Perforating Machine Co 
pany of Kansas City, Mo., has recently got 
ten out some very interesting trade litera 
ture descriptive of a number of new devices 
and stationers 


tm 


for the use of printers 
These include the well known Rotary | 
forating Machine, the Rotary Cut Surfacer, 


the National Automatic Proof Press, and 


) 
er 














hy, E>. 
fa bee) oh 
oy ae 


. “4 Dbl 
J Ribbons 
# ad Carbons 


Bs are enough different from the usual run of 
ct Similar lines to mean more profit in your sup- 
xy plies department. They carry a uniform qual- 
ity standard that insures the satisfaction of 
the user—an essential factor in the building up 
of your business. They are made 


FOR THE TRADE 
ONLY 


We do not enter into competition with the dealer 
by selling the consumer. 

We know trade conditions and trade require- 
ments and make our goods accordingly. Our 
prices and quality get the business. Your co- 
operation means more for you 


Republic Carbon & 
Ribbon Mig. Co. 


OFFICE & SALESROOM: 
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VOLGER’S 


“NEW DEPARTURE” 
QUICK DRYING INK PAD 








j VOLGERS 
‘} Mew DEPARTURE ; 
QUICK DRYING INK # 
_ STAMP_PAD..__ 4 


WOT AY FECTED BY 

AT MOSPRERIC MOW TORE 
ALA. COLORS. 
«he ate a basis 


Ce mae 
WILL NOT SMUT OR BLUR. 





Made by the Manufacturer of the well 
known “Excelsior Pads” 


Warranted not to injure Stamps. 
Impressions Dry Instantly the very moment the 


stamp is lifted and penetrate the paper or 
materia] stamped. 


NO OFFSETTING 
RETAIL PRICES OF PADS: 


No. 0. H anaews 6h hwo ume $0.25 
Oe ee” Ree cr cS 35 
Se Tere se ee 50 
OD, Ge. SP Rcccadsoncecsescvseeeeneneaen 1.00 
Be. Be, Gh 6 0c beee oceicesuiawe een 1.00 


Trade price list sent on request. 


B.G. VOLGER MFG. CO. 


PASSAIC, N. J. 

















turning out work with speed, neatness and 


| devices, notably its C. S. & R. B. Ledger 
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the Independent Rotary Crimper, Score: 
and Slitter. The company has added a 
self-contained individual motor drive for 
its power machines which adds very greatly 
their effectiveness. Other new devices 
ind attachments are described, and every 
thing 1s covered by the company’s bro 
guarantee safeguarding purchasers for 
period of one year following the purchase. 
Stationers who are not familiar with the 
goods of the National Perforating Machine 
Company should by all means write then 
for catalogues and full descriptions of its 
several useful and profitable devices for 


accuracy and at the minimum of expense 
yr time and labor. 


ANOTHER C. S. & R. B. VICTORY. 

The C. S. & R. B. Company of Chicago 
has added another to its list of triumphs 
which fully justifies the claims it makes 
concerning the “quality and durability” of 
its line of loose-leaf devices. 

The government award which has just 
been published accepts the proposal of this 
concern to supply to all departments for a 


period of one year a number of loose-leaf 


De Luxe. It might be stated that this 
award was not made on the basis of price 
and the question of “quality and durability” 
must have influenced the General Supply 





Committee to a very great extent 

The C. S. & R. B. Ledger De Luxe is a | 
book made with a formed steel back, drawn | 
steel end pieces and heavy riding plates, | 
providing uniform expansion in a straight | 
line. There is a very noticeable absence of 
screws in the mechanism. Instead the book 
is put together by the use of rivets. Any | 
dealer interested in securing a high-grade | 
ledger for the appreciative portion of his 
trade would do well to write the C. S. & | 
R. B. Company of Chicago, Ill, for more 
complete descriptions of this and many | 
other devices they carry. 


MOVED TO BETTER LOCATION. 


The B. Glick Book Store, formerly at 


610 Main Street, Kansas City, Mo., has | 
moved to 615 Main Street, across the way 


from where it has been located 

Monk Wright, the able manager, will 
have one of the neatest and brightest stores 
of the kind in Kansas City. His window 
display will be both unique and attractive. 


The arrangement of the electric lights will 


| show up the sign on the window glass in 





a transparent manner and will be a sure 
winner to attract passers-by 

The store will not only handle a large 
line of books, new and second-hand, but 
will have all kinds of stationer’s and office 
supplies of the latest and best manufactur 

Mr. Wright will also handle jobbers’ lines 
to the retail trade. 


+ 


M. M. Lyon, formerly sales manager of 
the Globe-Wernicke Company, Cincinnati, 


O., was elected secretary of the company 


and J. Ewing Blaine, Jr., treasurer at the 
last annual meeting, held recently 
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Postal Scales 


embody all of these good qualities. 
These scales give not only the exact 
weight but the cost of postage in 


postage mistakes yational - 


wise investment. . 


For sale by leading 
dealers everys]| 


Send for Catalogue “‘S” 


Pelouze Scale 
& Mfg. Co. 
2228 Sie Se 





“‘The Best 
of All’”’ 


There are many im- 
portant points which 
must be considered 
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GOLD PENS &no st¥tes 


IMPRINT WORK A SPECIALTY 





PROMPT R 


All makes Gold, Fountain, Stylographic Pens, 
Pencil Cases perfectly repaired and returned 
day received. Satisfaction Guaranteed. 


GEO. P. GAYDOUL, 47 Ann Street, NEW YORK 


ufacturers. 


EPAIR SERVICE 











HEADQUARTERS FOR 





Typewriter Ribbons, Fypewettes Paper, 
Carbon Paper, for uses, 
We manufacture the best line of TYPEWRITER 


SUPPLIES on the 
THE 8. T. SMITH COMPANY 
ll Barclay St., New York City. Tel. 5922 Barclay. 
Pi send f Catalogue and of Mani- 
fold. 7 day Pm and Carbon ; also 
Price Lists of same. DISCOUNTS TO TRADE 
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The 
Frank Bayer 
Company 


88-90 Center Street 
NEW YORK CITY 








Inked Ribbon Specialists 


We will make any specialty 
in the inked ribbon line you 
may require. 


Our experience and facili- 
ties means a saving of time 
and money to you. 


Write us TO-DAY if you 
have any specialty you wish 
us to figure on. 








ADAMS’ “RED LINES” 


Woven every three inches 
ANTISEPTIC COPYING CLOTH 


A new constructed copying cloth, 3 copies from one 
writing. Soft twill facing both sides. Extra Heavy 
or R. R. Stock. Dealers should get in touch with us”, 


ADAMS MFG. CO., Philadelphia, U.S. A. 








Pratr Packer? Buno.e Tie. 


Banks, Railroads, 
Manufacturing Com- 
panies, after trying 
our Packet Ties, are 
sending repeat orders 
for larger quantities 

If they did not like 
them, they would not 
continue to buy. 

As they can use 
our device to advan- 
tage, why can't you? 

Special proposition 
for stationers and of- 
fice appliance houses. 





eee 





100 mailed to any U.S. address on receipt of 60c. 


Pratt F. Mfg. Co., 117 Point St., Providence, R. I. 
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NEW YORK STATIONERS’ MONTHLY 


MEETING. 
Henry Frank Succeeds H. W. Rogers as 
Secretary. 

The New York Stationers’ Association 
held their last monthly meeting of the 
season on Monday, June 20th, at the Asso- 
ciation rooms, 309 Broadway, President 


The meeting was called to 


Lent presiding. 
call and 


order at 3:35 followed by the roll 


the minutes of the last meeting. A report 
of the Board of Directors was read and 
several bills were submitted. The Board 


also suggested that the publicity committee 
$250 for expenses during the 
ensuing year, and the committee book 
binding be allowed $50. The treasurer 
reported $569.70 in the treasury after th 
payment of the bills for the quarterly dinner 
President Lent announced the 


be allowed 
on 


last month. 
following committees: 

Membership Committee:—John Brewer, 
of H. K. Brewer & Co., Chairman; George 
W. Pertain, of George W. Pertain; E. V. 
srokaw, of E. V. Brokaw & Bros. 

Auditing Committee:—W. C. 
of Boorum & Pease, Chairman; H. 
R. Elliott, of H. R. Elliott & Co., Clarence 
H. Clayton, of C. H. Clayton & Co. 

Entertainment Committee:—H. W. Rog- 
ers, of Wilbur & Hastings, Chairman; W. 
E. Smith, of the Aiken, Lambert Co., W. G. 
Palmer, of Geyer’s Stationer, John J. Tyn- 
dale, Jr., of Corlies, Macy & Co., and A. 
Langstadter, of A. Langstadter. 

At their last meeting the 
Directors elected Henry Frank, 
& Tichnor, a director and also 
of the Association, succeeding 
Rogers. 

T. L. C. Gerry proposed an increase in 
the committee on book-binding. The pres- 
instructed to appoint 
A resolution 


Barden- 


heuer, 


3oard: of 
of Frank 
secretary 
H. W. 


ident was more 


members for the same. 
passed instructing the treasurer to pay all 
necessary bills, such as rent and telephone 
during the summer months. 

John Brewer was chosen as delegate to 
represent the Association at the National 
Convention at Baltimore next October, the 
expenses to be defrayed by the Association. 

The Association then had the pleasure of 
listening to an address by J. H. Schermer- 
assistant treasurer of the Joseph 


was 


horn, 
Dixon Crucible Company, on the manufac- 
ture of lead pencils. Mr. Schermerhorn 


began with the strip of cedar from which 


method 


six pencils are cut and showed the 


of grooving and snapping in the lead and 
glueing the two pieces together. He ex 
plained how the different qualities of lead 


are manufactured and how the hardness of 
regulated by mixing with the 
He then followed 


process of 


lead is 
composition. 


the 
clay 
through the 
and varnishing the pencil up to the finish 
showed how the 


lishing 


1 
l 


shaping, p¢ 
on | 


also 


‘ 


product. He 
rubber was prepared for the eraser and the 
process by which the brass tips were drawn 


and turned into shape. He explained the 
use of oxide of zinc and pumice stone in 
the manufacture of the eraser plug and 
explained that it could not be used for 
erasing purposes until the rubber had ’ 
vulcanized 

The address was very instructi 1 
thoroughly enjoyed by all, as was evid d 
by the numerous questions which w 
to Mr. Schermerhorn. 

It is the intention of the Association to 
have a talk or paper upon some interesting 
subject connected with the trade h 
meeting during the ensuing year his 


should be of interest 
d it is hoped that a mucl 


the future 


certainly 
stationers an 
number will attend in 
THADDEUS DAVIDS COMPANY IN- 
CREASE OFFICE SPACE. 
Thaddeus Davids Company, 
New York City, 


electric chemical 


07 


The 
Dam street, 
of the 
writing 
tain pen 
wax, have 
to such an 


manufacturers 
popular Davids 
fluids, carmine ink, 
ink, mucilage 
found their business increasing 
extent that it 
sary to double their office space. Mz: 

ckle has his private office in the fo 
space and the bookkeeping department is 
also located there. Sales-manager William 
son and his salesmen occupy the additional 


perfumed foun 


paste and 


has been neces- 


space. 
he arrangement of the new office is 

mirable. Along one side is a shelf on 
which is displayed the entire output of the 
Davids Company. On the opposite side is 
the magnificent mahogany show-case that 
many of our readers saw in the Davids ex 
hibit at the Business Show at Madison 


Square Garden. 


skins others, turns sharp 
corners, jostles the weak, and is suspicious 
during the Now period, little 


tion in looking backward in his old age 


man who 


The 


has satisfac- 











DD. W. BEAUMEL & CO. 


(40040457 % 





SELF 


Office and Factory, 





35 Ann St., 


THE THREE “RIVAL” 
FOUNTAIN PENS 


RIVAL NON-LEAKABLE 
itting, air-tight joints form a perfect 


Perfect Fi ig! 
aking writing instrument 


lutely non-le 





RIVAL SELF-FILLER 


l1 parts to injure rubber sac Ca e 
d to fill right or left and cleaned at same 
Catalog, illustrating all styles 
and giving prices and dis 
counts, will be sent to dealers 
on request. We guarantee 


every pen. 
RIVAL No. 3 with Gold or 
Sterling Silver Filigree 
Mounting, for Holiday and 
Fine Trade. 


NEW YOR K 








| 
| 





BIG ASSOCIATION SUPPORTS STA- 
TIONERS. 

The Merchants’ and Manufacturers’ Asso 

ciation, the most powerful and the best 


known trade organization in Philadelphia, | 


has taken up the cause of the stationers 
and has unanimously placed itself on record 
as favoring the abolition of the govern 
ment’s printing of firm names, addresses, 
etc., on envelopes. [It is this association 
which. recently inaugurated novel “get 
acquainted” trips, chartering for the pur 
pose a special train on which representa 
tives of all Philadelphia manufacturing and 
jobbing enterprises were passengers. The 
train on its first trip some months ago ran 
through central Pennsylvania, but in mid 
June the second trip was conducted through 
southeast Pennsylvania, Maryland, Virginia 
and West Virginia, visiting all the principal 
Cumberland Valley towns and accomplish 
ing a large amount of solid material results 
in the way of bringing new trade into Phila- 
delphia. 

At its last meeting, the last week in June, 


the following resolution was unanimously | 


adopted and copies ordered sent to the 
Senators and Congressmen representing 
Pennsylvania: 

Whereas:—There has been introduced in 
Congress, Senate Bill No. 1614 (House Bill 
3075) prohibiting the printing of certain 
matter on stamped envelopes and the sale 
thereof, by the United States Government, 
and 

Whereas:—This is looked upon as unfair 
competition against local printers and a 
hindrance to individual business enterprise, 
therefore be it 

Resolved:—That the Merchants’ and 
Manufacturers’ Association of Philadelphia 
earnestly protest against the Government 
thus printing on the stamped envelopes a 
direction giving the name of any individual 
firm or company or any number of any 
post-office box or drawer, or any street 
number or the name of any building to 





which it shall be returned if uncalled for or | 


undelivered, and be it further 

Resolved:—That we call upon our Sena 
tors and Representatives to use their utmost 
endeavors to have this bill passed when it 
comes up for final hearing. 

Wm. E. Lucas—John Lucas & Co. 

Chas. H. Mann—Wm. Mann Co. 

Chas. R. Hoskins—Wm. H. Hoskins Co. 

W. D. Bonsall—E. J. Spangler Co. 

C. W. Summerfield, Secretary Merchant’s 
and Manufacturers’ Association. 





A TIP TO DEALERS. 

The new catalogue of the Weeks-Numan 
Company is being distributed, and if there 
are any dealers who have not received a 
copy, they may have one sent by writing 
the company at 39 Park place, New York. 





One of the great pleasures of our latter 


days will be retrospection. Hence the im- | 


portance of doing and acting things to-day 
that will give us pleasure to look back to 
on the morrow. 
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The Most Com- Carbon Papers, Transfer Papers, Stamp Rib- 
—x= bons, Carbon Rolls, Typewriter Ribbons, Type- 


plete Line..... writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 


J.A. HEALE & CO. 


MANU FACTURERS 


The ‘mark “of quality 





is a ready seller with 
stationers and office 
appliances dealers. The 
best 50c inkwell on 
the market. Of all 
glass construction with 
no tin or rubber attach- 
ments. Can not be tip- 
ped over. Easily 
cleaned by simply. lift- 
ing out the funnel. 


















RIGHT PRICES TO DEALERS 
Sample Crystal Inkwell to dealers, postage prepaid, 50 cents. Add a dozen to your next order for inks. 


Send for full particulars regarding the complete Keller line 
of inks, pastes, mucilages and sealing wax. 


THE ROBERT KELLER INK CO., DETROIT, MICH. 
















Drawing Inks, Blacks and Colors 
Eternal Writing Ink 


9 Engrossing Ink 
Taurine Mucilage 
Photo Meunter Paste 
Drawing Board and Library Mucilage 
Office Paste 


Liquid Paste 
Vegetable Glue, etc., etc: 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Supplied to the 
Trade, 
Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins’ Inks and 


Adhesives. They will be a revelation to you. 


ye-2=4 AT DEALERS GENERALLY 


CHAS. M. HIGGINS & CO., Qiiging'ors and Manufacturers 
Main Office and Factory, Brooklyn, N. Y., U.S.A. New York—Chicago—London 
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“VERIBEST BRAND” 


Carbon Paper for the Typewriter 


In three colors—black, purple and blue. 


RIBBON fs 








a 


By Special Correspondence 
Portland, Ore. 

P. F. Munzell & Co., the new agency oft 

the Ribbon & Carbon Company of North 


) 


America, representing the Neidich Process 












STANDARD weight for manifolding one to five copies. | Company, are now well established, and 
. . . . . | Mr. Neides, the traveling representative 

MEDIUM weight for manifolding five to ten copies. | who started the agency, has left for Spo 
LIGHT weight for manifolding ten to fifteen copies. | kane, Wash. Mr. Matthew, manager of the 
| Ribbon & Carbon Company, says that while 

| the eastern Washington territory is one of 


on the Coast, it has never 


VERIBEST Brand Typewriter carbon paper is made from anim- ff] | the best 
ported white tissue having a long absorbent fibre and instead of being | developed, and he expects to get a fine 








business in that quarter. The company ts 


simply surface coated, by our special chemical process, the coating is | mot represented in Los Angeles at present, 
driven into the fibre of the tissue, giving it a mottled back and a dis- | but Mr. Matthew hopes to start an 
tinctive appearance. | there before long. This company wil 
| the only display of ribbons and carbons at 
This process of coating requires 20% more ink than other grades the Advertising Men’s Show in San Fran 
of carbon, insures greater durability, greater cleanliness, sharper writing cisco this week, which is expected to be as 
qualities, and a carbon that is absolutely free from curling or flaking. good a business-getter as the business show 
a few months ago. 
Only the best waxes and pigments are used, consequently we have St. Louis, Mo. 
a sheet of carbon paper that is uniform in all three colors in the coating, Geo. E. Dyson, St. Louis representa 
general appearance, and writing qualities. of the old firm of Nuttag & Volger of Park 
Ridge, N. ]., reports business about norma 
Several manufacturers make a good black carbon, a few a good | and states business for June was very good 


considering the very hot weather His 








blue, or a good purple, but no other manufacturer offers a line of high ; 

grade carbon that is equally strong in all three colors and has a uniform nt Ag restates vid pied cepa —e 
. is the indications are tnat will De 

appearance, both surface and back, in all colors. Pp seteng ve 


We claim for our VERIBEST brand that it— 


Has the strongest colors of any carbon paper in the market; 
Is the cleanest writing sheet in the market; 

Is the best manifolding sheet in the market; 

Will outwear any sheet of carbon paper in the market. 


San Francisco, Cal. 
Joe A. Gottlieb, manager of the Coast 
Typewriter Supply Company, agent 
Kee Lox goods, states that several new 





agencies have been started within the last 


month in various parts of the territory 
The company has just opened a branch at 

These are strong claims and we would like to submit you samples Los Angeles, located at 328% South Spring 
that you may convince yourself. If a test of our samples does not prove street, in charge of Burt Gottlieb, a brother 
all we claim, we are both out postage. If the test does prove all we of Joe A. The southern branch is setting a 
claim, you will be just as anxious to carry the best line of carbon paper PASS. pace a Sue 


in the market as we are to sell it to you. Blackwell-Weilandy Book and Stationery 
| . at take © > ol] rm of ni 
If you are looking for a cheap carbon this is of no interest to you, gr ewe posite” sy larity 
but if you want to pay a moderate price for the VERIBEST we would the deai having been formally announced 
like to hear from you. Monday, June 20th, and which was con 
‘ ; ‘ ‘ summated Saturday, June 18th. Blackwell- 

Another thing we want you to bear in mind is that we put your Weilandy Book and Stationery Company is 1 
imprint on the box. cated at 714 Washington avenue, St. Louis, and 


the Jno. L. Boland Book and Stationery 
Company is located at 16th and Locust 





streets. The firms are among the largest 
and oldest in the West and their aggregate 
capital is about $1,590,000. It is understood 
that the consolidation will retain the firm 
title of the Blackwell-Weilandy Company 


ld by 


GUERTIN-DANFORTH CoO. 


611 Bulletin Building 
Philadelphia, Pa. 


FACTORY s BURLINGTON,N J. 


and will occupy the quarters now 
the Boland Company. 


Yesterday is gone. We can’t change it 
Address all correspondence to the Philadelphia office '| But to-day is here. Let’s improve it and 

put pleasant things in our bank of life, that 
we may draw upon in after years. 














A PIONEER IN STAMP PAD MANU- 
FACTURE. 


One of the successful industrial interests 
of Passiac, N. J., is that of the B. G. Volger, 
Manufacturing Company at 29-35 Franklin 
avenue in that city. The company occu 
pies a two-story and basement brick build 
ing and directs its energies entirely to the 
manufacture of self-inking stamp pads and 
stamp inks 

Few people realize the extent of the 
stamp pad trade. The uninformed man 
might inquire, “How can a firm live that 
maufactures only stamp pads? I have used 
the same pad for years.” This may be 
quite true, for it is said that the Excelsior 
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pad manufactured by the B. G. Volger 
Manufacturing Company, with moderate 
use, is virtually indestructible, and the as 
sertion is made that one of these pads, after 
having been used until the ink is apparent 
ly exhausted, will, if put aside, soon gather 
enough moisture to put it back into com 
mission. 

In view of these facts it is interesting to 
know that the company orders on an aver 
age of one hundred thousand stamp pad 
boxes per month the year around. 

The business of the B. G. Volger Manu 
facturing Company was first established in 
New York City in 1884 by B. G. Volger. 
who continued there until 1902. In May 








1901, ground was purchased in Passaic for 
the large two-story and basement building 
which the company now occupies and 
which contains the latest equipment for the 
manufacture of their lines. The company 
was incorporated in 1902 with William B. 
Volger as president and B. G. Volger as 
secretary and treasurer. Since the organ- 


ization of the company William B. Volger | 


has died, and B. G. Volger carries on the 

business ; 
One would travel far to find a more 

pleasant and amiable man than Mr. Volger. 
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\ sheet of paper which introduced a new element into 
bbcibdane correspondence; a factor which the most pro- 
gressive business men take into account. 
It gives to the letter that subtle touch of agreeable- 
ness not adequately described as “quality”; an im- 
pression, without a recollection of detail, akin to that 
made upon one by the well-dressed man or woman. 
. Business letters on Old Hampshire have an atmos- 
phere of refinement not attained by ordinary pa- 


— 
~ 
?) 
Y. 





| Old Hampshire is not made for esthetics: it is sold to 
¢ hard-headed business men, on the assumption that it 
is profitable to make your customers and prospective cus- 
tomers think well of your concern and your goods. 


Old Hampshire is also put up in papeteries for those 
lealers whose customers demand the best. ; 


Samples upon request 


Aampshire Laper Company 
South Hadley falls, Blass. 


EXPORT AGENTS: 
National Paper & Type Company, 31-3 Burling Slip, New York City. 
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ANDREWS WIRE GOODS 


For Stationers’ Trade. 


We make a complete line of stacked or single letter 
trays, waste baskets, letter baskets, envelope 
racks, door or desk mail baskets, memo hooks, 
easels, folding or spiral card porn and other wire 
office devices. 


DEALERS: aeeaibis auality wee 
prices are such as to give you a good po yao We 


back our product with a quarter cen 
passed reputation and experience in this rag wn 
Write for New Illustrated Catalogue. 


Note the special features of the “Corner Post,”’ 
giving stability to these stacked letter trays, and 
the rubber covered ring feet. 


ANDREWS WIRE & IRON WORKS, “funas.” 
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As Good as Any—Betier than Many 


JOHN ALLEN & CO. 


478-480 Pearl Street, NEW YORE 
Manufacturers of 


Carbon Paper 


Tapewetees, pen, Pencil and Full 
Guaranteed Non-Smut. 
Long-lasting, Clean Writings. 


Typewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction to users. 


Write For Samples 
and Prices. 

























fill ih 


SOLE MAKERS OF THE ROYAL BRANDS 
OR BOND LINES—AMERICAN 
walt 7. gy as oe FAST 








MOENDRAFTSSRECETF | 
TELIRET & MOST COMPLETE 
UINES IN THE WORLD 


914 WALNUT ST- PHILADELPHIA. 
WESTERN OFFICE-209 STATE ST CHICAGO 


WALTER H. FURLONG ~ MANAGER. 














The DETROIT COIN WRAPPER 


ARE YOU SUPPLIED? 


These famous coin wrappers are quick sell- J | 
Needed arid used by bankers, offices 


ers. 
and transportation companies and all firms 
who handle a volume of coin. 


SIZES TO FIT ALL U. S. AND 
CANADIAN COINS 

Saves half the time wrapping—cannot 
unroll and coins won't slip out. Millions 
sold annually. Once used no other will do. 
Pays you larger profit than others. Let 
us send you samples and prices, 

The Eureka Don’t Rip Coin Bag is the 
only coin bag that never rips. 20 sizes. 
Write for sample and prices. 


San, Detroit Coln 
\ Wrapper Co. || 


371 Harper Ave. 
Detroit, Mich. 


} 
| 











| colors of stamp pads. 


| John 


| Mr. 


| His principal aim in life seems to be to put 
| the best possible stamp pad on the market. 


with 
absorb 


Self-inking stamp pads charged 
glycerine ink have a tendency to 
too much moisture during humid or raniy 
and non-drying 


Volger’s “New 


Smeary 
result. 


weather. 
impressions De- 
parture” 
ure and are guaranteed not to injure hand 


rubber stamps. They will stamp perfectly 


on paper, cotton goods, linens, leather, 
wood, or any other surface that will absorb 
| ink, and they will not smut or blur. These 


pads are made in five sizes and six strong, 
brilliant colors. They are used in a very 
large number of ways by banks, merchants, 


stamp | 


quick-drying ink pads repel moist- | 


insurance, railroad, express and steamship 
companies, fruit packers and shippers. cot- 
ton goods, wooden ware, glove and shoe | 


manufacturers. The ink upon these pads, 
as implied by the name, marks a distinct 
and radical “new departure” 
facture of stamping inks. The 
also manufactures a quick-drying ink put 


in the manu- | 
company 


up in neat cans from which it can be dis- | 


tributed conveniently over the pad. 
The “Excelsior” and “New Departure” 


stamp pads hold enviable records for last- | 


ing quality, and are in use in 
ized countries on the globe. 


The representative of Office Appliances 


all the civil- | 


was shown through the factory of the B. | 
G. Volger Manufacturing Company and 
was much impressed with its complete 


equipment and its convenient arrangement. 
The stock room is arranged with racks 
running nearly the entire length of 
building and containing all the 
Parallel with these 
are other racks with the raw material ready 
to be made up. Part of the way along one 
side of the building, across one end and 
part way up the other side is a bench upon 
which the stamp pads are assembled, each 
man doing his part and passing on the un- 
finished pad to the next man for the next 
step in the manufacturing process. 

Mr. Volger’s large and roomy Office is 
located on the second floor. The office of 
the bookkeeper is on the main floor near 
the door. 





ACCOUNTANTS HOLD MEETING. 
The 


Milwaukee Association of Account 


the | 


sizes and | 


ants and Bookkeepers turned out 120 strong | 
at the recent monthly meeting to listen to | 


Cooper, vice-president of 
Certified Account- 
committee on 


Alexander 
the Illinois Society of 
ants, chairman of the 
fessional ethics and trustee of the 
can Association of Public Accountants. 
address was on, “The Principles of 
Organizations, Routine and Produc 
Costs.” At the close of his 


pro 


His 
Fac- 
tory 
tion 


thanks and was later unanimously 


an honorary member of the Milwaukee as- | 


sociation. 

President Frank Genins of the 
kee association has announced the 
ing committees for the ensuing year: Ac 
William F. Schoell, A. H. West 


Milwau 


fe llow 


counting, 


Ameri- 


address | 


Cooper was extended a rising vote of | 
elected | 


| 
| 
| 
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Finding a buyer “ 
receptive mood”’ 
and grasping the 
opportunity has re- 
sulted in a coveted 
order for many 
good salesmen. 
When your letters 
go out you can’t tell 
in what mood they 
will be received. 
Therefore, use 





for your correspondence 
and the chances are all 
in favor of your message 
being well received, re- 
gardless of the recip- 
ient’s mood. 


The quality tone speaks out 
in a dignified way and a letter 
written on Bankers Linen 
carries more weight than the 
letter on inferior 





same an 


paper. 
Stationers and 
Printers 


Know that satisfied eusto- 
mers pay. We know that 
Bankers Linen satisfies 
the most fastidious. Inves- 
tigate for yourself. Get 
samples from your jobber. 


Submit them to one of your 
friends 
find we're right. 


“hard to please”’ 


You'll 


Southworth Paper Co. 
MITTINEAGUE 
MASS. 














NOOR ILI AIE TS SOLE LE IE AEROSOL 














| Fes ee 


-s ONO E RETA RRC E NRA C—O 














OFFICE APPLIANCES 131 


Ts NO TROUBLE AT ALL 


to keep Commerciaf Paste Company products mev- 
ing. They push themselves. Quality is the strongest 


re-order bringer. 


That isthe reason why our new three story fire 
proof brick building shown in this advertisement 
is already taxed to its capacity although we only 
moved intoitin March of this year. Although the 
Commercial Paste Company was established as re- 
cently as 1902, the rapid doubling of business each 
year has forced us to abandon three buildings in 


sScven years. 


This is convincing proof that Commercial prod- 
ucts are trade winners. Try them. 


Commercial Combined Carmine, 
Photo Desk Paste, Writing ard Copying 
Peerless Mucilage, Fluid and Jet Black Ink, 
Combined Writing Biue Ink, 
and Copying Fluid, Green Ink. 

Blue Black Record Writing Fluid. 


WRITE TODAY FOK 
CATALOGUE AND PRICES. 











| 
phal, A. J. LaFluer, E. N. Kullman and E | 
R. Lange; membership, E. C. ~aaeo Re 
E. K. Rundle, A. J. Manz, E. J. Koonen, | 
W. P. Held; auditing, Richard Utz, L. S iy 
White, Otto Rathmann; legislative, Fred 
Ruenzel, Louis Liebscher, Jr., William H. | 
Heyer, C. D. Rockwood, George Allison; | 
| 

| 





entertainment, A. J. Hoffmann, W. J. Cole, 
Eddie Mueller, F. A. Boettcher, Chris. C 
Glendt; publicity, R. O. Bayer, F. J. Grund 
mann, E. A. Schuppert. 


DEATH OF PROMINENT MANUFAC- 
TURER. 

Walter S. Meridenhall, Vice Presidentt o 
the Samuel C. Tatum Company, of Cincin- 
nati, died on Saturday, June 11, at his resi- 
dence in Avondale, a suburb of that city. 
Mr. Mendenhall was born: in Richmond, 
Indiana, the birthplace of many other men 
of rare ability. His ancestors were of that 








good substantial Quaker element who set- 
tled Wayne County in the early days, and 
Mr. Mendenhall inherited their sterling 


quality of high character, industry, and 
solid common sense. Mr. Mendenhall was 16-18-20 W. Hoster 

? * 
born a Quaker and was educated a Quaker, THE COMMERCIAL PASTE CO. COLUMBUS, OHI 
being graduated at Providence, R. I., from 
a Friends’ Institution, later entering a law 


school at Bloomington, Indiana, where he 
heey THADDEUS DAVIDS COMP 


He came to Cincinnati in 1885, and with- 
ESTABLISHED 1825 


in two or three years afterwards he identi- 
fied himself with the Samuel C. Tatum 
Company, and upon the incorporation of | << DAVIDS’ SEALING WAX 




















We make the most popular brands of Sealing Wax, in all grades 
and colors, and make a specialty of imprinting private brands of 
Sealing Wax, for commercial stationers. Get our prices and we 
will get your business. We are the oldest Sealing Wax manufac- 
turers in America. If you are in the market for good wax, either 
imprint — or our own brands, let us hear from you. The 
merit of these goods completely told in one word—Satisfaction. 


THADDEUS DAVIDS COMPANY 


95-97 Van Dam Street, New York 














reaches its-highest practical value in the 


rue care wacrer's. menoenna. || Sengbusch Self-Closing Inkstand 


the business in 1891. he became its vice This well is absolutely non-evapora ting, and closes after every dip of the pen. It is 
’ : so constructed also that the writer cannot over-dip his pen, and so flood the holder with 

president Mr. Mendenhall combined an superfluous ink. The ink is always Feil for the user. 

unusual inventive talent with thoroughness In addition to these superior qualities of mechanical construction, the Sengbusch 

and conscientiousness in manufacturing, stand is built on beautiful lines which are pleasing to the eye. The result is that this 

patent ink-well has become the most popular stand on the market, and it should make 








and his considerable interest in the em 

. q rata ; up a part of the equip ment of every well appointed stationery store. 
ployees of the company: yee we of the Stationers who are not now carrying this well in stock should se- 
marked traits of his character. cure circulars at once, as they are losing a sure profit. 


The records of the Patent Office bear 
witness of the many products of his inven 
tion. The out-put of the factory going out 
under his care was scrutinized by him with 
great thoroughness; the matter of expense 
in rejecting poor work never entered into 
his calculations. Every employee, no mat 





WRITE TO-DAY FOR TRADE DISCOUNTS AND CATALOGUES OF OUR COMPLETE LINE 


Sengbusch Self-Closing Inkstand Co. 


320 Montgomery Building, MILWAUKEE, WISCONSIN, U. S. A. 
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((@ All Pens 
Underwoods Inks 

















@ For Fluidity, Perma- | 








equaled. 


Ask for it at 
your stationer’s 


nency, Non-corrosion of 
the Pen, and Splendid | 
Copying Qualities, these 
inks have never been 


t 






















90 Richmond St. E., 
TORONTO, CANADA 


19 Pearl Street, 
BOSTON, MASS. 









MANUFACTURED BY 


JOHN UNDERWOOD & CO.» 


30 Vesey St., New York. 


120 Queen Victoria St. 
LONDON, E. C., ENGLAND. 


36 Boulevard des Italiens, 















PARIS, FRANCE. 














The Bristow 
Radial Distributor 


A new device for Economizing the 
time of the people whose time 


is the Most Valuable 


Compartments are assigned for the 
distribution of papers by designating 
markings upon the Iverne end plates 
dispensing with baskets and trays. The 
base of a distributor with fifteen com- 
partments occupies about the same 
space as one basket. Write for com- 
plete catalog 


FREDERICK BRISTOW 


East Orange New Jersey 














ter how humble, was given his thoughtfu 


interest, and sickness or trouble in their 
families was often a matter for his per 
sonal attention Into the planning and 


equipment of the new plant for the Samue 
C. Tatum Company he put untiring energy 


and intelligent discrimination, in no way 


and those who have visited 


sparing himself, 
their Colerain 

can bear witness to the unusual result \ 
sufferer from ill health for many years 
the brain stronger than the body—this did 
not prevent an unusual knowledge and love 


avenue plant in Cincinnati 


of wood-craft, hunting, and the trees, p! 
and flowers about him. 


tree at his home, was a matter of engross 


To save a favor 


ing care. The same loving devotion, in a 
characterized his family r 


leaves a wife, son and daug! 


greater degree, 
lations. He 
ter. 
Office 
family and-+friends of Mr. 


Appliances joins with the bereave: 
Mendenhall 
mourning the loss of one who was a real 


man. 


EE a 
A NEW THUMB-TACK. 


The accompanying illustration § rept 


sents the one-piece German silver 
tack manufactured exclusively by the Hog: 
Manufacturing Company in this country 
As may be seen 


three sizes, and are becoming more pop 


these tacks are mad¢ 


in the trade every day. 
There are several companies abroad 





tacks, but the Hog 
street, New Yorl 


these 


manufacture 
Company, 108 
City, is the sole maker in this country 

is putting them on the market at the sai 
price as the foreign product. 


Fulton 


TAKES IMPORTANT POST. 


Carleton G. Garretson, for the past 


years manager of the advertising d 


, Crane & Pike Company 
of ae 


ment of the | 
stationery manufacturers 
Mass., has severed his connection wit! 

firm, and about the first of July he t 
charge of th 
ter Debevoise Advertising 


copy department of 
Agency of N 
York, and entered this firm as secretar} 
of the board of directors, of whom J. M 
Eppstein is president, and H. M. Pt 
vice-president 

Mr. Garretson is a graduate of Willian 
class of 1903 He sp 
state of Washington in 


College, of the 
five years in the 
newspaper and advertising work, and was 
an editorial writer on the Tacoma Daily 
News for some time, and owner and man 
ager of a number of newspapers in various 
parts of the state. 

He has had considerable experience 
campaign handling, and gen 


He is a young man, full 


copyw riting, 
eral service work 
of enthusiasm, and should prove a desirable 
asset to the concern with which he has be 


come identified 
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NEW LINES FOR D. W. BEAUMEL & to turn the cap at the top for either opera Kontor Mekanik is the name of a new 
COMPANY. tion. publication which has recently appeared at 

The order of the day is something new In addition to these new lines the Christiania, Stockholm and Helsingfors un- 
and, at the same time. more convenient. pany is, of course, filling orders still for its der the direction of C. F. M. Knudsen. Mr. 
With this in mind, D. W. Beaumel & Com old standard lines. Knudsen has, with the permission of the 
pany, the up-to-date fountain pen firm, 35 The house of Beaumel is one of the old publishers of Office Appliances, adopted a 
uuntry: Mr design similar to that of this magazine. 


Ann street, New York, has recently put on est fountain pen houses in the c: 


the market two new and excellent lines of Beaumel is well known personally as one The Konton Makanik is a very attractive 






“RIVAL” SELF-FILLER OF BEAUMEL & CO. 


fountain pens, cuts of which appear here of the best informed manufacturers in that little publication, and it is full of bright, 
with. The “Rival Non-leakable”’ is what line. He, himself, inspects all the goods, up-to-date reading matter. The new maga- 
and is personally one of the most thorough- zine seems to be well supported by Swedish 


its name implies, a non-leakable pen, and 
and Norwegian advertisers, and we believe 


can be carried in any position with the as- ly equipped fountain pen manufacturers in 

surance that it will not leak. The “Rival the trade. He knows all his departments, that it will make steady and satisfactory 
Self-filler”’ has a very simple but efficient and can go to the bench and do any part’ progress. It has the good wishes of Office 
device for filling, it being only necessary of the work of making fountain pens. Appliances. 





You Won’t Sell Many ZCP’s If You Wait for People to Beg You to Sell it to Them 


But the LIVE Office Supply 
ERR ie = yeni AN dealer who has men out or goes 
‘ ' a out himself—such men can, and 
DO, sell a lot of them. 


There’s a reason. The machine 
is so radically different, so very 
much better than anything that 
has gone before, that it awakens 
an immediately appreciated 
want in all who see it. 


That’s the point. A long felt 
want isn’t necessary. The ZCP 
makes them feel the want. 


Don’t you want to be shown? 


ZONO MFG. CO. 
50 Union St., Pasadena, Calif. 







































Before the ZONO CHECK PROTECTOR appeared, good machines were too 
costly, while the cheaper ones either didn’t protect or took so much time to 
operate that busy men took the risk rather than the time. It’s different now; 
the ZONO takes little money, little time, and protects as perfectly as any. 


IF YOU ARE A COMPETENT CRITIC 


We invite you to compare the lines of fountain pens we make with those of any other maker. Then look at our 
guarantee, our prices and,———-we 1 take our chances on your ordering. 












We are the largest manufacturers of imprint fountain pens in America and make oaly high gue@s pens. The fact that we have made 
pens for years for some of the largest and most particular buyers in the country is our best vertisement. We manufacture a com- 
plete line of fountain, stylographic and gold pens, for foreign and domestic trade. The quality and workmanship of our lines will satisfy 


the most discriminating and our prices are right. 


SANFORD & BENNETT CO. i cinit"Soit nf "Commensl’ Fomniste 51-53 Maiden Lane New York 
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MANN YALE LOCK 
Typewriter Minute and Record Books 


have merits not pos- 
sessed by similar books. 
The Yale Lock feature 
gives bound book se- 
curity to all of the 
leaves. 

They are “ideal” for 
minutes and records of 
every sort, because a 
leaf cannot be written 
upon by the typist 
until the person in pos- 
session of the Yale key 
removes it from the 
book. 

Furthermore, the 
vise-back makes it im- 
possible for a leaf to 
be torn from the book 
without leaving evi- 
dence of its intentional 
extraction. 





FULL DESCRIPTION AND PRICES GLADLY FURNISHED 


WILLIAM MANN COMPANY 


Makers of Loose-Leaf Devices Copying Books and Papers 


529 Market Street se Philadelphia 


Copying Paper Mills at Lambertsville, N. Y. 




















THE MAIL WRAPPER-TUBE 








“THE MAILING-TUBE THAT COMES IN A FLAT SHEET" 


Is just the thing for mailing calendars, drawings, plans, pictures, 


music, magazines—in fact anything that can be formed into a roll. 





Simply roll up like this 





It saves storage space. Saves half the 
mailing as it is address- 


flat—no label 


Put a thousand where 
you have a hundred old ed when 
style solid tubes now. required. Contents are 


: ‘ rolled with the wrapper- 
Diameter is adjustable “PP 
tube and locked in. 


so that it is not necess- 
ary to carry a lot of Easily removed by 
different sizes. loosening cord at ends. 


Ready for mailing 


Mail Wrapper-Tubes are furnished in any size, weight or quality paper desired 


DEALERS—Send for samples and prices. Special trial assortment 
of popular weights and sizes furnished for $3.50. 





work of 








THE MAIL WRAPPER- TUBE CO. OF AMERICA 
45 W. MURRAY STREET . . NEW YORK 

















A GOOD RUBBER STAMP INK CON- 
TAINER. 
o has ever had 
knows the 
bottle as a container 
all precautions 


OcCasIO! 


Everybody wh 
use rubber stamp ink disadvan 
ordinary 


] de spite 


tages of an 
for the ink 
seldom that one 


can get rubber stamp ink 
bottle 


everything 


out of an ordinary without soiling 


the hands and 


; , 
else that 








in contact with the bottle 4. C. Gibs 
Company, Inc., the rubber stamp people 
of No. 15 Division street, Buffalo, N. Y., 
market their rubber stamp inks in a b 


for that purpose. It 


a wide base to prevent its being 


especially made 


made with 


easily upset. The top of the bottle 
sists of a brass cap in which is s¢ 
fastened a brush with which the ink is 
applied. Inside the brass cap is a rubb 


washer, molded with a convex face, which 


forces the ink down into the bottle 


of allowing it to get outside and soil e\ 
thing with which it comes in contact Phe 
advantages of this container can 


be seen and it is not to be wondered at 
the Gibson Company has a big demand f 
their rubber stamp inks. These inks, | 
the Gibson Compa: 


way, are sold by 
six different colors: red, violet, carmit 
black, green and blue. They claim that t 


quality is the best possible and the 
are strong. The bottles are packed in w 


boxes containing one dozen and can b 


either all one color or assorted. The 
prices are 25 cents each, or $2.50 a 
for the one ounce size, and 35 cents 


or $3.50 a dozen for the two ounce siz 





OPENS EUROPEAN BRANCH 


The Thorp & Martin Company of B 
ton, Mass., are opening a branch at 80 
Queens street, London, England, t be 
ready for the fall business 

This step is the result of the increasing 
demands of the company’s large foreign 


trade. The Thorp & Martin Company, be 
sides being commercial stationers and of 
fice equippers on a large scale, are manu 
facturers of typewriter parts, platens, tools 
and supplies. They will open the London 
office with a view to improving conditions 
in the repair business abroad and to facili 
tate the delivery of parts from a central 
London depot. 


We all have tro while and harde ns to bear 
but 
brooding 


smiles them, whils 


adds to 


help us to bear 
our burdens 











(By Special Correspondence.) 


Atlanta, Ga. 


Atlanta office of the Dalton Adding 


\lachi Company, has moved to a new 
location, 10 Auburn avenue 
Des Moines, I[a. 
| \. Schumacher is a new addition 
family at the Des Moines office 


Dalton Adding Machine Company 


Detroit, Mich. 


C. S. Pike, formerly sales agent for the 
Burroughs Adding Machine Company 
Hartford, Conn., has resigned his position 
to enter the Holliday Box Company of 
Detroit, Mich. Mr. Pike has sold Bur 
roughs machines for the past six years 
New \Y City and Connecticut, and has 


personally closed business to the amount 
f $150,000. Mr. and Mrs. Pike will sail 
Europe the middle of July, and after 
months’ trip abroad, will locate 1 


Detroit, where a larger business futur: 


Kansas City, Mo. 


Sales lanager W right of the Kansas 
City branch of the Dalton Adding Machine 
Company has secured the services of L. R 

Knoxville, Tenn. 

W. H. Parham, manager of the Knoxville 

Tenn.) office of the Dalton Adding Ma 
hine Company, is fortunate in securing th: 

rvices of Sam T. Brannon, a capable and 
experienced office appliance salesman 


Milwaukee, Wis. 

The Milwaukee office of the Dalton Add 
ing Machine Company has added to its 
staff salesmen, B. C. Heppe, who has 
represented the Burroughs in that territory 


past several years 


New Orleans, La. 

Paul I Brand of the Eugene Deitzgen 
Company of New Orleans, Louisiana, has 
secured the agency for the Dalton adding 
machine in that territory. 

Philadelphia, Pa. 
The most elaborate machine made by the 
Burroughs Adding Machine Company, an 
automatic cross tabulating duplex with 15 
banks, was among the sales of the month 
at the Philadelphia branch. Another note 
worthy achievement was the sale by Man 
iger George A. Henrich, personally, of a 
15 bank electric after fifteen minutes dem 
onstration and without an office trial. But 
quite the most interesting event befell 
Salesman W. B. Hale His customer is 
Margerum, the Reading Terminal Market 
butcher Now Mr. Mergerum once had 


a simple Burroughs, hence with growing 


trade he determined on a 15 bank hand 
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WE WANT NEW AGENCIES 
$1 Per Set SAVES 











Nerves 5 Time 
Health | or Machine 
For All Typewriters. | ‘e - — 





Patentees and 
* Distributers 


J. L. Chase Co., Toledo, 












Safety Fountain Pen 
and Pencil Holder 


Fits any Pocket 





Holds Securely One to Six 
Pens or Pencils 


Absorbs Ink From Leaky 
Fountain Pens 


Preserves Pencil Points 
For Sale By All Jobber 





Send 1&c postage for sample 


TheValleyCity Novelty Co 
Grand Rapids, Mich 











Improved PROUDFIT 
Loose Leaf Devices 





FLAT OPENING 





Unlimited Expansion 


FACTORY AND MAIN OFFICE: 
Lyon and Campau Sts., Grand Rapids, Michigan, U.S.A 


BRANCHES: 
New York City. _Washington,D.C. Boston. Phila. 
Detroit. Los Angeles. Chattanooga. 
Okl aho ma City Buffalo 








MANDIEST.FASTEST. CHEAPE 








CASH WITH ORDER to the trade only. We engrave a one line 
os e and furnish 100 engraved cards best stock, postpaid, Script 0c, 
3lock or Gothic 1.15, Solid Roman, Uld English or French Script 1.25, 
Shaded Old English or Block 1.50, Shaded French Script or Roman 
1.60. Plate and 50 cards 20c less than above prices. - cards trom 
Id 1€0, 50c. Wedding Stationery, Business Cards. Em- 


i 


plate 30c 
bossed Stationery. 


The American Embossing Co., 2S€,5epecsS4o** 














Style of 


Imprint 123 4 5 6 


“IDEAL MULTIPLEX” 


AUTOMATIC NUMBERING MACHINE 


It will DUPLICATE, TRIPLI- 
CATE and QUADRUPLICATE 


Sold with the strongest kind of a guarantee. 


It has Five Movements—Consecutive, Duplicate, 
Triplicate, Quadruplicate, Repeat. Indicator instantly 
changes from one movement to another, thus the 
machine an equipment equal to two or three 
and enabling the operator to perform various kinds 

It is finely gauged for accuracy and precision, 
and is especially construc t exacting 
requirements in numbering machine work. 


Six Wheels. Numbers from 1 to 1,000,000 


numbering. 


Send for our new Catalog 
CUSHMAN & DENISON MFG. CO. 


240-242 West 23rd Street 33 


THE 


(Patents applied for) 


o meet the most 


Price $7.50 


NEW YORK 
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“HOLDS 50 STAPLES|) 
ALWAYS READY | 


Like all ACME machines, it is made right and works right. 
Meets all demands for the average office. 
Drives a broad, flat staple. Holds the thinnest and pene- 
trates the thickest paper. Very convenient for filing letters, 
binding vouchers, fastening pay roll envelopes, statements, 
legal documents, etc. 


Illustrated List furnished dealers on request. ACME 
BINDERS are sold by leading Jobbers. 


Acme Staple Co., Ltd., Camden, N. J. 


European Agents: Progress Typewriter Supply Co., Ltd., 
85 Golden Lane and Hatfield Street, 
London, E. C. 








You can draw either a straight, wave or dash line by one stroke of the pen. 
NO BLOT because the Pen cannot touch edge of Ruler. The Ruler 
is made of aluminum with a thin rubber backing which prevents slipping 
and makes it very flexible. 

EACH outfit consists of: 

Ruler, Pen holder, Pen attachment and Pen. 


Retail Price, 12-inch outfit. complete, 60c 
=g ~ 18-inch ‘“ os 75c 


QUICK SELLER—GOOD PROFITS 


NOTE: Dealers, write us at once for our proposition. 


RodneyS. Pullen Mfg. Co.,1005 Chestnut St., Philadelphia,Pa. 


Canadian Agents: A. R. MacDougall & Co., 42 Adelaide Street, W. Toronto, Canada. 





* 
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machine. His office is on a gallery over- 
hanging his stand. To get the machine in 
place seemed impossible Sut Mr. Mer 
gerum insisted that some way must bs 
found to install it since he considered that 
he could not do business unless at a great 
disadvantage without a Burroughs. Finally 
by inverting and transposing the machin: 
and by clever manoeuvering it was finally 
turned and tugged and twisted into place. 
Mr. Hale was happy; Mr. Mergerum even 
more so, 
* * * 

R. C. Streb, formerly of the Buffalo, New 
York office of the Burroughs Adding 
Machine Company, has been transferred to 
the Philadelphia office of the same com 
pany. 

San Antonio, Tex. 

Mrs W. P. Edwards, wife of the assistant 
manager of the Dalton Adding Machin: 
agency of San Antonio, Texas, left on the 
4th of June for a visit to her relatives in 
England. She contemplates having her 
brother, Mr. Thomas Morgan of Porty 
pridd, South Wales, return to San Antonio 
with her, and he will identify himself wit! 
the Dalton office at San Antonio Mr 
Morgan is at the present time connect 
with a bank at Portypridd. 

San Francisco, Cal. 

F. C. Metcalf, coast manager for 
Comptograph Company, who has _ be 
located for some time on the fifth floor 
the Phelan Building, has taken quarte: 
facing Market street, on the second fl 
of the Commercial building, on Marke 
street, near Fourth. The new location 
have many advantages, not the least 
which is the front window space and 
venience to the street. Mr. Metcalf is g 
ting good results on the Comptograph. H: 
has taken space in the advertising met 
show this week, and will put in a good dis 
play. 

* * * 

The local branch of the Remington Typ: 

writer Company has just cleaned up an 


order for 70 Wahl adding machines, a! 

is placing a great many of these machines 
in large local business houses. E. L. Hal 
is now working in the interest of the Wah! 
machine in the country. A complete lin 
of Wahl machines has just been installed 
in the offices of the Holt Manufacturing 
Company, at Stockton, Cal. 

x * * 


June sales of the Burroughs adding 
chine in San Francisco, have surpassed the 


highest expectations, their new Duplex 
machine being the great attraction 

* * x 
George L. Price, who recently w 
the Burroughs office and several other San 
Francisco specialty houses with a _ bogus 


check scheme, has been arrested in Klamath 
Falls, Ore., and requisition papers have been 
issued for his return to San Fran 
Manager W. W. Cooley, of the Burr 


intends to see that the prosecution 1s vig 


| ously carried on 











DUPL ICATIN G 
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(By Special Correspondence.) 


Dallas, Tex. 


Division Sales Manager J. W. Shelor of 


the American Multigraph Sales Company 
at Dallas, Texas, accompanied the trade 
excursion of the Dallas Chamber of Com 
merce. Several Multigraphs and a Univer- 
sal Folding Machine were set up on the 
train and the daily newspaper was printed 
and distributed along the line of the itin- 
erary. The traveling printing office attracted 
much attention, and the newspapers printed 
therein are being preserved as souvenirs 
of the trip. 


Hartford, Conn. 


C. H. Adler has opened a handsome of- 
fice for the American Multigraph Sales 
Company in the Hartford Life Building 
Mr. Adler was for twenty years with the 





National Cash Register Company as sales | 


agent in Brooklyn, N. Y., Newark, N. J., 
Hartford, Conn., and Cedar Rapids, Ia 
He has already closed several nice deals. 


Philadelphia, Pa. 


J. W. Valiant, who successfully opened 
the pioneer Philadelphia office for th: 
Neidich Process Company’s Flexograph, 
has been transferred to Richmond, Va., 
where he has opened the first southern 
branch office. His successor in Philadel 
phia is Robert E. Lindsay, who came from 
Pittsburgh. With him came his able as 
sistant, Miss Edith Rome. R. C. Cole suc 
ceeded Mr. Lindsay in Pittsburgh. 

kx * 

Wm. Wood Lesley & Co., have been 
doing some very effective work with the 
A. B. Dick Planotype, and have installed 
many machines during the past several 
months. The Pennsylvania Railroad Com- 
pany has just added to their equipment 
another Planotype with an electric attach 
ment. The Philadelphia Suburban Gas 
Company, the Philadelphia North American 
and E. H. Wilson Company, have likewise 
placed Planotypes in operation. 


San Francisco, Cail. 


Several duplicating machines are to b« 


Men’s Association this week. F. E. Cotha 
rin, sales manager for the American Mult 


graph Sales Company, will show several of | 


the new model Multigraphs, and S. J. W 
Matthew of the Ribbon & Carbon Com 
pany of North America will have one of 
the new Flexotype machines in an attrac- 
tive position. The Western Specialty Com 
pany will also be on hand with the Mahl 


stedt Multicolor Press. 
* x * 


S. J. W. Matthew reports numerous sales 


of the Flexotype, and says the prospects 
are better than he expected when the ma- 
chine first appeared. There is an especially 
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If You Want to Sell Carbon Paper 


in only one weight, we will supply you with a paper that will outlast any 
other kind, is thick enough to stand handling, and will manifold better 
than most of the ‘‘4-lb.’’ carbon. This is medium weight. 


If you want only 2 kinds, we will give you a ‘‘4-lb.””’ and a “7-lb.” that 
will both be good for all-round work. 


But, if you want to be able to satisfy any buyer or user, no matter what 
kind of letter-paper they use, or what kind or condition of typewriter, then 
you must be able to give them a large variety of carbons. You don’t 
need to carry all these in stock but you must be able to get any of them 
on short notice if you want to hold the trade. ' 
TREASPY is made in 5 weights and 3 finishes. f 
Our cheaper kinds are made in all possible 
variety. We supply it under your own brand, 
or our brands with your name on the box. 


Better write for fuller information, before you 
forget it. 


LUdechioatiide ne’ 


President. 














ROGERS MANIFOL 


FIRST MAKER OF CARBON PAPER, ESTABLISHED, 1869. 













WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS 





WE MANUFACTURE THEM 


SEALS, STENGILS, STEEL STAMPS, BADGES, 
NAME PLATES, METAL CHECKS, 
RUB onre ron carmoour 


MEYER & WENTHE 
92 DEARBORN 8T. 
CHICAGO 


i WeE pee, NOT PP For THEsE Goops 








bi NUMBERING MACHINES 








| THE ONLY FOUNTAIN PEN 
THE WM. BOLLES s"ssiste"enheee 
e All these Features. 


exhibited at the show of the Advertising | 


SELF-FILLING SELF-CLEANING NON-LEAKABLE 





lg There are no openings, extra joints, humps, press-bars, nor complicated 
mechanical parts to get out of order, consequently the barrel is air-tight and 
absolutely Non-Leakable. 


q It can be filled instantly at any ink well. The 
filler is part of the pen itself and cannot be mislaid. 


@ As the pen is in an air-tight compartment when 
closed, the ink cannot dry up, as in ordinary foun- 
tain pens; consequently it always writes on the 
down stroke. 


THE WM. BOLLES COMPANY 
TOLEDO, OHIO. - «= U.S.A. “% Fa her é 
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RIBBONS AND 
CARBONS x 











today. 
we have to offer. 


Combine all the essential features of a 
truly Superior brand. 
price is within reach of all. 


Making “‘ Ribbons and Carbons”™ 
confronts every supply dealer in the country. 
devoted a great deal of thought t : ths problem of distribu- 
tion, as well as to the problem of man facture 
is our Special Proposition to stationers and type- 


writer supply dealers. 
Whether you take it or not, you will be interested ia wha: 


A postal now will bring you this opportunity. 


In addition, the 





pay is a problem that 
We have 


The result 


Write us for this proposition 









Do it. 

















“gee WM. RITCHIE & SONS, Ltd. 


Elder St. Edinburgh, Scotland. 
Also at London, Eng., 4 Paternoster Row 
Pubiishers of 
Christmas and New Year 


Birthday and Easter Cards 
CALENDARS : PICTURE POST CARDS 


Join the Wholesalers’ Post Card Club and receive once 
& month 125 samples of the newest cards for $1. postpaid 


Photographic Local View Cards. 
Big Stock Season and Fancy Post Cards. 
THE WHITTEN & DENNISON POST CARD CO. 


West Befhe!l, Maine 
Complete Illustrated Catalogue on request. 











SERIES” 
—" MAX BECK 
IMPORTED BRUSHES es ag 


FOR THE 





POST CARDS 


JOBBERS ONLY 








STATIONER’S TRADE _, 





— TRIDENT BRUSHES 


wt 


ap carry in stock German Water Color Brushes. 
Our im line of these brushes is unexcelled for 
quality and finish. They are of excellent value. Sizes 
one to eight. Samples and prices sent on application. 


WE CAN SAVE YOU MONBY 


JAMES H. RICE CO. 


Ilinois and St. Clair Sts. 

















CHICAGO, ILL. "f 





Thumb Tacks 


Steel, 


Pen and Pencil Clips 


2 Styles 2 Finishes. 1 Price. 
$3.00 per gross to dealers 
Liberal discount to jobbers 


HOGE MFG. CO. 
108 Fulton St. New York 


Brass, and German Silver. 








“Modern B” Clip. 











strong inquiry from the north, and 
pects to go to Port 


deals in that vicinity D 


land soon to ai ge 


for a number of 
liveries at! now made promptly 
machines being in transit all the ti 
x 
F. F. Wright & Co., who hay 
the Writerpress for several mont 
given up tl gency, and the n 
been taken up by G. M. Shorey 
it 125 Har 1 building 
n 
The Western Specialty Company 
in all tl I ilsted M ultie I 
chines tha be produced with 
ent limited facilities for manufactur 


sisting of a small factory at Fresn ( 


The business is accordingly being 
pretty closely to California, though 1 
ous inquiries have been received from 
east. 

* * * 

J. L. Harrington, manager of the 
ty department of H. S. Crocker & (¢ 
of San Frat reports a big 
of late \ddressograp! O 
the largest \ddressograph 
systems in the west is now being 
for the Pacifi Telephone & Teleg 
Company, which is _ listing t 3 0 
iddresses M1 Harrington als ré 
many sales f the new self-inking 
son Rota \Mimeograph Mr Harring- 
ton will leave about the end of th 
for the southern part the tert y, g 
ing as far as San Diego. H. S. Crocker & 
Coe. have installed all the office appliances 
for the Panama-Pacific Exposition ofhces, 
including \ddressograph, stamp 
envelope sealer, mimeograph, and 
other devices 

Toronto, Canada. 

J. Scott Innes of Toronto, has taken a 
position with the Neidich Process Com- 
pany, Burlington, New Jersey 

* * 
J. C. Reddick has been appointed n 


department of 
Typewriter Company, Toronto, Ont 


Washington, D. C. 


ger of the Flexotype 


United 


Division Sales Manager R. E. Joyce 
arranged an exhibit in the United St 
Treasury Department for the week ending 
May 7th The Government is the largest 


user of Multigraphs, owning and using 


100 machines 


Lobenstein, with Isaac Upham & 


San 


Mr. 
Co., of 


outside 


Francisco, is now doing eff 


work for the Roneo copier, 


several other specialties carried the 


pany. 


the 


The wisdom of removal of the 
dressograph from a second floor on Cl 
7th street to the first fi 
Philadelphia, vas 
increased busi- 
felt that the 


been just- 


nut street above 
833 Chestnut street, 
the 
June. It is 


store, 


demonstrated by largely 


ness done during 


change in location has already 


fied 











(By Special Correspondence.) 
Milwaukee, Wis. 
The Northwestern Furniture Company 
Milwaukee has been awarded the contract 


for refurnishing the office of the registrar 
of deeds in the Milwaukee county court 
house for $584. The bids included met 


cages and wood partitions for the offic: 
which has been recently enlarged. Only 
two bids were received, the other being 
from the Wollaeger Furniture Company, 
which offered to furnish the equipment for 
$595 At a recent meeting of the count; 
board it was decided to purchase sixteen 
desks for the registrar of deeds office at a 
cost not to exceed $400. 

+ * 

As a result of the recent completion of a 
four-story addition to its plant, the Ameri- 
can Manufacturing Company, of Sheboy- 
gan, Wis., will commence the manufacture 
of office furniture from a new material 
Chairs. will be made from twisted paper. 
This work is considered a great innovation 
in the furniture industry and will undoubt 
edly prove successful for the Sheboygan 
concern, which greatly increased its facili 
ties during the past few years. The new 
style chair is considered to be nearly as 
serviceable as the old wooden variety and 
has the advantage of being much lighter: 
in weight and can be manufactured at a 
cost which is far less than that of the 
wooden chair. 

* * * 

Arvin C. Hahn, secretary and treasuret 
of the Phoenix Chair Company, of Sheboy 
gan, Wis., has been appointed as a member 
of the national committee of seven, chosen 
from the entire United States, to investi 
gate the subject of freight rates with a 
view to adopting a uniform classification 
Mr. Hahn’s field covered the entire north 
west . oS 

With the completion of two new fir 
proof dry kilns at its plant at Fond du Lac, 
Wis., the Fond du Lac Church Furnishing 
Company has been obliged to add men to 
its staff of employes as rapidly as they can 
be obtained. 

* * 

Solid mahogany furnishings will be used 
throughout in the interior of the new Na 
tional Bank building under construction at 
Manitowoc, Wis The contract for the 
furnishings has been awarded to the C. & 
W. Frazier Company of Manitowoc. 

* * +. 

The proposition of the Booth Manufa¢ 
turing Company, manufacturers of offi 
furniture at Muskegon, Mich., to the cit, 


Waukesha, Wis., for the removal of its 
plant to that city, has been turned down 
by a committee of business men. The com- 
pany desired $12,500 for securing the plant 
and an additional $1,500 for moving ex 


npenses 
p‘ l 
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Sow POST PRICE BOOK 


FOR LOOSE LEAVES 


Differs from ordinary “ring” book. Takes up much 
less room in the pocket and holds the sheets as firmly 
and permanently as the ‘‘old style” bound book. 


Furnished in any size orbinding. A penny or any 
small coin opens it. No key and no projecting screws. 
Expansive. 17 stock sizes. 





Patented July 13, 1909 Adapted for Price Books, Catalogue Covers and 
Office Records of all kinds. 


SHEETS DO NOT TEAR OUT 
Ask Us About It. 


THE SAM’L C. TATUM CO. 


3306 Colerain Ave. Cincinnati, Ohio, U.S. A 
New York Office: 185 Fulton Street 

















AD D I NG For the ever popular Burroughs, Universal, Pike, 


Dalton, Wales, Comptograph and Standard 


M ACHINE machines should be carried in stock by the 


Stationer. 
RO] I S If quality is an essential (and to the 
Banker it is) write for our prices and 
samples. 


Colonial Company, mechanc Fale” Me: 

















Stationery Dealers’ System News 


We have a new System for General Building Contractors’ use, which 
requires but three books for all records. Simplest, most concise System ever 
created. We are ready to furnish sheets for same. 

The System is in successful operation with Contractors hereabouts and 
they will gladly recommend it to-any of your customers. 


We will be pleased to furnish sample sheets upon request. 


THE SYSTEMS BUREAU, St. Louis, Mo., U.S. A. 


Expert Commercial and Industrial Economists 


The Lineograph 
DUPLICATOR 


Simple in construction. Simple to 
operate. Results always satisfac- 
tory whether type or hand-written 
circular. Neat, clean, compact. 
IMPORTANT. | Lineograph machines are 
sold without spetriesing © the user to purchase or 


use Our supp for Price Lists and de- 
scriptive booklet. 


Thelse of erApne Supp! ted 
112 Fulton St., New York, U. S. A. 
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Are You Contemplating 
A CIRCULARIZING CAMPAIGN? 


If so let us hear from you for we have a most attractive offer 


to make you. 


“Where To Find It’ 


is the title of a book you all know about, and one 


which every Librarian and Booklover should a 
have as a ready reference. Indorsed by lead- x A 
+ te s Oo .; . . 
ing Librarians throughout the country. SSE sp a 
e. oe of 


















ONLY-;’, 


CLIP 4p PAPER FASTENER 











THE CORNER CLIP that binds all papers securely 
Fills every business requirement. Lies perfectly flat. 
Equally useful as a term porary or permanent fastener 
Does not interfere with reading matter and will ao 
become undone in handling papers 
indispensable to prcgressive 
your dealer or send 1@c. today for a trial box of one hundred 
: Write for samples and prices. 


business houses. Ask 








WEST MFG. CO., 1112 Chestaut St., Philadelphia, Pa. 


Low- price d and 








Ask For 
12. —SS=a 10c 


you that our pensare of superior quality and 
durability will mail 25 No. 20 Pens on receipt of 25¢. One 
Order today. Satisfaction gute. 
ASON Co., KEENE, N. H. 


75,000,000 “O. K.” -ctextrs 
SOLD the past YEAR should 
SUPERIORITY. 


They Add TONE to Yow 
Stationery in the OFFICE. BANK, It’s the 


OOL or HOM. 
sacatcintacce | | SOlidhed Display 
of wi wit aebodinen That Sells Tacks 


n be used repeatedly and 
work.”* Made of basin 3 sizes. Put upin brass 









gross only $1.00 pre 
anteed, 


ose teh ‘ompa b 
All stationers. Send 10¢ for 
Mustrated booklet free. Libera/l discoun ito the t rade. 


The O. K. Mfg. Co., Syracuse, N. Y., U.S. A. ‘Nois 





MASON’S 


To convince 


box of 50, assorted. oN eh 





PENS 
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of their 





Mounted one dozen on green blocks 
Supplied by Jobbers or 
HAWKES-JACKSON COMPANY 


38 Murray Street, New York 


TIME STAMP 


SAVES Time. Money, Trouble and Disputes 























Only Moderate Priced Automatic Time Stamp on the Market — GUARAN- 
TEED FOR ONEYEAR. pean tis: 
WESTINGHOUSE ELECTRIC & MFG. CO., 17! La Salle Street, Chicago. 
Chica go, IIl., Jul 1909 
Ellis Time Stamp Company, 87 Fifth Ave., Chicago: 

Gentlemen—In response to yours of the 27th, “he Ellis Time Stamp we 
have had in use at our Chicago office for the past six months is giving entire’ 
satisfaction. This fact is emphasized by the additional orders you have 
received from our other district offices. ours ver y truly. 

Westincuouse Etec. Mpc. Co., aylord, Manager. 


DEALERS — You can use it and sell it too. ORDER TODAY. 


ELLIS TIME STAMP CO. 
Metal! Specialties to Order. 87 Fifth Ave., Chicago 








Send for Estimates. 








Philadelphia, Pa. 


The Philadelphia branch of the Ma 
Company at 1017 Chestnut street, that 
of which J. W. Lafferty has been manag 
from the inception of the branch up to the 
present time, has been incorporated 
the title of Lafferty-Macey Company, in 
order to afford Mr. Lafferty an opportunity 


to become financially interested in the busi- 
ness which he has long and ably conducted. 
The Macey Company retains the major in- 
terest in the business, and the new com 


pany will in all respects, except as to name, 
continue to be the Macey headquarters for 
Philadelphia. 


_ a 


The Philadelphia branch of the Macey 
Company, 1017 Chestnut street, of which 
J. W. Lafferty has been manager since its 
inception, was incorporated during June as 
the Lafferty-Macey Company for the pur 
pose of affording Mr. Lafferty an oppor- 
tunity to become financially interested in a 
business which he has for a decade con- 
ducted with annually increasing success for 
the company. The Macey Company, how 
ever, retains the major interest and the new 
company will, except in name, continue as 
the Macey headquarters. A new face, ho 
ever, is that of B. H. Rogers, who recently 
left the managership of the Yawman & 
Erbe Philadelphia branch to become asso 
ciate manager of the Lafferty-Macey Com 
pany. The story of the Macey stores has 
been one of continuous growth from the 
time ten years ago when the first was 
opened. by Fred Macey, on through the 
changes in the firm—Fred Macey, Limited, 
the Macey, Wernicke Company, the Macey 
Company, and now the Lafferty-Macey 
Company. Just ten years ago this June an 
$8 a month office was opened at 512 Girard 
building. Increased business necessitated 
growth and then three rooms were taken 
at 1413 Chestnut street. The next move 
was to take the second floor of the building 
on northeast corner of 13th and Market 
streets, and then in addition a store and 
all the floors save the third of the nearby 
building, 14 N. 13th street. In March 
1906, the present commanding quarters at 
1017 Chestnut street were taken, and this 
month it is the satisfaction of Manager Laf 
ferty to know that he has exceeded the 
sales of June, 1907, which was the high 
water record month for Macey success in 
Philadelphia In a formal announcemé 
of the change President O. H. L. Wernick 
the 12,000 customers whos¢ 


announces té 
names are on the local Macey books that 
in addition to the Macey products the firm 
will from time to time add to its line such 
other articles of merit as may be consid 
ered reliable for use in office and hom: 


Woodward & Tiernan Printing Com; 


Relief Society gave their annual outing at 
Ramona Park, St. Louis, on Saturday, 
June 11th Many athletic events were 


pulled off and the firm donated all of the 


prizes for same, which were very fine. 
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sntmonze= FIRINER POSTAL SCALES 


Why the Triner Postal Scales 


are the Only Positively Accurate and 
aes ier. tifically Perfect t Automatic Scales 





BE C SAUSE— The °y do not show any 
variation, no matter where the article 
is placed on the platform, they reg- 
ister always correct. 

They are constructed entirely of the 
best Cold Rolled Steel; absolutely no 
castings to break in transportation, 
and handsome in design and finish, 

Sold by all Leading Stationers. If 
yours cannot supply you, we will pre- 
pay the express amen, 


TRINER SCALE & MFG. CO. 
1155-57-59 W. 2ist St., Chicago, Il. 


Monarch Inks 


have earned a reputation for SUPERI- 
ORITY equal in their line to the estab- 
lished reputation of MONARCH GLUES 
and PASTES. 


For a clear, permanent black ink, or 
blue-black writing fluid, you can find 
nothing superior to the MONARCH 
brands. Our “EBONY BLACK” and “EVERLASTING” 
Bunnell, the widely-known stationer, on the | Combined Writing and Copying Ink CREATE TRADE FOR 
death of his mother, Mrs. Henrietta S. | THE DEALER. 
ee Rineeet mg " ai ee a8: 2 We have just isssued a new catalogue and price-list for 
7 686 the stationer. You should write for this at once. The 
goods and prices will bear the closest 
inspection. 


WRITE US TODAY FOR NEW 
PRICE - LIST FOR DEALERS. 


Monarch Glue Company 
125-127 E. 2nd St.. CINCINNATI, OHIO, U.S. A. 


(By Special Correspnondente.) 
Philadelphia, Pa. 


Che important trade development of the | 


month was the opening of at present tem- 
porary but perhaps eventually permanent 
offices by Eugene L. Matlack for the Eat 
on, Crane & Pike Company, Pittsfield, 
Mass. Mr. Matlack, who is the traveling 








representative of the company in this terri 
tory, has taken an office in Room 707, 
Denckla building, where he is showing the 
complete line of staples; semi-novelty and | 
holiday papeteries made by the company. | 
Depending entirely upon the _ reception | 
which the trade gives this enterprise—a | 
conveniently located headquarters where at 
all times the famous goods of this firm will | 
be on exposition—will be the continuance | 
of this attractive show. So well has the 
room been visited during the first month 
that it is now reasonably sure that it will | 
be kept open indefinitely. 
x * * 








Sympathy is being extended to O. S. | 


ing been the only nurse honored by a com 
mission from the Pennsylvania War Gov 
ernor, Andrew G. Curtin. Mrs. Bunnell 



















was 82 years of age. She was the mother 
of twenty-one children, of whom six sur 
vive. 
x * 
Morris Brody, trading as the Brody Post 
Card Company, was adjudged an involun 








tary bankrupt. 
xk *« &* 


MTT 


] 
Memories of old John Binns, in his day i iit cn 
a famous stationer and engraver, were 
evoked by the offering at auction this week 
of the original copperplate from which the 
first facsimile of the Declaration of Inde 
pendence was struck in the early years of 
the last century. Though the plate was 
said to have represented an expenditure of 
$9,000, employing four engravers at inter- 
vals during four years, it brought but $25, 









There are two things about 


CRESCENT PINS 


that will especially interest you. 


They are made of the best spring brass by 
skilled workmen, which makes them as 
good as pins can be made. 


The promptness with which your order 
will be filled and the goods shipped 


will please you. 


DEALERS: 

Crescent Pins will pay you a good profit 
and give complete satisfaction to your cus- 
tomers. Crescent Bank and Office Pins, 
Pyramid Pins and Cushion Pin Rolls 

are TRADE Winners. 


Crescent Brass & Pin Co. 
Detroit, Mich. 


A hl i  — mm 


while sixteen impressions 25x35 inches on 
paper, said to have cost $4,200 a ream, were 
knocked down for 20 cents each. 

* K a 

Some changes in the personnel of the 
surgoyne Company, of which Sydney J 
Burgoyne, secretary of the Philadelphia 
Stationers’ Association, is the head, are 
pending, but announceemnt has not yet 
been made. There is also pending a re 
organization and expansion in another well- 
known house. 

. * _ 

The Stuart Brothers Company has com- 
pleted the installation of machinery in its 
blank book department and now enjoys an 
increased capacity of over 25 per cent. 
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GIBSON’S 


RUBBER 
STAMP 


INKS 


Sold in non-leaking 
screw top bottles. 
with brush firmly 
secured in the 
brass cap. 


A Boon to Rubber Stamp Users 


is a rubber washer 





Inside the brass cap of bottle 

moulded with a convex face, which forces the ink 

down instead of letting it get outsi le to soil every 

thing it touches. This is easily the best container 
for rubber stamp ink. 


best quality possible to make and 
Made in red, violet, carmine 
Retail at 25c each or $2.50 per 


for 2 oz. size 


The ink is the 
colors are strong 
black, green and blue 
doz. for 1 oz. size and 35c each or $3.50 doz 


Liberal Discounts to Trade. 


A. C. GIBSON CO., Inc. 


15 N. Division St., :: BUFFALO,N. Y. 











THREE AAA COMPANY 


DETROIT, MICH. 
Manufacturers of High Grade 


CARBON PAPER 





“Detroit BB” is a high grade maqfeldine 
carbon for the most quis “Copy” work. 
“Superior BB” is also a heavy manitelder 
and all round carbon for general purposes. 

““Majestic BB" is for letters a ng, 
¢ from four to a clean © copies. 
~ i) our carbons are le and clean in 
, and are made in black, blue or purple. 
Our ee” IBB Typewriter Ribbons are unsu 


DEALERS — Write for Samples and Prices. 


Address Office, 1004 H d Bui 
DETROIT, MICH. 














PHOTOGRAPH POST CARDS 
MADE TO ORDER 
From your own originals. 
Samples and our beautr 
ful illustrated catalogue 

free 


THE DORSEY W. SHORT CO. 
Drawer 10, Westerville. O. 








WHEN IN 


DETROIT 


STOP AT 


HOTEL TULLER 


iw and absolutely fire- 


Co ~¥ Adams and Park Sts. 
In the center of the The- 
atre, Shopping and Busi- 


cl 

~ thee ness District. 

ih he vw Has large Convention 
one Hall. 

: Has Grand Roof Garden 
. e. 

eke Muste from 6 to 12 p.m. 

VTi ey room has private 

* Bu an Plan. 
Rates $1.50 per day and up. 





L. W. TULLER, Prop. 

















OFFICE APPLIANCES 


Rochester, N. Y. 


Albert C. Walker, a member of the well- 
known firm of Scranton, Wetmore & Co., 
Powers building, sailed from New York on 
June 11th with a party of friends for an 
extended trip through Europe. While 
abroad Mr. Walker will take in the world 


Play at Oberammergau 


St. 


Business conditions among the 


famous Passion 


Louis,. Mo. 


stationery 


and printing concerns during June have 


been about normal or if anything somewhat 
done in the correspond 
Indications during the 


business 
1909. 


over the 
month of 


ing 
first part of June pointed to the possibility 
of a slow month, but during the middle of 


the month things picked up very materially 
thus the month showed up well. The 
and departments 


and 
manufacturing 
for this time of 
* * * 


printing 


are unusually busy year. 
hustling 


Be »¢ Ik 


yield- 


the clever and 
Blackwell-Wielandy 


has finally 


Pettus, 
treasurer of the 
and Stationery Company, 
ed his saddle and polo horse for the auto 

He was always a the 
but you hear talk driving his 
Cadillac, last 


Eugene 


mobile. devotee of 
now 


which he 


horse, 
purchased the 


new 
week of June, and is now a full fledged 
driver and can be seen almost any nice 
evening on Clayton road. 

+ * * 

R. E: Lane, buyér of the old firm of 
Skinner & Kennedy Stationery Company, 
has left this concern and will now start on 
his trip as salesman for Irving Pitt Manu 
facturing Company of Kansas City, Mo. 
He will travel the New England states, 


with headquarters in New York 


* * * 


H. A. Wantz, 


who for 17 years was con 


nected with the firm of D. F. Wade & Sons 
Company of Toledo, Ohio, was chosen to 


fill the place of buyer for Skinner & Ken 
nedy Stationery Company, and fill the posi 
Mr. Lane. Mr. Wantz has ar 
Louis wrestling 


tion held by 
rived in St. 
with the pleasant task of taking and figur- 
stock. We Mr. Wantz 


pt sition. 


and is now 


ing wish well in 
his new 
* * * 

Shallcross 
reports 
flattering good 
Barteus is getting to b: 


Al. Barteus of Printing and 


Stationery Company business very 
and prospects for a 


1910. Mr. 
fisherman 


good 
year of 


a devoted and usually makes a 


trip on Saturday afternoon to Sunday eve 
ning. 
* * * 

Wm. E. Patrick, formerly of Skinner & 
Kennedy Stationery Co. and the H. C. Mil 
ler Company, has resigned his later posi 
tion with the Miller Company and has ac 
cepted a position with the old firm of Geo 
D. Barnard & Co. as assistant to Amedet 
Peting, buyer of the firm. Mr. Peting has 
worked very hard for a good many years 
and now with an able assistant will ease 
up a little and endeavor to spend a little 
more time on the outside. 





| 
| 








The Only Genuine 


PEN CARBON 


paper is made on 7 |b. paper and carried 
20 x 30—black, blue and 





in stock in size 
purple. 

This is the only really satisfactory and 
successful Pen Carbon for making per- 
fectly clear copies of pen and ink writing 
—using any pen, any ink, any paper. 
Made in thiee grades of sensitiveness: 
Sensitive, 
using soft pen, or one to size copies 


with Manifold Pen. 


Medium Sensitive, for general use, 
one or four copies. 


3. Hard Sensitive, for use with Manifold 
Pen, one or two copies. 


DEALERS—Y~ will have a rea 


sale for this pen car bon 


writing, 


1. Extra for light 


ed 


paper—when once used its superiority 
over all other brands is too self-evident to 
be set aside 

Be known as the man who handles ‘The 
finest pen carbon paper I ever saw.” It 
will pay you a good profit. 





Samples and prices on request 


PEN CARBON MANIFOLD CO. 
New Brunswick, N. J., U. S. A. 
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JULIUS POLLAK 
50-52 FRANKLIN STREET NEW YORK 
Manufacturer and Importer of 
Post Cards and Novelties 
High grade cards our speciaity. 
Jobbers write for prices before ordering elsewhere 














School 
Board 


Business 
g We 


that will get the business on 
the quality of our goods 
will make 
Remember our Invincible main 
and will 


will quote you prices 


and 
satisfied: customers 
tains its softness not 
spoil. 


@ Send 


and quantities used. 


The National Paste Co. 


Columbus, Ohio 


for sample stating siz 
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THE GREGG 
WRITER 





A Monthly Magazine devoted to Shorthand, 
Typewriting and Commercial Education 





VOL. X NO.6 FEBRUARY 1908 











“A publication is valu- 
able as an advertising 
medium in a more or 
less exact ratio to the need 
of the reader of that pub- 
lication.” 


The Gregg Writer is needed by 
every writer of Gregg Shorthand. 
It is read and studied and re-read 
by Gregg writers all over the 
world. 


Your need for the magazine is 
found in the fact that it has the 
largest circulation of any of the 
shorthand magazines, and carries 
with it the biggest influence of 
any. 


The fact that Gregg Shorthand 
won the recent International 
Shorthand Speed Contest is vast- 
ly increasing the circulation and 
intluence of the magazine. 


Send to-day for sample copy and 
sworn circulation figures. 


The 


Gregg Publishing 
Company 


New York Chicago 








30 
CENTS 


Secures 
This 
Great 
Reference 


Book 


An entirely new, 
up-to-date, down- 
to-the-minute Ref- 
erence Book, for 
book-keepers, 
cashiers, account- 
ants and business 
men. 

This magnificent 
volume weighs 
nearly 6 pounds; 
contains over 500 
pages, 200,000 
words and 700 il- 
lustrationsof forms 
and tables; beau- 
tifully printed on 
fine paper; hand- 
somely and strong- 
ly bound ; produced 
and presented to 
the business worid at a cost which brings it within the reach of all; easiest 
for reference, plainest for acquiring information, and most economical 
when compared with all other publications of like nature. 


National 


r ‘OpedtG 





It is yours on payment of only Fifty cents 


down and the balance in monthly installments of 50 cents or $1.00 as you prefer. 
Monthly installment price, $4.00 per copy; introductory special cash price 
(less 10 per cent) only $3.60. 
In either case the expressage is prepaid to your address in the United States 
and Canada. 


E. H. BEACH, Publisher, 


iad 


PETROIT, 
Michigan 


adel 








Send 25 cents for 12 months’ trial 
tion to 


BEACH’S MAGAZINE 


OF BUSINESS 
Teaches Business, Business Systems, Book- 
keeping, Accounting, Shorthand, Advertising, 
Law, Correspondence, Short Cuts, Etc. Etc. 
Splendid Business Stories. 


E. H. Beach, Publisher, 69 W. Fort St., Detroit, Mich. 
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Brief Notes and News of the 
Needs of Dealers in this and 
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Other Lands. 









of Office Appliances 














sire to secure a Russian agency would do 
well to get into communication with him 


Calcutta, India. 
“The Organizers” of Calcutta, of which 


W. Shedden Paxton is the manager, is pre- —_—_— 
Buffalo, N. Y. 


pared to take up exclusive sales agency 
contracts in India, Burma, Ceylon, Malasia The Office Appliance Sales Company has 
with the Straits Settlements, Siam, the opened a selling agency for the sale of 


office appliances and specialties at 39 Coal 
& Iron Exchange. They are prepared to 
take up good specialties and handle them 
exclusively for Buffalo and vicinity. They 
carry such goods as envelope openers, tele- 
phone pads, stamp affixers, and moisteners, 
coin wrappers, clip holders, etc., and are 
in the market for larger specialties. 


Dutch East Indies, and Hong Kong, with 
bona fide manufacturers of carbon papers, 
typewriter ribbons, office, labor and money- 
saving machines, wood and steel furniture, 
calculating machines, typewriters, loose- 
leaf binders and supplies, and novelties of 
every description. “The Organizers” will 
thoroughly exploit the sale of such goods 
in the territory indicated. Manufacturers 
who send catalogues or correspondence to 
the above organization should be sure to 
give full particulars as to their net prices. 
terms, discount, shipping facilities, etc., and 
should not fail to see that every piece of 





Los Angeles, Cal. 

The firm of Seebaum & Isaacs has just 
opened a new store here for the sale of 
office appliances, stationery, etc. They are 
a couple of bright, clean-cut young men, 
and those who know them predict that they 


mail is stamped with sufficient postage. 

Mr. Paxton is well equipped to carry on will make a big success of their new ven- 

this work of special representative for In- ture. Their main idea is said to be “The 
has only firm in town handling this line.” Man- 


dia and contiguous countries. He 
spent twenty years in India and the Orient 
generally, and thoroughly understands the 


exclusive agents in 


should therefore 


ufacturers who wish 
Los Angeles and vicinity 


get in touch with this new concern. 


requirements and _ peculiarities of that 
market. —_—_—— 
pete ' Mobile, Alabama. 
P J. A. Richards, for a number of years 
Charkoff, Russia. _ . - 
assistant purchasing agent of the Victor 


American Fuel Company, of Denver, Colo., 
has gone into the office appliance business 
at 64 North Royal street, Mobile. He will 
be glad to receive correspondence from 
manufacturers of good office specialties. 
Reading, Pa. 
Typewriter Supply 
Pa., has its 


L. O. Solotowitzky, commission merchant 
and import and export dealer, in a recent 
letter to Office Appliances, says that he 
will be very glad to handle the following 
American goods for his territory; an inex- 
pensive line of cash registers, duplicating 
machines and check protectors. Mr. Solo 
towitzky is prepared to give all the neces 
sary references, and manufacturers who de- 


The Company of 


Reading, made initial bow to 


the business world, and desires to get into 
communication with manufacturers of office 
supplies and appliances. They want cata- 
logues and price lists from all persons who 
wish to be represented in that section. The 
gentlemen who form the company are ex 
perienecd men in the office appliances world, 
and should be of good service. 


Sofia, Bulgaria. 


C. H. Dimitroff, 8 Patriarch Eftimy, 
from 


Sofia, 


wishes to receive propositions Amer- 
ican manufacturers of office appliances who 
competent representation 
Mr. Dimitroff is in a good 
position to handle several meritorious lines 
to advantage. He that he 
cellent connections with the government of 


3ulgaria, and is in a position to help finan- 


desire to secure 


in that country. 


states has ex- 


ciers or manufacturers who have any mat 
ters of importance to propose to the gov 
ernment. His acquaintance in official cir 
cles affords entre for the firms he repre 
sents and paves the way for a better un 
derstanding. Bulgaria is a small country 


and for this reason, in order to do a profit 


able business, it is necessary for Mr. Dim- 
itroff to handle several different lines of 
office appliances whose sale does not con 
flict. American manufacturers who desire 
to open a Bulgarian connection would do 
well to write to Mr. Dimitroff at the above 
address. In this connection it might be 
well again to warn American correspond 


ents not to neglect to put sufficient postage 
upon their mail matter. The letter rate to 
Bulgaria and other European points outside 








SPIRO'S “AUTO-COLLAPSIBLE” TYPEWRITER COVER 


FOR USE ON DESK, TABLE OR SWINGING STAND 
Made of rubber-covered cloth 
Easily attached to typewriter 
Entirely out of the way when open 

tion when closed 
Preterable to the clumsy tin cover because 

no valuable space. 


irame 




















mounted 07 pivoted steel 
A perfect, dust-proof protec~- 


when open, it occupies 


Preferable to the ordinary cloth cover because it furnishes a dust- 
proet protection, keeps its shape and is always at hand. 
Saves the machine from deterioration caused by dust 


and dirt Made for any typewriter 
Price for regular size, $2.00 each complete prepaid. Men 
ion make of machine 


THE SPIRO MFG. CO., 104 W. 101st St., 


Notice to Agents and Dealers:—Arrangements for sole 
the world are now being made 


New York 





agencies throughout 


of the British Isles is five cents for each 
ounce or fraction thereof. 
ee 
ae 








Ww 
wait 





(CLOSED) 
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| COMMONWEALTH HOTEL a am 


tc WOULD YOU BE WILLING TO PAY 


Opposite State House Boston, Mass. 

the price of a square meal for a book. of useful general 
information which answers the thousands of questions 
that come up in the daily business and social life and 
can nowhere else be found? Of course you would 
—because such a book is indispensable to everybody 
and the knowledge it contains is worth many dollars, and 
because you know “Knowledge is Power.” It should 
be on every desk and in every home. Here is your 
opportunity—get 


“THE WORLD'S KNOWLEDGE’ 


a 512 page closely printed handy reference work, having 
also a concise geography of the world with 50 colored 
maps. Over 800,000 copies sold since first published, 
to those appreciating its value. A revised edition 
will be sent you postpaid for remittance of only ONE 
DOLLAR. Money refunded if contents are not worth 
much more to you. Get it at once—it will benefit you. 


THE KNOWLEDGE BUREAU 
La Grange Illinois 











Offers rooms with hot and cold water for 
$1.00 per day and up, which includes free 
use of public shower baths. Nothing to equal 
this in New England. Rooms with private 
baths for $1.50 per day and up; suites of two 
rooms and bath for $4.00 per day and up. 


Dining room and cafe first-class. Euro- 
pean plan. 
ABSOLUTELY FIREPROOF 
Stone floors, nothing wood but the doors. 


Equipped with its own Sanitary 
Vacuum Cleaning Plant 


Long-Distance Telephone in Every Room. 
STRICTLY A TEMPERANCE HOTEL 


Send for Booklet. 
STORER F. CRAFTS, Gen’l Manager 








LARGEST POST CARD STORE IN MINNEAPOLIS 


THE WEST NOVELTY CO. 


Printers and Publishers of Post Cards 
Small Books and Magazines to order. 


$1.00 will bring you 100 Assorted Post Cards that will sur- 
prise you. We ship same day order received. 


817, 819, 81934 and 821 Cedar Ave., MINNEAPOLIS, MINN. 


In All Probability You’ve Never 
Appreciated Your Export Possibilities 


The translation of correspondence in any language emanating 
from the advertisement and the translation of the reply into 


the proper language. Oh. oe — 
Commercial reports on foreign merchants that will enable the 
determining of their responsibility. Specific information on 


























OR you with your quality product that has made 
good in America—the most exacting of all na- 
tions—the export field is ripe for exploitation. 
The success of your output at home is practical 
assurance of foreign recognition. This trade, pro- 











perly gone after, means that much greater sales, greater profits 
at a comparatively small expense. Your organization has been 
perfected. Export business can be added for only the cost of 
going after it. 


AMERICAN EXPORTER 


“The Strongest Singlé Power in Export Trade’”’ 


Offers a service of inestimable value to the far-sighted man- 
ufacturer seeking trade abroad. Representative space reg- 
ularly in its two editions each month, English and Spanish 
(EXPORTADOR AMERICANO), brings you in direct com- 
munication with the foreign merchants, the source of export 
orders. The advertising is supplemented by our Foreign Trade 
Service, which is free to all advertisers. 


This service is the final linking up and intelligent cultivation 
of foreign fields. It includes: 


135 William Street 


any foreign trade subjects, reports on markets, opportunities 
for the sale of any particular goods, etc. Subscription for our 
Domestic Supplement, a monthly export 


Ad writing and Art Services in designing export advertising 
copy. 
The services of our own representatives in connection with 


our Frequent Foreign Trade Tours to the ‘export mar- 
kets. These trips are undertaken solely for the benefit of our 
advertisers. 


In short, by our service, we aim to help our clients in every 
way possible that they may accomplish their purpose of es- 
tablishing or enlarging their export trade. 


We'll be glad to send you particulars of our publication and 
service. This incurs no obligation. Will you let us help you 
make an investigation of your export possibilities? 


AMERICAN EXPORTER New York City 
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The matter of hotel accommodations is 
always a question of concern for the con 
vention delegate. Experienced delegates, 
knowing what it means to seek hotel or 
rooming accommodations on such occa 
sions in a strange city, appreciate the im 
advance hotel ar 


portance of making 


rangements. 

A convention frequently seems to be a 
signal to hotels to boost the rates to almost 
prohibitive figures. Every evidence indi 
cates that no such tactics will be employed 
during the coming Baltimore convention of 
Association of Stationers and 
10th to 


that 


the National 


Manufacturers Oct. 15th. But the 


indications also are there will be a 


large attendance, and, if possible, pros- 


pective delegates should make their hotel 
arrangements in advance. 


Visitors to Baltimore are assured of ev 
erything in the way of physical comforts 
Balti 


more has some fine hotels, and we are as 


the most fastidious could desire. 
sured that there are none better anywhere 
the Hotel 
selected as the 
Nowhere will one find greater refinement, 


than telvidere, which has been 


convention headquarters 


better service or a more perfect cuisine 


OFFICE APPLIANCES 


Headquarters National Association of Sta- 
tioners and Manufacturers—Sixth An- 
nual Convention, Baltimore, Oct. 
10th to 15th. 


SERS 


Lf 
L 
t 
| 


4 
24 a 
sp 














THE HOTEL BELVIDERE. 


than at the Belvidere. It is strictly modern 


in its appointments and is managed with a 
thoroughgoing conscientiousness and atten 


tion to the comfort and well-being of 


guests unsurpassed by any other hotels in 
United 


the States. 





Hotel Belwidere, A Motlern Convention Hotel. 


1 


The Belvidere is a large, modern 
proof structure beautifully located 
heart of Baltimore. There is every 
venience found in the finest metrop 


Belvidere is convenient 


The 


transportation, 


hotels. 


lines of other hotels 


the leading theaters and banks 
1 si 


who expect to attend the convention sh 
‘ 


by all means make their reservations 


1 
1) 


Belvidere as early as possible, so that 


inconve!l 


may be no misunderstanding or 


ence on arrival in Baltimore and beca 


it is a practical certainty that the dem 


tax the capacity of ever 


Those who n 


for rooms will 
big hotel to overflowing. 


their arrangements in good time vw 


the best accommodations 


choice of 


The rates at the Belvidere will be f 


to be very reasonable indeed, so that 


+h 
tne 


one who expects to be present at 


vention need hesitate to make arrangement 


at once with the management of that 


They will find many attractions 


more, and with comfortable quarters 
table unexcelled, visitors will take away 
them a sense of satisfaction and many 
yf their trip 


py recollections 





of the Middle West. 
Something to Sell to Banks, 
Bankers or Investment Houses, 
Write to 


O. M. PAGUE, Publisher 
CHICAGO 





The Leading Financial Publication 
If You Have 


THE NATIONAL BANKER 


112 Dearborn Street 


Send for Sample Copy 


A Journal Discussing the Leading 
Current Financial Topics. 
Subscription Price 


$3.00 Per Year 
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CLASSIFIED INDEX TO ADVERTISERS 








ADDING MACHINE ROLLS. 
Cha Beck C , 
5 ynnial Co 


rr . PEVICES. 
ADDING “MACHINES 


ghs Add Mach, Co. 
[> tor Add Macl Ci<ss 
ADDING TYPEWRITERS. 
t-Fisher 





Ren 1 Ty 
Bhar rwood Typewriter Co..... 
asta bri MATERIALS. 
° H. Rice Co 
BILLING MACHINES (See Typewriters). 
BOURSE. 
Inter! 


nat’] Office Eqp’t Bourse. 


BOOK RINGS. 
Ott Kellne 
BLOTTER PADS. 
1ers 
BOOKCASES. 
See Files.’ 
sate tm SHOWS. 
il Business Show.... 
BUSINESS FORMS 
| Litho. Co 
CALCULATING MACHINES. 
See “Adding Machines.’ 
CARSON PAPERS. 
mee Ribbons and Carbons.”’ 
CARD INDEXES. 
} dexes’’ and Files.”’ 


CHAIRS, OFFICE. 


ial Chair C 


(* \ Re te % & & soa esas eee a eee 
Da s Chal Co e ee reses 
lohnson Chair Co.. Slaacelemrinn 
ee Marble Chair Co. 

M ble & Shattuck.. 


CHECK PROTECTORS. 
Zono Mfg. Co 


CLOCKS. 
H 1) Seer re 


saaag* HOLDERS. 

dley Mfg. Co ; geeweens 
comn WRAPPERS. 

troit Coin Wrapper Co.. 


COSTUMERS. 
ames. GE. QPi sk Jacceve sate 


Ja ob & Josef Kohn.......... 
CUSPIDORS. 

Trem 2 BEGttnOWS. ..<cevdecb oa sees 
DESKS. 


Cutler Desk Co 
Dornette & Bros 
Derby Desk Co 
Evansville Desk Co.. 
J F. Dietz. 


Re SE GD 6 oak cK R ae eeae 
Pes Eee GOO: ns c.occuxeeeeeeseee.s 
Her eS. ORM. Os caccctavetoarees 
I ae. ms. 4OOs s ndeaew cabetatae rae 
Meon SG, CIOs o's osc onde eekeeen te as 
SCOT EP. Cec ccoctccdccvuntedbcce 
Vary Geer BOE Oieswsucesvetscctss 
o> CC A GR cs ceca es ceventamenved< 
DICTATION MACHINES. 
Dik apl one Co ° e Soesosseeodoeer 


> sorineem Rus Phono . 
DUPLICATE LETTER MACHINES. 
Unde rwood to > Pe 
See also “Process Duplicators.’’ 
American Multigraph Sales Co...... 
4. B. Dick... 
CAMOOMTER. CoOc oon incnsve - 
Meidicn PPOCGS CO.i.cccscecdcvctcess 
Writerpress Co 
EMBOSSING AND ENGRAVING, 
Ame! Embossing Co.........- 
ENVELOPE SEALERS. 
H. T. Reynolds & Co 
Saunders Sealer : 
Simplex Mfg 
FOLDING MACHINES. 
Amer. Multigraph Sales Co........... 
\. B. Dick Co 
FOUNTAIN PENS. 
Aikin-Lambert 
D. W. Beaumel 
Wm. Bolles Per 
Onoto Pen Co.. 
Sanford & Bennett 
Wm. A. Welty. 
FILES AND FURNITURE, STEEL. 
Berger Mfg. Co. 
Gen] Wereproceme COs ccc cctsccese: 
Van DORR BOR WOtRBi ic iccwécccscs 
FILES AND FURNITURE, WOOD. 
Browne-Morse Co 
Globe-Wernicke Co. 


Cc 
Cc 
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Macey » 

Ross Mfg. Co 
Stow & Davis 
Weis Mfg. Co 

HOTELS. 

Belvidere Hotel, Baltim 
at imonwealt! Bostor 
“ulle De troit 

wien TABS— See also “‘Files.’ 
Roge! \ Simonson. 
Standard Index Card C 

INK PADS, 

B. G Volger. 

INKS, ADHESIVES, ETC. 
Carter’s Ink Co.. 
Commercial Paste Co 
Monarch Glue Co , 
Thaddeus Davids Co 
Chas. M. Higgins 
Keller Ink’ Co.. 

National Paste Co 
John Underwood & Cx 

INKSTANDS. 
Sengbusch, 8S. C. 

LEGAL BLANKS. 
See “Business Forms 

LETTER CABINETS 


See ‘Files. 


Inkstand Cr 


LETTER COPIERS. 

Adams Mfg. Co 

Eureka Blotter Bath Co 
LITHOGRAPHIC SPECIALTIES. 


See “‘Business Forms 


LOOSE LEAF. 
Chicago Binder a 
Chicago S. & R. B. Co 
Irving-Pitt Mfg. Co 
Wm. Mann Cx 
Proudfit Loose Leaf C 
Stationers’ L. L. Supply C« 
Sam’! C. Tatum Co 
Trussell Mfg. Co 

MAILING TUBES. 

Mail Wrapper Tube C 

MFRS. UNDER CONTRACT 
Taft-Peirce Mfg. Co 

MEMORANDUM BOOKS. 

See ‘‘Loose Leaf 

NUMBERING MACHINES. 
Cushman & Denison 

PACKAGE TYING DEVICES 
F. Pratt Mfg. Co 

PAPER. 
L, L. Brown Paper Co 

Eaton, Crane & Pike Co 

Hampshire Paper Co 

Southworth Co. 


PAPER FASTENERS AND CLIPS. 


Clipless Paper Fastener Co 
O. K. Mfg. Co , 

Superior Mfg Co 

Weis Mfg. Co 

West Mfg. Co 


diana ar Nag ; 
2 G. Siggers 
riate. 
See “Inks, Adhesives, Et 


PEN AND PENCIL CLIPS. 
Hoge VMfe Co 
Valley City Novelty Co 
PENS. 
Geo. P. Gavdoul (gold) 
W. L. Mason. 
PINS 
Crescent Brass and Pin Co 
POSTAL SCALES. 
Pe'ouze Scale Co 
Triner Scale and Mfg. Co 
POST CARDS. 
Max Beck... 
Julius Pollak.. 
Wm. Ritchie & Sons 
West Novelty Co 
Whitten & Dennison 
PRICE BOOKS. 
See “Loose Leaf.’’ 
PROCESS DUPLICATORS. 
Billograph Sale Co 


PUBLISHERS. 
American Exporte 
E. H. Beach 
Bureau af Research. 
Gregg Pub. Co... 
Knowledge Bureau. 
National Banker. 
Progressive Steno. Pub. Co 
Stationer and Printer.. 

RIBBONS AND CARBONS. 
Amer. Ribbon and Carbon Co 
Jno. Allen & Co..... 

Ault & Wiborg Co 


> oem iim oem ake wh oe 
18S coc 


CIO Mente 


Frank Bayer Co... vsicccsns teavawaseare 126 
Buckeye BM, .& OC. OG) convicndeies ss haan 53 
Carbonless Paget O80... 60s iisertsiiess 6 
Carter’e Ink..2002),. 4: secuen ers Ohh dee 121 
Columbia R. & C. Mfg. Co. bub ssa «0b ae 150 
Crown BR. @ ©. CO. ics. <dsbape esate 138 
Dodge. CG. sos. s ocdevauwes dene eeeeauee 56 
Guertin-Danforth COO.s .issdscthawweeeses 128 
J. A. Heale & Co. ows isasei tac eee 127 
Indelibea, Mfw.. Co. icicctecaeetoudess A big 
ere Carbon Paper Co........ 
Keystone Carbon Paper Co...........+.- 
A. P. Littl Sree ecrcseresseesesseseessoonsse 65 
Manifold 1 Pupaiies CO. 20 ds Fans epee naa 66-67 
Mittag VOIMOE «6c ccasevéskseeeenarviee 41 
Neidach “prod DOE OO. o.0:000ctccweeeeb ees 18 
Pen-Carbon Manifold Co............+«.. 136 
Republic KR. &2 C. CO... vckcsccctssieenve 125 
Rogers Manifold & C. P. Co..........4.. 137 
&. ‘T. Genith. BU. 6 cs Seed eevee 125 
Snelling 2 Beis .a<0<4s 03 babes as 63 
Three BPS Oe, ..65. cscs ieee 142 
Union’ BR. .&@ G. Qoess: ceciditewckeoaneee 71 
U, 8. 7. W. Bibben Coss ices tee ie kes 62 
BP. 8B. Webete?. . cic ccuvvcee tics caeeasanbs 123 
RIBBON AND CARBON MACHINERY, 
Johan Waldron. OO. ...cckviedamedecdsen es 62 
RULING PENS. 
Pullen MGR. COc0cseskidiietene tae 136 
SIGNS. 
Mayercogh CO. occ eck proccess 113 
STAMP AFFIXER. 
Simplex Bits. Conn d: casnecasstaess> uta 5 
STARE HAND. 

. O.. Gipaon Cink iss cane kee eras 142 
i. GS WO GERRING cos oie nin v0 30 ssus eee 137 
Stenhounse &  OOecvess ciobvecnadktunebaka 64 

STANDS, METAL, $5 OFFICE MACHINE, 
Adjustable TOO LSD 0-565 ck TAR Oe ee 5 
Fowler-Manson- Bherssan Cycle Co...... 89 

STANDS, WOOD. 

Broome BR. Ce. ksedccavweukeeaste 95 

STAPLING MACHINES. 

Acme Staple. 00.6 ctindss ans een cess 136 

SWINGING T. W. STANDS, 

Wm. A. Welty (swinging).............. 100 
Wels Bie, Cis ccsaess Riles die ae 81 

SYSTEMS. 

Milter & Tee. .«.60seekeees fe8esbeasrea 105 
System's BuPenw. .. «s'00hsdad hese 52-139 

TABLES. 

Neimann & ye at Table: Oss iscisys 97 
St. Joline Dawes Cy... acts scretsiccevre 87 
Stow & Davis Parsiture Beaks itis i'ace 107 

TELEPHONE BRACKETS. 

Seely Office Appliance Co............65. 70 

TELEPHONE MOUTHPIECES, 

Maxim Specialty Co...... OMeckvaaevies 63 

THUMB TACKS. 

Fine MEG. Gb... + vcenguudscobneremterss 138 
Hawkee+Jackaon C0... ¢ ssiieswaes dddewe's 140 

TIME STAMPS. 

Ellis Time Stamp Co.........cseceses Sis 208 


TRANSFER CASES. 
See * riles.’ 


TRAYS—METAL AND WIRE. 


Andrews Wire & Iron Works........... 129 
Froderich: Brmtow. ..sdsvsw ti disse enans 132 
Dussean, : BAGOe Gis. sic.n sin:ce $0 nckse-40 Gieente 111 
TYPEWRITER oovens 
Spiro Mile Obes 5 op sack eossiesenecee 144 
Typewriter soesiaity COs 6 dseasdes dates: 
TYPEWRITER CUSHIONS. 
J. In CHAO O06 ins ok a ede nthaees:s ees 186 
T. W. Economy CO. ...ccescccessecsvsses 47 
TYPEWRITERS, REBUILT. 
Albright Bros. Rebuilt ‘T. W. Co........ 153 
Am. Writing Mach. Co.......cccesscess 12 
General T. . [hi ga peice © iad <b W A or 0 14 
Plummer & WHilgns .. .n2sscwcces sadsers 147 
Rebelte FP. “W. Day. cadbetaweccscanstnss 37 
Typewriter Emporium... ........se0ese8s 48 
Typewriter Inspection Co.............. 68 
B. D. Underwood T. Exchange...... 53 
Wholesale Typewriter 2 EEE ag oP GR 3 
TYPEWRITER PARTS, 
Ames & Filstead............+. Pa. a ciece 63 
Beaubien & Booth Co.........sseecceees 46 
Ben Gemusiedn COO... osc cs ccdinsctevases 150 
Thorp & Martin.......... wevdeee wahwrne es 64 
TYPEWRITERS, NEW. 
Blickensderfer Mfg. Co........... Setaat 48 
Billott-Figher COscso0cns bes crdunskpaeens 10 
Emerson T. W. Co......... pk i heen oe 
® Monarch T. W, Co...... ‘plianbeg PN SR 50 
Oliver FB Wi Ces vce cd Gunteak ..Back Cover 
Remington T. W. Co......... Ee eS 7 
Royal Typewriter Co........... Oe 15 
C. Baaseth.. Be Bees ccc tic divesteulac ss 45 
Smith Premier T eursioae RP See 5 
Standard Typewriter Co...........+.+. 16 
Underwood Sypowinet Rea sf se 9 
Victor Typewriter. CO. ....scsccsseneenes 47 
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As a Subscriber 

@ It will keep you in touch with the conditions 
existing in your field—conditions which affect you 
either directly or indirectly. 

@ It will give you ideas that will help you make 

' your business bigger and better. 

q It will put youin the way of making more profits 
on your old lines and point out new “green pas- 
tures’’ for you. 


@ It will inform you, as no other paper does, of the 
new things that are about to come upon the market 
—things the business men around you—your cus- 
tomers—will want to know about. 


q It will create added interest and enthusiasm in 
your selling organization and inspire you to greater 
efforts. 

@ It will keep you in close touch with the men and 
concerns who make the things you are looking for. 
q@ It will enable you to find almost instantly any 
article you are looking for, if it is an office appliance. 
@ It will pay back its cost to you a score or more 
times every year if you are the right sort of a sub- 
scriber. 

@ It will show the relationship which various office 
devices bear to one another, and don’t overlook 
this fact—-they all dovetail. 















What OFFICE APPLIANCES Will Do for You 





As an Advertiser 


g It will put your proposition before more men 
who make their living buying and “‘reselling’’ office 
appliances than any other paper on earth. 


q It will put that proposition before them through 
a medium in which they have confidence—for they 


pay to get it. 


g It will help not only to keep your name before 
this army of buyers, but to burn it into their minds. 


q It will oftenin a single month bring enough busi- 
ness to pay your advertising expense in it for a 
whole year. 


q It will present your proposition with a dignity 
and force which you can determine in advance. 


q It willcall upon more prospective customers each 
month than you can reach for the same amount in 
any other way. 


q@ It will not run up large expense accounts of 
doubtful accuracy. 


q@ It will live at least 30 days after reachmg desti- 
nation, and often 60, 90 or a year, which you can’t 
say of circulars. 

q It will cut out all waste for you, thus saving you 
the cost of paying for waste. 

@ It will create a wider and deeper interest in all 
office devices, because it creates discussion, and in 
this wider interest you are bound to share. 


q@ It will sell goods for you at a lower cost than 
any other plan you can put into effect. 





Manufacturers: Are you seeking a wider market for your wares? Are you looking for new agents, or better ones to sell 
your goods? Are you looking for some live dealer to cover a territory for you, or are you desirous of finding first-class 


“timber’’ for your selling organization? 


‘Office Appliances”’ can help you in all these ways, and its publishers are always glad to co-operate in this direction. 
Sales Managers: Are you desirous of building up a record for yourself? Do you want to call to your fold a class of high 


grade salesmen who are able to get out and deliver the goods? 


agencies for your firm? 


Are you anxious to secure just a few more good territorial 


‘Office Appliances”’ can help you in all these ways, and its publishers are always glad to co-operate in this direction. 
Office Appliance Dealers: Are you dissatisfied with any of your present lines? Do you want to secure others that 


will produce for you ‘‘dollars’”’ where you now make “cents’’? 


Isn't there some good office appliance that you could handle 


in addition to your present line, without any more selling cost, that would increase your dividends? 





















“Office Appliances’’ can help you in all these ways, and its publishers are always glad to co-operate in this direction. 
Salesmen: Are you “working a territory’’ that does not pay you properly for your effort in behalf of your house? Is there 
some means by which you can double your earning capacity and thereby secure a larger ‘‘commission account’’? Is there 
any other line of selling that appeals to you more strongly? If so, 

“Office Appliances’ can help you in all these ways, and its publishers are always glad to co-operate in this direction. 
Subscribers: Is there any special department of this publication that particularly appeals to you? Is there any other 
that would interest you more,were we to devote more effort towards it? What is the most important attraction you find in 
our columns? 

“Office Appliances”’ is aiming to benefit the greatest number of readers, and we want their criticisms, that we may help 
them and others. This is the subscriber’s paper—published for his help and benefit. 


OFFICE APPLIANCES, 303 Dearborn Street, Chicago 


















prec 


OFFICE APPLIANCES 


constitutes a perfectly sanitary system of letter press copies. 
in the bath assures even distribution of moisture to the cloth, at the same time 
luding bad odor, mustiness or mildew. 
with non-raveling edge affords clean, clear-cut copies. 
Baths in use than all others combined. 
them unbreakable 
way bill. 


Sold through the dealers. 


THE EUREKA BLOTTER BATH CO., 
6215-17-19 Wentworth Avenue 


The Eureka Bath and Cloth 


The composition 


The patent chemical surface cloth 
There are more Eureka 

The wire net in the composition makes 
They are furnished in all sizes from correspondence to 
Write for Eureka Booklet. 


CHICAGO, ILL., U.S. A. 
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A 
MOMO StAPlO CO. 2. ccncccccsccccessscsecs 136 
Adams Mfg. Co. Pre ee ere 126 
Adjustable Table Co. pect vhaaddeeSehear east 85 
Alcon Lambert CO... ..cccsescessescssces 59 
Albright Bros. Rebuilt TF. We GOe cs cceee 53 
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Amer. Embossing Co............+++- 135 
American Exporter .....-ccccsccceevvces ...14% 
Am. Multigraph Sales Co..........++555. 54-55 
Amer. Ribbon & Carbon Co............+55- 124 
Am. Writing Machine Co.............+-+. so’ Wa 
Ames G PiUStOR . ..cccccvccccsscscccsese. 63 
Andrews Wire & Iron Works............. 129 
Annual Business Show Co............ 4 
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O. K. Mfg. Co.. 
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-Back 


P 


Pelouze Scale & Mfg. Co 
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CHICAGO BINDER & FILE COMPANY 


The Acme of Perfection in a 


Non-Protruding Sectional Post Binder 

















CHICAGO BINDER & FILE CO., - 


Aluminum Ends—Metal Hinge 
Powerful End Lock—Durable Covers 
No posts or knobs to scratch the desk 


Locks and unlocks with less than one turn of the key. 
Also furnished with rubber ends and leather hinges. 

Any size or style of binding to fit any sheet or special gauve. 
Will securely bind one, a few, or as many sheets as desired. 


118 S. Clinton Street, CHICAGO, ILL. 








WANTS 


NOTE—"“‘Want” Advertisements are received 
for this department at 4 cents a word. Mini- 
mum charge one dollar, payable in advance. 
Only legitimate advertisements received, and 
those relating to trade necessities. 








HELP WANTED. 








WANTED—First class typewriter repairer; 
state on what machine most experience. Steady 
work for good man. Address N10, care Office 
Appliances, Chicago 

SALESMAN WANTED—To sell L. C. Smith 
& Bros. Typewriters; entire city of 100,000 for 
his territory; salary and commission. Address 
“Good Position,” care Office Appliances, Chi- 
cago. 


WANTED- Agents to handle cushion feet for 
lighten touch, in- 








typewriters. Reduce noise, 

crease speed. Large profits, exclusive territory 

if desired. Splendid side line for typewriter 
306 


salesmen. Michigan Office Appliance Co., 
Tolsma Bldg., Detroit. 


SALESMEN WANTED—We want a few good 
salesmen to sell post cards on commission as a 
side line; we handle the newest card published 
and our commission is very liberal. In writing 
give us the name of the house you now repre- 
sent (we will not write them though without 
your permission). Western Business Agency, 
Chester, Ill. 








SITUATIONS WANTED. 





YOUNG MAN, unmarried, now selling small 
Office device in several counties in Pennsylvania 
is open for position. Can furnish good refer- 
ences. Address Til, care Office Appliances, 
Chicago, 


YOUNG MAN with several years experience 
repairing and selling typewriters, wishes to con- 
nect himself in similar capacity with estab- 
lished firm. First class references, Address 
“Combination,” 309 Park St., Fulton, N. Y. 


POSITION WANTED—Factory superintend- 
ent or experimental room foreman, 36 years of 
age, very broad knowledge as to practical and 
theoretical shopwork, a proven inventor, can 
show results. Expert systematizer. Cost and 
piece work, improvements on tools, labor saving 
devices. Best of references. Can show sam- 
ples of work done. Address Geo. Boehm, Marsh- 
field, Wis. 











FOR SALE. 





FOR SALE—Book, stationery, wall paper and 
office supply store, daily and Sunday news 
agency. 45,000 population. Good reasons for 
wowing. Address J. A. Wilhelm, Williamsport, 


FOR SALE—One multigraph machine, used 
two months; as good as new 
News- Republican, 


Will sell cheap 


Kenton, Ohio 





SALESMAN WANTED 


To salesmen successfully handling 
typewriters, adding machines and other 
office appliances and desiring to take hold 
of amore remunerative line ; also to 
clerks with natural ability as salesmen 
and to other persons of good business 
experience wishing to go. on the road, 
we offer an especially attractive propo- 
sition. Our best men make $500 per 
month, or more, and we ‘want a few 
more men of that class. References will 
be required and full particulars of past 
experience should be given in first letter 
Only men with the energy to keep ever- 
lastingly at it and capable of handling 
a high grade proposition need apply. 


A. M. Co. 
908 Bisbee Building, 
Jacksonville, - 


Florida 











TYPEWRITER DEALERS 
ATTENTION! 


We have bought the entire stock Fay- 
Sholes-Remington-Sholes blind typewriter parts 

some visible parts. Send 10c for sam- 
ple of our New Platen Knob Cushion, the best 
cushion ever devised for platen knob and 
a good seller. We sell hundreds of them 
every month in our own retail store. 


Ben Samuelson & Co. 


R. 309, 225 Dearborn St., Chicago 





BUSINESS OPPORTUNITIES. 


WANTED—A representative in each town to 
manage the subscription work of Office Ap 
pliances. In the larger towns an enterprising 


add his incomse 


towns there 


young man can materially to 
in the smaller to pick 
up a little extra from time to time. The propo 
will make you is inviting and includes 


is a chance 


sition we 


a number of different subscription offers, any 
one of which are easy sellers for a good specialy 
man All communications in answer to this 
ad will be considered strictly confidential 


is going to make extra 
Are you the man? 


Some one in your town 
money by answering this ad. 
Subscription Sales Department, Office Appliance 
Ce. Dearborn St., Chicago, Il, 


CATALOGUES WANTED from manufactur- 
ers of commercial stationery, law blanks, office 
& typewriter supplies and appliances Fred 
Seyffarth, 435 Ralph st., Brooklyn, N. Y 


TO LOOSE LEAF SALEMEN—I have 
thing of interest to every salesman of loose 
leaf goods in the world It doesn’t cost you a 
cent to find out. Address Chas, A. Sweetland 
author of “The Science of Looseleaf Bookkeep- 
ing and Accounting,”’ 15 Boylston Bldg. Chicago 


303 


some- 


WANTED—Experienced typewriter or office 
specialty salesmen with some capital to pur- 
chase one-half interest in an established busi- 
ness in rapidly growing Southwestern city. 
Present sole owner has other business and can- 
not devote sufficient time to this line. Business 
on a paying basis and unlimited room for ad- 
vancement. Only want energetic worker, who 
can show record of selling ability. Address Box 
116. Little Rock, Ark. 











WANTED—An exclusive agent in every city 
to sell Transo (transparent face) envelopes) on 
a commission basis. avery business house a 
possible customer. Excellent proposition for 
men with selling ability. Samples and complete 
information on request. Transo Paper Co., 


Chicago. 








| 





Trademarks and Copyrights 


Send your business direct to 4 
Washington. Saves time and insures better service. 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty:—Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33,N. U. Bidg., Washington, D° C. 











Agencies Wanted 


W. A. LINGHAM who has been estab- 
lished in Australia for the past sixteen 
years will arrive in the U.S. about July 
15th and he is open to negotiate for 
agencies on his arrival. His specialty 
is Office Appliances and Typewriters, 
but he is open to receive any lines that 
he thinks would prove saleable in 
Australia. Kindly address all letters 
in care of THE OFFICE APPLIANCE 
CC., 303 Dearborn St., Chicago, III. 























All that science and invention have 

added to the process of paper man- 

ufacture in the past sixty years is best 
exemplified in 


A sheet which embodies mature ex- 

perience in the making and carries 

with it the assurance of perfect service 
for 


BROWN’S LINEN LEDGER BLANK BOOKS 
AND LOOSE LEAF LEDGERS 


RECORD PAPERS PERMANENT RECORDS, Etc. 











A paper used by the best class of 


Merchants, Bankers, County Recorders 


and others who appreciate the value and influence 
of the highest standard Record papers 
in their business 


L. L. BROWN PAPER COMPANY, 


ESTABLISHED 1850 


| 





ADAMS, MASS. 




























Don’t 









Smear The Solution of Writing 
Vo ur Troubles 
Fingers 





With 


Ink !! Don’t 









styles points in each size, For sale at the better kindof Sta Use 
for descriptive catalog and order direct 
NOTO PEN CO. A 
261 BROADWAY, NEW YORK Gl 
ass 


Dropper! 





Map Out Your Own 


Business Career! 


ON'T be the toy of Circumstance. 
Map out your cwn career! Letit be 
one that brings all your powers into 

free play and full development. Too many 
young men are rushing into the over 
crowded professions or swelling the ranks 
of routine workers. Don’t make the same 
mistake. The most attractive career open 
to young men today is that of 

—Salesmanship. 

There’s magic in that word. It’s the 
open sesame to the best paying positions in 
the business world. : 

The doors of Success Swing 
wide to the man who can sei/ 
goods. 

The demand for trained 
salesmen far exceeds the 
supply. Sales ability com- 
mands a premium. 

The Oliver Typewriter Com- 
pany, one of the largest employ- 
ers of salesmen in the world, has 
established a free training school for sales- 
men. The training is worth hundreds of 
dollars to the man who takes full advan- 
tage of its opportunities 

Here are some of the pre-requisites for 
acceptance as Local Agent for the OLIVER 
and a free course of training in the Oliver 
School of Practical Salesmanship: 


—Honesty 

—Energy 

—Initiative 

—Enthusiasm 

—Self-Reliance 

—Tenacity of Purpose. 

—Agreeable Personality. 

Take stock of your qualifications. No 


man who possesses the ones enumerated 















can afford to sink his identity 1n the color- 
less activities of a routine worker. 

Strike out for a_ successful 
career as Local Agent for 


Be —— 


OLIVER 


Typewriter 


The eee Visible Writer. 

. We can always make a place 
for qualified men who set their 
stakes for Success and then 
work to win! Our Sales 
Force is made up of just 


business 


this sort of men 

Thev are setting the world 
aflame with Oliver enthusi- 
asm. The result of their 
work is shown in record 
sales of the wonderful new 
Oliver Typewriter No. 5. 
It is reflected in the rapid rise of Local 
Agents to important posts in the Organi- 
zation. 

New territory is being invaded. This 
calls for the employment of additional 
Local Agents. The door is open to vou 

Write at once for a copy of our 


Free Book—“The Rise of the 
Local Agent.” 

Your request for this interest ng book 
may prove the turning point in your career, 
just as it has for hundreds of ambitious 
young men. 

Business men—ask for a Free Demonstra 
tion of Oliver Typewriter No. 5. 


The Oliver Typewriter Company 


Oliver Typewriter Building, 93 Dearborn Street 


:: Chicago, Illinois 











